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Boawen Model, “E” 


(ECONOMY MODEL) 


ait | 
The removable perforated chip tray is 0 
a handy Model “E” feature. 


The new low-priced, lightweight Beaver Model “E” is a 
“junior edition” of the heavy-duty Beaver Model A—which has, for the 
past 20 years, been the recognized leader in the field of portable pipe 
and bolt machines. 

The Model “E” uses the same dieheads—the same dies—the same 
patented interchangeable wheel-and-roller or knife cutoff devices—the 
same reamer arm and cone—as the Models A and B. This will be a 
great advantage to thousands of shops now equipped with the Beaver 
Model A or B because it eliminates the necessity of carrying in stock 
duplicate dies and parts—thereby preventing endless confusion and 
needless expense. And remember, there are 195 different kinds and 
sizes of dies instantly available for Models A, B or E. 

Although designed primarily for hardware stores and small piping 
contractors, BIG contractors will find the new Model "E” useful on jobs 
requiring extreme portability. 

A pipe machine is no better than the service back of it and our 50 
years of experience in this field, and our reputation for high quality and 
friendly service, is your best guarantee of complete satisfaction. 


A welded steel stand, with 14” wheels, 
gives rigidity and easy portability. 


WRITE FOR BULLETIN E 
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Pipe from 2-1/2" to 8" can be cut and 
threaded with the Model “E”, using a 


drive shaft and geared tools as shown. 216-300 DANA AVENUE . WARREN, OHIO, U.S. A. 
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You Can Be A Better Salesman— An editoria’ 

Help Yourself To More Sales 
Do You Have What It Takes To Be a Successful Salesman 
Tests Show Strongly al Weems. 6.5 ee ec eee e esac wet ts. Onna Deke wee Om 
A Guide for Self-Improvement 
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Suggest Related Products to Sell "Em More 
Selling Takes “Showmanship” 
Meet Buyer Re-sistance Head On 
Follow Through on Your Sales 
Turn Failure into Success 
Utilize Your Time Properly 
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COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


Now Is The Time A Lot For A Little 


“What can I do to get myself set for the selling 
conditions resulting from the Korean situation?” 
Virtually every distributor and distributor salesman 
has asked himself that question repeatedly in the last 
few weeks. Well, there is an answer. He can do 
plenty. Those of us associated with the industrial 
supply field during World War II can draw on 
memory but even that is not infallible. Consequently, 
I.D. is going to do a job for you—the same type of job Are You Passing Them Up? 
that was done in 1941 when we published “7 Imme 
diate Jobs for the Distributor”. The article is being In this case the “them” refers to small customers. 
prepared now and can well serve as your blueprint If you are, or you think the little guys aren’t worth 
for action. It will include the very latest available bothering with, maybe you'll change your mind when 
information on what to do about territories, inven- you read about how a northwestern salesman builds 
tory, organization and service. volume from small accounts. 


Most of us can’t resist a bargain, and it’s a good 
thing too, because when you can get a lot for a hittle 
you're really on the ball. If you like bargains you'll 
want to read a story from Philadelphia on how a 
distributor boosts sales curves through promotion but, 
ind this is important, he does it at small cost. 
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DOWEL PINS 


by HOLO-KROME 





This innovation in finishes, created and introduced by Holo-Krome, 
Sturdy specially designed boxes for eosy acts os o jubricant, retards corrosion and prevents rusting. The 
handling ond stocking. sealed for your lubricity of Holo-Krome Dowel Pins allows them to be driven more 
protection Positive identification at o easily and decreases scoring of pins and mating parts Made of H-K 
glance assured by distinctive black ond special analysis alloy steel, Holo-Krome Dowel Pins are hardened, 
yellow lobels with Quantity and Sizes corburized and double precision ground Then the innovation, 
shown in clear, easy-to-read type- special black lustre finish Finally, every dowel pi" is 100% individ- 
stocked ond sold through authorized vally inspected Holo-Krome Dowel Pins are available from stock in 


Holo-Krome Distributors. the complete standard range of sizes Specials con be furnished. 
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“LIFE of a Salesman” 


It's a wonderful, glorious feeling 

Just to be in this old selling game — 
E’en if you don’t make a fortune 

Or win everlasting fame. 





It's a thrill to get started each morning 
To call on your prospects all day 

To talk up the features of items you sell — 
Convinced that your products will pay. 


There are days when the grief and the headaches 
Are more than you think you can stand, 

And you feel like ending your selling career 
And farming a small plot of land. 


But you know if you keep on a’‘plugging 
You'll solve all your problems quite well — 
You've just got an innermost feeling 
That you were born only to SELL. 


And after a sale it's a pleasure 
To call back at some future date 

To learn how your product is doing 
And find that the answer is “Great.” 


Ah yes, the LIFE of a salesman 
Is one of the best there can be... 
You can have all the other vocations, 
It's the LIFE of a salesman for me! 


(Continued on pages 24 and 25) 


FREE REPRINTS of the above, suitable for framing (without the 
Link-Belt Symbol of Quality) may be obtained from Link-Belt 
Company, 307 North Michigan Ave., Chicago 1, Illinois. 








NEWS 


That will bring you more money 


Here is a HACK SAW BLADE 
your customers will buy again 


The rtan— 


New TRIPLE-THREAT 
SAF-T-SAWS 


A new welded edge High Speed Power 
Hack Saw Blade— 


Three strips of steel welded together 
for more durability and straightness. 


This blade is Shatter-Proof, will stand 
extra tension and strains. SPARTANIZED 
heat treatment. 


Have your customer's safety-engineers 
try them. They'll be back for more. 


Sell Your Trade 
These 


SAF-T-SAWS 


THE COMPLETE SPARTAN LINE 


Hack Saws—Band Saws—Tool Bits—Compass Saws— 


Hack Saw Frames 
Sold Through Distributors 


SPARTAN SAW WORKS, INC., Springfield, Mass. 
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The Cover 


This cover represents a switch on 
the usual “cause and effect” routine. 
The illustration pictures the effect 
—and that stack of orders provides 
proof positive—while the section 
titles show how it all came about. 
And, Mr. Salesman, it can happen 
to you. Just turn to page 81—start 
reading—put into practice what ap- 
plies to you—and you'll “Help 
Yourself to More Sales”. 
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You get 
a complete kit 
of sales tools 
to help boost your profits 


on UNION 


CUTTING TOOLS 


Among the many sales builders on Union's comprehensive list of 
merchandising aids are the handy drill sharpening gauge and the 
decimal equivalent and drill size charts — each one in demand for 
customers’ everyday use, and each constantly reminding the user 
of Union Cutting Tools. 


And for point-of-sale impact, there's the handsome counter dis- 
play, prominently featuring the latest Union ad, and with side 
pockets offering the attractive, information-packed Union folders 
which you can also use in direct mail or as stuffers. 


UNION TWIST DRILL COMPANY, ATHOL, 
MILLING CUTTERS e GEAR CUTTERS e TWIST DRILLS «© HOBS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mans 


ahiphices 
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YOU GET ADDITIONAL 
POWERFUL BACKING 


through Union's national advertising. Hard- 
hitting and dramatic, these full pages in color 
reach your customers regularly in their favorite 
magazines — continuous reminders that “No 
Other Cutting Tool Will Out-perform A Union” 
and alwoys telling the reader to “Contact Your 
local Distributor”. 








ION 
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PLUS AN OUTSTANDING 
DISTRIBUTOR POLICY 


Fair treatment is the keystone of Union's co- 
operative distributor policy aimed at chonnel- 
ling sales directly through you. In THOMAS’ 
REGISTER you'll find a special, two-page Union 
insert in the Drill section, listing Union distribu- 
tors. Why not get your own name on that list and 
enjoy the many advantages ond steady profits 


thot go with selling Union Cutting Tools? 


MASSACHUSETTS 


REAMERS e¢ CARBIDE TOOLS 


Mass., Taps, Dies, Screw Plates 


BUTTERFIELD DIVISION, Derby line, Vt, Taps, Dies, Screw Plates, Reamers 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 
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FIRST 
IN 
POWER 
TRANSMISSION 
MACHINERY 











DODGE NEWS 

















DODGE MANUFACTURING CORPORATION, 500 UNION STREET, MISHAWAKA, INDIANA 





OVER 10, 000 MAIL ADS 
PRODUCE INQUIRIES 
FOR DISTRIBUTORS 


“Be ‘st response we ever had from any mailing 
-§- is = report of one Eastern Distributor 
of the 4-page direct mail piece featuring the 
TORQI ve ARM Speed Reducer. 

Another writes . . . “Rush more of those 
A=470 Bulletins—the postal cards are coming 
im faster than we anticipated.” The postal 
card is the one asking for more information 
about the new product. Each card is ad- 
dressed to the Distributor. 

But best reports of all are those stating 

“Followed the inquiry and sold a reducer 
. «. customer is enthusiastic and wants to 
place it on test.” And there are many more 
reports, equally as interesting, that have re- 
ated from the T¢ IRQUE- ARM Speed 
Reducer mailing. 

Over 70,000 mailing pieces have 
gone out to Distributor lists. 


already 


CUSTOMER TESTS PROVE 


PERFORMANCE OF NEW 
TORQUE-ARM REDUCER 


Enthusiastic 
consumer acceptance 
continue to come trom 
Dodge Distributors who 
stock and sell the new 
Dodge TORQUE-ARM 
Speed Reducer. New 
markets for this ingeni- 
product are being 
revealed 
Prospective customers 
expressed active interest 
from the the first 
publicity advertis- 

ing appeared early this vear 
Next came a wave of orders for reducers to 
put on test. Most of these men were confi- 
dent that any product introduced by Dodge 
would reflect the known excellence of Dodge 
engineering. But, they felt it was good busi- 
ness to test this new product on their ma- 


reports of 


ous 


too 


time 
and 


chines in their own laboratories and plants. | 


These tests were welcomed by Dodge 
Engineers. New successful 
pendable service are piling up. They reflect 
the thoroughness that prece des the release of 
this meticulously engineered product to 
Dodge Distributors for sale through Dodgs 


Transmissioneers, 


reports of 
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‘TRANSMISSIONEERING SCHOOL 
STARTS FALL TERM OCTOBER 30 


On Monday morning, October 30, twenty 
distributor salesmen from various sections of 
the nation will meet in Mishawaka, Indiana, 
to begin a week of intensive study of practi- 
| cal problems related to the engineering of 
power transmission machinery. 

A second group will convene the follow- 
ing Monday, — a third one week later if 
applications continue to the 
present rate. 


come in at 


All students who attend the Fall Term of 
the Dodge School of Transmissioneering 
will be guests of Dodge for the entire week. 

They arrive Sunday, work starts early 
Monday. For five active days they will at- 
tend classes, study manufacturing processes 
in the plant, learn about the current pro- 
jects in the Dodge Research and Develop- 





ment Laboratory. And during the evening 
they will wrestle with practical problems in 


study groups. 

The facuity is comprised of Dodge per- 
sonnel who are recognized authorities in such 
subjects as Transmissioneering principles, 
rolling and sleeve bearings, V-belt drives, 
and clutches. Special session is devoted to 
new products, company procedures related 
to selling activities and to advertising, sales 
promotion and publicity. 

Each man who successfully meets the re- 
quirements of the course receives a diploma 
and the well known Transmissioneering 
recognition pin at the graduation dinner 
scheduled for Friday evening. 

More than 600 graduates of the Dodge 
School of Transmissioneering are now suc 
cessfully selling Dodge products for Diletzi- 
butors throughout the nation. 





| NEW EDITIONS OF DODGE 


LITERATURE HELP SELL 


NEW—Bulletin A-600 for distributor dis- 





| tremendous 


de- | 
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tribution also used for Sweets Catalog 
showing complete Dodge line in picture 
form along with a brief description of each 
product and sizes available from stock 


tevised Bulletin A-500B on Dodge Roll- 


ing Bearings. New sizes of Dodge-Timken 
Type “E” Bearings added. Also numerous 
dimension changes. 

\ new supply of Bulletin A-470 on the 
new Dodge TORQUE-ARM Speed Re- 
ducer is now available. The demand for 
information on this new product has been 

this is the third reprint since 
announcement in February. 


New single page insert used primarily for | 


Distributor ads in Mill & Factory and for 
Distributor catalog inserts. Shows complete 
line of products with a brief description and 
stock sizes. Available to Dodge Distributors 
for use in their sales promotion programs 








WATCH FOR ANNOUNCEMENT OF AN 
IMPORTANT NEW DODGE PRODUCT — 


THE REVOLUTIONARY DODGE 
SLIDE-SET VISE. 


COMING SOON! 











| as those 


| products, such as the SC 


Excellent for Salesmen to leave with pros- 
pects on sales calls. 

New pages for Distributors’ consolidated 
catalogs. Showing changes as follows: 
Page 26 ew sizes ad de d Dodge -Tim- 
ken Type “E”’ Bearings. 
ee ant bushing changes on 

PAPER-LOCK Sheaves. 

oe: Bushed Fan & Blower 
Bearings added to the Dodge 
line. 


Page 76-77 


Page 


SALES TIPS FROM DODGE 
MONTHLY BULLETINS 


Evidently new selling ammunition that goes 
monthly to sales personnel of Dodge Dis- 
tributors is right down the alley 

This conclusion comes from reading letters 
from salesmen who travel territories as well 
who handle telephone and mail 
orders and over the counter sales. 

Information in the Dodge bulletins in- 
cludes special selling tips relating to selected 
Bearing, and news 
about what Dodge is doing with publicity 


| and advertising to help promote sales for 


their Distributors and Transmissioneers. 
Reprints of new ads in leading trade papers 
and prints of interesting installation photo- 


graphs of Dodge products are included from 


| time to time, 


1950 








locating sources 
of supply” 


“We wish to acknowledge receipt of 
your 1950 Products Reference Num- 
ber and to take this opportunity of 
expressing to you the help your pre- 
vious Reference Number catalogs 
have given us in locating sources of 
supply; also, in using your trade 
name index in these catalogs. 
“Would appreciate it if you could 
arrange to have forwarded to the 
writer’s attention another copy of 
this 1950 catalog to use in our de- 
partment.” 


Very truly yours, 


Iver Johnson, 


Purchasing Agent 
LeVALLEY-McLEOD, INC. 
Elmira, New York 


& 

INDUSTRIAL DISTRIBUTION’S 
Mid-December Products Reference 
Number contains the source infor- 
mation you need in your daily work 
—conveniently indexed for quick 
reference. Keep it handy — you'll 
find that it pays! 


Industrial Distribution 
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McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


Housewives and consumers put the pressure on Congress, and 
Congress forced Truman to take complete power over the economy. 

Result: the administration gets wrapped up in one small package 
the authority to use every economic control of World War II, including 
price control and rationing. 

But the outlook is still for limited use of these powers. There’s 
no thought of a broad regulation of materials, credit, prices, man- 
power, wages -- unless there’s an all-out war between the U.S. and 
Russia. In that event, of course, Washington takes over immediately, 
to a far greater degree than during World War II. 


As things stand at this writing, you’re going to see a step-by- 
step use of controls. In the early stages, it will be over critical 
materials, to assure military output and supplies for essential civilian 
needs. 


However, you are going to see tough controls very quickly on 
particular industrial raw materials. Most important: steel. After that 
there are a dozen or so critical items on the list including aluminum 
and such non-ferrous metals as copper, lead, and zinc; rubber; 
chemicals such as benzene; and electronic components including wire, 
tubes, condensers, and the like. 

Already, rubber controls are designed to hold consumption to 
the level of the 12 months ending June 30, 1950. 

Electronics producers figure they may have to cut back radio 
and television by 25-30 percent, but they don’t know how soon. Auto 
makers hear similar figures — but they estimate that it will be at 
least 9 months from now before their production will be hit signifi- 
cantly by the new programs. 

The fact is that the administration planners have had to wait 
on the military. It takes the pentagon a long time to translate huge 
appropriations from congress into firm orders for specific quantities 
of specific items. Decisions have to be made as to the kind of war 
we may be fighting when the weapons are delivered a year or two or 
three from now. Those decisions aren’t made quickly. 

But only when the military has said exactly what it wants can 
the National Security Resources Board and other agencies figure out 
what the impact will be and what to do about it? 


However, the Administration insists that its military spending 
program — the $30-billion ‘‘partial mobilization’’ -- will have a 
limited impact on the civilian economy. Agency officials are con- 
fident they can give the military everything they can take -- and still 
have a very high level of civilian output, including food, clothing, 
housing, consumer durables. 


This prospect is the basis for the official belief that the infla- 
tion can be controlled through imposition of stiffer taxes, tighter 
credit curbs, materials allocation and similar measures that fall 

(Continued on page 10) 
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53 Machines 
246 Models — over 130 


Plus a complete line of fourteen Homecraft” Machines 





DELTA POWER TOOL Division | Sold only through authorized : 
Rockwell | industrial distributors. 


Manufacturing Company 
MILWAUKEE 1, WISCONSIN 
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Scroll 


Saw 4 


6 Circular Jointers 


Saws 
. =] 
| 11 Drill 
Presses 
\ 


— plus 5 Grinders . .. 3 Welders .. . 2 Shapers .. . 4 Radial-Arm Saws 

. . 2 Abrasive Finishing Machines . 3 Cut-off Machines .. . 2 Saw- 

Jointer Combinations . .. Mortiser . . . Deburring Machine... Lathe .. . 
2 Planers . . . 2 Buffing Machines. 


Any distributor who has the Delta franchise can make this complete 
line his number one money-maker. Get behind Delta-Milwaukee and 
prove its profit-power to yourself. 


_ HOR * 





E relusively Yours 


Cash in on the Sacxg to carbide 


DUMORE POWER-FLEX 


Handles all carbide tools 


H.'s the profit-making answer to 
your customers’ demands for a flexible- 
shaft tool capable of handling cost- 
cutting carbide rotary files, carbide 
cutters and grinding wheels. 


To the highly satisfactory 14, HP, 
20,000 RPM power plant of the Power- 
Flex we've added a redesigned flexible- 
shaft and sheath and a new ball- 
bearing, lubricated-for-life handpiece 
to give you the ultimate in strength 
and cool, smooth-running power for 
heavy-duty production work. 


Sold only by Dumore Distributors, the 
new improved Power-Flex is setting 
sales records wherever shown. Don’t 
be late on the swing to carbide! 


The DUMORE COMPANY 


1300 17th St., RACINE, WIS. 
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(Continued from page 7) 
short of price controls and ra- 
tioning across the board for scores 
of essential civilian and industrial 
items. 

On paper, at least, a good 
case can be made out that the in- 
creased military program can be 
absorbed without requiring com- 
plete control of the economy. 

Take steel, for instance. 
Best estimates now indicate that 
the military take of steel a year 
from now will be at the rate of 
around 4 1/2 million tons of steel 
per year, compared with about 1 
million tons during 1949-50. 

The planners claim they can 
get this tonnage of steel out of 
autos and other consumer durables 
without putting a noticeable nick 
in production. 

But, the fact is that the size 
of military spending keeps going 
up. Hence, there is suspicion 
that the Administration attitude is 
‘‘jawboning’’ prices down — of 
minimizing a situation that seems 
to point directly to a rough in- 
flation. 

What about prices? 


Actually, there is good pros- 
pects for a leveling out of prices 
in the next few months -- the 
months during which civilian out- 
put continues at record levels, 
before military and government 
programs cut down civilian pro- 
duction. 


On industrial raw materials 
bought on contract - the kind that 
do find their way into retail prices, 
eventually -- there’s no doubt that 
prices will continue to edge their 
way up for the foreseeable future. 
Administration economists figure 
it this way: businessmen were re- 
building inventories when Korea 
began. After June 26, all marginal 
decisions on ‘‘buying’’ or ‘‘not 
buying’’ went one way. The 
theory: when wars begin, prices 
go only upward, and it’s better 
to be caught long on inventory 
than short. 

(Continued on page 14) 





IT NEVER 
PAYS TO 
BUCK A 
TREND 

















and the trend is to 


LUNKENHEIMER 
STEEL VALVES 


It PAYS to go with the buying trend . . . to know the selling points 
of your Lunkenheimer steel valves — especially today. 

Check the Lunkenheimer trim charts. They include a complete selection 
of trim combinations to insure your customers against galled parts .. . 
a slowdown or shutdown of their installations. 


Point out to your prospects the extra-heavy metal sections and the 
features that speed repacking, such as the shelf on Lunkenheimer 
OS&Y valves to hold the gland conveniently out of the way, .the 
swingdown eyebolts that can’t fall off, back-seating that permits 
repacking with the valve fully open and under pressure. 

Show customers the smooth inside port-to-port surfaces that streamline 
the flow, to cut turbulence and keep pressures high. Point out the 
modern end-seated seat rings that seal perfectly against the body — can’t 
warp as they're tightened. And remember things such as deep stuffing 
boxes, rugged stem connections, heavy bolts. 

All those things help your advantageous sales position. But more 
important than any of them is your big central advantage — the 
Lunkenheimer name, and the great heritage of Lunkenheimer quality. 
There is only one best steel valve. It is made by the acknowledged 
leader—Lunkenheimer. Cash in on your advantage...and sell steel valves. 
The Lunkenheimer Co., P. O. Box 360U, Cincinnati 14, Ohio. 





STEEL - + BRONZE 


PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 


LU WN ENHEIMER 
THE ONE COE NAME IN VALVES 
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9 TOOLS 


MOTOR: Powerful universal type 
for AC-DC. 4.5 ampere rating. 
Triple insulated for long life. Pre- 
cision balanced. 

FRAME: Diecast aluminum. Com- 

pact and light in weight. insures 

interchangeability of repair parts 

when required. 


CHUCK: Famous Jacobs Model 
338, highest quality geared chuck. 


CHUCK KEY: Spring clip 
arrangement for mount- 
ing chuck key to tool. 
Handy to use. 


GEARS: Helical cut, heat treated 
steel for smooth, quiet operation 
and long life. Spindle gear cop- 
per brazed to shaft for 
and strength. 
SWITCH: Two-pole, has 100% 


BEARINGS: Combination of ball, Sremes eapedy. loving ph 


boll thrust and Oilite bronze, in 
proper position for smooth, quiet 
operation and long life. 


The inside story of 
THE BEST VALUE 
IN THE INDUSTRY! 


MODEL 200-4" Standard Duty 


Lammins DRILL hy ‘3 
faa. 





Lummins 


MODEL 600 
6-INCH SAW 


POWERFUL BALANCED MOTOR: Universal type for 
AC-DC. Built to our rigid specifications for maximum 
performance and long life. Is statically and 
dynamically balanced; successively baked in var- 
nish to insure perfect insulation. Efficient fan insures 
maximum cooling under all operating conditions. 


BALL AND ROLLER BEARING 
THROUGHOUT: This construction 
insures smooth performance, 
trouble-free operation and long 
life. 








ae 
PROVEN WORM AND WHEEL GEARS: 
Worm is of highest quality alloy steel, 
precision cut, heat treated, ground and 
polished. Worm wheel is of toughest 
bronze. Smooth, quiet operation and 
long life are assured. 


CUMMINS MODEL 600 SAW IS THE ONLY LIGHT WEIGHT, POPULARLY PRICED PORTABLE ELECTRIC SAW THAT HAS ALL 
THESE RUGGED, DEPENDABLE FEATURES PROVED IN PERFORMANCE IN PORTABLE SAWS FOR MORE THAN 30 YEARS. 


PORTABLE 


Li UIMINING TOOLS 


OS x 


4740 NORTH RAVENSWOOD AVENUE - CHICAGO 40, ILLINOIS 











i re 
NEW GETS GREATER 
STRENGTH, FLEXIBILITY -A£0M GLASS... 


. 
> — "Foucu "BuNOLING o- 
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UN iGO 


PREFABRICATED STEEL PARTS 
MADE EASY WITH EXTRA STRONG 
PERMACEL-I5 FIBERGLAS THREAD 
\ REINFORCED TAPE. HOLDS FAST, 
SAVES TIME— REPLACES WIRE, 
STEEL STRAPPING / 


YOUR PROSPECTS are learning plenty 
about Permacel Tapes from striking ads 
like this—in the country’s leading busi- 
ness and industrial publications. 
ATTENTION JOBBERS: To keep you “up- 
to-the-minute”’ on cost-saving PERMACEL 
Tapes, ask your nearest PERMACEL sales- 
man to show you the new “fact-packed”’ 
tape presentation. 


INDUSTRIAL TAPES 


| WASHINGTON BRIEFS 





(Continued from page 10) 


The key period, however, 
for the whole hardgoods and 
metal industries is likely to come 
this winter--November, December, 
January. Reason: many buyers 
who decided to buy in the few 
weeks after Korea began were 
really customers who were going 
to buy, anyway--but they just 
bought several months early, just 
to be on the safe side. 

Also, government allocation 
and inventory controls will have 
their effect on critical industrial 
materials. 

However, it’s admitted there 
is one factor in the situation 
which can’t be gauged: the buyer’s 
willingness, be he consumer or 
businessman, to plunk down from 
his plentiful supplies of cash 
whatever it takes to get what he 
wants, regardless of higher prices. 


SUBSTITUTE MATERIALS: The 
World War II search for non-critical 
substitutes for short materials is 
on again. The Army-Navy-Air 
Force, the Munitions Board, and 
the Departments. of Agriculture 
and Interior are involved. The 
object: cut down or eliminate the 
use of scarce materials wherever 
possible. 

Plastics, wood products, 
and glass, for instance, are being 
used in place of metals that are 
hard to come by. 

The Air Force, the Signal 
Corps, and other purchasers of 
electronic equipment are working 
toward more ‘‘miniaturization’’ of 
components tubes, resistors, 
condensers, etc. 

The Navy and private indus- 
try have worked out the use of 
magnesium as an alloying agent 
in nodular cast iron, to replace 
with fibrous glass and synthetic 
mica. Department of Agriculture 
is promoting the production of 
castor beans domestically as a 
hedge against loss of our prime 
source of supply in Brazil. 


INDUSTRIAL TAPE CORPORATION e NEW BRUNSWICK, N. J. 
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THE DURKEE-ATWOOD POLICY 
FOR INDUSTRIAL V-BELTS 


Durkee-Atwood Company believes it should 


utilize the specialized servi 


ces of the master 


ing ¢ istri- 
distributor in the warehousing as a 
bution of industrial supplies an¢ eq 


ment and s 


hould participate with the dis- 


ini i sition as an 
tributor in maintaining his position as 


importan 


dustrial pro 


performin 
as outline 


t factor in the marketing a 
ducts. If you are jonas fo 
the function of the distri . ro 
above, contact our Dept. A-O 


for details of the Durkee-Atwood Master 
Industrial Distributor Plan. 


Multiple V-Belts: extra duty design 
and construction for maximum flexibility, 
durability and strength. Available in 
sets matched by the Durkee-Atwood 
lso-Dynamic Method with belts running 
under full load. 


General DutyV-Belts: Durkee-Atwood 
“High Cord Line” places entire body of 
belt under compression, reduces slip- 
page and wear. Specifically manufac- 
tured for light machinery and small 
diameter sheaves. 


DURKEE 


ATWOOD 


V-BELTS 


ENGINEERED FOR LONGER LIFE 
OF BELTS, SHEAVES, BEARINGS 


All Durkee-Atwood Industrial V-Belts are made from 
finest crude rubber and specially pre-treated rayon 
cords. This construction is approximately 40% stronger 
than standard cotton cord belts. Straight side walls give 
full groove contact, mean longer life for belts, sheaves, 
and bearings. Heavy duty covering for greater wear re- 
sistance and high coefficient of friction. Built-up layers 
of cushion stock are compounded for cooler running, 
compressibility, and resistance to shock fatigue. 


ISO-DYNAMICALLY MATCHED ~The Iso-Dynamic 
Matching Method for Durkee-Atwood Multiple V-Belts 
utilizes the principle of test-running belts under normal 
load to assure equal distribution of load over each belt. 


DURKEE-ATWOOD COMPANY, MINNEAPOLIS 13, MINN. 
DEPT. A-69 


‘ 
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Make Your 
IMPERIAL 


pistrisuror ibe Hitting Headquarters 


e our ° yi 
“Vieeine iom at this connection 
pre Here isour 

, ecommendation- 


BIG STOCKS FOR QUICK DELIVERY , 

A broad range of types, styles and sizes of ENGINEERING SERVICE 

Imperial Tube Fittings always on hand to meet We are equipped to help you select the right type 
your needs promptly. of fitting for each specific application. 


INTELLIGENT HANDLING OF YOUR A COMPLETE LINE OF TUBING TOOLS 


NEEDS BY PHONE OR BY MAIL 
. hot you For Cutting, Flaring, Bending, 
Yes, Mr. or ha Sees Reaming and Swedging. 
need is a compre at Gale {" For better joints that STAY 
elbow. It carries — fh . LEAKPROOF. 
leg No. 69-F % x". | : 


ments over © 
for speed 


hness 
th and toug n insurance of 


— THREADS — ° 


y identification 


This Advertisemen; 


A 
leading Industria; 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Illinois 
in Canada: The imperial Brass Mfg. Co., 33 Church St., Toronto, Ontario 


IMPERIAL pie: jv 200 tos vig ot 


16 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





TEST PLUG 


There are tests and tests, but the best one is actual performance. 





Every “Acorn” Die is performance tested at the factory in an operating 
holder running at high speed on specially selected test stock. 

The test plug is then gaged for pitch diameter, outside diameter and lead; 
and visually inspected under a glass for thread quality. Furthermore, the 
accepted plug is packaged with its own Die, tangible proof that the Die is 
right. 


BUY DIES WITH CONFIDENCE 
BUY ‘‘ACORN’”’ DIES 





GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 











\ Stationary Type 
Plate Trip 


Rotary Type 
Plate Trip 


=e) 


Bottoming Ca 
eet Rotary Type Y ix: . 


For Tapping Blind Holes or 
Sleeve Tri 1 ga , to Shoulder 


y Stationary Type 
o yA Lever Trip 


JN 





Convertible into both Rotary and Stationary Types in eleven sizes and adaptable 
to most standard makes of machines without the need of additional parts, the 
Class ‘‘S”’ is indeed the UNIVERSAL COLLAPSING TAP. 

ee Tie’ to 84" Straight Threads or 1” to 7”’ Pipe Threads 


ge SURE 
ra ane TOOL &: =) COMPANY DIVISION 


GREENFIELD TAP AND ws) C CORPORATION 
NEW HAVEN 15, CONNECTICUT 


« 


WRITE FOR LATEST BULLETIN S 


Ulf GEOMETRIC 



























your 


RELIANCE 


PRODUCTION STOPPAGES DUE TO 
SHIPMENT DELAYS 
Don't shut down assembly lines for the lack of 
spring lock washers. Your Reliance Distributor, 
a few hours trucking time away, can quickly 


supply your needs from his stocks in AS.A. 
standard sizes. 


FROZEN CAPITAL 


Don't freeze operating capital in large inven- 


tories to guard against material shortages. He 
D | ST i 5 U TO R carries your Reliance Spring Lock Washer 


will a — 


Eaton-Reliance’s con- 
sistent jobber adver- 
tising is making new 
customers and build- 
ing -bigger sales for 
Reliance Distributors, 
coast-to-coast. 


inventory, saving you the storage, insurance 
and handling costs. 


OBSOLESCENCE 


No risks of obsolescence or price fluctuation. 
You can order Reliance Spring Lock Washers 
from him as you need them, one to 100,000. 


QUESTIONABLE QUALITY 


Never a question of quality when you buy 
Reliance Spring Lock Washers. There’s a 
quality guarantee certificate in every Red Seal 
package — your Reliance Distributor carries 
them for this reason. 


Your Reliance Distributor 
can help you stop the profit 
leaks on many other prod- 
ucts you use. Find out what 
he carries and keep him in 
mind. If you don't know his 
name, write, wire or phone 
your nearest Eaton-Reliance 
office. 


RELIANCE Of¢7 
Gwe) Lock WASHERS 


EATON MANUFACTURING COMPANY ) RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 





} 
3 
x 
; 

i 
; 
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for “CC” CLAMPS... 


mODEL mOOEL MODEL 
se al 


MODEL SR Completely cadmium plated to 
minimize adherence of welding spatter 
Deep throat, plenty of clearance for body 
work, welding, etc. Strength with rapid 
) adjustment 

MODEL AZ Heovy Duty! Designed and en- 
* gineered to do a job of reliable holding 
look ot that rib section. Open throot, 
heavy screw rugged oll the way 

MODEL BB For body building, woodwork- 
ing, etc. —light duty work where deep 
throats are required. 


Billings Carbon Steel Drop Forged “C” Clamps are skilfully designed and 
engineered holding tools produced with the proper mechanical ratio between 
the various parts. The results achieved — strong Clamps with the possibility of 
springing minimized and light in weight . . . Unique rib design of body gives 
full strength with less weight . . . Length of topped hole in head and length 
of screw relatively proportioned for greatest holding power . . . Handles, in 
all sizes, ore correct in length to permit easy arm-power leverage . . . Many 
Billings “C” Clamps have the popular and practical Swivel Bose for holding 
tapered ports or fixtures . . . Model GS illustrated above. 


“BILUNGS 


WRENCHES & SHOP TOOLS 
ae “ 8 L TRIiA suer sreis : 


EVERY MONTH, 
thousands of industrial 
buyers—your customers— 
read these attention- 
arresting Billings adver- 
tisements, in leading 
industrial publications. 
These advertisements are your “foot 
in the door”’—pre-selling Billings 
products twelve months of the year .. . 
Another reason why progressive Dis- 
tributors 


TIE UP WITH BILLINGS 
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(Continued from page 14) 


SOCIAL SECURITY AND SALES- 
MEN: The new social security law 
finally spells out in detail what 
commission salesmen must be 
covered by the company they sell 
for. 

Here it is: (1) full-time 
travelling or city salesmen taking 
orders for his principal from re- 
tailers, hotels, wholesalers, job- 
bers and contractors; (2) agent 
drivers and commission drivers 
engaged in distributing meat, 
vegetable and (fruit products, 
bakery products, confection bev- 
erages, or laundry or dry cleaning 
services for his principal. 

So these people become 
employes, meaning that their prin- 
cipal must pay the 1 1/2 pc tax to 
match the salesman’s contribution 
of 11/2 pc. After 1954, the rate 
will go to 2 pc on each, and grad- 
ually go up to 3 1/4 pc on each by 
1965. 

These salesmen are among 
the 10-million new people brought 
into the federal old-age pension 
sy stem--increasing the people with 
social security cards to around 
45-million. Other new groups in- 
clude regular farm workers, do- 
mestic servants working for one 
household more than 2 days a 
week, owners of firms, plus some 
public service workers on a 
voluntary basis. 

The new law will increase, 
on the average, pensions by about 
95 pe. The new average pension 
will be about $47 a month, the 
new top family benefit $150. 

The new law will increase 


| pensions to those already retired 


by October; newly covered workers 
will start paying taxes on Jan. 1. 


| SUB-CONTRACTING: For the 


small company in the metal-work- 
ing or fabricating field, especially, 


| the best advice on govemment 


business at the present time is 
this: check up on the companies 
you did work for during World War 
Il. They’ll probably be tuming out 
stuff for the military again. 








Taha ey 
ln Stock 


IT'S GETT ND... 
Chicago Lateo6e/ COBALT 


SELECTED DISTRIBUTION | FhREIDE 


AND FINE SERVICE! | hour, 
Competition is keen. Production costs are high. CARBON STEEL 
Cut your tool costs with CHICAGO-LATROBE 
Drills, Reamers and Special Tools. 








Double Circle Foals 


An Actual test report— 
User indicates an 83% improvement in per- 

formance with CHICAGO-LATROBE Drills, over REAMERS 

competitive makes, drilling cluster gear forg- la Stock 

ings. This means additional savings in reduced 

tool grinding costs and machine down time. 


Ask for the help of our tool engineers for your 
drilling and reaming problems. : 


CENTRALLY LOCATED 





HIGH SPEED 
nthe Coumtry | CARBON STEEL 
Overnight 


Service fo any 
part of the U.S.A, 


® Stocks on 


Hand! PLCALtL YOUR 
~—sS> DISTRIBUTOR 








DRILLS 
CHICAGO-LATROBE . REAMERS 
411 WEST ONTARIO STREET COUNTERSINKS 
CHICAGO 10, ILLINOIS COUNTERBORES 
e744 :)/>) me cele) 
WAREHOUSES AND STOCKS SPECIAL TOOLS 


NEW YORK e« PHILADELPHIA « DETROIT « LOS ANGELES 
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REGIONAL SALES MANAGERS: G. A. Park, 
Eastern; D. L. Price, Central; F. L. Curtis, 
Western. 


A Top-notch Sales Organization to 
Help You ‘HELP YOURSELF TO SALES”’ 


OUR job as a distributor salesman is to make sales—and you 
have many, many products to cover in your sales efforts. 
That's why it’s the job of the Norton sales organization to make 
grinding wheel sales easier for you. That's why 
there are Norton abrasive engineers the country 
over—each an expert in grinding wheel selection 
and grinding wheel sales methods. The nine dis- 
trict managers, strategically located from coast 
to coast, and the three regional managers are 
down-to-earth men with years of 
experience in distributor co-opera- 
tion— experience that can be of real 
help to you. 





24 a EA MIN Re bi Se ERMA: PEAR, 


to Some 


nt op 


ATR LIAN 


DISTRICT MANAGERS: Top row, F. P. Hays, Cleveland; Lucien 
Gay, los Angeles. Middle row, lL. K. Behr, Philadelphia; 
F. W. Elya, Worcester. Bottom row, R. O. Anderson, St. Louis; 
C. B. Price, Pittsburgh; R. E. Taylor, Chicago; 
W. A, Russell, Detroit; R. W. Price, Hartford, 








WNORTONY 


aslaking better products to make other products better 
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“. REAMERS 








@ Select ‘Respected Distribution’ 
There's no percentage in being a ““Me-Too” distributor 


just one of many in the same territory with the same 
line 


@ Select an Organization That Looks for ‘‘Trouble’’ 


Quality tools—-quality service—backed by invaluable 
application and production experience is a winning com- 
You're looking for a line that gives you ample bination in opening big accounts—especially when speci- 
: : fications are highly technical. 
protection 


F @ Select a Line for Maximum Turnover 
@ Select a Top-Quality Source 


You'll need quick-turning inventory for long-range and 
It's good business to push tools of the highest precision satisfactory profits. Assure yourself of the “right’’ taps, 
standards from a manufacturer of unchallenged repu- drills and reamers to meet the specific needs of your 
tation for quality. Only top-standard featurés add up to customers. 
solid customer satisfaction that means repeat sales 
more orders—greater profits for you. 


@ Select a Line with Hard-Hitting Promotion 


Consistent advertising to the buying power of industry, 
and aggressive sales promotion by the manufacturer 
help distributors to realize on their market potentials. 


Q 7 Be y ads « 
@ Select for ‘‘Growing User Acceptance Lapeer 
Reputation for user-satisfaction belongs high on your list 
of reasons for selecting a line. It makes sales easier. . . 
and stock move faster 


@ Make Wishes Come True! 
If you believe in hard-fisted selling, match your ideas against 


the proved Besly Sales Plan. Check—compare—talk it over 
with us! Toke the first step today! Write, wire or phone us now! 


CHARLES H. BESLY & COMPANY 


118 N. Clinton Street, Chicago 6, Illinois + FRanklin 2-1222 
TAPS e© TWIST DRILLS © REAMERS 
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BOILER ROOMS | 
DAIRIES 
MILK BOTTLING PLANTS | 
ROAD MACHINERY | Bee m 
STACKS te £] 
wai ; MARKS THE SPOT 
BRIDGES | ,% : 
ume £2 d where a sale waits 
RADIATORS 
WATER PIPES 
SHIP EQUIPMENT fo r 
AIRCRAFT 
WALLS | PERMITE 
COLD STORAGE PLANTS | 
HOSPITAL EQUIPMENT 


because it... 


FARM IMPLEMENTS 
MACHINERY AND EQUIPMENT Gives Greater Protection” 


TRANSMISSION TOWERS 





Has Better Hiding Power — 
OUTDOOR STORAGE TANKS 


FOOD PROCESSING PLANTS Lasts Longer 


COAL MINING EQUIPMENT . 2 
Is Exceptionally Resistanw™ 


LAUNDRIES To Corrosion 


TANK CARS 





Comes Ready-Mixed ; 


HIGHWAY GUARD RAILS Saves Time and Labor Costs 


FIRE PLUGS AND LAMP POSTS 


>< >< >< >< >< >< >< >< cc Bc Bc 


TRUCK BODIES 


12 TYPES... rire 
A RIGHT TYPE FOR EVERY JOB! PERMITE VARNISHES are made to the same high- 


The Permite Line includes Outdoor, Chrome Finish, quality standards as Permite Aluminum Paints. 
Hot-Seal, Equipment, Roof Coating and other special They are available in a complete range of types, 
type aluminum paints. Check over with each paint including Floor, Furniture, Marine Spar, Quick 
user the many places where he can use Permite Drying — for all exterior and interior applica- 
Aluminum Paints for better appearance and better tions. Catalog on full line available on request. 
protection, and your sales will roll up fast. 





@ if you are not already handling Permite Aluminum Paints and Varnishes, write for full details... 


ALUMINUM INDUSTRIES, INC., CINCINNATI 25, OHIO 
Paint and Varnish Division 


ALUMINUM PAINTS & VARNISHES Zikxe 
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“LIFE 


=z of a Salesman’”’.. 


A fellow ink-Belt products 
— an feel especially grand... 


For the line is COMP 


es 


irr 


GEAR DRIVES ~~ 


| PLINGS — 
S- BLE, RIGID 
ROLLER CHAIN 


G2 \ 


BALL BEARING \BLOCKS \ ROLLER seaming 
IN MANY STYLES \ ILLOW BLOCKS 


im) 


SAFETY COLLARS + 
\ STEEL OR MALLEABLE 


SENT CHAIN 
DRIVES 


BALL BEARING 
PILLOW BLOCKS 


\ 
FRICTION CLUTCHES TAKEAUPS — 
BALL, ROLLER \OR BABBITTED 
BEARING TYPES 


BELT CONVEYOR 
\ IDLERS 


WELDED STEEL PULLEYS 


\ 


THE LINK-BELT LINE /s Complete 


DE ‘SERIES 
a BEARINGS 


With a market throughout our great land. 


| 
—it cannot be beat— | 
} 
j 


WORM GEAR DRIVES | 


CHAINS — A TYPE 
FOR EVERY PURPOSE 


a) : 


BABBITTED 
BEARING BLOCKS 


som CONVEYOR 
AND ASCESSORIES 


ELEVATOR BUCKETS 
ALL TYPES 





. continued from page 3 


All industries use Link-Belt products When a salesman recommends LINK-BELT 
For efficient transmission of power His life becomes happier yet... 

And conveying materials at very low cost For he’s making good friends who are happier too 
By the year, the day or the hour! With the QUALITY PRODUCTS they get. 


Check the various industries listed below and-you'll find that in each there is a potential 
use for Link-Belt Power Transmission or Conveying Machinery. Such universal usage means 
that sales of Link-Belt products are not limited to any one industry or group of industries, 
or to any particular manufacturing or trading area. In short, there's a tremendous market 
for dependable, efficient Link-Belt products! 


~,, 
~~ 
~. 
~~ 


IRON & ina: toate * CONSTRUCTION * COAL MINING © DISTILLERIES 
MEATPACKING * TEXTILE MILLS * CHEMICALPLANTS * SAND & GRAVEL * Oil * CERAMICS 
METAL WORKING ¢ AGRICULTURE * FOOD PROCESSING ~ *—TOBACCO * AUTOMOTIVE 

\ ELECTRICAL * MACHINE TOOL * PULP & PAPER * SAWMILLS © DAIRIES *~TRANSPORTATION 
HEATING & VENTILATING * FURNITURE * GRAIN © PUBLIC UTILITIES * BOTTLING 
CANNERIES.* LEATHER GOODS * STONE * WOODWORKING © AVIATION * FOUNDRIES 
REFRIGERATION * MOVIES * LIME * CLAY PRODUCTS * DAM BUILDING * MUNITIONS 
CEMENT * GLASS * WAREHOUSING * ROAD BUILDING * RADIO & TELEVISION © RUBBER 
FERTILIZER © PUBLIC WORKS BAKERIES ° BREWERIES * CONSTRUCTION MACHINERY 

\\ HOUSEHOLD APPLIANCES SUGAR *COTTON GINS » BEAUTY SUPPLIES © SOFT DRINKS 
DIESEL * FISHING * COKE * GYPSUM * AMUSEMENT PARKS * SHIPYARDS * TANNERIES 
RAILROADS ° BRICK © PRINTING * WATER PURIFICATION * SEWAGE TREATMENT * PLASTICS 
LOGGING BLUMBER * VEGETABLEOIS + GAS + ALUMINU * AND MANY OTHERS 


Power Transmission and Conveying Machinery 


DEPENDABLE PRODUCTS for EVERY INDUSTRY 














@ Williams Line offers the Industrial 
Salesman an exceptional profit oppor- 
tunity because of its breadth and scope! 
Every conceivable type of industrial 
wrench, in the greatest range of open- 
ings ever produced . . . a wide assort- 
ment of frequently replaced shop tools 
and accessories .. . all of finest quality 
..-and consistently advertised to your 


customers and prospects. 


(This stondard signature oppears in all Willioms advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qishibuldrs Everywhere 
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Help Yourself to 


GAUGE GLASS 


Some Industrial Suppliers make a handsome profit 
selling Corning’s gauge glasses. Know why? First, 
they know the market. For example, Corning’s high 
pressure gauge glasses are used in every refinery and 
cycling plant. In the marine field, law requires each 
ship to carry spares for every gauge glass installed. 
Boilers for power plants, industrial plants and homes 
all require gauge glasses. Add up these requirements 
and you get an impressive total. 

Second, they know the line. Corninc, Pyrex and 


BEST BY TEST 


Packaged for easy stocking and selling! 


{dvertised to your Customers! 


THE COMPLETE CORNING 


Macsetu brands are all products of Corning research, 
They are superior to any other type, domestic or im- 
ported. Test after test shows they last longest. And 
they are constantly advertised in the major markets. 

It will pay you to sell Corning’s gauge glasses. Profit 
margins are ample. Complete stocks of Cornine, 
Pyrex and Macseru brand gauge glasses are carried 
by strategically located Warehousing Distributors. 
Prompt service guaranteed. Write to Corning for name 
of your nearest distributor. 


“PACKAGE"' 


PYREX AND CORNING brand tubular gauge glasses for pres- 
sures up to 500 p.s.i., depending upon type and size. 
MACBETH brand flat gauge glasses—good for pressures up to 
1,500 p.s.i. for steam boiler use, and up to 5,000 p.s.i. at 
normal temperatures. 

PYREX brand sight glasses for ovens, absorption columns, 
reaction kettles, furnaces, pressure vessels, stills and tanks 
up to 300 p.s.i. 

PYREX AND CORNING brand oil cup and lubricator glasses 
for rugged service conditions on machine operations, 


CORNING GLASS WORKS 
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Whether your customers ask for long 
bolts, or short bolts, or any of the sizes in 
between, you can count on meeting their needs 
when you handle Bethlehem Bolts. For the 
Bethlehem line of bolts is an all-inclusive line, 
numbering hundreds upon hundreds of indi- 
vidual types and sizes. Bethlehem Bolts are good 
bolts, too. They’re made of high quality steel. 
They’re easy to sell. They're good builders of 
repeat business. Order your supply now. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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If there ever was an “open sesame” 
in industrial selling, it’s your old 
friends and stand-bys—Jacobs Chucks. 
Just mention the Jacobs line and right 
away you and your prospect are on 
common ground ... and you’ve 
touched off a chain-reaction that can 
develop into a lot of very profitable 
related selling! 

That’s because you can search 
through industry and you won’t find 
better known, more universally re- 
spected products than Jacobs Chucks, 
There’s never been anything like them 

. for tool-holding power, load- 
carrying capacity or sheer grip, the 
tightest ever devised. 

All that, and a good deal more, is 
understood when you talk Jacobs... . 
because that’s an important part of 
the language. . . the selling language of 
industrial America . . . backed up by 
the national advertising that makes 
every Jacobs Chuck a selling tool for 
you! The Jacobs Manufacturing Com- 
pany, West Hartford 10, Connecticut, 





] 


HN SAL BEAR) | 
0% JACOBS CH 


business for you 
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General Electric presents a 
Simplified Lamp 
Replacement Plan! 


Reduces maintenance headaches! Cuts costs! Improves appearance! 


Gives more light for your money! 


FREE, INFORMATIVE LITERATURE 
NOW AVAILABLE FROM GENERAL ELECTRIC 


He: a plan that every General Electric lamp dis- 


tributor will want to tell his customers and pros- 


pects about! It’s an extra service from General Electric 
that G-E lamp agents can offer. 


General Electric’s Simplified Lamp Replacement Plan 
—replacing fluorescent lamps in groups instead of 
singly—makes lighting maintenance easier and more 
effective in factories and large office areas. 

Companies who have tried it find they reduce the high 
labor cost of replacing every individual fluorescent tube 
as it burns out. Instead, all the fluorescent lamps in 
given sections or departments are replaced near the end 
of their life, before the great majority are about to burn 
out. The results: fewer interruptions of office or factory 
work; a cleaner, brighter lighting system; fewer starter 


and ballast breakdowns; more light for the money. 


The increased life and low cost of G-E fluorescent 
lamps make simplified lamp replacement especially 
desirable today. 


In fact, General Electric lamp prices are now so low 
that the labor cost of changing a single lamp is often 
greater than the cost of the lamp itself. These factors 
combine to make Simplified Lamp Replacement prac- 
tical today in virtually every type of industry. 





GET FULL INFORMATION NOW! General 
Electric has literature available on Simplified 
Lamp Replacement. It’s yours for the ask- 
ing. To help lamp distributors tailor a lamp 
replacement plan to meet customer's indi- 
vidual needs, General Electric offers the serv- 
ice of its lamp engineers. Write the Lamp 
Department, General Electric Company, Div. 
166-ID-9, Nela Park, Cleveland 12, Ohio. 











You can put your confidence in— 


GENERAL @@) ELECTRIC 
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Every day rust eats away at your metal 
tanks, buildings, fences, stacks .. every 
thing metal inside and ow side your 
plant. Yet, rust and costly rust depre- 
ciation can be stopped instantly... - 
economically with RUST- OLEUM. 


_railroads, steam- 
el companies, 
industrial 


Industry of all kinds. 


Oleum for 
know that Rus 
vents rust!* 


Rust-Oleum can be applied without} 
extensive preparation _, . even over 
surfaces that are already rusted. Rust- 
Oleum spreads evenly .. . free of brush 
marks. Its tough, pliable finish protects 
against every kind of weather, against 


Beauty and durability ere combined in 
Rust-Oleum for it is available ine large 
selection of colors... including alumi- 
num and white. 


Don't wait another day! Let Rust-Oleum 
give you sale, sure, economical pro- 
tection against rust. Use it to protect 
all your metal surfaces. it to 


ndustrial distributors in 
all principal cities 

United States and Canada 

stock Rust-Oleum to 

ry r pee 

I for complete cata- 

og and nearest source of 

supply, oF write us direct. 


* Names 08 request. 


corPpoRATION 


ne 


Sp CBM ARE TOM 


Oakton Street, Evanston, Ilinols 
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profits... 
of your fingertips 
ANGE 


um DEAL 


é. FOR DETAILS 


We invite.inquiry from interested distributors 
who have the facilities to adequately service 
their customers with a product of this kind. 
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STANDARDIZED 
right angle 
bevel gear units 


WITH CAPACITY 
OF UNITS MANY TIMES 
THEIR SIZE AND WEIGHT 








SOUND MERCHANDISING 





ANGLgear units are standardized right 


angle bevel gear drives which are suitable for 
use in either manual or power operated systems 
beyond the limitations of ordinary commercial 
products. They combine high load capacity, long 
service life and neat appearance in a compact 
design. 


Small Inventory Investment 
.--Only TWO BASIC MODELS 


of ANGlgear units meet the requirements of 
virtually all industrial applications. Each model 
is furnished with 1:1 or 2:1 ratio with either 
2-way or 3-way shaft extensions. 


——— 


ACCESSORIES CORPORATION 
25 MONTGOMERY ST. + HILLSIDE 5, NEW JERSEY 


"& 


a, 


hy 
A 
&, 


% a 


» a 


Folders, counter displays, 
technicol data sheets .. . 
PLUS attractive and sub- 
stantial packaging in an 
identifying color, all com- 
bine to keep your name 
and ANGlgear alive in your 
prospect's mind. 


LIBERAL DISTRIBUTOR 
POLICY 


Full protection — including 
all direct orders and in- 
quiries ... 

Distributors will be ap- 
pointed on the basis of 
their ability to provide 
adequate customer service 


POWERFUL ADVERTISING 


Distributor sales efforts will 
be vigorously supported by 
consistent advertising in 
leading industrial publica- 
tions directed to Design 
Engineers, Plant and Main- 
tenance Men, Purchasing 
Agents and other impor- 
tant buying influences. 
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FOR 
TOUGH THROTTLING 
CONDITIONS 


500 BRINELL DISC AND SEAT 





STEM high tensile rolled bronze. Large diameter 

and long thread contact. 

PACKING NUT and gland follower of heavy 

bronze transmit even pressure onto packing. 

STUFFING BOX large and deep. Packed with 

formed rings of braided asbestos, lubricated and 

graphited. Can be repacked under pressure. 

UNION NUT heavy, rugged. Facilitates removal 

and replacement without danger of distorting 

body or threads. 

BEVELED JOINT permits tighter union between 

body and bonnet. 

DISC LOCK-NUT holds disc securely to end of 

stem. 

® FULL-PLUG DISC and SEAT RING 
stainless steel of 500 Brinell—near diamond— 
hardness 

BODY P & C High Test Bronze. Reinforcing 

ribs give added strength. Heavy end hexes with 

standard, full length threads. 


Sead 
FOR THIS FOLDER 
350 Ibs. Steam * 1000 Ibs. OWG which contains a 
detailed description of 
this valve. Ask for DH-116 


Fig. 531-P 


4 


acco Reading, Po. + Atlonta + Boltimore + Boston + Chicago + Denver + Detroit * Houston 
fi 


Wew York + Philadelphic + Pittsburgh + Son Froncisco + Bridgeport, Conn. 


_R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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FUUKAGED 


CYS —fI8 SHIM STOCK 


Ready for instant use without fumbling or waste 


Packaged shim stock means convenience! No clumsy handling or spoilage of 
large bulky sheets or rolls. In our dispensing cartons and packets the stock is 
always protected, yet always available for immediate use. Just pull the length 
you need out of the carton slot—and snip it off. Saves time, saves space! 


There’s a handy carton, packet or rack 
designed for your requirements 
by the makers of the famous LAMINUM Shims 


RUGGED 
CARTON DISPENSERS 


6 x 100 inch rolls in metal-edged 
cartons. Stock feeds through carton 
slot, as required. No re-rolling, no 
ruined stock. Available in 11 gauges: 
001, .0015, .002, .003, .004, .005, 
.006, .007, .008, .009 and .010 inch. 


THE 4-GAUGE 
ECONOMY CARTON 


Four 6 x 50 inch rolls in one carton. 
The utility unit, containing the four 
most popular gauges: .001, .002, .003 
and .005 inch. The same first quality 
brass or steel shim stock. 


STURDY FLAT PACKETS 


Two 6 x 25 inch sheets to the en- 
velope. The heavier gauges — which 
do not roll easily—are supplied in spe- 
cial protecting flat packets: .012, .015, 
.020, .025 and .032 inch. 


THE 

METAL 
DISPENSING 
RACK 


Holds the four 
gauges of your 
choice. Pick the 
four gauges you 
use the most. 
Rackis designed 
to hold the 6 x 
100 inch carton 
dispensers. Sets 
on bench or 
hangs on wall. 


Check with your industrial distributor! 


LAMINATED SHIM COMPANY, Inc. 


GLENBROOK, CONN. 


4109 UNION STREET SHIM 
Op 
aso 


™ 


Ls 


HERE'S THE 

SHIM STOCK LINE 
THAT GETS A REAL 
ADVERTISING 
“PUSH” 


Your best customers will be seeing the ad 
in the two left hand columns. It's running 


in a group of the top industrial magazines: 


MILL & FACTORY 
AMERICAN MACHINIST 
MACHINERY 
PURCHASING 


CANADIAN MACHINERY 


Obviously, this kind of help makes the 
Laminated Shim Company line of shim 
stock EASIER TO SELL. 


FREE REPRINTS 


The descriptive nature of the ad makes it 
ideal for use as an envelope stuffer.. Or as 
a reminder to leave on your next few calls 
We'll furnish our distributors with any 
quantity they can use profitably. Just drop 


us a line. 





am 
. and IT WILL PAY YOU 


TO CHECK WITH 


YOUR CUSTOMERS! 








STAMPINGS CUSTOM SHIMS AN-CORLOX NUTS 
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Strength in a small package: Ordinary yarns 
proved too weak, uneven and bulky to serve as 
the core of this plastic-covered clothesline. 
“Cordura” provides the high strength with low 
bulk, uniformity and low cost .. . to make this 
product practical. 


@eeeeeseeeeseeeeeseeeseeeeee CHS EEE HEHEHE EEE HEHEHE HEHEHE HEHEHE EEE EE 


T WAS the right yarn to make conveyor belts thinner, 
= tougher. The right yarn’ to take the “‘stretch” out of 
V-Belts. The right yarn to make hoses 50% stronger with- 
out increasing weight. It’s Du Pont Cordura* High Tenac- 
ity Rayon, the man-made fiber that gives you high strength 
’ 
Why “Cordura” Rayon 
Inherently stronger than natural yarns commonly used, 
iS right Cordura” is made in continuous filaments with no short 
pieces to pull apart under strain. What's more, it is abso- 
lutely uniform ... no weak spots in the yarn. 


for sO many products That's why “Cordura” Rayon is right for so many different 
products. That's why it may be just the right yarn to help 
you improve your product or bring a new one into pro- 
duction. 

“REG. U. 6. PAT. OFF 

WRITE NOW forthe new reference manual,“Sinews for 

Industry.”’ It gives physical properties of “Cordura” 

... tells you how Du Pont will help you benefit from 

the advantages of “Cordura” Rayon. Address Rayon 


Division, Room 4421, E. 1. du Pont de Nemours & 
Co. (Inc.), Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Du Pont “Cordura” High Tenacity Rayon—for high strength at low cost 
for RAYON ...for NYLON...for FIBERS to come... look to DU PONT 
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For ladusttia! Use / 


DUTCH BRAND Masking Tape 


is an everyday demand item! 


DUTCH BRAND Masking Tape is a quality masking tape 
that has thousands of industrial uses for masking, holding, 
splicing and reinforcing in practically every business you 
call on. Being consumed goods it produces steady demand 


and profitable repeat business. 


DUTCH BRAND Masking Tape is available for resale by 
distributors. The DUTCH BRAND distributor policy is sound 
and company distributor relationships excellent . . . they 
are all that is expected by a distributor. Write today. . . 
secure a sample roll of tape . . . and then discuss how you 


too can be a distributor of DUTCH BRAND Masking Tape. 


— Write for our distributor pian. 

ee 

MB VAN CLEEE BROS INC. 
Bran? 


Manutacturers... Rubber Products... Est, 1910 
CHICAGO 19, U.S.A. 
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SIX SIZES—BLADE CAPACITY TO 12” 


SAFETY-LOCK SWITCH—positive protec 


tion against accidental starting. 


EXTRA WIDE REENFORCED STEEL 
SAFETY BASE for better balance—easier 
to handle, safer to use. 


LONG-SHAFT TRANSVERSE MOTOR 
MOUNTING transmits as much as 25% 
extra power, supports blade on oversize 
ball bearings from one side of the tool 
clear to the other. 


UNIQUE SHOCK-ABSORBER GEARING 
harnesses the added power of these great 
new saws, gives extra life to motor, gears, 
spindle and blade. 


PROTECTED DEPTH AND _-¢uvipp— 
BEVEL SCALES. In plain sight (j=) 
when you use them—out of (4/70?) 


: {youl "~~ 
the way when you don't. Al, you y 
ways accurate. \DISTRIBUTOR) 


Silver Line means “new de- 
sign’’—from rip guide to switch 
—to give you the safest, easiest 
handling, most powerful saws 
on the market today. Write for 
Thor E-2 electric tool catalog. 
Independent Pneumatic Tool 
Co., Aurora, Il. 
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For thousands of years 
Orientals have known ramie 
as the long-lasting fiber... 





Now... Johns-Manville 
makes ramie fiber into 
the long-lasting packing... 





‘That’s why NAVALON cuts packing costs 


: 
: 
« 
i 
: 
: 


Tr you NEED A PACKING for recipro- 
cating service that can take punish- 
ment and /as¢ .. . against fresh or salt 
water, brine, cold oil, and other cold 
liquids... try Navalon. 

Navalon’s long-lasting properties 
are inherited directly from ramie—a 
fiber that has been known for thou- 
sands of years for its strength and its 
rot-resisting qualities. 

Because these long-lasting quali- 
ties of ramie — its high tensile 
strength and its rot-resistance— have 
been retained in Navalon, and be- 
cause of a special Johns-Manville 
process that imparts unique lubricat- 


Johns-Manville 


PACKINGS & GASKETS _\° 
TMA SY 
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ing properties, Navalon is consist- 
ently outperforming other packings 
in cold liquid service. In plant after 
plant, Navalon is standing up where 
other packings fail... reducing 
down time ...and cutting packing 
costs to the bone! 

If you have a tough packing prob- 
lem, we suggest that you try Navalon. 


You t it through your local 
packi ibu r if you would 
"ie r det ite for folder 





The forming of the strands 

— like every step in the pro- 
duction of Columbian Rope 
is watched constantly by keen 
eyes trained in keeping Colum- 
bian quality uniformly high. 


ert ier RLS EAPC OO FPP 


Equally painstaking quality 
control in all departments of the 
modern Columbian plant assures 
you that Columbian Rope will 
consistently feature STRENGTH, ca- 
pable of withstanding the pull and 
tension of staggering poundage — 
FLEXIBILITY that makes Columbian 
easier to handle even when wet — 
WATERPROOFED AGAINST ROT — 
LONGER LIFE. 


FoR CET ROE 


oy 


eee 





You can depend on these features when 
you specify Columbian. Every foot is 
guaranteed for quality, strength, durability, 
service. 


COLUMBIAN ROPE COMPANY 
350-80 Genesee St., Auburn, New York 
“The Cordage City” 


There is no finer rope! 


3 


PURE MANILA ROPE 
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No. 164 ELECTRIC DRILL... 14“ in steel, 4” in 


hardwood. This model, with spade handle, and the 
No. 166, with pistol grip handle, ore production 
drills. They'll bore through 1” tool steel in o half 


minute flat. Lightweight diecast aluminum housing 
fully polished, ball bearings, heavy duty spindle 
and gears, trigger type switches and Jacobs 3-Jaw 


Electric Tools a 


Designed and styled 
for today’s market 


No. 166 ELECTRIC DRILL... |,” 
in steel, 4 in hardwood. Same as 
No. 164 above but with pistol grip 
handle. 


Tried and tested ... because, like all Stanley Electric 

‘Tools, these new designs have had to prove themselves 

on tougher assignments than your customers will ever 

give them, proved their stamina in the hardest kind 

of proving tests. In the hands of production and main- 

tenance men they will reduce cost and improve quality 

‘through modern designing for easy operation. Carry 

an adequate stock of these new tools to meet the 

sdemand. Stanley Electric Tools, 516 Myrtle St, No. U216 UNISHEAR . . . Streamlined, inside and 

‘New Britain, Connecticut. out, with minimum number of parts, for easier 
handling, for more work and higher speeds. Shears 
sheet metal up to 16 ga. hot rolled steel at speeds 
to 20 ft. per minute. Cuts stainless steel up to 18 
ga. Easier to handle than snips, needs only guid- 
ing. Blade action feeds in work. Cuts straight lines, 


curves, angles, notches inside or outside, to the 


hairline. Easy blade adjust t. Two i 
handle for comfortable use in any position. Slide 


operated switch. 








[STANLEY J 


Reg.U.S. Pat. Off. 


HARDWARE « TOOLS « ELECTRIC TOOLS niin 
. f No. U212 UNISHEAR .. . Sim- 
STEEL STRAPPING + STEEL . ilar to No. U216 (above) except 
capacity is 12 ga. Hot rolled 
steel at speeds to 12 ft. per min- 
ute. Can also cut 14 ga. stain- 
less steel. Handle designed for comfortable use in 
any position. Trigger switch. Cradle for convert- 
ing to bench machine and circular cutting attach- ; 2 
ment are available for both these new model ‘ ‘ 
Unishears. bes ~ 
on 
BPEL TE GRRE LI MOIETIES A I TE : ad 


. *” 4 
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ee-on hardwoods, plywoods, plastics, 
compositions and non-ferrous metals 


Cutting edges that stay sharp for weeks, sometimes months 

. smooth, straight cuts that need little or no finishing . . . 
record-breaking uninterrupted work-runs . . . dependable, 
trouble-free, proven performance with savings all along the 


SOLID TYPE—Fine Tooth Used on double-end 
tenoners, and for ripping or trimming ply- 
woods, laminates, abrasive materials such as 
bakelite, and for regular cut-off work. {Large 
saw at top of page is the coarse-tooth Solid 
Type for general work in furniture and mill- 
work plants/ 


coarse or fine teet 
replaceable in 
segments, 





Branch Offices in Boston, Chicago, 
Los Angeles, San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 


SEGMENTAL TYPE For cutting aluminum, mag- 
nesium, bronze, and other non-ferrous metals 


Saws 


es 


line ... all this and more is now yours with SIMONDS 
CARBIDE-TIPPED SAWS. Made to Simonds rigid, high- 
quality standards in tooth-spacings and types for specific 
applications as described below. Send for new illustrated 
fact-sheet that gives you full selling ammunition on these 
specially designed SIMONDS SAWS. 


INSERTED-TOOTH TYPE For non-ferrous metal 
cutting applications similar to Segmental 


SIMONDS 


be quickly and easi- 
SAW AND STEEL CO. 


ly replaced. 
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COLUMBIAN 
HYDRAULIC 


COLUMBIAN HINGED PIPE VISES 
Long Pipe Jaws made of tool steel are 
furnished in |," to 2’ size up to and 
including the !,"’ to 415" size. Self- 
locking hook is easy working and 
unbreakable. Malleable iron cast- 
ings provide extra strength. 

Cold rolled steel screw and 

handle. Sizes for holding 

pipe size from !,"’ up to 

12” inclusive. 


COLUMBIAN VISES 

ARE SOLD ae 

THROUGH RECOGNIZE 
DISTRIBUTORS 


@ SAVES TIME 
© SPEEDS PRODUCTION 


@ ACCURATE WORK 
POSITIONING 


COLUMBIAN MACHINISTS’ VISES 
Columbian Malleable 
Iron MACHINISTS’ 
VISES are guaranteed 
unbreakable! In addition 
to their exceptional 
strength, Columbian en- 
gineering has built into 
these vises the finest 
mechanical perfection 
and special features ap- 
preciated by users. 
Made in all standard 
sizes — 3" to 8” jaw 
widths equipped with 
replaceable tool steel 

jaw faces. 


COLUMBIAN WOODWORKERS’ VISES 


Continuous Screw — Rapid Act- 
ing Columbian Woodworkers’ 
Vises are finding increased uses 
in many plants particularly for 
the more ordinary types of pattern 
work. These durable low cost 
vises are sturdily built with jaw 
openings up to 12 inches. 


Simple, two 
pedal foot con- 
trol leaves both 

hands free. 314” 
jaw widths and 
6" jaw openings. 
Precision manu- 
facturing and 


fi tested quality 
guarantee posi- 
tive operation 


COLUMBIAN 
ADJUSTABLE JAW-SWIVEL BASE VISES 


Adjustable jaw vises are valuable wherever a wide range 
of work is required. With pin in place swivel back jaw is 
locked —- parallel jaw vise. Removal of pin allows adjust- 
ment of back jaw to a firm grip on irregular or tapered 
pieces. All standard sizes with jaw openings up to 9’. 


THE COLUMBIAN 


9025 BESSEMER AVENUE : . 


and depend- 
able power. 


COLUMBIAN WORKSHOP VISES 


Sturdily designed with covered screw, heat-treated jaw 
faces, ““Tri-Grip” permanent pipe jaws, swivel base. 2 
sizes — 319" and 4” jaw widths and 4” and 5” jaw 
openings. For home workshop, garage and general use. 


VISE & MFG. CO. 


. CLEVELAND 4, OHIO 


THE WORLD’S LARGES MAKERS OF VISES 
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Want to take the “bite” 
out of competition ? 


The Dayton Cog-Belt takes the “bite” 
out of competition because it’s the 
only premium V-Belt that is com- 
pletely different from ordinary V- 
Belts, with exclusive selling features 
competition can’t meet. 

More profit—The unique, patented 
Cog construction of this premium V- 
Belt makes it 40% stronger—well 
worth the premium price, the extra 
profit to you. 

Lower drive cost—One Cog-Belt 
does the work of 1.4 ordinary V- 


DAYTON RUBBER COMPANY, 


Hay tc 


Belts, 5 Cog-Belts do the work of 7 
ordinary belts. You can quote your 
customer a lower price on the orig- 
inal belting of a drive—and with a 
premium belt! 

More customer satisfaction— 
Cogs take up compression as the 
belt goes round the pulleys (see the 
finger illustration, above). This re- 
duces strain, heat, stretch, mainte- 
nance. You'll have no trouble keep- 
ing the customer sold. 

Only the Dayton Distributor has the 














GET THE PREMIUM 
DAYTON COG.BELT* 


LL 
more Satisfied Customers 
Rt ty 
more profit per belt 


“TM, 


Cog-Belt (as well as the Dayton 
Thorobred line of fine V-Belts). He 
has powerful national advertising 
and promotion to back him up, and 
the best deal in the mechanical rub- 
ber goods field. Write: 


DAYTON 1, OHIO 


m rwilgoex 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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COOPER-BESSEMER uses 


FEDERATED BABBITT! 


Only the best materials go into the manufacture of Cooper-Bessemer engines 
and compressors. Famous machinery builders since 1833, this company 
knows that superior materials mean a superior product. 

In their largest and newest compressor (above), Cooper-Bessemer 
uses Federated babbitts— both lead-base and tin-base—for the vital engine 
main and crosshead bearings. Long and uninterrupted service is demanded 
... Federated babbitts give it! 

All Federated babbitts—among them famous XXXX NICKEL. 
THERMODYNE, MERIT METAL and RECORD—are scientifically de- 
signed alloys, produced under strict metallurgical controls. Nationally 
advertised, they are known everywhere as the best babbitts. 

Stock Federated babbitts and SELL! 


tutti Mitals Dim ‘To 


AMERICAN SMELTING AND REFINING COMPANY * 120 BROADWAY, NEW YORK 5, N.Y. 
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ADVERTISEMENTS 


You're ahead of the parade with LIKE T 
.- ALLEN O HEAD SCREWS RT ee 


THE ALLEN STORY 


Use Allen direct mail 
to make the Allen 
story YOUR story 


With sales costs climbing, don’t 





overlook the sales-making economy 
FOR THE LATEST of Uncle Sam’s Postal Service. A 
IMPROVEMENTS 


IN FASTENINGS 


VELL hee 


postage stamp will take your message 


; 


anywhere for a tiny fraction of the 
Look FoR THE “a ei - > = call, and it always 
ets in the door! 
BLACK é& SILVER ‘ ' 
(STRIPED ALLEN Box 





For 40 years Allen has known the 
sales value of good sales literature 


and now, as always, we supply 





printed selling helps without charge 


New manufacturing methods and improved alloys are ~~ to any Allen Distributor who will 
constantly bettering the quality and uniformity of \ = . 
socket screws, dowel pins and pipe plugs. use them. 
Not all the improvements are made first by Allen 
but a very large percentage of them are. Some of the 
most important have yet to be duplicated even after 
years of trying. 


IF YOU BUY SOCKET SCREWS, 
DOWEL PINS OR PIPE PLUGS ... 


standardize on genuine Allen products to get more 
important improvements sooner. 


To get the most out of Mail Selling 


1. Be sure your lists are up-to- 


IF YOU ARE DESIGNING date and accurate. 
OR IMPROVING A PRODUCT . 


joheck with Allen directly or through your industrial ASK RAYTHEON: . Be persistent, send out fre- 


Idistributor. Frequently a long search for more satis- Sten thiliad cubits veaswell : ithaca 

‘fectory fastenings ends in the Allen engineering de- to méet he slantants of pect we quent mailings. 
partment. the Raytheon products manufac- 
tured on Government contracts; . . +s “= 
hence they are used widely on the . Follow up inquiries religiously. 
SOLD ONLY THROUGH LEADING DISTRIBUTORS equipment made by this prominent 


manufacturer. 








Write the factory direct for technical 
information and descriptive literature. a 


WRITE THE FACTORY ABOUT 
LITERATURE AVAILABLE FOR 
PANY 


Get genwine fa 6MANUFACTURING COM 
weeds Hartford 2, Connecticut, U. S. A. MAILING, OR ASK THE ALLEN 
sis ck od 5 NEWYORK. CMEVELAND, DETROIT, CHICAGO, LOS ANGELES 


————“_—REPRESENTATIVE IN YOUR AREA. 
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MORSE ships your 


you: stock product orders 


within 24 hours! 


MORSE STOCK PRODUCTS 


Your order for Morse stock products now gets 
fastest possible attention, is shipped immediately. 
A new, streamlined warehousing system is the 
answer. Orders received before noon are rushed 


out the same day. Orders received after noon are 


ee ne ee - 


shipped the next day. Roller Chain Roller Chain Sprockets 


B® accuRATE STOCK control 
Central Stock Control keeps constant check on 
every item in each of Morse’s three strategic 


: . . ‘ i i Silent Chain Sprockets 
warehousing areas . . . in the East, Midwest, and Silent Chain 


West. If there is a shortage at one point, Morse 








teletypes transfer orders to one of the other areas. 

The result? You can fill emergency orders for ’ 
customers with minimum delay, or replenish low 

inventory almost overnight. 


A Pat G CON VENIENC € Silent Chain Couplings Roller Chain Couplings 


The New Morse program of packaging roller chain é 
and parts in sturdy, handy cartons speeds deliv- 

eries, saves storage space, eliminates handling ~ 
headaches for you and your customers. 


Morflex Couplings Morse-Rockford Clutches 





pack 


This new warehousing program is another pro- 








gressive Morse step to help you give customers 


MECHANICAL 


POWER TRANSMISSION Ta Morse means 


PRODUCTS 


ee ee 


| 3s * 
MORSE CHAIN COMPANY | Ower sransSMussion 


7601 Central Ave., Detroit 8, Michigan 
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4 External comparator with range 
of 0-4". Simplified setting. One 
master only. Reversible anvil. 
Self-checking. Shock-protected, 
Diamond gaging point. 






ELECTRONIC 
MEASURING 
EQUIPMENT 







Internal comparator attach- 
ment for use with external 
This equipment comparator and amplifier... 

range 2" to 2”. Frictionless. No 
parts to wear. Only one master. 























provides a reliable means 
for taking external and internal measurements 
with precision and ease that advance accurate 
manufacture and size control. By a simple 
turn of graduation selector, tolerances can be 
checked from “tenths” to “hundredths”. 
Exclusive advantages: any graduation value 
between .0001” and .00001” . . . separate ampli- 
fier completely isolates heat-producing elements 
- true linear response of amplifier permits 
accurate setting for entire scale with only 1 
gage block . . . amplifier may serve several 
separate testing instruments. 















Gage head cartridge for mount- 
ing in jigs, fixtures or similar 
testing pieces. Measurement 
range .002”. Frictionless. Dust 
and moisture proof. 





















ELECTRONIC 
INSPECTION AND 
SORTING EQUIPMENT 
















Clinch new sales 


with this 
QUALITY CONTROL 
EQUIPMENT 


INTEREST AND DEMAND for precision measuring equip* 
ment are growing fast ,... “anit here’s a way to cash in on 
them. The exclusive feaaiges of Brown & Sharpe Elec- 

tronic Measuring Devices will help you clinch new sales 

JOHANSSON 8 P) 4 


Unique design ... manual 
loading and disposal to 
fully automatic... custom- 
engineered at Brown & 
Sharpe to meet individual 
réquirements. Simplifica- 
tion of parts and functions 
makes machines more com- 
pact, more dependable. 






























. and the world-wide acceptance of Jo-Blocks for 
GAGE 3 ; ak 
oe highest standards of accuracy will give you a powerful 
BLOCKS opening sales wedge. These, as well as other Brown & 
Be Sharpe precision-built products, are strongly supported 
=a by colorful, consistent advertising. Brown & Sharpe 
. world famous . Mfg. Co., Providence 1, R. L., U. S. A. 
both for their extreme vee 
accuracy and for their fast- om 
growing importance to manufacturing of inter- om 
changeable parts. These precision aids to quality pes 


control are made by Brown & Sharpe; from single 
blocks to complete sets and useful accessories. 


Jo-Blocks have hundreds of cost-saving uses. a We wage buying through the Distributor 


BROWN & SHARPE BS 





tha, 


* ¢ , 
a hiteh 
a 


Tey Rine 
n ete ener & 


ADVANCE SLIP-PROOF SAFETY 
SPURS... 


The vital part of a Car-Mover is the 
SPUR. Many Car-Movers in service 
now badly need Spur replacements. 


No. — - . P 
ee, ieee et BA See ot Shippers and receivers of 


Car-Movers in USE—But there is a ee . ° . 
Badgerline Spur—Available in the : as XN freight are desirous of accomplish- 


en oe ing two things—1l. To quickly spot 

cars on side tracks. 2. To move them 
off of side tracks without delay. To 

POWER KING do this they need the right equip- 
ment and that is where you have a 
big opportunity. 
Badger Car Movers and Spurs are 
adaptable to all conditions peculiar 
to rail yards. Because they are easy 
to handle and safe to use they get 
quick approval. Three types take 
care of all needs—light, medium and 

SLIP PROOF heavy. 
Railroads, mines, oil refineries, quar- 
ries, warehouses, plants of all types, 
coal and building yards are among 
the many users. 
Be sure you investigate the Badger 
line and get all details. We sell only 

SAFETY CAR WRENCH through distributors. 


ADVANCE CAR MOVER COMPANY 


APPLETON + WISCONSIN 
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salesmen to do a 
better selling job. 


FOUR 1950 BUSINESS: PROELEMS... 
































3. Balancing your inventory for quick turn-over at 
low cost. 














4. Delivering the 
goods on time. 











...and how to solve them on fittings for wire rope and chain 
CONCENTRATE ON LAUGHLIN becouse: 


Laughlin helps you equip your salesmen to do a 

better selling job by providing the easiest-to-use, 
most educational catalog in the industry; p/us such door- 
opening sales leaders as: “‘Fist-Grip’’ Wire Rope Safety 
Clips; Safety Hoist Hooks in a wide range of sizes and types; 
Clevis Grab and Slip Hooks; Weldless Rings and Sling Links; 
genuine “Missing Links,” oval and pear-shaped; large-eyed 
Grab and Slip Hooks; Pad Eyes for welding; Lifting Eyes; 
newly designed Turnbuckle Eyes; Plow Steel Wire Rope 
Thimbles; p/us a full line of shackles, wire rope sockets, 
turnbuckles, hoist hooks, eye and ring bolts, etc.; p/us con- 
sistent national advertising to back up your sales force. 


Laughlin helps you choose a reputable line with 
a fair profit margin by giving you the widest selec- 


JAUGHLIN 


tion of well-accepted fittings from any one source with sug- 
gested resale prices that make your profit picture look rosy. 


Laughlin helps you balance your inventory for 

quick turn-over at low cost by giving you a liberal 
freight allowance on 100 lb. shipments so you can avoid 
parcel post, express and minimum transportation charges. 


Laughlin helps you deliver the goods on time 

by living up to the motto “Ship today”’ from a large 
stock constantly maintained for the convenience of you and 
your customers. 

SO, if you’re interested in more profitable business in 1950, 
it will pay you to get the whole story from a Laughlin repre- 
sentative. THE THOMAS LAUGHLIN COMPANY, 
Portland 6, Maine. 


ar 


__4 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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There is one basic reason why Bunting has a Distributor in 


your community—so that Bunting Standard Stock Bearings 
and Bunting Bronze Bars will be instantly available when . 


you need them. 


The leading Distributor in your community is, almost cer- 
tainly, the Bunting Distributor. From his complete stock, 
representing his investment for serving you, order the 
Bunting Bronze Bearings or Bunting Bars of Bearing 
Bronze which you need. Fhe Bunting Brass & Bronze 
Company, Toledo 9, Ohio—Branches in principal cities. 





ange RS each aad on 5 ke 
La 


ae. Ms ee BUSHINGS 
y i 4 A Oe a_| PRECISION BRONZE BARS 
BRONZE BEARINGS 
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Now-more value | 
than ever... 


WITH 5 NEW FEATURES 
TO HELP CUT YOUR CosTS 


P&H Zip-Lift 
Available in 
Capacities up 
to 2000 Ibs. 





| 


} e 
f 


Good news for hoist users! The Zip-Life now brings 
you even more Added Value featares to improve your 
service and help you cut handling costs.| And not a 
penny has been added to the price! 


NEW Magnetic Lower Limit $witch; gable cannot 
run out and rewind itself, § 


NEW Extra Ground Conductor on feeder cable for 
greatest safety. ; 


NEW Reinforced Push Button Pendant takes more 
punishment — Guts replacement Costs. 
{ 


NEW Grooved Drum increases cable life. 
Improved Motag) Brake. 





PLUS THESE ADDED VALUES: 


SAFER — Full magnetic control with current reduced to 110 volts 

at the push-button. Crane type limit switch and large double 

brakes provide maximum safety. No open wiring. 

LIFETIME CONSTRUCTION — Precision built — shaved gears run- 
f ning in oil—grease-sealed antifriction bearings—fully enclosed, 


pandie it “IRF 


+B at 


moisture-proof, dust-proof, acid-proof. 


na : 
-the-alr 


: ’ SMOOTHER OPERATION — Motor specifically built for hoist serv- 
lower cos : ice — to withstand frequent reversal. Loads controlled within 
a fraction of an inch. 


See how dozens of handling problems have been ALERT SERVICE — Immediate stock delivery from qualified deal- 
solved by the Zip-Lift. This picture-filled book of ideas 
tells the story. Write for your copy of Bulletin H-20. 


Here's a tips for profit... 


the Bip- Lift ta America’s fastest ELECTRIC HOISTS 


4538 West National Avenue 
Mi, , ? 4 f “ Milwaukee 14, Wisconsin 


Sell ct! RR HEEGE, 


ers everywhere — backed by 18 branch offices and 8 warehouses, 


The Zip-Lift is America’s biggest selling wire rope hoist, 














EXCAVATORS © OVERHEAD CRANES @ HOISTS ® ARC WELDERS AND ELECTRODES ° SOIL STABILIZERS © CRAWLER AND TRUCK CRANES © DIESEL 
ENGINES © CANE LOADERS © PRE-ASSEMBLED HOMES 





You're looking at an instruction class in machine 
operation for salesmen — distributor salesmen. It’s 
a new Walker-Turner service, added recently to 
make selling easier, and more profitable, for the 
industrial distributor. 

In time, every Walker-Turner Distributor will 
have the benefit of this training program. The 
product knowledge gained from such briefings 


will give the distributor's salesman a real competi- 
tive advantage . . . help him to get a bigger share 
of the metal and woodworking machine business. 


DRILL PRESSES BAND SAWS 


LATHES 


RADIAL 
TABLE SAWS 


SAWS 
JIG SAWS 


Here is another example of how Walker-Turner 
designs for sales. Now, with a well-informed 
sales staff, the distributor can take full profit- 
advantage of Walker-Turner’s strongest selling 
point: machines built with the customer's special 
needs in mind. Write for complete information. 


(KEARNEY STRECKER 
WALKER-TURNER DIVISION 


PLAINFIELD, NEW JERSEY 














JOINTERS 
TILTING ACTION SAWS 
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BELT and DISC SURFACERS 


HE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 








“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished ponegen head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 
Made of AISI C-1018 stee 


Hexagon heads die ae to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


+ 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely ciose thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in poodesing connecting 
rod bolts by the cold upset process 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in Lar ea | 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon Road style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed wy in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
le ae cover inish: plain, 
zine pl ate id, cadmium plated. Size: 
9/16", sya", 18/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
r 
7 
f 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 


+ 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Mr. J. F. Phillips, Director of Sales, 
The Boyer-Campbell Company 


Has Proven 
a Very Valuable and 
Profitable Line’’ 


“Some ten years ago, LINCOLN LUBRICATING EQUIPMENT 

was a welcome addition to the many famous lines we handle. It has since 
proven a very valuable and profitable acquisition to our already vast 
stock of hand and machine tools, industrial and safety equipment 

and supplies. 

“The sterling quality of LINCOLN LUBRICATING PRODUCTS, 
your splendid cooperation, and our united efforts have placed the 
LINCOLN LUBRICATING EQUIPMENT line in a most important 


position, which we hope and expect to maintain, in the 
LUBRICATION FIELD. 


“LINCOLN PRODUCTS are conveniently packaged for the 
distributors’ shelves and it is a pleasure for us to handle both 
incoming and outgoing stock.” 


THE BOYER-CAMPBELL COMPANY 
Detroit, Michigan 


anopheresnrl 
Vez ig ebed Y 
NS sean ne ores » © © PIONEER BUILDERS 


: and OY toy tity | 
Deceit os Ged twa: Vite 
LUBRICATING EQUIPMENT © « « 
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To Help You Sell More... At Greater Profit... 


Lnco/n 


Offers This Complete 
Sales: Building Program 


7: 
~@ ) 
COMPLETE LINE ta” 
The Lincoln Line of Lubricating Equipment is complete, to meet every lubri- 
cation requirement. It includes everything from the new Bullneck* Surface- 
Check grease fittings, to a full range of Centralized Lubrication Systems. 





SALES AND SERVICE SCHOOL 


Lincoln maintains a Sales and Service School where Distributors’ salesmen 
and mechanics are factory-trained to provide customers with the most 
complete and efficient service. 





NATIONAL SALES AND SERVICE POLICY 


Lincoln Distributors are protected by an established Sales and Service 
Policy predicated upon the marketing of Lincoln Products through Industrial 
Distributors. 





NATIONAL ADVERTISING 


Lincoln's national advertising in leading publications constantly directs the 
Buyer to the Industrial Distributor. 





UNIFORM PACKAGING 


Lincoln Lubricating Equipment is attractively packaged in metal-edge 
cartons to permit safer handling, better inventory control, quick identification 
and increased eye appeal. Accessories are pre-packaged in polyethylene 
bags for additional protection from dust and moisture. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





Huge Rotary Kiln in the 
Jacksonville, Florida, 
paper mill of the 
NATIONAL 
CONTAINER 
CORPORATION 


Following is an extract 
from a lubrication report 
made by the plant 
engineer at the 
Jacksonville, Florida, 


Plant. 


- 


rollers. 


7' diameter by 300' long lime kiln, supported by five sets of trunnion 


Temperature inside kiln at hot end is approximately 1800° F. 


Kiln turns at approximately 1 RPM, trunnions turn at a 
3 RPM on 7" journals in sleeve bearings lubricated by LU 


No. 8. 


roximately 


RIPLATE 


Since changing to LUBRIPLATE No. 8 two years ago, wear on all 
bearings and journals has been reduced to a minimum, where formerly 
a definite problem of lubrication existed. 


It is in these unusually severe applications 
where LusripLate Lubricants dramatically 
prove their outstanding qualities. Probably 
more seemingly impossible lubrication con- 
ditions have been satisfactorily met with 
Lupripcate in the past twenty years than 
by any other group of lubricants. 


In most instances, LuskipLaTe Lubricants 
have been introduced to solve a difficult 
lubrication problem. Their performance is 
so remarkable that their use is extended 
throughout the plant. They definitely re- 
duce friction and wear, prevent rust and 


LUBRIPLATE 


corrosion and save power. 


LusripcaTe Lubricants are available from 


the lightest fluids to the heaviest density 
greases... 
requirement. 


Let us send you case his- 


tories of their use and savings in your 


industry. Write today. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5, N. J. Toledo 5, Ohio 


DEALERS EVERY WHERE— CONSULT YOUR 
CLASSIFIED TELEPHONE BOOK 


THE "MODERN 
LUBRICANT 
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a product for every lubrication 


(Advertisement) 


HERE'S A PRODUCT 
YOU CAN SELL TO 
EVERY PLANT 


| Here is a line that gives you a 
| light fluid lubricant you can sell 
| to the watchmaker and a water- 


proof grease of the heaviest den- 


| sity you can also sell to the dredge 


| heavy duty equipment .. . . 


company for the lubrication of 
some- 


| thing for every plant and industry 


. each item an outstanding 


| product that is tops for a specific 


| lubricating 


requirement. This 


| opens up new horizons for the 


eCfms ... 


Industrial Supply Salesman. With 
LUBRIPLATE Lubricants, he can 
sell everyone in his territory. 


LUBRIPLATE Lubricants are easy 
to introduce and to get first orders 
on them. They have real sales 
appeal prevent rust and 
corrosion, arrest progressive wear 
of parts and bearings and are more 
economical to use. In short, they 
save the user money and the sales- 
man can prove it by thousands of 
case histories. 


Now comes the payoff. LUBRI- 
PLATE lubricants are self repeat- 
. once a user, always a 
user because they are that much 
better than other lubricants the 


| plant operator can buy. 


| Building up a list of users assures 
| profitable present and future busi- 
| ness for the Industrial Supply 


| Salesman. 


LUBRIPLATE Lubri- 
cants give the salesmen territorial 
protection. Sales help in the form 
of good literature, assistance from 
factory representatives, eye-catch- 
ing advertisements like the one 
along side of this column all help 
make selling quick and easy. 


| Mr. Industrial Supply Salesman, 
you are wise if you open up each 
of your sales calls everyday by 
talking LUBRIPLATE. 


1950 











Sales grow continually with the help of the estab- 
lished Disston Industrial Distribution Policy that 
assures you of all this Disston sales co-operation: 


Disston Factory Sales Representation means 
prompt, thorough, expert service to you 
and your customers. 


Disston Market Analysis of your territory’s 
current tool demands and sales potential 
helps you direct your sales effort where it 
will do the most good. 


Disstoneers are available to help your cus- 
tomers improve their tool applications 
and productivity. Result: added good will 
and sales for you. 


Disston National and Trade Advertising— 
plus Planned Promotion—plus a variety 
of Effective Sales Tools...speed up selling, 
build repeat business and steadier volume, 
put you in line for bigger income. 


Mr. Walter T. Markowski (left), Buyer of the RCA-Victor 
Division of Radio Corporation of America, Camden, N. J., 
Roles Representative for Antrim Hard- 


and Mr. J. E. Antrim, 


The complete Disston line means the right cutting 
tools and the right sales tools to help you sell every 
tool user in your territory. 


In addition, you are backed up by Disston’s reputa- 
tion for quality wherever you go. You’re assured a 
better reception . . . better sales opportunities. 


Your customers and prospects recognize that Disston 
Steel, made with Disston Skill, means uniform hard- 
ness and temper . . . more production . . . less down- 
time ... lower costs. Whatever the metal-cutting 
requirement, the complete Disston line gives you 
the right tools to sell. 


HENRY DISSTON & SONS, INC. 


923 Tacony, Philadelphia 35, Pa., U.S.A. 
Branches: Chicago, Seattle, Portland, Ore., Vancouver,B.C. acs... par-orre 
Conodian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 


Band Saws. 


outstanding features of Disston Metal Cutti 
Safety Reels and Packaged Joined Bands. Mr.An makes full 


use of the Disston Industrial Catalog, Cost Cutting Cards and 


ware Co., Disston Distributors, Camden, N. J., discussing the £ Product Literature—effective Disston Selling Tools for you. 








MONY A PICKLE 


MAKES A MUCKLE. RIGHT YOU ARE, SCOTTY. LITTLE SAVINGS 
MAKE BIG ONES. THAT'S WHY WE STANDARDIZE 
ON SHIELD BRAND CUTTING TOOLS. IT SAVES TIME 
IN PURCHASING, IN THE STOCK ROOM, THE 
TOOL CRIB, AS WELL AS IN THE SHOP. 

















Features of 
STANDARD SHIELD BRAND TOOLS 


Foremost Quality—In design—workmanship—material. 


Complete Line— One reliable source of supply for drills, 
reamers, taps, dies, milling cutters, end mills, hobs, counterbores, 
and special tools. 


Complete Service Stoek— Over 10,000 items regularly 
carried in factory stock. 


Nation-Wide Availability — Stocked and supplied by 
leading Industrial Supply Distributors coast to coast. 


Our service staff is ready to help if you're faced with a tough 
metal cutting problem. They have been at it since 1881. Write 
us. There’s no cost or obligation, of course. 


STANDARD [OOL (0. c=veuano « ono Ras 


TOOL 
New York + Detroit - Chicago * San Francisco co. 


THE STANDARD LINE: Drills - Reamers + Taps + Dies - Milling Cutters + End Mills » Hobs +» Counterbores + Special Tools 
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Specify 
Thermoid 
\- Belts WS Vita 
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Thermoid V-Belts...Built to Last Longer 
.-» Harness Industry’s Horsepower! 


From the smallest fractional horsepower size to the They are prestretched to insure perfect operation with- 
largest multiple V-Belt...Thermoid top-quality out adjustments. 

serves the needs of every industry. Thermoid V-Belts 

mean longer-than-average wear, maximum power For smooth, efficient performance ...for ability to 
transmission without slippage and lowest over-all absorb repeated shock loads... for lowest cost per 
operating costs. hour ...for continuing customer good will. . . spe- 
Thermoid V-Belts are specially impregnated to with- cify Thermoid V-Belts. For special belt problems, 
stand excess moisture... abrasion... acidity... Thermoid Field Representatives are always available 
all those elements that hasten belt deterioration. to help you select the right belt for the job. 


It will pay you to Specify Thermoid 


Thermoid Quality Products: Transmission Beltings F.H.P.and Multiple V-Belts * Conveyor Belting + Elevator 
Belting * Wrapped and Molded Hose + Molded Products « Industrial Brake Linings and Friction Materials. 


CT: oid Main Offices and Factory * Trenton, N. J., U.S. A. 
hermol Western Offices and Factory * Nephi, Utah, U. S. A. 


© ompdan y Industrial Rubber Products + Friction Materials - Oil Field Products 
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When Does a 


There are basic requirements of accuracy and proficiency 
that separate a “machine tool” from other power tools 

. characteristics such as those which distinguish a 
tool maker's screw-cutting, precision lathe from the wood- 
working lathes used in grade school manual training 
classes. Among metal-cutting band saws, only the 
MARVEL No. 8 Series Band Sews can qualify as machine 
tools, for only MARVEL Band Saws have the following 
capabilities and features: 


1 Angular cutting from 0° to 45° right or left with- 
out moving the work. Built-in protractor. 

2 Vertical blade power-fed into material—permits 
reentrant cuts, notching, mitering. keyway 
sawing, etc. 

3 Automatic power or manual feeds at the flick of 
a finger. 

4 Feed pressure adjustable even when machine is 
running. Indicated in actual pounds of pres- 
sure, 

5 Work clamped to table of machine. Working 
area more than 835 square inches. 

6 Tee-slotted table facilitating clamping down of 
odd and irregular shaped pieces; easily sup- 
ports heavy work or large and long structural 
shapes. Standard vise chucks work on either 
side of blade. 

7 Automatic blade tensioning device. Every blade 
at uniform tension regardless of operator effi- 
ciency. 

8 Adjustable upper guide roller holder insuring 
minimum section of unsupported blade on all 
sizes of material. Quick acting. 

9 Built-in coolant system with delivery at blade 
entry point. Pump driven without belt or gears. 


10 Replaceable vise ratchet and table wear strips 
of tool steel. New saw performance at all 
times. 


11 LARGE CAPACITY. Standard: 1942” x 18%”. 
High column: 252" x 18%". Handles 99% 
of all work. 


Before buying any metal-cutting band saw, be sure te see 
the versatile MARVEL No. 8. Your local MARVEL Field 
Engineer will demonstrate its significant “machine tool” 
characteristics and their application to your work, with 
costs, savings, cutting speeds and methods. This techni- 
cal service is provided, without obligation, in the interests 
of better metal sawing. 


If you prefer to “study it out for yourself”, 
write for the MARVEL C-49 Catalog. 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. CHICAGO, U. S. A. 
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EF SCHRADER SUE SAYS: 

f & 

“A GOOD LINE IS ONE 
TO BE TREASURED” 


Industrial Distributors agree with Schrader Sue... 
they know that a good line is mighty important 
in fishing for business. Schrader has the Complete Line 
of Air Control Products. Cast it among the industries 
in your territory. See how quickly it attracts engineers, 
designers, purchasing agents, plant managers, safety engineers 
and dozens of others... Why? 
Because Schrader has chummed the business waters 
with national advertising in leading trade publications. 

But this isn't the only reason why Schrader has the line 
to be treasured. Schrader Air Control Products are the result 
of more than 50 years of progressive research and 
development. They are used the world over with confidence 
born of experience. 

Schrader backs Distributors with outstanding advertising | 
and sales promotion to help them sell more and profit more. 





chummed the business waters with advertis ng 


nany more trade magazines 


Te aac 


Air Cylinders * Operating Valves ¢ Press 
& Sheor Controls + Air Ejection Sets 
Blow Guns « Air Line Couplers « Air 
Hose & Fittings * Hose Reels + Pressure 


PRODUCTS 
CONTROL THE AIR 


Regulators & Oilers + Air Strainers * Hy- 
draulic Gauges * Uniflare Tube Fittings 


A. SCHRADER’S SON, 482 Vanderbilt Ave., Brooklyn 17, N.Y. cission oF scowt Monutocturing Compony, Incorporoted 
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BEST FOR YOU because 
BEST FOR USERS 


ROEBLING is the best known name wherever wire 
rope is on the job. And Roebling wire rope is the 
recognized standard from one end of the country to 
the other. It brings extra sales for distributors be- 
cause it gives users the best value for their money . .. 
greater efficiency . . . longer life on the job . . . maxi- 
mum service economy! 

From making its own special steels to the finished 
product, every operation in the manufacture of wire 
rope is performed in the huge Roebling plants where 


research, special manufacturing methods and today’s 
finest precision machines ensure products of uni- 
formly superior quality. 

Roebling’s line of wire rope gives you the right 
size and construction for top performance on every 
type and make of rope-rigged equipment. And 
behind each and every Roebling distributor — con- 
stantly helping him to win more business — stands 
the Roebling organization with its constructive 3-way 
program of cooperation. 
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ROEBLING BELIEVES in advertising, and 
maintains a big advertising schedule that is 
directed to every one of your customers and 
prospects. All of them see full page adver- 
tisements, in color, in the trade papers, and 
read about the extra value and economy of 
Roebling wire rope. Another series of adver- 
tisements in Fortune, Newsweek, and Busi- 
ness Week, reaches business owners and 
executives and helps increase the demand 
for Roebling quality products. 


Roebling distributors can always depend on 
getting technical and sales assistance when- 
ever they need it. Roebling Engineers and 
your Roebling Field Man, for instance, are 
always glad to help you suggest the best 
rope for particular service or equipment. 
They will run down the answers to whatever 
difficulties may arise...show your customers 
how to install and maintain wire rope for 
utmost economy. Distributors find that this 
cooperation brings goodwill and moreorders. 


Roebling warehouses are located at strategic 
points throughout the country, so that every 
distributor can be served in the shortest pos- 
sible time. And each warehouse carries a 
large stock of the whole wire rope line . . . 
assurance that your own stock can be sup- 
plemented so that you can fill all orders, as 
wanted and when wanted. Everyone at your 
branch warehouse is on his toes and ready 
to help you give fast and effective service. 


JOHN A. ROEBLING'S SONS COMPANY, TRENTON 2, NEW JERSEY 


ROEBLING (0c cones: 


Attanta, 934 Avon Ave. ® Boston, 51 Sleeper St. ® Chicago, 5525 W. Roosevelt Road * Cincinnati, 3253 Fredonia Ave *® Cleveland, 701 St. 
Clair Ave., N. E. * Denver, 4801 Jackson St. * Houston, 6216 Navigation Bi\d. * Los Angeles, 216 3. Alameda St. * New York, 19 Rector St. 
* Philadelphia, 12 S$. Twelfth St. * Portland, 1032 N. W. l4th Ave. * San Francisco, 1740 Seventeenth St. * Seattle, 900 First Ave. 8. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





These Features 


Save You 
Money 


Two-piece QD 
sheave—rim and 
hub separate 


For These Reasons 


Mount light hub first, then slide heavier 
rim on tapered hub 


It's a 


Worthington — 


EXCLUSIVE 





Choice of one or 
two-piece 
assembly 


Mount hub and rim separately, or 
loosely assemble hub on rim and slide 
on shaft together 


EXCLUSIVE 





Split hub 


Easy to mount, even on oversized shaft 


ORIGINAL 





Clamp screw 
in hub 


Holds hub in position on shaft while 
setting or removing rim 


EXCLUSIVE 





Taper-mated 
hub and rim 


Mount easily in any position—no key- 
way between taper surfaces 


ORIGINAL 





Large, long pull- 
up bolts 


Hold better and more uniformly 


EXCLUSIVE 





Friction cone grip 


Tightening rim on hub gives positive 
press fit on shaft 


ORIGINAL 





Shaft key lock 
(set screw over 
keyway) 


Prevents key from drifting 


EXCLUSIVE 





Quickly-detach- 
able (QD) 


Pull-up bolts used as jack screws to 
remove sheave rim 


ORIGINAL 





Interchangeable 
rims 


Hubs for every bore—lower inventory 
cost 


ORIGINAL 





No realignment 
problem 


Clamped hub holds shaft position— 
new rim tightens up in exact alignment 


EXCLUSIVE 





Choice of “A”, 
“B", “C" and 
“D" grooves 


“Tailor-made” grooves give proper 
belt “ride-out" for maximum life ef- 
ficiency 


ORIGINAL 





I-beam spokes 
on driven sheave 


Stronger—capable of carrying heav- 
ier load with less weight 


EXCLUSIVE 





Offset design 
of sheave 


Reduces over-hang loads—increases 
bearing life 


ORIGINAL 








Worthington- 
Goodyear 
V-belts 


WORT 


= 


<2 





load-carrying cords in neutral axis 
reduce internal friction—each belt 
corries its share of drive load 


HINGTON 


aie 
TLL Ah N= 


ORIGINATORS OF THE QD SHEAVE 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


MULTI-V-DRIVE SALES DIVISION 


Buffalo, N.Y. - 


General Offices, Harrison, New Jersey 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 


PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 





ORIGINAL 


“Scoreboard”. 





This 
Scoreboard 


Puts You 


in the V-belt 
“driver's seat”! 


Worthington Multi-V-Drives out- 
score competition on all impor- 
tant features. 


EASY TO GET OFF 


YET 
ALWAYS TIGHT 
ON THE SHAFT 


WORTHINGTON QD SHEAVE 


— ORIGINAL TAPERED CONE-GRIP SHEAVE 


Make Worthington’s national advertising 
(which features this “Scoreboard”) work 
for you ... by using copies of “The Score- 
board” in your selling. Send coupon for 
free copies. 


Worthington Pump and Machinery Corporation 
Multi-V-Drive Sales Division, Dept. PO-1 
Buffalo, N. Y. 


Please send me 


i 
| 
| 
| 
copies of Multi-V-Drive ] 
| 
| 
! 


COMPANY 


ADDRESS 
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Card Taps pictured above are 
but five of a wide variety 
available. 


S.W. CARD 


MANUFACTURING CO. 


Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 


THE MEN 
YOU SELL 
PREFER 


CARD 
TAPS 


Yes, you will find Card Taps preferred 
items in your stock. What’s more, Card 
backs you up by assuring immediate nation- 
wide delivery from the seven Card ware- 
houses in New York City, Detroit, Chicago, 
Ft. Worth, Los Angeles, San Francisco, 
Seattle. Card distributors get further back- 
ing through Card merchandising helps and 
Card advertising to the trade in which 
prospects are urged to contact Card dis- 
tributors. For complete details, see your 
Card representative and find out how our 
more-than-fifty years of dealing through 
distributors has given us valuable ex- 
perience that can work to your advantage. 


(4 Re 
- TAPs 
The Coriifeog + 
Cult , Yo 
“lng Tool, 
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DISTRIBUTOR PROBLEMS....SOLVED BY EDWARD! 


> 
ime 


Because the Edward line of quality steel valves is so 
broad—broad in sizes, pressure class and type—you save time 
and build profits when you deal with Edward. You don’t have 
to keep the customer waiting while you’re looking for a source 
of supply for the particular steel valve he needs. If you’ll check 
with Edward you'll very seldom have to look any further. 
Remember, if it’s a steel valve you need, the odds are 
very great that it’s in the Edward line—usually, in the big, 
centrally-located Edward inventory. 

It’s worth remembering—when the order calls for steel 
valves, you'll profit by going to Edward first—to the world’s 


largest builder of steel valves exclusively! 


Another G: Product 


7 & 


Subsidiary of ROCKWELL MANUFACTURING om 


EAST CHICAGO, INDIANA 
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SHIFT INTO HIGH-—{in sales drive! 


There must be a gear shift somewhere that changes the seasons. 
Mother Nature is doing the shifting—from green leaves to yel- 
low... and very soon from balmy breezes to spine-tingling blasts. 
Industry, too, is shifting from normal highlevel production to the 
urgent demands of security. That points to a widening market 
for jack sales. Whatever the specifications buyers may throw at 
you, you'll find the matching answers in the Simplex Line. 
Simplex Jacks are in “high” on every point — efficiency, safety, 
proved performance and long-range economy. To cover the 
market—at greatest profit to yourself—shift to SIMPLEX! 


WHEN IT’S A PDQ JOB! 


For quick action in many shops and factories, suggest the Model 
310 Simplex Single- Acting Ratchet Lowering Jack. It’s a handy 
unit that can do many jobs faster—in greater safety. 4-way 
power lifts vertically or pushes at any angle. Handles full 15-ton 
capacity on toe or cap. You get " P.D.Q.” 
the buyer sees how easy it is to operate. 


IVE BEEN 
WORKING ON THE 
t LAiLRkOAD oe, 


action on a sale when 








wt Th 
, (ini hg 


GOOD WAY TO RUN A RAILROAD 


Remember the section hand who saw two fast expresses ap 
proaching each other on the same track?—and remarked: 
“That's a heck of a way to run a railroad!” In contrast are to- 
day’s railroad buyers who know how to run a railroad right — 
by selecting tools with outstanding time-saving efficiency. That’s 
why they go for TK track jacks with aluminum alloy housing. 
These are designed for fast, easy operation with no sacrifice in 
strength. What more can you ask? Maintenance tools are cur 

rently in big demand on all lines. 


(Advertisement) 














WHEN THE GOING IS ROUGH... 


Simplex Screw Jacks can handle heavy-duty lifting and lower- 
ing with maximum speed and safety. Remind your trade that 
these units reduce friction 88%. A single chrome-moly ball and 
floating cap make this possible. The load can’t flatten the ball. 
Another sales point is that these jacks are painted a different 
color for each capacity — for positive identification, With ~~ 
and other features, it’s easy to sell Simplex Jacks. 


LOTS OF VIM, _ 
VIGOR AND VITALITY 


The Simplex-Jenny packs plenty of power for pulling and pushe 
ing. This hydraulically-operated center-hole puller can als® 
double as a press or heavy-duty hydraulic jack. Small, light 
it’s useful on cranes, catwalks and other out of the way places} 
Tell your customers that it’s made in five models of capacitieg 
from 30 to 100 tons. And, tell yourself that the Jenny is alway 
a safe bet for jacking up your sales—in practically all fields. 


Simplex publicity stories, in addition to consistent advertising, 
are appearing in many leading industrial, construction, railroad, 
oil field, mining and other trade publications. You've probably 
seen many of them...and your customers, too. Each is not only 
a new item but another “ad” that helps to make sales for you 


TEMPLETON, KENLY & CU 


1036 S. Central Ave., Chicago 44, til 
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Get your FREE copy of this new 
Gilmer V-Belt Guide. Use the 


coupon, or write on your letterhead. 


CLIP AND MAIL TODAY 


L. H. GILMER COMPANY 
904 Tacony, Philadelphia 35, Pa. 


Please send me a FREE copy of the new Gilmer V-Belt Guide. 


Check here if you wish Gilmer's Flat Belt Guide also. 


NAME 





ADDRESS _ ————s 


ee eS 


COMPANY POSITION 





—shows you how 
to choose the right 
drive for every use 


It’s the book with the answers you need— 
one you’ll refer to time after time! It gives 
you in easy-to-use tables all you need to 
know for ordering from a large selection of 
standard drives. Also contains tables of 
standard V-to-Flat drives, and a section on 
laying out quarter-turn drives. Describes 
constructions such as double-V-Belts for 
special installations. The new Industry Light 
Duty V-Belt numbers are listed under the 


new system for convenience in ordering. 


Let the stock V-Belt drive tables help you 
get properly engineered drives that are 
efficient to operate, economical to buy 
and maintain. Also you can order the Sheaves 
and Belts for quick delivery from your 


Gilmer Distributor—service is simplified! 


L. H. GILMER COMPANY 


904 Tacony, Philadelphia 35, Pa. 


Division“ of United States Rubber Company 


+... and complete 
your Belt Library with the 
Gilmer Flat Belt Guide, 


Contains descriptions with 
illustrations on all Gilmer 
Flat Belts, including Special 
Purpose Belts, with sections 
of helpful application data. 
It’s free—simply check the 
coupon! 











V-BELTS—LIGHT DUTY and MULTIPLE 
Made with durable rayon pulling 
cords; Gilmer quality. Gilmer’s huge 

= assortment of V-molds 
assures a complete lineof 

~~ A y precision - built V-Belts. 


KABLE KORD® CONNECTOR-TYPE 
FLAT BELTING offers the 
same general construction 
features as Kable Kord 
Endless Belts. Supplied 

in rolls, 


HIGH SPEED BELTS 
Flat, endless belts, noted for tough- 
ness and flexibility. All-fabric, rubber- 
fabric, or special cord structure, 
Speeds to 10,000 f.p.m. and over; 
Speedage Kord, for example, 
operates at speeds up to 
LP 50,000 r.p.m. on 
‘2, pulleys as small as 4" 

ak, iy in diameter. 


TEXTILE INDUSTRY BELTS 

such as Spinner, Cone, Lickerin, 
Winder, and Gainer belts for textile 
plant drives; also other prod- 

ucts for textile appli- 

cations, such as loom 


strapping, check straps, a,’ 
L] 


roll covering. 


RR. 


SPECIAL INDUSTRY BELTS 

Saw Mill Belts, Tube Winders, Sand 

Slingers, Band Saw Bands, Light 
Conveyor Belts; Planer 
Belts for the lumbering 
industry; Tobacco Stem- 
ming Belts. 


DY THIS ADVERTISEMENT— 


Your customers are seeing it now in 
current industrial publications. Note 
that Gilmer tells readers, 


“Buy through your Gilmer Distributor” 


KABLE KORD® FLAT ENDLESS BELTS 
‘The Gilmer first line flat belt. Com- 
bines “‘two belts in one’’ (contactor 
and power). This unique 
structure, plus the endless 
cord feature, sells Kable 

Kord, 


STANDARD CUT-EDGE FLAT BELTING 
Acompetitively priced, rubber-fabric 
belting of first quality. 
Tough structure provides 


a firm foundation nae / wr 


connectors. 


LIGHT DUTY POWER TRANSMISSION 
BELTS—A broad line, including 
Gilmer CD, a cut-edge @ndless 
3 belt with pulling eleragnt of 

strong belting duck; 
. CC, a cut-edge endless belt 
with pulling element of 

continuous cords. 


ROUND BELTS AND BELTING 
For drives on small high-speed drills, 
hammers, tappers, saws, light wood- 
working machinery, valve re- 
facers, etc. Also Half-Round 
Belts for special ap- 
plications. 

1 

 \ 


Besides V-Belts and Flat Belting, Gilmer Special Purpose Belts arein 
constant demand by plant engineers; need not be carried in stock; are 
not subject to general competition. Also in the Gilmer line are Hose apd 
Packing for Industrial Use, Friction and Rubber Tape, Mats and Mat- 
ting, and General Mechanical Rubber Products—all backed up by ... 


THE GILMER SALES POLICY 


1. A “buy-through-Distributor” policy; no factory sales in competition. 

2. A widely-experienced District Manager gives frequent direct 
soles help. 

3. Engineering assistance when needed from factory power trans- 
mission specialists. 

4. Distributor protection. 

5. Uniform discount schedules. 

6. A profit on every sale. 

7. Full jobber profit on non-stocking Special Purpose Belts. 

8. Catalogs and national advertising in a balanced program. 

9. Monthly bulletins from the factory. 

10. Stockroom and merchandising aids. 


This Gilmer Sales Policy makes all Gilmer 
Products attractive to handle and easy to sell! 


l 





AMERICA’S NEWEST, FINEST, 
FASTEST, LUXURY LINER... 


‘Independence 


Launched June 3, 1950 


Bethlehem Steel Co. 
(Shipbuilding Division) 


Quincy, Massachusetts 
Maiden Voyage Feb., 1951 


Courtesy ilaedieas Export Lines + Inc- 


BAYFLEX abrasive products played an important part in 
the building of this super liner . . . removal of rust and scale from 
steel plates before fabrication . . . grinding and finishing of welds 

. cutting metal parts such as cabinet doors, angles, joints .. . 
grinding stainless steel sinks . . . and innumerable other metal 
grinding, cutting and finishing jobs. 

This is a product that you will be proud 


to offer your customers. Write for our 


3F'N selling plan details. 


: BAY STATE ABRASIVE PRODUCTS CO. 


Westboro, Massachusetts, U.S. A. 
Chicago, Cleveland, Detroit, Pittsburgh 


Gay) Top Perormauce Conscstently Petitianad 
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3-way profits 


-e.emore profits for you! 


When the Industrial Distributor sells an order of Atkins Saws it is Profit 
Number 1. Profit Number 2 is earned by the distributor's salesman. 
But it is the buyer who gets the most important profit of all—Profit Number 3 
—the profit gained by using superior tools .. . cutting implements that 
stay sharp longer with less attention, that do their jobs faster, that turn out 
better work! ... It is this profit—Profit Number 3 — which builds and holds 
repeat business, which makes Profits Number | and 2 easier to 
achieve for Industrial Distributors and Distributor Salesmen. 


only ATKINS makes Cahoon Cheol” re 


‘pf i 
7. , b 
h 4% Gg 


E. C. ATKINS AND COMPANY 1 Mao wo 
Mome Office and Factory: 420 S. Ulinois St., Indianapolis 9, indiana 
Branch Factory: Pertiand, Oregen, Knife Factory: Lancaster, N. Y. 
Branch Offices: Atianta Chicage . New Orieans . New York 
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Tuere’s nothing lost in asking for orders. But it’s almost a sure 
bet they won’t drop into one’s lap by not asking for them. 


Orders develop most frequently and repeatedly for merchan- 
dise that is consumed most rapidly. In the grocery field it’s food. 
In the industrial field it’s wear-away tools (next to production 
materials, of course)....And FILES are devoured about as 
rapidly as any. 

There’s the tip-off to a fast-turnover item that ought to whet 
any industrial supply salesman’s initiative! 


Subjected to the consuming action of abrasion, files must be 
replaced regularly. The user can do nothing about it — except to 
buy fresh supplies. Where will he buy them? Most likely from the 
house whose salesmen keep asking for the orders. 


What brands will he continue to buy? Most likely the ones 
which he has discovered from experience give him the most efficient 
and longest service for his money. Nicholson and Black Diamond 
(Extra Quality “Grade A”) carry that assurance. 


v.s.a.* 


(In Canada, Port Hope, Ont.) 


sOeste, NICHOLSON FILE CO., 42 Acorn St., Providence 1, R. I. => 
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Now you can buy top grade Manila rope in small coils 
—and in packages! This innovation provides a new 
convenience in stocking and handling your rope re- 
quirements. The boxes protect the rope against 
soiling and damage . . . keep stock orderly and 
simplify inventory. The small coils make it easy to 
select the desired lengths of rope as needed. 


A Pet Handy Coils are 100 foot (minimum) coils of “Ameri- 
: yr. 4 . can Brand” Pure Manila Rope packed in boxes of 
eg” ' i uniform size. Each box contains 15 pounds of rope 
= . two coils of 42-inch . four coils of 38-inch 
_ . five coils of 5/16-inch, or seven coils of %4-inch. 
Coils of each size are connected, so that the entire 

package may be used in one piece. 





Americen Menufastusiag Co., - You will find the Handy Coil Package extremely 
Noble & West Sts., Brooklyn 22, N. Y : practical and a time saver. Use the coupon to get 
complete information. 


AMERICAN MANUFACTURING COMPANY 
Nome BROOKLYN 22, N. Y. 


Company ROPE + TWINE * OAKUM * PACKING «+ ELECTRICAL AND CARPET YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 


Address Sales Offices: BOSTON * CHICAGO * HOUSTON + NEW ORLEANS + PHILADELPHIA 
SAN FRANCISCO 


City | Re ean eels 


Please send me complete information 
about Handy Coils 
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You Can Be a Better Salesman 


E HAVE all heard it said that “salesmen are 

born and not made.” But like a lot of phrases 
we glibly use, this one doesn’t hold water. A man of 
average natural endowments can make himself a good 
salesman if he is willing to put forth the required 
effort. 

Vincent Riggio, Chairman of the Board of the 
American Tobacco Company and widely known as 
one of the country’s finest salesmen, in describing 
how he learned to be a salesman bluntly states, 
“Salesmen are made, rarely are they born; and gener 
ally when the so-called ‘born salesman’ gets into 
rough going, he fails.” 

he basic principles of salesmanship can be taught 
and learned just as surely as those of agriculture, 
engineering, law or medicine. As in these other occu 
pations, the salesman does not become a skilled 
practitioner until he has engaged in a wholesome 
amount of practical experience. But he will become 
a skilled doctor or a salesman much more quickly 
and easily if he masters the principles and does not 
attempt to learn entirely by the method of trial and 
error. There’s not much point in making the whole 
gamut of mistakes personally in order to learn. You 
might as well cash in on the proven, successful sales 
techniques that others have had to learn the hard 
way by experience. 


Help Yourself 


In this special issue of INpusrriaL DisrRipuTion, 
the editors give you the basic selling principles by 
which you can “Help Yourself to More Sales” (p 
81). Both the experienced salesman and the begin 
ning salesman can find here the answers to the 
perpetual question, “How can I improve my selling 
effectiveness?” 

To the experienced salesman it offers a compre 
hensive review of the basic principles of salesmanship 
in the industrial supply field. Here is a review that 
cannot help but sharpen many of the selling tools 
that time inevitably blunts. As the title imphes, 
here is a way by which you can help yourself. 
Throughout the entire presentation we have prepared 
check lists against which you can evaluate your strong 
points and discover your weak points. For you this 
can be a personal audit of your selling techniques 

lo the new salesman, this section offers the 


proven sales techniques and practices that you will 
want to add as quickly as possible to your kit of sales 
tools. Eventually, you'll have to learn these basic 
principles of salesmanship if you become a successful 
supply salesman. You can, of course, learn the hard 
way by trial and error, But here is a short cut. 
Furthermore, bad work habits once established are 
hard to break. It’s better to get on the right track at 
the start. 


The Proper Approach 


In the last analysis, success in selling is dependent 
in substantial degree on the proper mental attitude 
and the proper approach to the selling job. Selling 
in this field is not a one-shot affair. We “live” with 
our customers and we “live” with the transactions we 
make. All the more reason for the service attitude 
and the service approach. 

The sclling profession generally suffers great 
damage by salesmen and sales managers who bring 
in the military analogy and terminology. We hear 
the expression which frequently reflects a mental 
attitude, “Let’s get out there on the old firing line 
and mow ‘em down.”” What firing line? Mow whom 
down? Are our customers targets to shoot at? Do 
you really want to pick someone off and put him out 
of action? If so, that means we are killing off the 
source of our livelihood. 

Modern selling should be viewed as product coun- 
seling. Your products will help your customers solve 
their problems. Your customer is not an antagonist 
nor an opponent. And when you seek out his prob 
lems and offer your products as solutions, the spirit 
of service in your approach will be obvious. Your 
customers in turn will put forth less defensive resist 
ance. 

Bevond all this, the successful salesman must have 
in open mind and a willingness to learn. The man 
who shuts his mind to new ideas also shuts the door 
on success. Read “Help Yourself to More Sales.” 
There you will find ideas for the taking. Help your 
self. 


Oe 2 dae 
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in the World's Biggest Refrigerator 
JENKING VALVES stend guard 
against operating failure 
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Jenkins Advertising 


tells where and why — 


creates new sales 


on caenaee . prospects for 


From skyscraper to super airport, the new American scene 
is studded with diamonds—marking the millions of Jenkins 
Valves installed in postwar bnildings. Reproduced here 
are a few shining examples from Jenkins current series of 
advertisements featuring these notable installations. 


Architects, contractors, administrative management 
everywhere read this advertising. It reminds them again 
and again that Jenkins Valves are the choice of leaders in 
the building profession (whose names are listed in the ads) 
for efficiency, safety, and economy. 


In the booming building market, as in every industrial 
field, the groundwork is laid for the Jenkins Distributor 
before he calls. Preceded by “on target” advertising suth 
as this, and the performance record of Jenkins Valves in 
every type of service, he walks in with a product that is 
known and respected. 


As America builds for future years, more and more of 
the men who make buying decisions are specifying the 
valve with the Diamond mark—for lasting value. That’s 

Saamuntenie amnecnt | one of the many reasons why Jenkins continues to be the 
latest of the postwar super airports preferred valve franchise . . . why, year in and year out, it 
Rete th SINS VALVES = ™ pays, and pays well, to sell Jenkins Valves. 


The pas hm er bi ht big ed 2. Jenkins Bros., 100 Park Ave., New York 17, N. Y. 
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REPUBLIC’S 5-POINT POLICY 


w A LINE of rubber items sufficiently 


tO permit ettectively supplying the require 


the trade solicited 


% A QUALITY of prod 


apable of delivering service results that sh 


sonably be expected 


WA PRICE basis inducing and mak 


gressive mpetition with reasonable 5 


%& FREEDOM from 
fs yw. éivher divect or iadisect 


vered by | day t Jay 


de GURLING heles. of sesconsble enous 


his sales force may be given the adve 
cialized training and @ knowledge 
sold 


E. good example of flexibility in transmission belting take a look 


at the Republic Challenger Bele shown above. 


With machine gun speed the 7-ply, 18-inch belt switches its directional travel to pro- 
vide reverse driving power for the Stantonsburg Lumber Company, Stantonsburg, North 
Carolina. 

A tough proposition, yes, but Republic's Challenger Belt has been on the job contin- 
uously now for more than two years, and it looks just as good as ever. 

Republic's Challenger is perfectly suited for high-speed drives like this. And, because 
it’s made of heavy, hard-woven, rubber-impregnated fabric, Challenger, designed for your 
specific job, has more than enough strength to handle the shocks and stresses encountered 
in heavy industrial drives 

Challenger is a pre-stretched belt that doesn't loosen when pulling extra heavy loads. 
Both top and bottom surfaces have a high coefficient of friction for better pulley traction. 

Challenger Belting is free from fastener trouble, and all edges are sealed against mois- 
ture. It's available in all standard widths and plies in either roll lengths or tailor-made 
endless lengths. Recommend Challenger Belting today for top performance at minimum 
cost. Check your Republic Catalog for Challenger Belts made of heat-resisting compounds 
for special operating conditions. 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & -Tire Corporation 
YOUNGSTOWN, OHIO 
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Industrial Distribution shows you how to: 


Help Yourself 
To More Sales 


Mr. Salesman, your future is assured when you 


master these 


basic principles of selling: 


Know yourself 

Know your customers 

Know your products 

Know presentation and demon- 


stration 


Know how to handle objections 
Know how to turn failure into 


Know how to follow up sales 
Know how to allocate your time 


H’ RE IS A SALES CHECK-UP to boost your sales power 
and fatten your pocketbook. 

A periodic medical check-up is becoming quite 
common practice. Despite the fact we may feel fine 
at the time, we get our regular check-up. And it pays 
off. 

The same wise practice should be applied in our 
business life. It is especially important that salesmen 

—industrial supply salesmen—get a periodic check- 
up on their basic selling practices. 

INDUSTRIAL DIsTRIBUTION gives you in this 32-page 
special section a check list and self-help program for 
improving your sales performance. 

From testing thousands of salesmen the experts 
know the attributes and aptitudes that make for suc- 
cess in selling. Have you taken an audit of your own 
selling abilities? What can you do to spot and im 
prove your weak points? 

A satisfied customer is a salesman’s best asset. 
What should you know about your customers? And 


how much do you actually know? 

There’s an old Chinese proverb that one picture 
is worth a thousand words. The things we can see 
and handle make a double impression on us. Are you 
taking full advantage of visual aids in your selling 
job? 

Do you know how to meet the most common ob- 
jections? Do you know how to turn failures into 
sales? 

The actual selling time you spend in the presence 
of your customers is only a fraction of eacli working 
day. Do you know how to organize your time to 
maximize your selling effectiveness? 

In the following pages, the editors of INpusTRIAL 
DistriBuTION supply you with the answers to these 
and other questions. They tell you what you can do 
to “Help Yourself to More Sales.” And the job is 
tailor made to fit the kind of job each distributor 
salesman has to do, day after day and month after 
month. 
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AN ORDERLY BRAIN that is capable 
icquiring and retaining knowledge is a 
must” for a successful salesman. He also 


EYES that can see applications for prod- 
ucts he sells, ears that are open to con 
structive criticism, and a nose that he does 
not talk through. His 


MOUTH is used to express himself 
clearly and forcefully with interest-getting 
words. He knows when to open his mouth 
ind when to keep it closed 


It Takes To Be 


nust ha 


Do You Have What 


Look at yourself as others see you; here’s how to 


check on the qualities 


and characteristics you need to sell supplies and equipment successfully 


“Just stand aside 
Think of yours 


und watch yourself go by, 
f as ‘he’ instead of ‘I 
IMPORTANT AS WE ARE in our own 
it oul 
that we can 
that we 


eves, it is only when we look 


, 
lves as others see us 


uly judge ourselves 


Can sec 
or unimportant 
You, as a salesman, are being 
judged and appraised constantly; every 
time you meet a customer or prospect 
his actions are influenced by how you 
look, speak and act. Unless you know 
yourself, how can you hope to play up 
points and correct your 
weak points? 

Probably the first step in any self 
ippraisal jobis to admit frankly that 
vou do have weak points. The second, 
ind all-important step, is to take action 
to correct the weaknesses that have 
1 bearing on your sales 


Qualities You Need 
I'ests, studies, and surveys have 
been made by the score to ferret out 


the attributes of good and successful 
salesmen. The type of market prevail 


+ 
t 
how really important 


we are 


uur good 


1 


INDUSTRIAL DISTRIBUTION 


Self confidence 
Optimism 
Enthusiasm 


I riendliness 
Sincerity 
Self reliance 


ing at the time studies are made has a 
bearing on which attributes rate high 
est; the individual involved also must 
be considered and it, therefore, be 
comes difficult, if not impossible, to 
ittach a firm degree of weight to each 
attribute. In one.case the first quality 
may be the most important but, in 
another case, it may be an entirely 
different one that ranks highest. 

In all cases, though, the attributes 
that buyers look for and want in in- 
dustrial supply salesmen are: 

Dependability Cheerfulness 

Honesty Humility 


If you are equipped with these qual 
ities, you are on the road to successful 
selling. 


How to Build Attributes 


Much as we strive to adopt a d 
tached viewpoint, when it comes to 
appraising ourselves, we generally fail 
We are, in effect, too close to the trees 
to see the forest. 

Responsibility for guidance in 





On the Negative Side 


In addition to likes, buyers have dis- 
likes and these, too, affect your sales. 
Among the “things” salesmen do that 
irritate buyers are: 

Leaning or sitting on desks 

Reading papers on the buyer’s desk 

lilting chairs back while talking to 

the buyer 

[witching hands and fingers 

Toying with pencils, papers, etc 


Buttoning and 
coat or vest 
Scratching your face or head 
Being repetitious in your sales pr 
sentation 
Telling “unfunny” jokes 
Reporting on personal grievances 
Being too academic 
Constantly using “I” 
and mince” 


unbuttoning your 


“mY 
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HANDS AND ARMS are used with ease 





HIS TORSO is clothed in neat, clea 


ind naturalness to emphasize points and apparel—not gaudy but still not too con 


demonstrate products—there’s no 


fidgeting or wasted arm waving 


hand 


servative. At all times he keeps his body 
| 


lean and health 


A Successful Salesman? 


quiring or nurturing sales-building at 
tributes rests on management’s should 
ers but, if your management is not 
doing everything you think it should, 
you can do something yourself. 

Probably the most effective way in 
which you can audit yourself is to take 
tests. Most universities and colleges 
are equipped to give such tests. If 
there is no college or university near 
you, the chances are there is a pro- 
fessional aptitude testing organization 
which, through tests, can delve into 
your inner being and offer advice on 
how to improve yourself. 

lhe big point is: If you are going to 
help yourself to more sales’” you must 
have gumption enough not only to ac 
cept constructive criticism but to seek 
it out. Friends and associates usually 
are not too helpful; they avoid discuss 
ing your attributes with you or they 
gloss over them with some such re 
mark as “you’re doing a good job, you 
just haven’t gotten the breaks”. Such 
statements are meaningless; “good 
breaks” are the result of hard intelli 
gent work, they don’t just happen. 


What Tests Can Mean To You 


Most salesmen who have taken tests 
to discover their assets and liabilities 
will agree that the tests are not.a cure 
ill. The results point the way, they 


do not supply a free pass to success. 

I'o give you a down-to-earth con 
crete example of what help can be ob 
tained from tests, InpusTrRiIAL Distri 
BUTION arranged for two salesmen t 
take tests at the Personnel Institutc 
in New York. The reports drafted by 
the Institute as a result of the tests are 
given on the following pages. Because 
of the personal nature of the reports, 
the names of the salesmen or thei 
companies are not given. 

Although selling industrial supplies 
and equipment is different from selling 
in other fields, the qualities that ar 
needed are basically the same. The 
Personnel Institute has tested thou 
sands of wholesale salesmen; it tests for 
nine characteristics 


1. EXTROVERSION—the ability 
to think outside yourself. 

2. DOMINANCE —the ability to 
lead others. 

3. SELF-CONFIDENCE the 
ability to be self assured and to 
impress others with this assured 
ness 

. SOCIAL DEPENDENCE—th« 
quality of being able to mix 
socially. Extremes in either di 
rections can be undesirable. 
SALES APTITUDE—a meas 
urement to determine whether 
you enjoy selling. A man usually 
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THE SUCCESSFUL SALESMAN stands 
on his two feet. He doesn’t lean on desk 
nor does he lean on other people for deci 
sions he should make. 


does his best work in the field 
in which he is interested. 
MENTAL ABILITY—the. abil 
ity to learn and to retain what 
vou learn. 

. VOCABULARY the 
vou use affect your sales. 

. SOCIAL INTELLIGENCE—a 
measurement of tact, diplomacy 
and basic understanding of hu 
man nature. 
BASIC BUSINESS SKILLS - 
the ability to handle successfully 
detailed work 


Ihe tests for these characteristics 
took between three-and-a-half and four 
hours. We are indebted to the two 
distributing companies for permitting 
a salesman to take the tests and to the 
salesmen, themselves, for taking the 
tests and for granting us permission 
to publish the results. 

For Case No. One, turn the page. 


words 
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THE CASE OF SALESMAN “A” WHOSE... 


ne 


Here’s how Salesman “A” scored 
on the rating chart of The Per- 
sonnel Institute. All of the tests 
are scored on a scale of one hun- 
dred. A score of 50 is an average 
score; a score of 90 would mean 
that the testee did better on that 
test than 90 percent of the peo- 
ple who have taken it, and his 
score is exceeded by only 10 per- 
cent of the people. Likewise, a 
score of 10 on a particular test 
would be quite low, for it indi- 
cates that 90 percent of the 
people who have taken the test 
scored better than the testee. 


intelligence Gusiness 
skills 


Tests Show Strength and Weaknesses 


IN ADDITION 10 TAKING TESTS, Salesman A filled out a per- 
sonal history form which showed that: he is 35 years 
old, married, has three children, and attended public 
schools until he was 16 years old. He started to work in 
1934 as a messenger and has been a salesman seven years. 

The Institute, in discussing “personal history” com- 
mented: “Salesman A did not indicate to what extent he 
feels confident of his ability to handle his present assign- 
ment satisfactorily. Nor did he indicate what type of 
work he would like most to do. He did state that 10 
years from now he would prefer to be in semi-retirement 
so he could pursue his major hobby. 

“It seems important to note that he did not furnish 
much of the information requested. This could indicate, 
to some degree at least, that he may not be as highly 
motivated as seems desirable toward receiving construc- 
tive suggestions for self improvement. 


Trait Salesman Was Told 


“One other possible indication of the lack of proper 
motivation toward his present job may be found in his 
statement that he experienced a sense of failure by being 
unable to attend Diesel Engineering School. 

“These observations suggest strongly that he may be 
more actively interested in other personal pursuits than in 
making the most of his opportunities in his present 
assignment.” 

Below is a digest of the reports submitted to Salesman 
A and to his employer. The first point, Personality, in- 
cludes extroversion, dominance, self confidence and social 
dependence. For Salesman A’s scores on all points see the 
chart above. “Basic Business Skills” is broken into seven 
parts. Salesman A’s scores on the seven points were Com- 
paring, 2; Computation, 53, Reading, 86; Spelling, 1; 
Vocabulary, 72; Arithmetical Reasoning, 97, and Gram- 
mar, 78, 


Management Was Told 


Personality Your personality profile reveals you to be an extremely out- The fact that this salesman may have ex- 
going and aggressive individual who is generally self confident aggerated his personality strong points sug- 
and who has developed a good ability for making his own _ gests the possibility of a certain amount of 
decisions. However, you may tend at times to be overly emotional instability. 

independent and may also exhibit a tendency to be somewhat ‘ 

“set” in your convictions and actions. You may not always 

properly consider or evaluate the other person’s point of view. 

Sales Aptitude Your interests and attitudes are somewhat similar to those of 
people who have been successful in the sales field. However, 
you could undoubtedly benefit by developing a more highly 
salesminded and persuasive approach and by demonstrating 
greater sales drive 


He could undoubtedly benefit by develop- 
ing more of the interests and attitudes 
which successful salesmen display, and by 
demonstrating more sales drive. 
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Trait 


Mental Ability 


Vocabulary 


Social Intelligence 


Basic Business Skills 


Salesman Was Told 


You scored above average on mental ability which indicates 
that you should be able to adapt to the requirements of new 
situations with relative ease. It also indicates you have the 
ability to strengthen yourself in those areas in which you now 
appear to have weaknesses. 


You have made good use of your mental ability in developing 
this skill. Your level of vocabulary development should make 
it possible for you to express yourself effectively to others. 


Your understanding of human nature and human behavior 
and your knowledge of how to handle social situations may be 
considered above average. However, you are below average in 
your knowledge of tact and diplomacy. When these are con- 
sidered together, your level of social insight leaves a little 
something to be desired. 


Your overall ability to handle paper and pencil work under 
time pressure is slightly better than that of the average person 
in the general population. However, you need to develop 
grcater proficiency in this general area, particularly in the han- 
dling of clerical, arithmetical and spelling items 


_> 


Management Was Told 


His score on mental ability places this 
salesman in the upper 25 percent of the 
general population in terms of general in- 
telligence. While not outstanding, it indi- 
cates that he should have the mental 
ability to do his present work satisfactorily. 


He scored above average on vocabulary and 
his score indicates a broad knowledge of 
words for expressing himself effectively. 


The salesman’s overall personality ap- 
proach may have prevented him from de- 
veloping better social insight 


His overall ability te handle detail paper 
and pencil work is slightly above average. 
It seems desirable for him to work toward 
greater improvement in this general area. 


Recommendations to Salesman A 


Examine Motivations: There are several indications that 
you have not as yet reached or maintained a high level of 
enthusiasm for the work assigned you. There may be 
some doubt as to whether you are sufficiently interested 
in the job. This is a problem to which you should give 
special attention so that you can determine with more 
certainty what your ultimate objective should be. Unless 
you can develop a more active interest in handling your 
responsibilities, it is extremely unlikely that you will 
move far up the progress scale. ' 


Develop More Cooperative Approach: You tend to be 
somewhat too highly independent in thought and action. 
This may be one of the primary factors which have 
prevented you from advancing to the desired level. Try 
to work closer with your supervisors in handling the 
responsibilities assigned to you. Develop a warmer, more 
cooperative approach in any business dealings. 


Be More Consistent: Constantly try to avoid any criti- 
cism that you are temperamental or “moody” in yout 
day to day contacts. Try to develop a more consistent 
approach in solving business problems and in dealing 
with your supervisors and prospective customers. Try 
to take all events of the business day in steady and even 
stride. Do not allow yourself to become easily upset or 
side-tracked by the pressures of business and selling 
activities. 


Show More Initiative: Your failure to demonstrate more 
sales drive seems to be a relatively serious shortcoming 
Try to take advantage of every opportunity for showing 
a more active interest in sales operations. Use your high 
level of personal energy and drive to advantage in your 
handling of sales situations. 


Work Toward Improvement: Undertake an intensive pro 
gram of planned reading and study. Pay particular atten- 
tion to the development of better social intelligence, the 
improving of selling abilities, and the application of basic 
business skills. 


Suggestions For Management 


Develop His Motivation: It seems important for manage- 
ment to attempt a meeting of minds with the salesman 
as to what his ultimate objectives seem to be in relation 
to the opportunities afforded him. ‘There is a possibility 
that he may not be interested sufficiently in his present 
assignment in terms of long time planning. This matter 
should be discussed carefully, tactfully, but also thor- 
oughly with him. 


Control His Independence: He appears tc be somewhat 
independent in thought and action. He needs to be 
encouraged toward a more cooperative approach in the 
handling of company affairs. If he can be encouraged to 
reach and maintain a higher level of enthusiasm for the 
job, it is believed that this more desirable approach will 
result naturally. 


Encourage More Consistency: Management should take 
such steps as seem necessary to encourage the salesman to 
overcome his tendency toward business moodiness in his 
associations. It seems extremely doubtful that he will ever 
reach his best level of efficiency if he cannot prove more 
consistent in handling his assignments. He needs to work 
constantly toward a higher level of sales interest and 
drive. Management should emphasize to him the vital 
importance of working more and more in this direction. 


Encourage Better Balance: All of the factors discussed 
seem to indicate the need for a better balance of per- 
sonal characteristics and activities. The salesman appears 
to be the type of individual who occasionally “goes off in 
every direction at once.” He should be encouraged to put 
first things first and to concentrate upon the things 
which seem most important. He also needs to be encour- 
aged toward the more mature approach of making every 
action one of careful and considered judgment. 


Encourage All Round Development: He should be en 
couraged to undertake a planned program of reading and 
study so that he may gain more proficiency in the appli- 
cation of selling and general business skills. 
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RESULTS OF SALESMAN B’S TESTS GIVE . . 


> 


Here’s how Salesman B scored 
on the rating chart of The Per- 
sonnel Institute. All of the tests 
are scored on a scale of one 
hundred. A score of 50 is an 
average score; a score of 90 
would mean that the testee did 
better on that test than 90 per- 
cent of the people who have 
taken it, and his score is ex- 
ceeded by only 10 percent of 
the people. Likewise, a score 
of 10 on a particular test would 
be quite low, for it indicates that 
90 percent of the people who 
have taken the test scored better 
than the testee. 


A Guide for Self Improvement 


SALESMAN B IS 27 YEARS OLD, eight years younger than 
the salesman whose case was presented on the preceding 
pages. Salesman B is single, completed high school and 
took a six month engineering course at college. 

He started to work for his distributor-employer ten 
years ago in the stockroom and advanced through counter 
selling and telephone selling to outside selling. 

His personal history record, according to his statement 
to the Institute, indicates that he likes outside work 
because he can meet people and learn new ideas. The 
Institute also reported that he indicated he is very con- 
fident of his ability to do the work of an industrial sup- 
ply salesman. His ambition is to go into the industrial 
supply business for himself 


The Institute summarized the results of Salesman B’s 
tests by stating that he has developed a good sales minded 
and persuasive approach in dealing with other people 
but that he has:a number of deficiencies which are 
holding him back from doing a more effective job. 

Results of the tests taken by Salesman B are shown in 
the above chart. A digest of the reports to Salesman B 
and his company is given below. “Personality” includes 
extroversion, dominance, self confidence, and social de- 
pendence. “Basic Business Skills” is divided into seven 
parts. The scores obtained by the salesman were: Com- 
paring, 47; Computation, 33; Reading, 33; Spelling, 1; 
Vocabularly, 35; Arithmetical Reasoning, 22, and Gram- 
mar, 13. 


_—]V$__$—__——$ 


Trait Salesman Was Told 


Personality 


Your personality profile reveals you to be a somewhat out- 
going and friendly individual who should experience little 
difficulty in getting on well with other people. However, 
you appear to be somewhat lacking in self confidence and 
in the ability to make your own important decisions. You 
may occasionally reflect these lacks by becoming somewhat 


Management Was Told 


Salesman B seems to show some reluctance 
when it comes to the matter of making 
important decisions. There are also some 
indications that he may be somewhat in- 
consistent in his actions and may at times 
tend to be somewhat easily irritated and 


easily irritated and by being inconsistent in your action. upset. 


Sales Aptitude 


Your interests and attitudes are highly similar to those 
demonstrated by successful people in the sales field. You 
have apparently developed a highly sales minded and per- 


He apparently has developed a good sales 
minded and persuasive approach in his 
dealings with others 


suasive approach in your dealings with others. 


Mental Ability 


sonal weaknesses as may now exist. 


[his is an average score which indicates that you should be 
ible to handle the responsibilities presently assigned you 
satisfactorily. You should also be able to use this level of 
general intelligence to advantage in overcoming such per- 


This score indicates average general in 
telligence at the lower, rather than the 
upper level of the average range. It is 
important, therefore, that he make full 
use of, and completely apply his mental 
ability in the development of his skill and 
in the solution of the problems he faces 
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Trait Salesman Was Told 


Vocabulary 


Social Intelligence 


yourself in social situations 


Basic Business Skills 


This again is an average score which indicates that you can 
do much to develop a more powerful vocabulary with which 
to express yourself effectively to others. 


This is a slightly below average score which suggests the 
need for the development of better social insight. You need 
also to strive for a better knowledge of tact and diplomacy 
ind for a better understanding of ways and means of handling 


Your overall ability to handle detail paper and pencil work, 
when under time and work pressure leaves much to be 
desired. You seem particularly weak in your ability to handle 
mathematical, reading, spelling and grammar items 


Management Was Told 


He can do much to develop a_ broader 
vocabulary with which to express himself 
more effectively to others. He seems to 
possess only a fair ability to get his ideas 
across at the present time. 


His understanding of human nature and 
human behavior and his knowledge of 
ways and means of handling social situa 
tions leaves something to be desired. He 
is also weak in his knowledge of tact and 
diplomacy 


This is an area in which he is outstand- 
ingly weak. His ability to handle detail 
paper and pencil work when under time 
pressure is poor 
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RECOMMENDATIONS TO SALESMAN B 


Work Toward More Self Reliance: You need to develop 
a much more self confident, self reliant approach to the 
job. There are several indications that at the present 
time you tend to depend too much on the opinions and 
supervision of others when it comes to handling job 
assignments. You should attempt constantly to over 
come this tendency by working toward a stronger belief 
in your ability to develop your own ideas and to handle 
job assignments satisfactorily. ‘Try conscientiously to 
develop this type of self confidence and self reliance 
through a more active interest and a greater amount of 
initiative in company affairs 


Develop More “Emotional ‘Toughness’: Work con 
stantly at overcoming any tendency to be easily upset 
or irritated when under pressure by attempting to achieve 
a more even approach to the job. Learn to take con 
structive criticism and helpful suggestions in stride. ‘T'ry 
in handling every business assignment to demonstrate a 
more mature, consistent attitude. Accept temporary set 
backs as challenges to your ability and attempt to meet 
these challenges with personal enthusiasm and drive. 


Develop Better Social Intelligence: Make a habit of study 
ing the motives and actions of other people as carefully 
1s possible so that you may plan your own actions ac 
cordingly. Use every opportunity for observing the be 
havior of others to your own advantage. It is believed that 
you can gain a much better social insight if you can ap 
proach the handling of every personal and social prob 
lem with a wholesome point of view. In addition, sup 
plement such efforts by undertaking intensive reading 
ind study in the area of improving social intelligence 


Improve Vocabulary: ‘This is another area in which in 
tensive reading and study will pay big dividends. It 
should prove relatively easy for you to build a much 
better vocabularly by such reading and study 


Review Basic Business Skills: Your planned program of 
reading and study should include an intensive review of 
such basic business skills as will prove useful to you on 
the job. Attempt to supplement such review by gaining 
idded practice in the handling of detail paper and pencil 
work until you have reached a high level of efficiency 
Do not allow yourself to be satished with written and 
business reports which do not come up to standard 


SUGGESTIONS FOR MANAGEMENT 


Encourage More Self Confidence: While he is described 
as fairly self confident, salesman B shows evidence of 
the need for developing a much stronger belief in his 
ability to handle the responsibilities assigned him. H«¢ 
is at present uncertain and unsure of himself. Even 
though his general equipment is somewhat on the weak 
side, it would be greatly to his benefit to attempt to 
develop a good deal more self confidence. 


Encourage More Self Reliance: He is too dependent on 
the opinions and supervision of others when it comes to 
making important decisions. He should be encouraged 
to overcome this tendency as much as possible by being 
given added opportunities to develop his own ideas and to 
put these ideas across. Even if he makes mistakes, man 
agement should attempt gradually but steadily to put 
him more and more “on his own.” 


Encourage More “Emotional Toughness”: He seems to 
be somewhat “‘over sensitive” and too easily upset by 
the ordinary pressures of business. In order to overcom: 
this tendency, he needs to be encouraged toward a mor 
emotionally toughminded approach to business dealings 
If he is to prove more effective, he will have to learn to 
take the ups and downs of the business day in even 
strides 


Help Him Improve Social Intelligence: The fact that he 
presents certain inconsistencies of personality traits may 
account to a large extent for the fact that he seems to 
lack adequate social insight. He needs to be encouraged 
toward studying the motives and actions of others a little 
more carefully and planning his own actions according]; 
Where possible, management should provide additional 
opportunities for encouraging the development in this 
irea through social and business mixing 


Encourage A Better Vocabulary: This is an area in whicli 
it should be relatively easy for Salesman B to work for 
improvement. Management should discuss the necessit\ 
or the desirability for a much better vocabulary with him 


Encourage Review Of Basic Business Skills: He should 
be encouraged to undertake such a review by reading 
and studying books. First of all, however, he should be 
impressed with the necessity for attaining a much higher 
level of proficiency in the handling of business details. 
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Rate Yourself To Spot Your Weak Points 


Filling out “‘Salesman Rating Report’ brings out strong 


and weak points preparatory to taking corrective action 


For AN APPRAISAL of the salesman as seen by his sales 
manager or distributor employer, The Personnel Insti- 
tute has one or both of them fill out a “Salesman Rating 
Report” form. In this way the institute feels it can fur- 
nish management with more accurate findings, in that 
it can show management where its inventory of strong 
and weak points agrees or is at variance with the 
results of the test. The management of both distributor 
firms, whose salesmen cooperated with INpusrriat D1s 
TRIBUTION by taking tests, filled out salesman rating 
report forms. All of the pertinent information on the 
form is reproduced below with the permission of the 
Institute. 

As your first step toward that all-important goal of 
knowing yourself, you can rate yourself on this form and 
then ask your sales manager to appraise you. 





-— 
Ss 


The Human Factor 


VOICE AND SPEECH: Is his voice irritating or 
pleasant? Can you easily hear what he says? Does he 
mumble, talk with an accent which offends or baffles 
listeners or is his speech clear and distinct? 
( ) Irritating or indistinct 
( ) Undesirable but rather unpleasant 
( ) Neither conspicuously pleasant nor unpleasant 
Definitely pleasant and distinct 
Exceptionally clear and pleasing 


APPEARANCE: What sort of first impression does he 
make? Does he Icok like a well set up, healthy, ener 
getic person Has he body or facial characteristics which 
might seriously hamper him? Is he well-groomed or 
slovenly? Erect or slouchy? Attractive or unattractive in 
appearance? 
( Impressive; Commands admiration 
( Creates distinctly favorable impression 
Suitable, Acceptable 
Creates rather unfavorable impression 
Creates unfavorable impression, Unsuitable 


ALERTNESS: How readily does he grasp the meaning 
of a question? Is he slow to comprehend even the most 
obvious points, or does he understand quickly, even 
though the idea is new, involved or difficult? Slow in 
grasping the obvious. 

( ) Often misunderstands meaning of question 

( ) Slow to understand subtle points. Requires ex- 

planation 


Nearly always grasps inteut of questions 

Rather quick in grasping questions and new 
ideas 

Exceptionally keen and quick to understand 


ABILITY TO PRESENT IDEAS: Does he speak 
logically and convincingly? Or does he tend to be vague, 
confused or illogical? 

( ) Confused and illogical 

( ) Tends to scatter or to become involved 

( ) Usually gets his ideas across well 

( ) Shows ability to express himself clearly 

( ) Usually logical, clear and convincing 


JUDGMENT: Does he impress you as a person whose 
judgment would be dependable even under stress: Or 
is he hasty, erratic, biased, swayed by his feelings? 
( ) Inspires unusual confidence in probable sound 
ness of judgment 
Gives reassuring evidences of habit of considered 
judgment 
Acts judiciously in ordinary circumstances 
Shows some tendencies to react impulsively and 
without restraint 
Notably lacking in balance and strength 


EMOTIONAL STABILITY: How well poised is he 
emotionally? Is he touchy, sensitive to criticism, easily 
upset? Is he irritated or impatient when things go 
wrong? Or does he keep an even keel? 
Over-sensitive. Easily disconcerted 
Occasionally impatient or irritated 
Well poised most of the time 
Satisfactory self-command 
Shows exceptional poise, calmness and 
humor under stress 


good 


SELF-CONFIDENCE: Does he scem to be uncertain 
of himself, hesitant, lacking in assurance, easily bluffed? 
Or is he wholesomely self-confident and assured? 
( ) Shows superior self-assurance 
( ) Wholesomely self-confident 
) Moderately confident of himself 
) Appears to be over self-conscious 
) Timid. Hesitant. Easily influenced 


FRIENDLINESS: Is he a likable person? Are his 
fellow-workers and subordinates drawn to him or kept 
at a distance? Does he command personal loyalty and 
devotion? 

( ) An inspirer of personal devotion and loyalty 
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) Draws many friends to him 

) Approachable, Likeable 

) Does not easily attract friends 
) Keeps people at a distance 


PERSONAL FITNESS FOR THE POSITION: In 
the light of all the evidence regarding this person’s 
characteiistics, whether mentioned above or not, how 
do you rate his personal suitability for the work he is 
now doing? 

( ) Would not recommend 

( ) Might do well. Recommend with hesitance 

( ) Consider him as average 

( ) Recommend with confidence 

( ) Recommend with enthusiasm 


— + or 


The Work History Factor 
QUALITY OF WORK: Does this man meet your 


standards for quality otf work? Is he smart in handling 
customers? Does he represent company policy effec- 
tively? 

( Consistently docs excellent job 

( Significantly above average quality 

( Work of good quality, few errors 

( Work of uneven quality, frequent errors 

( Extremely careless, makes many mistakes 


QUANTITY OF WORK: Does this man cover the 
ground? Is his activity equal to demands of his terri 
tory? 
( Does not mect minimum requirements 
( Frequently does not meet activity requirements 
( ) Does what is expected of him 
( Very industrious, handles territory well 
Superior activity record 


ADAPTABILITY: Can he meet changing conditions 
of competition? Does he meet unusual conditions wisely 
and effectively? 
( ) Very slow in adjusting himself 
) Not as adaptable as he should be 
Only average adaptability 
Meets new situations satisfactorily 
( ) Anticipates new conditions intelligently 


JOB KNOWLEDGE: Does he know the product o1 
line thoroughly? Does he keep up to date on coinpany 
information concerning product use and change? Has 
complete mastery of product or line. 
( Keeps up to date on all changes 
Well informed on product or line 
Knowledge enough for average production 
Sometimes misses sales through lack of knowledge 
Will not or cannot acquire necessary information 


DEPENDABILITY: Can you take his reports as ac 
curate? Is he reliable in what he says to you and to the 
customer? Will he carry out orders and suggestions com 
pletely? 
( ) Seriously lacking in dependability 
Frequently needs supervision 
( ) Adequate, sometimes requires checking 


( ) Very reliable, Requires very little follow-up 
( ) Extremely reliable. Requires no follow-up 


ATTITUDE: Is he open-minded about changes? Is he 
sold on company products and policy? Is he cooperative 
with you and others? Is he a lone wolf? 

( ) Very open-minded. Excellent team worker 
( ) Quite cooperative. Good team worker 
{ 
( 


) Satisfactory, no management problem 
) Sometimes slow to cooperate 
) Very difficult attitude, not open-minded at all 


COMPARISON WITH OTHER MEN WITHOUT 
REGARD TO THE LENGTH OF SERVICE: How 
does this man compare with the best men you have? 

( ) A real find, among our best 

( ) Better than most 

( ) Ona par with most experienced men 

( ) Not up to average, but promising 

( ) Definitely not in same class with older men 


COMPARISON WITH MEN WITH SAME 
LENGTH OF SERVICE: Is this man one of the best, 
just average, or definitely below average compared with 
men with the same length of time? 

( ) Definitely below average 

( ) A little backward but coming along 

( ) Average prospect 

( ) Definitely above average 

( ) A real find, among our best 





-— 
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The Developmental Factor 


EVIDENCE OF GROWTH: | Has this man demon- 
strated that he can profit from experience? Has he 
developed in skill and proficiency? Has he continued to 
acquire knowledge? 

( ) Unusual growth 

( ) Very good progress 

( ) Average improvement 

( ) Growth spotty, uneven 

( ) Has not developed at all 


POSSIBILITY FOR FUTURE GROWTH: | Has this 
man about reached his level? Is he still growing? Does 
he try to improve himself? Is he ambitious to get ahead? 

( ) Very limited capacity for growth 

( ) May develop. Lacks ambition 

( ) Fair possibilities 

( ) Better than average 

( ) Will grow indefinitcl 


MANAGEMENT MATERIAL: Should this man be 
listed as a possibility for managerial work? Is he a po 
tentially good leader? Does he have those characteristics 
which indicate executive possibilities? 

( ) Definitely no ability as a manager 

( ) Less ability than the average 

( ) As good as the average would be 

( ) Great possibilities after experience 

) Ready now for promotion 
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RECORDS OF PERSONNEL, make it easy for you to really 


Know Your Customers 


Basic facts on customer—who he is, how he operates, 


plant operations, sales and potentials 


what he buys, how much he buys—key to increased sales 


CUSTOMERS a the most 


sale man Can possess 


SATISFIEI idustnial distributor salesmen con 


ducted a couple of years ago (results 


on the average, cach salesman called 


valuable asset a on 145 accounts. By simple arith 


I'o be sure, product knowledge, drive 
ind sales ability are 
vith 
the payoff 


+ 


the personal tools 


I 
which the salesman works but 
cus 


comes from satisfied 
wne;°rs 

How customer worth? 
L.et’s do some quick figuring 


much is a 


of th performan¢ 


reported in INDUSTRIAL DisTRIBUTION, 
1948 some pertinent 
revealed. This survey gave 
1 cross section picture for more than 
200 industrial supply salesmen from 
ill parts of the country. The average 
salesman’s volume was slightly more 
than $204.000 annually And, again 


September 
facts 


are 
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metic, the average customer is worth 
more than $1400 in sales each vear. 
That's 14 crisp hundred dollar bills 
With satisfied customers that volum« 
can come in year after year. 
Obviously, the $1400 average cus 
tomer is made up of lots of different 
kinds of customers—some good, som« 
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medium, some fair and some bad. 
Some will be on the skids. Some will 
give you only a part of their business. 
And some will take more of your time 
than the account is worth. But each 
is or can be a real asset to a salesman. 
And each must get individual atten 
tion. : ; = — oe 

Regardless of how you, as an in- Gen. Phos ‘ __ Div. Ps yt 
dustrial supply salesman, may be paid 
(salary, commission or combination), 
your income level is related more or 
less directly to the volume of sales 
you bring into your concern. Your 
customers are thus important to you 
personally and on a purely selfish 
basis. 

Obviously then, the distributor 
salesman should know everything 
there is to know about his customers. as 
And this information should be organ- se ten 
ized and recorded in a manner that | Agent 
is easily used. There is no point in Pray 
keeping records just for their own wre 
sake. It is only in their daily use that Zz 
you get the payoff from the effort ex 
pended 


CUSTOMER PERSONNEL FORM 








| Reciprocal 
Buye 














“As a representative of the distri- 
bution end of industry, you are a 
specialist in hundreds of product 
applications. You should be in a 2 CHEF 18 METHODS 

Ke bri t 2 fLtc. ; 38 MATERIAL HCOG. ROD. 38 

a MECH. - 

position to ring your customers & MEcn. ENGINEER 29 Areata 
valuable information on how your 6 Goer Corinenee Frag 


CUSTOMER PERSONNEL FORM 


35 MACHINIST MICE. 
34 SUPERINTENDENT 
95 MACHINIST MACH. Si. 
TOOL & DIE MAKER 
37 CHIEF INSPECTOR 
AL. ENGINEER 


1_CHIEF ENGINEER 17 TOOL SUPER. 25 PIPE FITTING 
EATING 


31 MATERIAL HLOG. MICE, 99 MATERIAL 
2 1 wo PROC 


Gte. Surt. 
16 DEPT. SUPT. 32 EQuiPmt 


ATERIAL WLOG. ENGR. 23 cH creicias 
products can help them to operate idles sect at 
more efficiently, at lower cost and 

at greater profit. You are con- 
tributing to their welfare as an in- 
dustrial unit. As you fulfill this 
obligation effectively, you earn the 
respect of the firms you call oa.” 





In the first place you will want a 
list of the key personnel in each cus- 
tomer organization. You should 
know the top personnel, directors, 
company affiliations, type of business, 
and the number of employees. This is 
general but highly significant. You 
may be batting your brains out trying 
to “crack’”’ an account when the ac- 
count is so closely tied to a competi 
tor through ownership or other affili 
ation that you haven’t a chance. You 
could more profitably spend your time 
with some other customer or prospect. 

More particularly, you must have 
the names and responsibilities of the 
director of purchasing, purchasing 
agent and assistant purchasing agents. 
You should also know the products 
for which they are responsible. 

Within the plant you should know 
what is being produced, how it is be- 
ing produced, manufacturing opera 
tions, maintenance procedures, safety 
and lubrication standards, materials 
handling problems and policy regard- 








ing stores. In large plants these vari 
ous phases ot plant operation may be 
under the control of different indi 
viduals (plant engineer, materials 
handling engineer, tool supervisor, 
storekeeper, etc.). Get the names of 
these people into your records. Get 
them on to the mailing lists of your 
firm for direct mail promotion. In 
smaller plants one or a relatively few 
men may “cover the water front’ but 
it is important that their names be 
put into the record. 

There is a tendency to rely on 
memory for all this sort of informa 
tion. ‘There may be some geniuses 
who could do it. Most of us, how 
ever, must rely on written records 
Indeed, the best industrial supply 


cess 
Si SAFETY ENGINEER 


PRODUCTS 


| 

: | 
OE TE OS 1 Sor 

FRONT AND REVERSE SECTIONS of one sheet (84” x 11”) customer per- 


sonnel form used by Harris Pump and Supply Company, Pittsburgh, affords easy 
method of keeping personnel data. 





salesmen in the field are those who 
make the slight effort to “put it 
down.” Furthermore the record is 
constantly changing and must be kept 
up to date. Such records are not 
built up quickly. Scraps of informa 
tion from hundreds of sources must 
be incorporated continuously to fill 
out the picture. 

In the last analysis, sales to even the 
largest corporations are made to indi- 
viduals. Some salesman “sells” some 
man. These personnel records will 
enable you to keep on top of personnel 
changes, additions, shifts, and personal 
buying idiosyncrasies of the people you 
must know in your customers’ plants. 

It is also important that you, as a 
supply salesman, develop _ records 
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CUSTOMER 


Oo 


TERRITORY NO. 





MFG 


Spec. Prod. & Class. No. 





BOSTON 
BROWNING 
BUNTING 
S.K.F 
MRC 
NEW DEPT 
HYATT 
TIMKEN 
FAFNIR 
“ALLEN 
SCHRADER 
"NORTON 
BEHR.M 


B.GS 
CLEVELAND 
GREENFIELD 
NICHOLSON 
MILFORD 
AM. SWISS 
ARMSTRONG 


COLUMBIAN 
JACOBS 
SKINNER 
CENTURY 
SHAKEPROOF 
_McGONEGAL 


MISC 

















Purchase for: | No. Employed 
Main | 
Prod | 
Both a 








Frequency of Calls 








Person Contacted Title 

















Note: 

If desired on mailing list 
place asterisk in front of 
a ee ar | 


CUSTOMER 








TOTAL 

















CUSTOMER RECORD FORM (84” x 11”) used by 


Squier, Schilling & Skiff, Inc., Newark, 


which will give you a reliable guide as 
to the potential buying power of each 
customer. Against this potential you 
can measure your own performance. 
And you can also allocate your time 
among your customers in terms of the 
potential volume of business. 

Specifically, the following basic sales 
information should be developed 
about each account 


1. Sales to each customer with the 
total broken down into major 
lines handled by your firm. Pref- 
erably this analysis should be on 
a monthly basis and at a mini- 
mum on a quarterly basis. 

. Estimated annual potential vol- 
ume on each major line for each 
customer. 

. The percent of the total poten 
tial which you are getting and 
the competitive reasons for your 
showing. 


While the basic sales analysis cov- 
ered under point #1 is essentially a 
responsibility of management, no sales- 
man need wait if the figures are not 
prepared for him. The product sales 


gives a ready pic- 


data for each customer (at least each 
major customer) can be taken from 
the copies of invoices which are avail- 
able. An adding machine and four 
or five hours per month should be ade- 
quate for the job. In a sense every 
salesman is in business and it is a 
poor business man who doesn’t know 
what he sells, how much and to whom. 

The matter of determining the po- 
tential volume of customers by major 
lines appears at first glance to be an 
unusually difficult task. A first reac- 
tion is frequently, “Why do all that 
work?” Or “Any estimate I make of 
potentials will be so far off it will be 
meaningless.” The point is, however, 
that without some knowledge of cus- 
tomer potential a salesman can waste 
an enormous amount of his precious 
time. It is like prospecting for gold 
The smart prospector wants to find 
out the yield of various veins. Other- 
wise he wastes his time in working 
locations that simply won't pay. 

A number of readily available pieces 
of information about any plant can 
be assembled quickly to help in mak 
ing the first estimate of a customer’s 


ture of monthly sales performance and potentials by 
) St man I ) 
product lines. Reverse side carries information on calls. 


potential. What does the customer 
make in this plant? How many em- 
ployees does he have? For example, 
assume the customer has a die shop 
employing 25 workers. From _ sales 
analysis, it is possible to determine the 
pattern of purchases in a die shop of 
this size. Indeed, there will probably 
be one or two die shops in which the 
firm gets most or all of the business. 
Thus, immediately you have a first 
estimate of potentials by lines. 

If a shop with 25 workers uses a 
given quantity of product “A” per 
month, you have strong justification 
for assuming that a die shop with 50 
workers will be using twice as much 
of product “A”. With a long list of 
products sold by distributors, there is 
very close relation between the num- 
ber of production workers in a plant 
and the potential purchases by that 
plant. This direct relation, of course, 
is closer with some lines than with 
others. 

The salesman in the process of call 
ing on his customers month after 
month and year after vear can fre 
quently get the information on poten 


92 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





tials simply by asking. He knows if 
the business is being split with com- 
petition and from sales analysis he 
knows what he is getting on any line 
from each customer. The first esti- 
mate of potential is just a starter. As 
more information becomes available, 
the estimates can be improved. ‘The 
fact that the first estirhate may be off 
as much as 10, 20 or even 30 percent 
does not destroy their value. They are 
still an extremely valuable guide in the 
allocation of time. And a salesman’s 
income depends on how effectively he 
uses his time. 

An analysis has indicated that on 
the average, a salesman spends only 
two hours daily in actual sales contact 
with buyers. The rest of the time is 
spent cooling heels in reception rooms 
and driving from call to call. With 
actual selling time so small, it is obvi 
ously important that the two hours be 
spent talking to the buyers with the 
greatest potentials. There is little 
point in calling 28 times a year on a 
man with a $5000 potential while 
another man with a $100,000 poten 
tial gets called on only twice yearly. 








“Any salesman who works for a con- 
cern that has been in business any 
length of time is selling something 
that industry wants. Various plants 
may want his products for different 
reasons, but that does not com- 
plicate his job too much for over a 
period of time he gets to know 
what all those reasons are. All he 
has to do is find out what the par- 
ticular reasons are that make an 
individual customer want it, shape 
his sales talk to develop that want 
and then show how his product 
will satisfy the want and_ bring 
satisfaction.” 





Yet that sort of thing happens when 
you don’t have the facts on potentials. 
Every salesman likes to call on his 
friends and where he knows his wel- 
come is always secure. That is only 
human. But that is also a good way 
to lose sales and cut your income 
We'll probably continue to “waste” 
time with friendly customers where 
the potential is slight, but with the 
facts on potentials salesmen can or- 
ganize their efforts to spend more 
time where a greater volume of busi 
ness is available. Basically, this is the 
dollar and cents reason for working 
out potentials. It will enable you to 
increase your sales effectiveness. You 
will not spend a disproportionate 
amount of your time on accounts 
where there just isn’t a potential high 
enough to warrant the expenditure of 
time and effort. 


HOW MUCH DO YOU KNOW 
ABOUT YOUR CUSTOMERS? 


Take one customer that you feel you really know 
and check yourself against the following list: 


Who are the people who run the show: 


Who owns the company? Afhliations. 

Who runs the company? President, vice president. 
Who is director of purchases? Purchasing agents? 
Who is responsible for production? For maintenance? 
Who is in charge of stores? 


Who is chief engineer? 


What does the customer make and how does he operate: 


What kind and quality of products are manufactured? 
How are the products used or applied? 

What are the markets or buyers for the product? 

In what quantities are the products used or consumed? 
What are the seasonal or other trends in the industry and 
the customer’s business? 

How many and what kinds of parts are in the products? 
What manufacturing processes are employed to produce 
the products? 

What are the types and names of machines used in pro 
duction operations? 

What types of materials handling equipment are used? 
What departments are involved in production operations? 
What is the volume and range of items handled by the 
storekeeper? 

What are the quantities and the nature of items stored 
in the Stores Department? 

How much tooling is required? 

What is required in the way of pipe lines for steam, air, 
chemicals, and liquids? 

What type and how frequently are repairs made? 

What is the nature and frequency of maintenance sched 


ules? 
How does he buy: 


What are the customer's buying habits and buying 
periods? 

What are the systems and procedures within the pur 
chasing department? 

To what extent are buying policies diversified or con 
centrated 

How do they purchase parts or equipment of an O. E. M 


nature 
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CREATIVE SELLING DEPENDS ON HOW WELL YOU... 


Know Your Products 


Iv IS DISAGREEABLE, if not downright impossible, to try 


to explain something you know nothing about, let alone 


being able to sell it successfully. Knowing the product 
you are selling, what it will do, and how it will benefit 
the customer, overcomes many basic obstacles of selling 
Knowledge of product gives you confidence which 1s 
imparted automatically to the buyer. If he feels you 
know what you are talking about, he will have faith in 
your proposition, your product and your company. 
Product knowledge helps you to make your presen 
tation logical and convincing. You can use your own 
words, adding spontaneity to your presentation. ‘Ther« 
will be no need for a canned sales talk. You will wel 
come questions and comments during the presentation 
Chey will give you chances to bring in new material 
ind get at the buyer’s deep-seated doubts. They will not 


confuse you as they might if your talk was memorized. 

Most important of all, you will increase your capacity 
to solve purchasers’ problems of procurement, produc- 
tion and maintenance. Product knowledge is the basic 
step in successfully “casing” customers’ plants. You will 
know where your products apply in the customer's set-up, 
where they will do the most good, and how they can 
improve an operation considered adequate. In short, it 
will assist you in creative selling, the sort of selling that 
lifts your volume above the average. 

In these four pages you will find what you should 
know about products, why you should know it and how 
vou can acquire it. Test yourself for each of your major 
lines. Go right down the list of the things you should 
know (left hand columns on these two pages); write 
them down; check on the facts you do not know. 





What You Should Know: 


How You Should Learn It: 


lhe products your firm sells. ‘The 
inge, type and sizes. If you are 
isked if you sell “a metal slitting 
v”’, vou should be able to answer 


WV 
\ S Or ‘No” 


What products are kept in stock and 
what products must be ordered from 
the manufacturer. About non-stocked 
items, learn the time required for 
delivery 


he brand names and compctitive 
position of your products. Something 
of the history 


ind top personnel of 
the maker 


Ihe manufacturer’s policies as affect 
ing the product, materials, labor 


Whether the product you 
is distributed exclusively 
or openly 


How the product is made. A working 
knowledge of the manufacturing proc 
esses involved. The structural points 


94 


Why You Should Know It: 


\ buyer’s reaction to dubious replies 
is invariably unfavorable to the sales- 
man who makes them. There is a 
frustration about such replies—not 
often expressed but always felt. 


Delivery time is always important to 
industrial purchasers. If the buyer 
does not ask about it before buying, 
he is sure to do so after. 


\ well-advertised brand, made by a 
reputable manufacturer who stands as 
a leader in his field is a valuable sell- 
ing point. It builds confidence in the 
buver and the salesman. 


Product guarantees, the best available 
raw materials, tested processes, master 
craftsman working under ideal condi 
tions are strong talking points. 


I'here are inherent selling advantages 
in exclusive and selective distribution 
on which you should capitalize. 


You improve your presentation and 
bring out product values stronger if 
vou can show how structural features 


Study your catalog as recommended 
in “Planned Selling” (INpusrriat 
Disrripution, Sept. 1949). Visit the 
stock shelves and warehouse; inspect, 
identify and handle each product you 
see. 


Manufacturers keep their distributors 
posted on delivery lead time. Check 
these with your sales manager. Rail- 
roads will supply you with traffic regu 
lations annd freight tariffs. Study 
these. 


Ask the manufacturer’s field repre- 
sentative. Study the manufacturer’s 
sales promotion literature and adver 
tising. If necessary, write to th 
manufacturer. 


Again, consult the field representa 
tive or write to the manufacturer. 
Better still, check on these things if 
you ever get a chance to visit the 
factory. 


Speak to your sales manager or th 
manufacturer's field _representativ« 
Study the manufacturer’s advertising 
for outstanding product features, 
compare them with those of com 
petitors’ 


Make notes at sales meetings. If 
points are not introduced, ask about 


them. Ask for the best wav to us¢ 
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Product Knowledge Paves The Way To Sales 


\ young salesman calls on a truck body 
vuilder seeking his first order. The 
uilder, after the customary greeting 
says; “You're lucky. I could use some 
yall pein hammers today. What'’ve 
ou got and how much?” 

Salesman: We carry the Ranger line, 
ill sizes. They run from $1.75 to 
$2.50 each, depending on the size 
Mr. Jones 

Mr. Jones: Pretty steep! I’ve been pay 

only a $1.50 on the average 

S.: Do you bin of them in a 
ear? 

Mr. J.: That depends on what you 
mean by many. Let’s see, I bought 
it least 30 last year. Don’t seem to 
ist long, crack, loosen up. Could 
use about 20 more but not at tha 


many 


, Mr. Jones? Actually, y 
Ranger's to 
mad rhe 


money 
the best 

r see one? 
in’t say 
me in the 


} 


last night an 


er did 
i. W 
| 


is I ev 


What You Should Know: 


related to 


performance 


\ clear understand 
appreciation of 
characteristics have 
selling points 


Product features 
ing and 
product 
value as 


thorough 
WW hic h 


Vechnical names of parts and tech 
nical terms used in relation to prod 
uct performance. 


Product application—what it is used 
for, how it is 


used 


used and where it is 


ability and 
“need” or 


sell your prod 


Problem approach—th« 
know-how to discover the 
the “opportunity” to 


ack on t 


I run 
go ahead 


t 


( he bench. Would 
ou mind if ut and get it? 
Let’; sce it 
Here 
1 two-pounder, Had it for 


ever since I joined th 


ctu g with the hammer 
my baby 
five vears 
vutfit. Wife and kids use it for ever 


+} nN 
thing 


lakes some punishment bu 
t in bad shapc 
ks all nght. But I can 
much difference 

there is, Mr. Jones et me 
you. You sec this on the 

face. It’s beveled, prevents chip 
Mr. J.; (looking at the face) Uh-huh 
S.: Another thing. Look at the pein 
hat’s concentric with the face, give 


= 
‘et 1 
t lance it S$ 


cdge 


designed f 
rapid and strong peining 

Mr. J.: (feeling the hammer) Could 

S.: Now, 


peric 


u've been having troub 
with eyes cracking. The eye on th 
hammer is scientifically forged to 
give it strength where it is 


The narrowest 


needed 
section is in the cen 
ter, giving vou a lot of metal an 

rth cr The top xpande 
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Why You Should Know It: 


You must know 
them to execute a convincing demon 


iffect performance. 


stration 


Performance features are important 
to the buyer while some product fea 
tures are interesting only to designers. 
Learn to distinguish between the two 


lhe ability to use names and terms 
to speak shop language) is impor 
tant. It will help you to meet buyers 
ind plant men on common ground 
It builds confidence in you and yout 


product 


his is the key to solving procure 
ment, production and maintenancc 
problems. It is necessary in discover 
ing “need” and “opportunity” to sell 
products 


his is putting product application 
knowledge to work. On your ability 
to relate your products to customers’ 
operations depends added sales. 


} } 


va wedge and handle can’t slip o 

Mr. J.: It’s a good hammer all nght 
I like that polished finish and it feels 
good 

S.: That handle, first grade select hick 


You can swing th 
without gettn 


ory, is balanced 

hammer a long time 
tired 

Mr. J.: I see they stamp the weight on 
the side here 

S.: Yes, pretty handy when you want 
to fit the hammer to the job 

Mr. J. (looking at the face) Uh-huh 
(his is about what we need 

S.: They're two dollars a piece. Th 
$40 you spend for 20 of these will 
save you $10 in two years. At the 
rate you're buying hammers now 
you'll have to spend $60 to keep 
yourself supplied. These last longer 

Mr. J.: If vou say so, I'll try them 
Send me two dozen, same size 

S.: Thank you, Mr. Jones. You won't 
regret it. Incidentally, you must do 
in awful Jot of drilling to make truck 
bodies. How are vou fixed for drills? 


N 


How You Should Learn It: 


them im a_ presentation. lechnical 
books in libraries will help you. ‘Tak« 
1 product course in a_ trade schoo! 
college, Y.M.C.A., etc. ‘Take a fa 

tory course or visit if offered 

Ihe same suggestions for learning as 
given in the preceding paragraph ap 
ply here. In addition, study the 
product at work. Make a feature list 
for cach product you sell. 


Ask the field representative, a special 
ist, or a plant man about names and 
terms they use. Read articles and 
books which treat of the product and 
its application. Ask for definitions 


Learn literature 
sales meetings, field representatives, 
specialists, plant men and text books 
Learn where the products are used 
and go and see them in operation 
ind ask questions. Use the product 


Study customers’ operations. Take 
every opportunity to visit the “back 
room” and talk to the men who usc 
your products. Ask questions. Mak« 
calls with your manufacturer's man 
Study by industries and operations 
Ask questions at product meeting 
about applications by industry and by 
operations. Make applications lists 
for cach of your important products 
Study text books on industries you 
serve. Make written case studies on 
1 particular product in cach of you 
customers’ plants 


uses 


from — 
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TEST T! APATITES EEL R I I 8 8 i EE LTE LEE ELOOTE LE 


Suggest Related Products To Sell Em More 


After selling a customer an item, ask him if he can use those 


products which are related—develop your product relationships 


Ir you THINK of the use to which the product you 
sold will be put, it will suggest the need for other 
products that are used in the same operation. For 
instance, before a tap is used, a hole must be bored 
requiring a drill, a reamer and maybe a cutting oil. 
Or, after the hole is tapped, it will take a screw or 
bolt, involving a wrench, screw-driver or nut-runner. 

It is by relating other products to the products he 
sells that the salesman exhausts sales possibilities 


By mentioning related products, the salesman re 
minds the buyer of other possible requirements at 
the time when the need for them is most apparent. 

The following questionnaire is presented as a 
means of helping you to implant in your mind these 
important product relationships. The figure in par- 
enthesis after the product name indicates the mini 
mum number of related products you should be able 
to recall. Write the related products in after each 


within the small frame of a single operation. product named and see if you can beat “par”. 





Coated Abrasives (8) 
Bearings (9) 
Flat Belt (10) 
V-Belts (10) 
Blower (3) 
Nuts and Bolts (5) 
Broom (4)— 
Wire Wheel Brush (3) 
Bucket (4) 
Car Mover (6) 
Truck Casters (6) 






































Conveyor Chain (8) 
Transmission Chain (7) 
Drill Chuck (6) 
Lathe Chuck (10) 
Pipe Joint Compound (4) 
Air Compressor (7) 

















‘Transmission Coupling (8 
Milling Cutter (5) 
Drill Press (4 
Drills (8) 


Files (5) 

















Rotary Files (5 





Fire Extinguisher (8) 





Gage (7) 





Graphite (7) 
Grinding Wheel (9) 
Hoist (5) 
Air Hose (7) 
Chemical Hose (7) 
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Hose Coupling (6) 
Insulation (3) 
Jack (5) 
Keyseater (6) 
Metal Lathe (7) 
Lighting Tubes (4) 
Lubricant (9) 
Abrasive Belt & Disc Finishing Machine (8) 
Flexible Shaft Machine (6) 
Hack Saw Machine (6) 
Band Saw Machine (7) 
Wood Working Machine (13) 
Milling Machine (16) 
Motor (8) 
Packing (6) 
Paint (12) 
Spray Gun (11) 
Pipe (10) 
Pipe Threader (13) 
We (20 wae es 






























































Centrifugal Pump (11)——— 





Rotary Pump (10) 





Refractcries (5) 
Rope (10) 
Wire Rope (15) 














Band Saw Blades (9) 
Circular Saw Blade (8)_ 
Hack Saw Blade (3) 
Screws (6) 
Shop Bench (8) 
Shovels (7 
Solder (7 
Taps (9° 
‘Tool Bits (5) 
Carbide Tipped Tools (9) 
Portable Electric Drill (13) 


Portable Electric Grinder (12) 









































Portable Electric Saw (9) 





Portable Electric Screwdriver (7) 
Portable Pneumatic Drill (20) 








Portable Pneumatic Grinder (21) 
Portable Pneumatic Nut Runner (20) 











‘Trap (7) 
Unit Heater (9) 
Valves (8) 
Vise (6) 
Welding Rod (27) 





























Note: Check your answers with your catalog 
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FOOLS OF HIS TRADE before him, a salesman plans his presentation 


of product benefits because he knows 


Selling Takes “Showmanship” 


[HERE IS NO ONE BEST Way to sell a product. There are 
only severai good, well-known, easily learned, selling 
habits and tools that any salesman can use—and that 
every good salesman does use—to put method in his 
vork and discipline his selling time. The “good”’ sales 
man, who makes a better than fair living by his abilities, 
has merely “standardized” on these good selling habits 
ind tools, and on the ways in which he uses them. So 
too can you 

Standardizing means working out a pattern of conduct 
during a sale, a loose, adaptable design for action that 
will keep you on the subject and plugging your points. 
Chat pattern sometimes is called “presentation and 
demonstration.” 

Che idea behind that phrase is that you want to assist 
vour customer’s imagination along so that he will “see” 
ind appreciate the benefits he « in derive by buying your 
product. You may legitimately include in your presen 
tation, then, any helpful sales or service device, anything, 
provided it will prove a benefit. You may, in short, 
dramatize the product by many kinds of visual props 

lhese props would include 

|. The product itself, and accessories 
Manufacturer’s literature—catalog, manual, leaf 
lets, ete. 
Photographs—of product, 


ipplications, instal 
lations, etc 
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Statistics and test data—proof by usc charts, ct 
Drawings, graphs, diagrams, etc. 

Models, parts, etc.—when you can’t carry along 
tool or machine. 

. Sketch pad, pencil, etc—for listing the benefits 

In organizing this material, be guided by this on 
idea: Why should Mr. Blank buy this product? When 
vou answer that question, be sure you realize you're not 
demonstrating a product so much as its benefits—what 
it will do to make Mr. Blank’s job easier. 

Your demonstration should complement the word 
pictures you arouse in the buyer’s mind, prove them out 
heighten his desire to buy. 

Let’s say you walk into a buyer’s office, make a smart 
ipproach and now he’s got your portable electric tool in 
his hand. Let’s see what you’ve accomplished when lx 
starts to drill into that block of wood: 

a) You’ve broken down his natural sales resist 
ance. You've got his mind off his pocketbook 
and concentrating on the physical act of han 
dling the tool right. 

You're dramatizing product features (benefits 
in a direct, convincing way. What could b« 
more convincing? 

He’s selling himself. He knows it will do such 
ind such; he’s done it. 

d) You’re winning his confidence 


e SEPTEMBER, 1950 





THE PRODUCT ITSELF, when available, is always the 
vest seller Smart salesmen check current, accessories, 
nilar “gremlins” beforehand to prevent trouble 
he’s halfway skillful in how he uses the drill, 
1 whatever 
You’re making it hard for him to be distracted 
or interrupted. 

It’s at this point, by the way, that you may run into 
trouble and not know it. Something about the tool, 
the mechanism or some technical detail, may trouble the 
buyer, but he hesitates to ask about it. He may, instead, 
commit himself on that point in your favor. 

Don't be too ready to pick up the ball and run fo: 
your next sales benefit. If you think some important 
technical detail of the demonstration—like the clutch 
mechanism in your nut-runner that disengages auto 
inatically when the nut is full tight—if vou think that 
puzzles your prospect, by all means have him work the 
tool again, repeat your important points, and do it as 
many times as may be necessary until it’s clear to the 
prospect and he agrees on the value of the feature 

You've got many things in your favor, as a salesman 
of industrial supplies, that are not present in other types 
f selling. 

1. You sell to a prospect whose habits you know, 
whose needs are easy to learn. You sell to him 
regularly, on a scheduled basis. 

You don’t sell luxury goods but basic, strictly 
useful industrial products. 

Your selling job generally can be accomplished 
in a short time, on the first call in most cases 
You sell staples, not style; you needn’t contend 
with buying whims. 

You sell to a “professional buyer.” It’s his job 
it’s your job; you get off on an cven footing, 
you're “sympathetic” to each other. You don’t 
need to resort to stunt salesmanship to get his 
attention. 

You sell products that are inherently dramatic, 
which adds to the “doing.” It’s easier to make 
1 pump “come alive” for your buyer, than, for 
instance, a piece of dry goods 

Your benefit appeals must be as basic. What 
product you sell must be handled in your presentation 
to make the buver “look good” in the job he does fo 
his firm. Making him lcok good involves only four o 
five benefit appeals. You must prove to him that your 
product can (a) help keep down or reduce the cost of 
his company’s labor; (b) help speed up operations and 

oduction; (c) help reduce cost of maintenance and 
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SIGHT SELLER style sales portfolio, in convenient easel- 
type form, is a good substitute for the product. Here the 
salesman demonstrates shop installations previously sold 
repair; (d) help his firm keep down or reduce injuries 
to workers. You may be able in your presentation to 
stress all of these benefits. You may be able to use only 
ome of them. But you won’t get anywhere with yout 
prospect if you neglect to use at least one of them to 
help him “look good.” And that applies whether you 
try to sell him nuts and bolts, or an electric hoist. 

Let’s ‘‘stage’’ a presentation for both of those prod 
ucts, nuts and bolts and electric hoists, and sce how 
many “benefits” we can dramatize to the buyer. (Sce 
tables of “benefits” on the next two pages.) 

lhe dramatic presentation devices you might use to 
demonstrate how nuts and bolts accomplish their “ben¢ 
fits’ would naturally include: 

(a) the nuts and bolts 

b) test blocks of wood and metal and a tightening 
device, manual or electrical. (You might b« 
able to sell him the nut-runner you use. 
some photos of bolts that have failed in service, 
with test data suggesting why they did. (Not 
your own product, of course 

(d) more photos, of your own nuts and bolts in 
service, still plugging along. 

e) manufacturers literature showing types available 
and their application, and so on. 

(f) List of companies you've sold them too, pref 
erably known to him; and some of the out 
standing’ jobs in construction, mining, etc 
where a bolt and nut holds the works together. 

In your beforehand preparation for the call, one of 
the testing devices you might use is that suggested by a 
salesman in Denver. He got hold of a sold block of 
iron, had it drilled to engage the full length of the bolt, 
leaving seven or eight threads free at the end to run up 
the nut. Then he slipped the nut up flush to the iron 
block and started to tighten it. His object?—to learn 
how many turns he could take before something snapped 
(Sure, he knew what the tests showed, but he had to 
dramatize those tests to his customer, didn’t he?) He 
took cne turn—two turns—three turns—started into the 
fourth full turn and couldn’t get farther. So he picked 
up a hammer and started banging away at the nut end 
One blow, two, three, four, five—and still the bolt held 
It held, in fact, till he hit it a terrific whack on the 
seventh blow 

How'd he use that knowledge? Well, in his talk with 
the buyer he built the thing up so the man hung over 
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SALES FROM CATALOG result from an organized know] 
edge of what it contains. The information can be made 
dramatic by pointed presentation of the product facts. 


his desk as though he were hypnotized. 

“Now watch this. It wouldn’t give at the first turn. 
Now the . . . (turning the nut) . . . second. Still no 
give. The third . . . (turning) still no give. The 
four—nope, can’t turn it. Here, Mr. Wilson, suppose 
you try it ” and so on, knowing full well the nut 
ind bolt would hold. Then he had his man start whacking 
iway at it with the hammer. The p. a., a burly man, 
knocked it loose on the fifth blow, which gave the sales 
man a chance to make a compliment: “Generally it 
takes about seven blows before it snaps.” So he’d accom- 
plished three things with the one device; he’d drama- 
tized a product benefit; he had made his buyer feel he 
had more-than-average strength; and he had secured a 
concentration of his attention on nuts and bolts 

It’s a bad practice in our field to “make a date” for 


DIAGRAMS AND SKETCHES often “‘scll’’ the technically 
minded. With the tool itself before him, the buyer learns 
another “benefit”, case of installation. 


a future demonstration after you’ve gone through your 
presentation on the present call. But that sometimes is 
necessary—as in the case of a medium-heavy piece of 
machinery. 

A better practice, however, and a wiser one, is to make 
your present call equipped with miniature models, or 
parts and/or accessories. 

A salesman in Trenton had a hoist to sell recently, a 
feature of which was its light weight. He was all set to 
go a-calling when he discovered that another salesman 
had taken the demonstration light-weight hoist on a 
morning call and wouldn't be back in time to be helpful. 

The Trenton man didn’t think twice about whet to 
do. He merely grabbed up the outer plate of a light- 
weight hoist that had been brought into the distributor’s 
shop for repairs, hopped into his car and made his 





The “Benefits” of Nuts and Bolts: (Type of customer, electric range maker) 


What They Will Do For YOU: 


Help spec up your operations ind 


reduce “down time” 


How They Do It For YOU: 


Because of great tensile & fatigue strength, need few in product vou mfr 

roduction Means less prod. & assem. line work; less elec. & air used 

Used in your own plant, give you vibration-free service, fewer breakdowns 
I £ 


for repairs. 


Because you need use fewer of them in prod. you manufacture, you cut into 
’b costs, drilling, reaming, nut-running, etc.; cut warehouse help, cut clerical 


duties 


In your own plant, used on install. & maintenance, have fewer workers “fixing 
it”, more producing things 
Fasy to use, require no skilled labor to apply them 


maintenan Whether you use them yourself or use them in vour prod., they're 
take it.” Rated life is (mention statistics on tensile/fatigue strengt] 
“brittle breaks”; greater stripping strength because . etc 


Our nuts and bolts “stay put.” Free thread is twice the thickness of the nut 
hat’s accepted “good practice” and it means when they're fastencd down 


thev are tl 


kicking 


there 


to stay. Your machine can’t swing out and knock a worker 


I 


Our nuts and bolts give you an extra margin of safety. Tighten this one, like 
this, and it will take a tensile load greater than the external load it supports 


in Service 


Notice the fine finish; no rough edges to cut workers hands. Notice the long 


id, so it picks u 





p the bolt lead early, etc 
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SUMMING UP of product benefits is dramatized by use 
of pad and pencil. Often this can be the clincher that pulls 
the wavering buyer over into the “sold” side of the column 


scheduied demonstration calls. 

Dramatizing the electric hoist will certainly require 
some similar quick thinking on your part, since you 
won't be able to carry the machine along. You might 
find a model of the hoist an asset; on the other hand, you 
might have to be content to “dramatize” with photo- 
graphs of the tool at work, with cross-sections of its 
mechanism, with certain of its vital parts responsible for 
its high performance rating under test. But go with 
something in hand; with as much as will make your 
presentation points stand out in his thinking about the 
hoist. 

Getting the order follows as a natural, and not too 
difficult consequence, of vour early “beforchand piepara- 
tions” of the presentation. ‘The close of the sale, how 
ever, must be more than a mere review of product 


GETTING THE ORDER at a successful close means the 
ability to write the order “right.” Stay with the buyer till 
all details are down on the pad, to prevent slipups. 


benefits; it must be an active, dramatic presentation of 
(a) the feature, (b) the benefit to be had from that 
feature and (c) possible customer reaction to the feature 
plus benefit. Review of the benefits emphasizes: 
Economies to be won by using the product 
Reliability of product, firm and the salesman 
Convenience of product, salesman and stocking 
distributor 
4. Time, labor and money saved by using the 
product. 

Aiways tell all the story; always repeat all the benefits 
he’ll reap by using your product. Stress the top benefits, 
but don’t slight the lesser. And if your sales presentation 
was as good as it could be, you'll have earned the order. 
Asking for it will be merely the natural concluding point 
you've built up your buyer to expect from you 





The “Benefits” of an Electric Hoist: (Type of customer, a foundry) 


What It Will Do For YOU: 


Help speed up operations and 
produc tion 


transport 


Czn be used for 


How It Will Do It: 


By fast accurate carry and spotting of the load 
Off-the-floor operation cuts down work stoppages you'd have in on-the-floor 


(a) spotting work in machines; (b) moving “hot” loads with 


safety assembly line aid between points, as in lifting molds to furnace 
d) opening your heavy furnace doors 

Buy variable speed control model and you can move the load at your pleasure 
and at slow or fast speeds. 


lown/reduce labor cost 


One man and an electric hoist frequently can do work of four without one 


Equipped with accessories, it becomes an “extra man” on the job 
Reduces job time, frees men for other work 


maintenance and 


Hoist lifts whole machine units out for repair, replaces with whole recondi 
tioned unit, carries original unit to shop for repair or cleaning 

Slung on a gantry, it can be used just about everywhere in the shop for the 
heavy. lifting jobs 

All parts, precision made, are guaranteed to last; give you minimum trouble, 
minimum repair bills 


No more broken backs and ruptures. 
No more broken heads from loads that slipped. Our load brake takes care of 
that; holds load in midair 
No more heaving the load around to make that last inch. Our motor brake 
spots it on a dime, prevents load drift 

+. No more damage to fragile merchandise; our hoist handles the job with 


1 


kid gloves 
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The A B C’s of Overcoming Objections on the Ground Floor . . . 


An objection isn’t an insult. It’s a “cover” for the 
buyer’s uncertainty. Learn that and you’ve made a 
good beginning. 

To learn his true mind, do some gentle probing. 
As a starter, repeat his question, rephrasing it in 
your own ss to be sure you understand him. 
Don’t magnify it in the restatement; but don’t 
play it down, either. 

If it’s a blanket objection—not specific against 
you, or the product, or your terms—probably he 
doesn’t want to buy at this time. The sooner you 
learn that, the better for both of you. 

If it’s just “I’m not interested” —when you know 
he should be, when he has the need—try to get 
the why of his lack of interest. 

If his reservation makes sense, concede its logic, 
then try to pry him loose from it with diplomacy, 
tact, and a convincing display of counter-logic 
that compensates for the product’s apparent lack. 
If it’s a technical point he didn’t get, repeat that 
portion of your presentation in a more ear-catch 
ing, eve-appealing way and as many times as 


needed to earn his conviction and his order. 
Repeat the demonstration too, if need be. 

If it’s: “Blank Supply has a better mousetrap,” 
get yourself set with pad and pencil for a point- 
by-point comparison of Blank vs. your firm and 
product. Tally the totals and be sure you come 
out on top. 

If it’s: “But our situation here is different’’— 
don’t try to prove it’s not at all different from 
Jones & Co. up the street. Go along with him, 
make his “differentness” the very reason why he 
should buy. 

If it’s an objection (reservation) on “price’’— 
don’t try to answer him with a big play on 
“quality” in your product alone. Plug your better 
follow-up, your service and repair facilities; posi 
tive benefits and extra dividends he gets, not 
something written on the wind. 

Once you've answered his objection (reservation 
don’t wait around while he thinks up another; 
get on to your next “benefit”, or get fast to your 
close. 





Meet Buyer Resistance Head On 


THE PERFECT DIRECT ANSWER to a buyer objection is a 
punch in the nose. Meet all customer objections that way 
and you may become a Golden Gloves champ, but 
never a salesman. 

There are ways of meeting customer objections much 
less direct, and much more productive in sales. And, as 
you may find you’ve got to deal with buyer objections 
—_ often in a demonstration call, you’d do well to learn 
the diplomacy of “answering objections unobjectionably.” 

Think of objections from the buyer as reservations in 
his mind, not protests, and you’ll be well on the way to 
a constructive approach. , 

Buyer objections (reservations) generally are of one 
or another kind; either against product performance and 
operation, or against fringe considerations like availability 
of product, terms of buying, service, etc. 

Under the heading of “fringe” would come that fre- 
quently met objection of the buyer that he’s perfectly 
content with the product he has now, and besides, he’s 
got too much tied up in his original investment in that 
product 

Here, let’s see whether we can point that up with an 
illustration; which will also demonstrate, by the way, that 
the salesman, like the Boy Scouts, must always “be 
prepared”: 

Not long ago, Salesman John Wilson tried, without 
success, to introduce a new product to a customer; a new 
foam-type extinguisher that was incredibly fast at putting 
out oil-type fires. Trouble was, this customer never gave 
him a chance to demonstrate its wizardry—and a demon- 
stration would have meant a fat contract as this buyer 
bought for a large oil company with branches and sub- 
sidiaries across the country. The man could order 50 at 
a clip, easily. But the firm had good money invested in 
its existing extinguisher equipment, and the buyer was 


satisfied to go along “‘as is.” He wouldn't even make 
date with John Wilson for a demonstration. 

But the salesman and the buyer were on the best of 
terms otherwise; frequently had lunch together, took an 
afternoon off now and then for a game of golf. 

One day Mr. Wilson and his customer were driving 
back from one of the firm’s three plants in the city when 
up ahead they noticed an oil truck pull over on the 
shoulder of the road. 

“What's he stopping there for’, the buyer wondered 
aloud. “We have no customers up that way.” 

But they saw the driver hop out and throw himself 
on the ground up at the head end of his truck and pee: 
under the cab. 

It was then Mr. Wilson saw the flames come shooting 
out from under the cab chassis. 

He jammed his foot down to the floorboards and the 
car leaped up the road and alongside the truck in nothing 
flat. Mr. Wilson hit the road running as the truck driver 
himself leaped out of the cab with his extinguisher in 
hand. The salesman ran around to the other side, his new 
type foam extinguisher cradled in the heel of his elbow 
and played the stream of foam under and into the cab. 
In 20 seconds, almost before the driver had gotten into 
position, the fire was buried under a sudsy smothering 
coat of foam. 

The buyer just sat in the car and grinned. The drivet 
of the truck came around the cab and stared at the new 
extinguisher. Then he walked over to the purchasing 
agent and poked his head in the car window. 

“We better get that thing, Mr. Walker. Best damn 
extinguisher I ever saw.” 

Mr. Wilson got an initial order for two dozen. 

“Blank Supply has the same thing, but cheaper.” 
Price can be handled, or mishandled, depending on how 
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you let the buyer think about it. ‘The answer to his claim 
that Blank’s is cheaper is not your counter-claim that 
maybe so, but your product is “better quality.” 

A better approach is to pull out your check sheet (pad 
and pencil), sit down at his elbow and demonstrate that 
Blank’s cheapness may be only in first cost. That’s a big 
point with Sane who must keep one eye on a-year- 


from-now, as well as now. Tell him that over the long 
pull your product will show the greater savings. Make it 
“most for your money”—more production at lower cost, 
cheaper to use and cheaper to maintain. 


Outselling Your Competition 


It’s easy to tear down the other guy’s character, his 
selling technique and his product. It’s harder to build up 
your own—but it’s wiser. 

Keep it clean. Admit the good points your buyer may 
bring up about the other guy or his product, then 
play up why yours is the better buy for him. Describe to 
him the “more benefits” he’ll get. 

Avoid, if you can, a point by point comparison with 
the competitive product. Generally when the buyer brings 
it up he doesn’t pursue it for more than one or two “bene 
fits” the other guy offers, so why pursue that line yourself. 

But if he does start into a long comparison, be pre 
pared. Pull out a pad and pencil and draw up a check 
sheet, the competition on one side, your product on the 
other. Get it down in heavy black, big as you can make 
it without being too obvious about it, and if you have 
any skill at all, yours should be the longer list of 
‘benefits.”’ 


You don’t need to win by much—just win 


Listen To The Customer 


Hear out your customer on his objections, hear him 
fully. His objection may not be as large as it sounds. And 
since you're in business to overcome such objections 
reservations, remember, not protests) you must learn to 
be a good listener. 

And in reply, remember it isn’t what you think, against 
what he thinks but what he thinks against the facts as 
established by the authorities you cite to him in support 
of the benefits you claim for your product. 

Recall to him the satisfied customer of today who 
made the same objection only last week—and_ this 
week bought a half-dozen drills on a trial order. 

Get into the habit of thinking of an objection as a 
weather-vane of your prospect’s reactions. One kind of 
objection will show which way the wind blows on your 
presentation, hot or cold; another will show his under 
standing, or lack of understanding of the product feature 
(benefit) you're plugging. 

I'he most convincing answer to an objection is “proof 
by doing.” Don’t say, and repeat, that your industrial 
equipment can do thus-and-so; make it do that job. It’s 
truc that sometimes that “proof” takes some setting up 
but generally it’s worth the trouble. 

A salesman for a portable pneumatic grinder told a 
prospect (taking his cue from the manufacturer’s litera 
ture that went along with the tool) that his grinder could 
finish down four auto car bodies while the present method 
finished down one. 

The buyer challenged him to do so; invited him to 
come out onto the shop floor and make good the claim. 

“You do that,” the buyer told the disconcerted sales- 
man, “and I'll buy a dozen from you.” 

The salesman didn’t know he could do it, was on the 
point of backing down, when he thought of his per- 
centage on a dozen of the tool. 

So while four plant men, with files in their hands, 





The “Too-Little-Space” Objection 


One osjecrTioN that is easy to give reply to is: “We can’t 
use your band-saw machine because we just don’t have the 
room for it.” He needs it, yes, the buyer admits, but where 
will he put it? You might reply: 

Salesman: It’s really not that large, Mr. Jenkins. Matter 
of fact, it’s quite compact. (Reaching across the desk) 
Here, I’ve got something in my briefcase that will 
show you how small a space the unit requires. (Show- 
ing his photographs of installations of similar equip 
ment). Now here’s one you should recognize . . . 

Jenkins: Why certainly, that’s the Dillard plant. I'd 
know that any time. (Examining the photograph 
closely). Say, how many of those band saws did they 
buy, anyway? I can count five or six. 

Salesman: That's right: They bought six. But then, 
the Dillard company does a lot of carpentry work. 
You’d want—you need only one, maybe two band 
saw machines at the most; for your shopwork, and 
for maintenance. But notice that all those machines 
you see there have been installed in so small a space 
I’d say that room there isn’t more than 24 feet square 

Jenkins: Certainly doesn’t look very large. 

Salesman: Now here (taking up another photo) . . . is 
a shot taken in the Jackson Mills, over in Letham 
County. 

Jenkins: I know the place; drive by there every day 
Make paper, don’t they? 

Salesman: That's the outfit. Their shop setup is similar 
to youis, and they use three of the band-saw machines 

Jenkins: But they've got a plant there, « big plant. 

Salesman: That's true—but their carpentry shop isn’t 
any larger than yours. They have just about the samc 
size room to work in. 

Jenkins: Doesn’t look any larger. By the way, can your 
band saw be moved around from place to place with 
out too much trouble? 

Salesman: Sure can. That's one of its best features. Two 
men can move it around with no trouble at all. 

Jenkins: Mm-hmm. Well it certainly looks like a neat, 
compact package. Say, that plant (reaching for the 
next photograph) looks familiar . . . 

And so on, not moving from the point until you're 
assured you've nullified the objection in his mind so it 
won't come up again. Notice that when the salesman 
chose his installation photographs to illustrate his band 
saw’s compactness, mobility and versatility he picked the 
plants most likely to be familiar to the buyer-prospect, 
nearby plants. The device will add as much interest to 
your presentation of the “benefit” as local newspaper head 
lines arouse in local people 





worked on one car, he worked alone with his machine 
on the car behind it on the assembly line. 

He finished that car, and had the next in line three- 
quarters done before the buyer called it off and sent his 
four men to First Aid for help with their bruises and 
scaled skin. There was a “calculated risk” that paid off. 

Frequently an objection never should have come up 
in the first place. Often, if the salesman analyzes the 
nature of the objections, he’ll find that they arise out 
of some omission in his presentation; a fault in him, not 
in the product or in the buyer. 

Learn from the objections you hear. Write them down, 
and when you find the few you tend to hear regularly— 
work them into the main line of your presentation or 
demonstration. Play them up for all they're worth while 
you're still on the offensive and moving ahead. Don’t 
wait to hear it first from the buyer, when he can put you 
on the defensive and make your selling job infinitely 
harder. 
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A FRIENDLY HANDCLASP after the sale is closed does not end your selling 


job. Your greatest opportunity to satisfy customers comes when you 


Follow Through On Your Sales 


MANY SALESMEN of products other than industrial sup 
plies and equipment are “one-time Charlies”, who make 
one call on their customers, deliver the merchandise and 
extract the cash. They don’t have to go back to see the 
customer again; as a matter of fact, they probably 
couldn't if they wanted to. ; , 

These salesmen can do this, but you can’t. You have 
to live with your customer after cach sale. For this rea 
son, your sales are never actually “closed”; as long as 
your products are in use by the customer, the sale is 
still “open.” 

One of the first things to do in your follow-up of a 
sale is to make sure that the order covers everything the 
customer needs. Many purchasing agents will order an 
expensive tool or piece of equipment, and then shave 
the over-all cost by leaving off some vital part or acces 


sory. It is part of ycur job to realize and check the 
needs before the order is filled. 

Also, while still with the customer, you should mak« 
sure that your product stays sold. If you're a good sales 
man, you'll never take a customer or order for granted 
Immediately after you sell a product, “sell” it again. 

A post-selling talk will reassure the customer that he 
hasn’t make a mistake in giving you his order. ‘This 
routine can take only a few minutes, and consist of only 
a sentence or two, such as: “You made a smart move by 
buying these in quantity”, or “Remember that this 
product is fully guaranteed.” 

These two follow through efforts can be made before 
you ever leave the purchasing agent’s office. For mor 
concrete efforts after you leave the plant, we suggest 
that you: 
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1. Check with your company’s shipping depart- 
ment to make sure that the promised delivery date is 
met. Nothing makes a customer angrier than for 
a salesman to promise that such-and-such a_ prod 
uct will be in his plant on the 15th of the month, 
only to see the 15th come and go without delivery 
of his purchase. If you get back to your headquarters 
and find that for some reason delivery can’t be made 
on the specified date, you should immediately con 
tact your customer and explain why. It’s a lot easiet 
to make this type of explanation before the order 
fails to show up than afterwards. Don’t take any- 
thing for granted; you promised your customer that 
he would have his order on a certain date. As far 
as that customer is concerned, it is your responsibility 
to see that he gets it then. 
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2. Check with your customer's receiving depart- 
ment to make sure that he got the order on time and 
in good shape. You don’t have to make a special vs 
for this purpose, for if you did a thorough job with 
your shipping department, the chances are that the 
customer received his goods on time. But it won't 
hurt if, on your next visit, you check to make sure. 
Mistakes can occur between the time a shipment 
leaves your firm and the time it arrives at the cus- 
tomer’s. And if anything does happen, he’s not likely 
to be satisfied when you say, “Well, it left our place 
O.K. It must be somebody clse’s fault that you didn’t 
get it.” If the order is damaged in transit, you should 
be ready to ship a replacement and help take up dam- 
age claims against the carrier if necessary. 





3. See that any major equipment is set up properly 
and the customer's men are instructed how to operate 
it. You will probably be able to show the operator 
of any machine you have sold new features that 
he may not know about. Many salesmen lose sub 
sequent sales because the men in the customer's 
plant misuse equipment and the buyer blames the 
salesman and their products. You may even be 
able to organize instructional sessions for your cus- 
tomer’s personnel, in order to make sure that they 
know how to handle your products. Incidentally, you 
know that in many plants it is hard to get out into the 
shop without a good reason. These checkups give you 
the excuse you need to spot opportunities for later 
sales 





4. Make sure the necessary paperwork goes through 
your company properly. Most customers want to be 
invoiced for their purchases promptly, and they cet 
tainly want to be invoiced correctly. A lot of your 
customers will have special requirements as to invoic 
ing, packing lists, shipping notices, and the like 
You as a salesman, can’t very well take the respon 
sibility for all these details and keep on selli,g too, 
but you can make periodic checkups within your 
organization to se? that your customers are being 
taken care of. And when your customer hands you 
a gripe about the kind of service he’s getting from 
your credit or billing department, make it your 
business to follow through until the matter is settled 
to his satisfaction 





5. Continue to suggest new applications for every 
product you sell. Many of your products, particularly 
production machinery and larger maintenance equip 
ment, will have a life expectancy of years. If you keep 
track of each item of this kind that you sell, you can 
suggest new ways in which it can be used as long as it 
lasts. Frequently, new applications will require the 
purchase of accessories that were not part of the orig 
inal order. You may not sell a new drill press to a 
customer every week, but you can frequently suggest 
new attachments which will make it more useful to 
him. Also, an occasional inspection of equipment 
you have sold will enable you to make suggestions as to 
the replacement of worn out parts. Every time you sell 
a piece of machinery to a customer, you have created 
a new source of sales within his plant 
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SO YOUR SALE FELL THROUGH, WAS IT BECAUSE OF... 


Your product? 


A competitive situation? 


Buyer’s purchasing policies 





Turn Failure Into Success 


You can do two things when you fail to make a sale: accept it lying down or take it as an 


opportunity to boost all your sales by solving the problem. 


You CAN LEARN MORE about selling from losing a sale 
than from closing one. You can determine why you 
lost one sale, correct whatever was wrong, and go on to 
make two, ten, or a hundred sales you might never 
otherwise have made. You can, but do you? 

For the same reason that Buyer Jones didn’t close 
that order with you for a drill press, Buyers Smith, 
Brown, Williams and Davis may have turned you down 
on radial arm saws, sheaves or lubricants. The lesson 
here is: 

Find and correct the reason for one failure, and you 
will have the reason for others; remove the cause of one 
failure, and you will have a new tool for future sales. 

You have to do two things, (1) mentally go over 
your interviews or interviews with the buyer immediately 
after a failure and decide why he didn’t buy, and (2) if 
possible, remove the cause for objection. 

We say “if possible” because in some cases he didn’t 
buy for reasons entirely outside of your control. But in 
most cases, you can do something, once you have found 
his reasons for turning you down. 

Think back to the last sale you hoped to make, but 
didn’t. You have been selling accessories and minor 
supply items to the American Widgit Company for sev- 
eral years. Through your contacts in the plant, you think 
that the company needs and intends to buy a twelve-ton 
hoist. j 

On your next call you give a sales presentation of 
your line of electric hoists. You go through the inter- 
view flawlessly. You answer the purchasing agent's ques- 
tions and objections, as far as you can tell, satisfactorily. 
You establish the fact that you have a superior product, 
competitively priced 


Here’s how 


When the interview is concluded, the purchasing 
agent says he doesn’t believe it’s just what he wants. 
Or he says he’ll think it over, and the next you hear he’s 
bought a competitor’s product. 

Why? You can’t ask the purchasing agent once it’s 
all over, or if you can he probably won’t tell you. So 
ask yourself if the sale falls through because of— 


My Product? 


Maybe you were trying to sell the guy a twelve-ton 
hoist when he wanted or needed a five-ton hoist. Or 
maybe he didn’t want a hoist at all. Sure, you’d think 
any purchasing agent would say, “That’s not what | 
want”, but that’s not always the case. If you have a 
1epresentative line, you have what he wants no matter 
what it is. Be sure you're trying to sell the right item 

Maybe he’s had trouble with your line before. He 
might have tried to carry eight tons with a five-ton hoist 
from your line and blamed the product when it broke 
down. Again, he should tell you, but he doesn’t. If he 
preformed some strong opinion against your product, 
you should find out and work on this point the next time 


A Competitive Situation? 


Maybe your product does not measure up in some 
way with a competitive product. Actually, you should 
know enough about competition to realize this fact 
before you ever make your presentation—do you? 

Again, the purchasing agent should have told you if 
this was the case, but he might not have done so. 
Examine this possibility, anyhow. 
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OR WAS IT BECAUSE OF .. 


Your own company’s policies? 














Your sales presentation? 





The Buyer’s Purchasing Policies? 

Every salesman sooner or later will run up against the 
problem of reciprocity. It may be that the purchasing 
agent didn’t buy your hoist because he has an arrange 
ment with another supplier whereby the buyer sells the 
supplier widgits and the supplier sells the company 
hoists. 

Or it may be that Joe Simpson, salesman for the 
XYZ hoist line, has been a close friend of the purchias 
ing agent for fifteen years or more, and has always sup 
plied the American Widgit Company with hoists 


Your Own Company’s Policies? 


Maybe the purchasing agent has a gripe against your 
own company. Examine your company’s policies on 
service, on credit, on delivery, and on billing practices. 

One of your company’s heads or former salesman may 
have delivered a slight to the purchasing agent years 
igo; check up in your own organization on the relation 
ship between your company and the American Widgit 
Company. 


Your Sales Presentation? 


You may have left questions about your product un 
inswered in the buyer’s mind, or may not have explained 
some vital fact satisfactorily. Your presentation may 
have sounded convincing to you, but try to put yourself 
n the purchasing agent’s place. Are you sure that you 
convinced him? 

Go back over the final interview in detail. Where 
did he seem most dubious? Where did you have trouble 
putting over a point? Check your presentation and 
demonstration against the “Selling Needs Showman 
hip” section of this issue 


You? 


We place this question last in this check list of why 
you failed to make the sale, but it might well be the first 
me you ask yourself after an unsuccessful interview 

Buyers are human beings, and like all human beings 
re subject to odd little quirks of temperament. If they 
don’t like something about you, about the way you 
walk, talk, dress, sit in a chair or hold your cigarette, 
they're just as likely as not to refuse to buy from you. 

Your job, then, is to remove from your characteristics 
ny habits that might be objectionable to the purchas 
ng agent to the point that they stymie a sale. A group 


of buyers listed for Inpusrriat Disrrisurion fifteen 
gripes against salesmen, nearly all of them personal 
characteristics. Check yourself against this list of things 
buyers don’t like: 
High pressure 
. Salesmen with little or no product knowledge 
. Time wasters 
Dishonesty 
Back-door salesmanship 
. Commission hounds 

Excessive familiarity 

Poor sportsmanship 

Poor manners 

Poor training 
11. Bad timing on calls 
12. Lack of cooperation and follow-up 
13. Lack of consideration 
14. Begging 


15. Arrogance 


ike 


Now do you know why you didn’t sell that hoist? 

It is almost a sure thing that if you check these six 
factors, your product, the competitive situation, the 
buyer’s purchasing policies, your company’s policies, 
your sales presentation, and your own personal charac- 
teristics, you will find the answer to the question: Why 
didn’t he buy? 

Now the question is: What to do about it? 

The battle is ninety percent won when you discover 
why you lost the sale. The only one of the non-buying 
reasons we have suggested above that leaves you in the 
near-hopeless category is the third one, the buyer's pur- 
chasing policies. If it is his company’s announced or 
long standing policy to buy hoists from Joe Simpson, 
who handles the XYZ line, you won't be able to do any- 
thing but make repeated calls and seize the first opportun- 
ity you have to do the buyer a real service. 

The other five reasons for not buying can be over- 
come by applying the treatments suggested in other sec- 
tions of this issue. The important thing about making 
the most from failures is to immediately analyze why 
vou failed. 

And even more important is your mental attitude 
toward “failures” as a whole. You can give up on them 
and hope to make up for them in other lines with other 
customers, or you can accept them for what they are: 
an opportunity to create new sales among all your 
customers. 
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ONCE UPON A TIME, not very 
long ago, there were in Chicago 
two industrial supply salesmen, 
J. R. Chambers and M. K. Wil- 
son, who had personalities that 
were pretty much alike. 

Jim Chambers sold for the 
ABC Industrial Supply Co., and 
had had about eight years’ ex- 
perience selling to industrial ac- 
counts. He knew his products, 
himself, and his customers. His 
sales averaged about $150,000 
yearly. 

Maury Wilson was a salesman 
for the XYZ Industrial Supply 


THE FABLE OF TWO SALESMEN 


Co., and he also had had about 
eight years’ experience in selling 
industrial supplies and equip- 
ment. He knew his products, 
himself, and his customers. 
Maury’s sales averaged about 
$110,000 yearly. 

To make a long fable short, 
the difference between the two 
salesmen was $40,000 a year. 

The reason proved to be 
pretty simple: Jim Chambers 
and his sales manager had 
worked out a plan to get the 
most out of Jim’s selling time. 
This plan was based wholly on 


common sense, and resulted in 
Jim investing his time as he 
would his money, where it 
would bring in the biggest 
returns. 

Maury and his sales manager, 
on the other hand, didn’t really 
worry too much about the utili- 
zation of time. Maury never did 
invest his time; he just sort of 
used it up. 

Moral: When how you use 
your time can be worth $40,000 
a year to you and your company, 
it’s time to analyze how well 
you use it. 





YOU CAN INCREASE YOUR SALES VOLUME IF YOU... 


Utilize Your Time Properly 


[HE MORAL OF THE FABLE related above should be of 
more than casual interest to you. There are a lot of 
Maury Wilsons and XYZ Companies in the industrial 
supply field. And the most discouraging thing about it is 
that most of them don’t know what the trouble is. 

As an industrial supply salesman, your time is yout 
most intangible, pliable and downright hard-to-manage 
asset. The way in which you use this asset in planning 
and making your calls goes a long way in determining 
your success as a salesman. And by “your success” we 
mean how many dollars you'll have in your pocket as a 
result of your sales efforts. 

How to use time properly to produce sales can come 
to a salesman and his company through experience. 
Unfortunately, competition makes experience expensive, 
and somebody has to pay the bill. The “somebody’’ is 
you, who will pay for this experience in unrealized com- 
missions or bonuses, and your company, which will pay 
through lost sales potentials and lost profits. 

A cheaper way to make sure that vou get the most 
out of your working day is for you and vour company’s 
management to plan together in advance how your time 
can be utilized to best advantag« , 

An important point is the fact that time control, to be 
effective, must be a joint operation between salesman 
and management. You, as a salesman, can’t lick the 
problem alone, nor can your company count on increased 
productivity of time without your cooperation. 

In the aspects of time control that require extensive 


analysis of information about your customers, your sales 
management can be particularly helpful. A salesman’s 
function is to sell, not to keep voluminous charts, graphs 
and records on-all phases of customer operations in his 
territory. 

Sales management can compile much of the informa 
tion necessary to help you plan the use of your time 
intelligently. It is then up to you, through your own 
experience and observations in the field, to make use of 
this information to get the most out of every day. 

In the final analysis, much depends on your own 
judgement as a determinant of the efficiency with which 
you utilize your time. For example, in using customer 
potentials, worked out by you and your sales management, 
as a guide to the allocation of your selling time, you 
should remember that a customer’s needs may and often 
do change radically in a year’s time. 

You should consider whether the customer belongs 
to an industry that is expanding or contracting, if his 
firm is young and growing or one that is on the down-hill 
grade, and the trend of business among his customers 
These are all intangibles, and you must depend on your 
own common sense to help you decide where your time 
can be most profitably spent. 

On the next two pages, INpusrrtar DistripuTioNn 
makes a few suggestions which should result in more 
productive use of your time. And “more productive use’, 
like “your success”, is just another way of saying more 
sales and higher profits for you and your company. 
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RELATE SELLING TIME TO CUSTOMER POTENTIAL. 
A detailed discussion of the importance of estimating the 
potential sales that may be made to your firm’s customers was 
found in the “Know Your Customers” section. This job is 
strictly a partnership job between you and management. 

When you have once worked out these potentials together, 
you should budget your time among your accounts just as you 
budget your income. The important thing is to decide first how 
much time each customer is worth, and then stick to it. 

Management can help with this “time budget” if, on your 
call reports, you show the amount of time spent with each 
customer, together with the size of order secured during the 
call. Quarterly or semi-annually your management can supply 
you with an analysis of the time you spent with each customer, 
compared with the time you originally allocated to the account 
and actual sales performance. 








FORM A TIME AND ROUTE SCHEDULE. Under normal, 
pre-war conditions, it is estimated that only two hours of the 
average salesman’s time was spent daily in face-to-face contact 
with his customers. The remainder of his working day was 
taken up by traveling, waiting to see customers, and other non- 
productive work. 

One of the best methods of boosting this two hour average 
is by cutting traveling time to a minimum. This doesn’t mean 
driving fifty miles an hour through crowded city streets and 
ninety on the open road; it does mean carefully planning the 
day’s route before you start out. 

You can easily plan each day’s calls the night before. It will 
only take a few minutes time, and will often save hours of 
aimless wandering the next day. If calls are arranged according 
to geographic location, back-tracking will be virtually eliminated. 








STRETCH EVERY DAY LONGER. At the risk of allowing 
a text-bookish note to creep in, we suggest that you see if you 
can put one or two more hours into each working day. This 
can be done by starting earlier in the morning, taking less time 
for lunch, or making calls after hours. 

Familiarity with your customers will tell you which can be 
called on early or late. Most of your smaller accounts, par- 
ticularly one and two man shops, are open after normal closing 
hours. 

It is easy to make shop calls early in the morning. Foremen 
and maintenance men are usually on the job early, and are 
likely to be most willing to spend time with you if you see 
them as soon after the working day starts as possible. 

















MAKE EACH CALL MORE PROFITABLE. Your principal 
objective in every call you make should be selling industrial 
supplies and equipment. This suggestion is not as patent as it 
sounds. You know many salesmen who spend much of their 
time making “missionary” calls or “courtesy” calls, the object 
being to keep the contact with purchasing agent or plant 
manager “alive.” You probably make a good many such calls 
vourself. 

Because this type call is not hard to make, and because 
salesmen are convinced that through them they are sowing 
seeds in order to eventually reap sales, there is a tendency to 
forget to sell altogether. 

“Missionary” calls are all right, but unless that is your 
exclusive function in your company, try to sell something with 
every call you make. If they don’t buy, O.K.; you've still 
accomplished the “missionary’’ purpose of your visit. And if 
they do, you’re that much ahead of the game. 
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CUT DOWN ON WAITING TIME. Waiting to see cus- 
tomers is one of the salesman’s biggest time consumers. One 
of the best ways you can eliminate some of this lost time is 
not to wait very long for any prospect if he’s busy when you 
arrive. Go on to the next customer, and return later. ‘This, 
of course, is practical only if you work a definite route with 
customers within easy striking distance of each other. 

Work by appointment when possible. A telephone call to 
find out if a prospect will be free at a definite time costs little, 
and generally will be appreciated by him. 

Some customers will be easier to contact at certain times 
of the day. Early in the morning and early afternoon are times 
when most interviews can be held without delay. 








USE THE TELEPHONE MORE. Investigation will show 
that you can conduct an interview with a customer over the 
telephone and accomplish just as much, in about one-fifth the 
time you can hold a face-to-face interview. Obviously, one 
telephone call will leave you four-fifths of the time it takes to 
make an interview free for another call. 

Not all calls, or even a majority of them, can be made by 
telephone. But when you can use the telephone, don’t hesitate 
to do so. A purchasing agent’s time is valuable, too, and he 
will normally be glad to dispose of his business with you as 
quickly as he can. 








DON’T PROCRASTINATE. Most working men, you in 
cluded, are at the peak of their efficiency in mid-morning 
You'll find that if you tackle your toughest sales jobs the first 
thing every day, the end of the day will match lagging energy 
with more routine, easy-to-handle jobs 

There is a lot of mental wear and tear involved in selling 
(he psychological hazards that are removed when you do the 
hard jobs first will make your selling day go easier, leave you 
i lot more human when you get home at night. 

Licking a tough job early in the day will give you confidence, 
give you self satisfaction, and make the problems of the after 
noon seem easier by comparison. “Do it now” is an old maxim 
but it’s still good advice 











WHEN THE INTERVIEW IS CLOSED, LEAVE. Looking 
back over an average day’s calls, you may be surprised when you 
realize how much time you have lost by sitting and talking with 
the purchasing agent after all the legitimate business matters 
are settled. Some purchasing agents like to talk, and some 
don’t. Those that do will not be insulted if you make a speedy, 
courteous withdrawal when the sales interview is over, and 
those that don’t will be openly pleased. You may be able to 
idd as much as an hour to vour working day by this method 

One good idea along this line is the practice of always being 
the first to rise after an interview. Don’t let yourself get in 
the position of forcing the purchasing agent to stand up first 
to get rid of you 


| l= | 
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DO YOU KNOW HOW TO... 


Help Yourself To More Sales 


Test your understanding of the sales fundamentals covered 


in the preceding pages by answering the following questions 


Know Yourself 


lake each quality that goes into 
the character of a successful sales 
nan and write an example of how 
you demonstrated that quality in 
the last six months of selling. 
lest yourself for cach of the fac 
tors Personnel Institute’s Survey 
uses in testing salesmen. 

low many of the things that 
buyers dislike have vou found 
yourself doing. 

What measures have you taken to 
counteract these traits or habits. 
hill out a salesmen’s rating report 
every six months and see if there 
is any improvement. 

Check over your list of customers 
for those with whom you do not 
get along too well personally and 
try to determine the real reason 
for the difficulties 

Go over the list of customers with 
vhom you do not get along and, 
discounting any of their faults, 
write down what you might be 
ible to do to improve relations 
with them. 

Outline a product talk and dictate 
it on a recorder extemporaneously. 
Play it back and check your pres- 
entation for any defects of speech 
or voice, 

If vou were Salesman ‘‘A” whose 
iptitudes were tested in this sec 
tion, what would you do to carry 
ut the personnel institute’s sug 
gestions? 

Humility, self-confidence and re 
liance are attributes of a successful 
salesman, despite the fact that the 
first seems to contradict the other 
two. How would you reconcile 
these traits? 

Without turning back to the first 
two pages of this section, list the 
seven physical characteristics of a 
rood salesman? 


. List three lacks Salesman B had 


as pointed out by the test report. 


3. List two strong points possessed 


by Salesman B. 


oe 


Know Your Customer 


Hlow much is the average custome 
worth to a salesman? 

What kind of customer data 
should be obtained first? 

What basic sales information 
should be developed about each 
account? 

What is the point of determining 
potential volume of customers by 
major lines? 


5. Describe one method of arriving 


at a customer's buying potential? 
How can potentials be used as a 
guide in allocating time? 


7. How much time does the average 


salesman spend in contact with 
customers? 

In “How Much Do You Know 
\bout Your Customers” can you 
supply all this information about 
any customers from memory? 
Give a capsule analysis of the in- 
dustrial supply and equipment 
salesman’s function. 

Can you tell how much of one 
major line your customers bought 
last month from memory? 


>_> 


Know Your Product 


How many products in your cata 
log are you prepared to talk about 
comprehensively? 

Do you have any systematic 
method of learning product fea 
tures? 

Do you prepare product questions 
before a sales meeting? 

When was the last time you stud- 
ied a product to learn the selling 
points? 
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5. Pick a product at random from 


your catalog and see how many 
related products you can think of? 


. Make a list of products that you 


sell to one of your customers and 
add to it those products which you 
know he is using but which you do 
not sell to him. 

Check your knowledge of those 
products which you do not sell to 
this customer but which you 
should. Do you know their con- 
struction, applications, _ selling 
features? 


.How many of the products that 


you sell would you be able to use 
properly if the need arose? 


.Can you describe the distribution 


policy of each of your major sup 
pliers? 


Select a product which you think 


you know well. List the structural 
features which contribute to its 
performance. 


. In the story “How Product Know] 


edge Helps,” do you think the 
salesman knew his stocks? 


.How did the salesman meet thc 


price objection? 


.Do you think the salesman knew 


structural points related to pet 
formance? 


. How did product knowledge help 


the salesman bring out values? 


.How did the salesman demon 


strate his confidence in the prod 
uct? 


.Do you think the salesman told all 


he knew about the product? 


.What did the salesman know 


about the manufacturer? 


. How did the salesman lend author 


ity to his claims? 


.If the hammer was guaranteed 


against defects, where would you 
have mentioned the guarantee in 
the interview? 





Presentation & 


Demonstration 


. The boss tells you he’d like you to 
go out next week and push that 
electric portable saw. What sell- 
ing “props” would you carry along 
to make a good pitch? 

2.Can you name the four basic 

motives that might induce a buyer 
to purchase a quantity of carbide 
blanks, as against only a few? 

3. You have a good chance to sell a 
bench lathe to a prospect—but it’s 
too heavy to take along and dem- 
onstrate. What would you take, 
instead, that would be equally 
effective in dramatizing the prod- 
uct benefits? 

. Name five “extra dividends” your 
firm can offer a customer, in addi- 
tion to the benefits he will derive 
from the specific product? 

. Draw up an outline for selling a 
grinding wheel, listing a) what it 
will do for the customer (feature); 
and b) what doing it will mean 
(benefits ) . 

. What sales “approach” would be 
best for: 

a) The buyer who got his job be 
cause he married the _boss’s 
daughter 

b) The buyer who worked his way 
up through the shop 

c) The buyer who likes to “ana 
lyze” each of your benefits 

d) The buyer who'd like to give 
you the order, but he has this 
deal on with so-and-so. 

. A prospect you call on also is gen 
eral manager of the firm, a vice 
president, and popular as well, so 
you keep getting interrupted in 
your demonstration by phone calls, 
memos, etc. How would you han 
dle that situation? 

What would be your best approach 

and follow-through in handling 
the “shopper” type of purchasing 

agent. 

. How would you reach and sell the 
buyer who bought that tool once 
before, got a “lemon”, and _ is 
“against it for life?” 

.““‘Why should I buy it from you. 
Blank Supply’s man was in here 
only yesterday and told me the 
same things, but I didn’t buy 
Why should I buy it from you?” 
Tell him why. 


12 


Meeting Objections 


1.A buyer tells you he can’t afford 


your air compressor, though he 
admits he has a great need for it. 
How would you handle his objec- 
tion? 


. You are just about to close a sale 


when the customer remembers he 
saw your competitor last week 
about another make fire extin- 
guisher, and his was cheaper. 
What will you tell him in reply? 


.“I’m not interested,” the buyer 


says. How would you get him in 
terested—especially since you know 
he could use your steam traps. 


. Your prospect is ready to give you 


the order but he wants his shop 
foreman to see your new product. 
How would you meet that reserva- 
tion? 


5. “We've been using our pipe 


threader for years—never gave us 
any trouble. Why should we go 
over to your product?” What are 
the “whys” you would give him? 


. “Blank Supply Co.’s oil-feed gives 


a better stream of lubricant, and 
it doesn’t use so much of it.”” How 
would you answer that one? 


.“T'll admit you do have a good 


item there, but we just don’t have 
the room for it on the shop floor. 
I’m afraid it’s too big.” That one 
could be answered in several ways. 
Name only two. 


.“How about sizes? You know, 


we've got several different size 
grinding machines downstairs. Do 
you carry a full line?’” Answer that 
one for him. 


. “Well, maybe they can use it up 


the street—but it’s not for us. Our 
sctup is a lot different from theirs.” 
To which would you reply? 


.“Tt costs too much,” says yout 


prospect. What do you say to 
prove it doesn’t? 


a 


Follow Through on Sales 


1.How much time should you 


spend making a post-selling talk 
after a sale is closed? 


. What follow through effort, other 


than the post-selling talk, should 
you make before you leave the 
customer’s office? 
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. What should you do to mae sure 


that the customer's order is filled 
on schedule? 


. How can you be certain that the 


customer’s employees will not mis- 
use some piece of equipment you 
have sold him? 


. How does one sale open up possi 


bilities for future sales? 


.How can making a sale help you 


get into the customer’s plant? 
elena, 


Turn Failure Into Success 


. What are the two steps necessary 


to turn falure into success? 


.When should you mentally go 


over an unsuccessful interview? 


. How can you turn a failure into a 


selling advantage in future sales? 


. What are the major gripes that 


buyers have against salesmen? 


5. What are the six major reasons 


that sales fail to click? 
<—__—_ 


Utilize Time Properly 


_In what way can your sales manage 


ment be most useful in helping 
you utilize your time to best ad 
vantage? 


. What intangible factors should be 


considered in using customer po 
tentials as a guide to “time budget 


ing’? 


3. How can management help you 


check on the productivity of your 
time, as related to individual cus 
tomers? 


.How much time is it estimated 


that the average salesman spends 
in daily face-to-face contact with 
his customers? 


. When is the best time to make up 


a time and route schedule for a 
day’s calls? 


.In what three ways can hours be 


added to your working day? 


. What is the principal thing wrong 


with “missionary” calls? 


.In what three ways can you cut 


down on the time you spend wait- 
ing to see customers? 


.In relation to face-to-face inter- 


views with customers, how long 
does it take to conduct an inter- 
view by telephone? 


.When is the best time to tackle 


your toughest selling jobs? 








- 


Obtaining bids and delivery 
promises from each 
possible source 


Constant checking on unknown 
manufacturers and suppliers 


Interviewing representatives 
to check quality of 
independent makes 


Authorizing payment of 
individual invoices and 
preparing separate com- 

pany checks for each 

source of supply 


Maintaining an inventory of 
brushes and office records 
for stock control 


Preparing individual requisitions 


and typing separate orders 


for each source 





when you buy supplies from a trusted source 
-o -YOUR INDUSTRIAL DISTRIBUTOR! 


OUR purchasing department is 

making big dollar savings... 
continually . . . when it devotes its 
manhours to big-volume, basic pur- 
chases. And you do your part to free 
it of routine recurring mill supply 
orders when you simply specify: 


“BUY FROM INDUSTRIAL DISTRIBUTOR” 


Buying then is on an economical 


LOOK FOR THE NAME — fa 
SBORX 
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basis. Many purchasing operations 
are eliminated. All orders for main- 
tenance brushes, drills, abrasives, 
belting, etc. can be grouped. You 
are assured reputable, high-quality 
brands. Delivery is prompt. Your 
inventory can be lower. 


more than 200 
leading Industrial Distributors in 


Remember... 


about 300 locations throughout the 
U. S. give you a trustworthy source 
of OSBORN brushing tools... a 
complete line of top-quality floor 
brushes, paint brushes and other 
maintenance brushes . . . built for 
industry by the company that knows 
industry's problems. The Osborn 
Manufacturing Co., Dept. 337, 5401 
Hamilton Ave., Cleveland 14, Ohio. 


RECOGNIZED EVERYWHERE FOR 
QUALITY WORKMANSHIP AND MATERIALS 














U.S. TOTALS 


July 1950 
Compared with 
June 1950 


+4% 


July 1950 
Compared with 


July 1949 


+43 % 


First 7 Mos. 1950 
Compared with 


First 7 Mos. 1949 


+9% 


hKMLLLZZLLLLLLZ, 








Compitep sy INpusrriaL Disrrisurion 





Supply Sales Trends 


All eight regions reported a high rise in sales for 
July, 1950 over the corresponding month a year ago. 
The national average increase was 43 percent, with 
regional increases ranging from a 36 percent gain 
in the South to a 70 percent rise in the East South 
Central. 

Sales for the first seven months of the current 
year were 5 percent above the 1949 seven month 
period. The Middle Atlantic region had a 1 percent 
decrease; the South and East North Central areas 
showed no change; while the other sections reported 


increases of from 3 to 28 percent. Highest gain 
was registered by the East South Central states, 
with the West and West South Central areas showing 
a 15 percent rise. 

According to the reporting distributors, total 
U. S. sales for July were 4 percent over those of 
June. Only three regions reported decreases, the 
New England, Middle Atlantic and East North Cen- 
tral. The other regions reported appreciable gains 
of from 3 percent (West) to 30 percent (East South 
Central). 





July 1950 


June 1950 


Compared with 


July 1950 
Compared with 


July 1949 


First 7 Mos. 1950 
Compared with 
First 7 Mos. 1949 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 


Pennsylvania 





-8% 


-6% 


+4.9% 


+38% 
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OSTER 


SALES FEATURE! 


Standard Equipment on all 
Oster 2” Pipe Machines that 
revolve the work 


What makes Oster “Pipe Masters” the 
fastest-seiling, portable threaders in the 
2" pipe machine class? 


The quick answer is “FEATURES”! 


Now comes “AUTO-GRIP”— the new auto- 
matic chuck — another EXCLUSIVE Oster 
feature on Nos. 502 and 502D, the two 
“Pipe Masters” with the quick-acting 
stationary die-head in which the work 
revolves. 


Threading speeds of these modern 
machines were developed to the practical 


AUTOMATIC 
CHUCK 


the Auto-grip shown on the 
Oster No. 502 “Pipe Master” 
Threading Machine 


limit. Now “AUTO-GRIP” puts top speed 
in chucking. Here’s how: 


The operator spins the handwheel until 
the jaws strike the pipe... then he starts 
the machine. The chuck jaws take hold 
instantly . .. automatically! 


The TOUGHER the pull... the TIGHTER 
the grip! It’s all grip and no slip with 
AUTO-GRIP! 


A sales-making feature? You said it! 


THE OSTER MANUFACTURING CO. 


2041 East 61st Street 


Cleveland 3, Ohio 


ON Ts SR Th TR a ve ce ac 
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SALES TRENDS (Continued ) 





July 1950 
Compared with 


June 1950 


July 1950 
Compared with 


July 1949 


First 7 Mos. 1950 
Compared with 


First 7 Mos. 1949 





SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


Ilinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST 
Arizona 
Colorado 
Idaho 
lowa 
Kansas 
Minnesota 
Missouri 
Montana 


Arkansas 
Louisiana 
Oklahoma 


Texas 


PACIFIC 
California 


Oregon 
Washington 





EAST NORTH CENTRAL 


EAST SOUTH CENTRAL 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Wyoming 


WEST SOUTH CENTRAL 





+0% 


2% 


+30% 


+3% 


+16% 


+15% 





+36% 


+47 % 


+70% 


+46% 


+3(0% 


+48% 


0 
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Yarways—the steam traps that get 
equipment hotter, sooner—are a popular 
money-maker for distributors. 


The “hotter, sooner’ advantage to 


users makes them easy to sell. 

Wide publicity in trade journals, 
trade shows and direct mail creates a 
broad acceptance. 

Yarway’s Trap Manual for distributor 
salesmen is an additional valuable tool. 

Ask about the Yarway Seiected Dis- 
tributor Plan. Present distributors find 
it profitable. You may too. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Phila. 18, Pa. 


Yerway impulse 
Steam Trap with 
new stainless steel 
body. 


Nest of Yorway traps installed with Yerwey 
Strainers on cloth dryer. Note small spece 
required. 
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The Outlook For Business 





TWO YEAR BOOM 


LIMITED CONTROLS 


RECORD INCOME 


As Seen By 


The McGraw-Hill Economics Department 


The ‘‘defense boom’’ will run at least two years. 


It’ll take at least that long for the economy to absorb the new defense 
program and to grow enough to comfortably handle civilian business. 


Washington’s planning is geared to this fact. Congress, in writing the 
economic control bill, put a two-year time limit on the powers granted the 
President, 


Controls will come only slowly, however. Congress moved to grant the 
President broad powers. He’d asked chiefly for authority to use priorities to 
speed defense production, allocate materials, and to put limits on installment 
credit and mortgage financing. To that the House added standby power to fix 
wages and prices and ration consumer goods. They would be for use when the 
President feels they are needed. 


But the Administration isn’t ready to use such sweeping powers. It will 
be months before defense production builds up enough to squeeze civilian output 
very much, And it takes months to build up an organization that can handle all 
the details of materials allocation, price control, and rationing. 


So look for only limited controls in the next few months. Natural rubber 
will be limited in civilian uses. Metals will come under priorities. Some key 
items — such as copper, coffee, sugar — will be put under price controls. 


By year’s end there may be some limits on civilian production. Autos, 
television and heavy appliances may have production cutback. That’s the 
quickest way to free steel for the defense effort. But cutbacks will probably be 
small, the way Washington is thinking now. Auto production may be reduced 25%, 
for example. But that would still leave the industry producing at a rate of well 
over 5 million cars a year. 


Controls won’t come in time to arrest inflation. The sharp surge in prices 
that came after Korea is slowing. Wholesale prices on the average jumped 5% 
in the five weeks after Korea. It is tapering off now. Currently the rise is about 
one percent a month. 


But Americans are taking home a record-breaking income. In May it was at 
an annual rate of $215 billion. Incomes, too, will rise -- as workers go into 
higher-paid defense jobs and work longer hours. With military needs cutting into 
the supply of civilian goods, that leads to rising prices. Demand promises to be 
so strong that prices will go right on up -- despite slightly higher taxes and 
restrictions on credit. 
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All those funny little marching figures in 


the TV commercials gave me an idea. 


Why not run an ad showing a picture of 


marching lines of all our “National” 


fasteners, such as: 


Wood Screws 
Machine Screws 
Stove Bolts 
Machine Bolts 
Carriage Bolts 
Lag Bolts 


Tapping Screws 
Semi-Finished Nuts 
Cap Screws 

Cotter Pins 

Machine Screw Nuts 
Wing Nuts 


Well, we tried it—and it would take a 


page about four times this big to show all 


National Products Include: wODELL CHAINS 


THIS JOB 
IS MOST 
_UPSETTING 





those “National” products so you could 


really see them. 


So I guess I'll just have to tell you that 
when we say “National” has the most com- 
plete fastener line of any manufacturer, 


we're not kidding. 


While I’m getting back on my feet, let me 
remind you that this complete “National” 
line really simplifies your ordering and 
stocking problems . . . just as the snappy 
packages and color-coded labels dress up 


your shelves and make selling easier. 


« CHESTER HOISTS 





THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


National 
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“SELL YOUR SERVICES”... 


Program Acclaimed by Distributors 


Industrial 


Distribution’s 


packaged promotion campaign in May 


1950 issue and advertisement in Business Week win endorsement 


Recognizing the need for the indus 
trial supply and equipment industry 
to sell itself and the services it per 
forms for industrial buyers, INpusTRIAI 
Disrrisution presented a custom 
made and packaged promotion cam- 
paign in the May, 1950 issue. In- 
cluded in the package was a direct 
mail campaign, a magazine campaign 


and a newspaper campaign which dis- 
tributors could use locally. 

In addition, INpustrriaL Disrrisu- 
rion carried a full page advertisement 
in the May 27, 1950 issue of Business 
Week. The ad was one of those 
suggested in the special May issue. 
It was entitled “‘Are 200 Salesmen 
Waiting To See You,” and gave the 


compelling reasons why buyers chan 
nel their purchases through industrial 
distributors. More of these ads from 
the May issue will appear in Business 
Week and other user periodicals as 
INpustRIAL Disrripution’s contribu- 
tion to the campaign. 

It is too early yet to get in all the 
reports on how the campaign is going, 


But here are a few typical comments: 


My congratulations to you for the advertisement in 
the May 27 issue of Business Week. We members of 
the National Supply & Machinery Distributors Asso- 
ciation are deeply grateful to you for furthering our 
interests and educating the country in the value of 
service rendered by industrial distributors.-Edward H. 
McLaughlin, Union Hdwe. & Metal Co., Los Angeles, 
Calif. 


* * * 


We wish to compliment you for taking upon your 
selves to advertise the industrial distributors as you 
have. We would like to have about 30 copies of this 
advertisement.—_M. P. Ostergard, The White Tool & 
Supply Co., Cleveland, O. 


» * * 


I saw your ad in Business Week and commented on 
it to several of the folks here in our organization. You 
know that we here at Watkins are thoroughly sold on 
the splendid job your organization is doing for the 
distributor—W. H. Mooney, Watkins, Inc., Wichita, 
Kansas. 

> * e 


By revamping this advertisement, I can see where it 
would make a very fine piece of printed matter to use 
under our own name and wonder if you could furnish 
us a cut or electrotype. We could rewrite the copy to 
fit our own situation. I also want to comment on the 
fine cooperation that you are extending to industrial 
supply distributors. I am sure this is very much appre 
ciated by everyone in the business.—Robert S. Mars, 
W. P. & R. S. Mars Co., Duluth, Minn. 


* * * 


We appreciate receipt of the advertising mats which 
we can use to advantage. As you requested, we are 
attaching additional copies of the reprint of “Only the 
Last Mile.” As soon as we receive “200 Salesmen are 
Waiting to See You”, copies of this will be sent to 
you immediately. We sincerely appreciate the coopera 
tion you are giving us.—K. E. Sandt, sales manager, 
W. A. Tydeman & Son, Easton, Pa. 


Please ship us 600 reprints of the ad entitled “Are 
200 Salesmen Waiting To See You?” if they are avail- 
able and bill us the necessary cost—Henry C. Coit, 
Engineering Supply Co., Dallas, Tex. 

* * * 


We wish to thank you for this boost to the industrial 
distributor and the emphasis placed on his service to 
industry generally. There is no doubt that this adver- 
tisement will be read by thousands of the very people 
to whom the distributor looks for favorable considera- 
tion, and will serve as an additional entree to the field 
of business activity in which the distributor is especially 
interested. ‘Thank you again for this concrete evidence 
of interest and cooperation in distributor's problems.—Ed 
Gollwitzer, Pratt-Gilbert Hdwe Co., Phoenix, Ariz. 


* * * 


We like your reprint of the advertisement of the 
May 27 issue of Business Week entitled ‘“‘Are 200 
Salesmen Waiting To See You?” .. . Please send us 100 
copies of the reprint and bill us for the cost.—J. P. Kemp, 
Kemp Machinery Co., Baltimore, Md. 


* * * 


Congratulations on your contribution to the industrial 
distributor. I just wonder if distributors can ever repay 
you for the backing which you, by word of mouth and 
the written word, have given to our industry . . . | would 
like to mail a copy of this advertisement to all our 
customers . . . About 2,000 copies would be sufficient.— 
Ray C. Neal, R. C. Neal Company, Inc., Buffalo, N. Y. 


* * * 


We think the whole INpusrriat Distrispurion organi- 
zation is doing an excellent job in helping establish the 
industrial distributor as a permanent ete in the 
communities where he is located. You are effectively 
telling industry that industrial distributors strategically 
located throughout the country are rendering them a 
service that is valuable. We just want you to know that 
we certainly appreciate this helpful cooperation and 
hope you will receive your just rewards for such service.— 
J. C. Pye, Pye-Barker Supply Co., Atlanta, Ga, 


(Continued on page 234) 
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(SAE 660) 


Asarcon 773, Bronze Bars 
any length you n 


With Asarco’s longer lengths you can get a bronze bar or tube 
ASEH COM 713 length that provides exact multiples of part length plus saw cut, 
leaving only one chuck-end. Continuous-cast bronze suits your 
machine requirements ideally, whether for production or mainte- 
nance work. 
reduces AsarcON 773 always meets SAE 660 specs . . . losses from 
metallurgical defects are negligible. Metallurgical quality is so 
high that part after part passes the most rigid inspection. With 
continuous-cast bronze there is no porosity ... no dirt or dross 


COST... inclusion i 


AsARCON 773 bar and bearing bronze is continuous-cast in Y 


to 5” diameters, cored or solid. Rods and bars for gears, shafts, 
4 and other machine parts . . . tube stock for bushings, bearings, 
improves sleeves, or liners . . . 215 standard sizes in lengths up to 105” 
are offered for exacting production and maintenance require- 


ments. Other alloys, shapes and lengths up to 20’ available. See 
your ASaRCco distributor. 


product 


Territories available for qualified distributor organizations. Write... 


American Smelting and Refining Company 


Perth Amboy Plant, Barber, New Jersey 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 








| Door Openers To Sales 





Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


AUTOMATIC FIRE DOORS: New low-temperature fuses inserted in counter- 
weight ropes on steel fire doors melt when heated, converting the counterweight 
system into a direct-weight system. Doors close automatically, sealing off affected 
area. 


DIMINUTIVE DRILLS: Almost unbelievably small drills are being used to 
drill hypodermic syringes and fuel injection nozzles. Their diameter is only .001 
inch, smaller than a human hair. 


OUTWITTING THE KIDS: All fathers will be glad to know that they no longer 
have to get a strangle hold on their small, squirming children in order to put 
their shoes on. A new shoe has been patented which has a zipper up the back, 
making it easy to slip the child’s foot in the shoe. 


CATAPULTING CONSTRUCTION: So far this year, engineering construction 
shows no signs of slackening its record-breaking pace. The total contracts reported 
for the first 28 weeks of this year were $6.24 billion, a 46 percent increase over 
the same period in 1949. 


THE OBSOLESCENT HEN: A Norwegian chemical process outproduces 100,000 
hens daily by transforming codfish waste into synthetic egg white. One pound 
of the artificial product is equivalent to the egg white contained in 150 hens eggs. 


SELLING TO THE GOVERNMENT: A 64-page booklet recently published 
by the Department of Manufacture, Chamber of Commerce of the United States, 
gives all the details of how to sell profitably to the government. The booklet tells 
who buys for the government, where to get the facts, what to do, and how the 
government buys. Available from U.S. Chamber of Commerce, Washington 6, 
D. C., for 50¢ a copy. 


FOR WANT OF A NAIL: Some distributor salesman could have performed 
an heroic service for his country recently in Korea, if he had been on hand to 
supply the army with some fanbelts. Three Sherman tanks, mighty precious in 
those parts, were sitting ducks for North Koreans because they lacked proper 
fanbelts. 
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Who is the “Key” man ? 


The cycling aerialist may get the most credit, but it 
takes the combined skill and teamwork of all four 
to make the act a success. 


In marketing industrial products, take a tip from our 
high wire friends. Plenty of profitable success results 
from organized cooperation at every key point from 
the manufacture of a product to its end use. This has 
been the experience in marketing abrasives. It is a 
fundamental of CARBORUNDUM’s marketing policy. 

Our distributors play a key role in these marketing 
plans.“ As the main sales force in their territory, they 








Coated Abrasives by 


CARBORUNDUM 


TRADE MARK 








receive CARBORUNDUM'’s solid support — qualified tech- 
nical assistance ...new and improved products that are 
setting higher performance standards...intensive adver- 
tising and promotion that is adding to the active pref- 
erence created for the best known name in abrasives. 


By featuring products by CARBORUNDUM on every call, 
the distributor's salesmen gain the full benefit of 
CARBORUNDUM’s support. Their selling job is simpli- 
fied. Increasing orders build abrasive volume that 
pyramids profits. Coated Products Division, The 
Carborundum Company, Niagara Falls, New York. 


Making ALL abrasive products... 
to give you the proper ONE 





"'Carborundum”’ is a registered trademark which indicates manufacture by The Carborundum Compan) 
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Kenneth R. Beardslee 


Carboloy Co. 
Names Beardslee President 


Kenneth R. Beardslee, formerly 
Carboloy vice-president and market 
ing manager, has been named presi 
dent of Carboloy Co., Inc. to succeed 
the late Walter G. Robbins. 

Eugene | Wambold, formerly 
vice-president in charge of manufac 
turing, was named to the newly cre 
ited post of executive vice president 
in charge of manufacturing, engineer 
ing, employee and community rela 
tions, and purchasing 

Messrs. Beardslee and Wambold 
ilso have been named to the Carboloy 
board of directors 

Mr. Beardslee joined the firm as 
Newark, N. J 


several 


sales engineer in the 
office in 1930 after 
purchasing and sales experience with 
Mack Truck Co. and the Koebel 
Wagner Diamond Co., then fabrica 
tors of drawing dics. In 1933 
he was appointed district manager of 
the Pittsburgh office and in 1936 was 
idvanced to general sales manager of 
the company. He was named vic« 
president in charge of sales in 1943 
and vice-president and marketing 
manager in 1948 

\ member of the ASTI 
Wire Association, Mr. Beardslee is 
immediate past-president of — the 
American Supply & Machinery Manu 


vears oO! 


wire 


and of the 


124 


facturers’ Association. He also is a 
charter member of the Detroit Sales 
Executives Club and of the National 
lederation of Sales Executives. 

Mr. Wambold joined the G. E. 
organization in 1926. He was, suc- 
cessively, superintendent of the Cicero 
Works; and vice-president in charge 
of manufacturing of the Carboloy 
company in 1943. Following the 
death of Mr. Robbins, he was ap- 
pointed to the administrative com- 
mittee of the company 


E. F. Wambold 


Peden Resigns As 
Board Chairman 


D. D. Peden, for over fifty years 
an outstanding figure in the nation’s 
hardware business, has resigned as 
chairman of the board of directors of 
the Peden Iron and Steel Company, 
Houston. A. G. (Tex) Peden was im- 
mediately elected to fill his father’s 
unexpired term on the board. 

J. L. Peebles, president and gen- 
eral manager, will preside at future 
board meetings, although he will not 
have the title of Chairman of the 
Boaid 

Mr. Peden has been on the board 
1902 and had been chairman 
1940. 


since 


since 
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Herman Milchman 


Corporation Purchases 


Carter, Milchman & Frank 


Herman Milchman has formed a 
corporation to purchase the physical 
assets of Carter, Milchman & Frank, 
Inc., 139 Spring Street, New York 
City. The purchase was made from 
Empire Industries, Inc., who have 
decided to devote all of its efforts to 
its manufacturing interests and _ has 
withdrawn from the distributing field 

The business will continue to oper 
ate under the name, “Carter, Milch 
man & Frank, Inc.,”’ with no change 
in personnel or methods of operation. 

The officers of the new company 
are: Herman Milchman, president and 
treasurer; Fred Muller, vice-president 
and assistant secretary; and Sally 
Milchman, secretary. 

Mr. Milchman was tfeasurer of the 
firm until 1947, when it was sold to 
the Empire Industries, Inc. 


Fred Muller 





H. Campbell Stuckeman 


Stuckeman and Hjerpe 
Advanced In Delta 


H. Campbell Stuckeman has been 
appointed vice-president in charge of 
and ope:ations of the Delta 
power tool division of Rockwell Mig. 
Co., Milwaukee, Wis. and Harold C 
Hjerpe has been named to 
Mr. Stuckeman as general 
of the Delta Mfg. division. 

Mr. Stuckeman has been associated 
with the Delta Mfg. division for the 
past eight years, during the last two 
of which he served 


Sales 


succeed 
manager 


as general man 
ager. 

Mr. Hjerpe formerly was associated 
with the Minneapolis-Moline Power 
Implement Co. at Moline, Ill. He 
joined the industrial engineering de 
partment of the Delta Mfg. division 
in 1942 and was made chief indus 
trial engineer a short time later. 


Harold C. Hjerpe 


Marshall Industrial Supply 
Changes Branch Names 


‘To climinate confusion, Marshall 
Industrial Corp. has changed the of- 
ficial names of two of its stores. The 
first now reads: Marshall Tool and 
Supply Corp., Culver City (Cal.) 
Branch; the second, formerly Twin 
Tool Supply Corp., is now titled Mar- 
shall Tool and Supply Corp., Glen- 
dale (Cal.) Branch. 


Ostergard Named P. A. 


| llsworth Herbert Ostergard, son 
of Martin P. Ostergard, president, re 
cently was appointed purchasing 
agent of The White Tool & Supply 
Co., Cleveland, Ohio. 


Materials Handling Show 
Success In West 


Capacity registration spelled suc 
cess at the Western Packaging and 
Materials Handling Institute, held in 
Founder’s Hall, University of South 
ern California, Los Angeles, recently. 

Staged jointly by the Society of 
Industrial Packaging and Materials 
Handling Engineers (Southern Cali 
fornia Division) and the University’s 
Department of Industrial Engineer 
ing and Extension division, total regis 
tration was 165 persons, Eighty pet 
sons registered for the full course, 40 
for daily attendance, and about 50 
undergraduate students of the Uni 
versity attended all meetings free of 
charge 


Hamilton Merrill 


M. M. & M. Makes Merrill 
Company President 


Hamilton Merrill, a vice-president 
and director of Manning, Maxwell & 
Moore, Inc., has been elected presi 
dent of the company. He succeeds 
Robert Ross Wason, who died on 
July 7. 

Mr. Merrill became associated with 
MM&M in 1920 as assistant works 
manager. In 1928 he became works 
manager of the Bridgeport plant; he 
was made a vice-president in 1937 and 
was elected to the board of directors 
in 1949. In May of this year he was , 
appointed vice-president in charge of 
the Consolidated - Ashcroft - Hancock 
Division of the company. 





PANEL DISCUSSION of various types of materials handling equipment included 


John R 


Sibley, Conveyor Co 


Huffman, assistant professor of industrial engineering, USC; Gerald J 
West Coast, Los Angeles; 


Thomas A. Fitch of Irving G. 


King & Co; J. Alden Lane, Snyder Enginering Corp. and George ‘Il’. Cherry, Colson 


Equipment & Supply Co., 
{ty I 


Los Angeles, Calif 


ADDITIONAL NEWS BEGINS ON PAGE 279 
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Black & Decker “Power Tnpiets” 
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GUNS have full power 
free operation—help you 
hour, every hour! 


YOU Figure in Every 
B & D Advertisement! 


Without exception, every one of the millions 
of Black & Decker advertising messages 
eee eves |e appearing this year tells your prospects to see 
( YOU . .. for demonstrations, complete 
pontasie nuecrac TOOLS information,.expert help in saving time and 
= ~_, cutting costs! It’s typical of our policy, built on 
more than 30 years of successful selling 
through Distributors! 


ni 
ult 


My! 


LEADING orsTRIBU 
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and SPEAKING of FIGURES... 


Thirty-Five 
@ Million 


HELP YOU SELL BLACK & DECKER TOOLS 


Me LEADING DISTRIBUTORS EVERYWHERE SELL 


Black& Decker 


PORTABLE ELECTRIC TOOLS 


—_— 
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CHIEF “STONE HAMMER”, alias Horace Armstrong (Armstrong Bros. Tool Co., 
Armstrong-Blum Mfg., Armstrong-Bray & Co., Sheldon Machine Co., Inc.) was 
adopt Pictured with the Honorary Chief, whose Indian 
name is Sini Bi-gum-shti-gwan, is Pipi-Qwa, Chief of the Ottawa Indians. ‘The 
Ottawa Indian Pageant and Naming Ceremony is held annually in the North Woods 
near Harbor Springs, Mich. 





THE FIRST in a1 line of hand 
trucks manufactured by the Standard 
Pressed Steel Co. 1 j ited to Ken 
neth Shaw, owner of the Fred Hill & 
Son Co., Philadelphia by Wiliam ‘Tait 


] 


product engineer of Standard 


HONORED GUESTS at Parker-Kalon party were Mr. & Mrs. Charles E. Allinger 
of the Charles E. Strelinger Co., Detroit. Also pictured above are A. R. Smith, 
Boyer-Campbell Co., Detroit; B. H. Ackles, The Rayvl Co., Detroit; Mr. & Mrs 
Allinger; EF. H. McLaughlin, The Union Hardware & Metal Co., Los Angeles and 
R. C. Neal, R. C. Neal & Co., Buffalo. All the men pictured above are past presi 
dents of the National Supply & Machinery Distributors’ Association 


CHARLES H. GALLAWAY was 
elected president of the Industrial 
Safety Equipment Association at tl 


iwmnual meeting at White Su 
Springs, Va. Mr. Gallawa 
manager of the safety products din PRODUCT EARFUL was obtained by this group at a general sales meeting held 


} 


of the American Optical Co y Smith-Courtney Co., Richmond, Va. See story on page 279. 
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Talk of the Trade 


GO EAST, YOUNG MAN: Among the recent arrivals 
in Gotham were Mr. and Mrs. Jim Haseltine—he’s the 
son of Bill Haseltine, (J. E. Haseltine & Co., Portland, 
Ore.). Jim and the Mrs. are in New York for intensive 
courses in art and advertising. Jim, in the meantime, is 
originating sales promotion material for the company 
and sending it to Portland where he hopes to return in 
about two years. 


IL.D. SURE GETS AROUND: Ruth Gardner (Harry P 
Leu, Inc., Crlando, Fla.) and Abe Martin (Diamond 
Chain (¢ were pictured in the news pages of I.D. in 
May. Now, word comes from Orlando that Miss Gardner 
received a letter from a reader in tiny San Salvador in 
Central America stating a wish to open correspondence 
is he felt “we'd have much to discuss”. Wonder if Abe 
received one too 


FROUT IN THE TECHE: Suppliers who visit John 

son Supply Co. in Denver have just to mention the word 

fishing”, and Jack Johnson gocs all out to see that they 

get their limit. Jack grabs up his phone, checks half a 

dozen state agencies to see where they are biting, and lines 

up a complete four-day trip before the visitor can remem 

ber where his rod and reel are. For Colorado visitors, 

Jack suggests the ‘Teche River near Gunnison; and 

they're not biting in the Teche, there are three other 

rivers within thirty minutes’ drive Bound to get some 

fish out of one of them,” states Jack. And he should 

know 
HOW NOT 'TO MAKE A MILLION: On the day we 
received an engraver's proof of the August cover, one staff 
member commented on the jockey’s sleeve bearing Num 
ber 6. ““Would be a good hunch bet,” he mused. We 
igreed—then proceeded to forget the matter. "T'was re- 
called to our attention the next day, however, when our 
psychic” friend waved a newspaper under our noses 
Yep, vou guessed it—if we had followed his intuition (o1 
would you call it horse sense?) and bet on Fife and Drum 
ind Rippling Hit (post positions No. 6) we would have 


hit the daily double !! ; 


MIGHT BE A LAUGH: The maestro was hoppin’ mad 
it his first violinist whom he had caught muttering 

Phooey” all during the performance. Didn't the F.V. 
HEY, RUBE!!! Ye ed, Walter Crowder, and Johnny like the way the orchestra played? “It’s not that,’”’ whis 
Ora, 1.D. space salesman, made a tour of Pennsylvania pered the F’.V., “they're all experts at their instruments.” 
calling on manufacturers and distributors recently but Didn't the F.V. like the way the maestro conducted? 
they turned out to be less than commendable represent God forbid, maestro, you are the greatest conductor 
atives from the Big City. They came out second best in since Berlioz.” Didn’t the F.V. like the way Beethoven 
some gin rummy skirmishes with Johnny Kline, (Reilly wrote? “No one ever wrote finer than Beethoven”. Well, 


Bros. & Raub, Lancaster, Pa.) and Vince Alexander vhy all the “phooeys”? “I’m sorry, Maestro, I just don’t 


Manheim Mfg. & Belting Co like music.” JAW. 
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AVE. 
eH Anc Compact... Lightweight 

High strength aluminum alloy castings and alloy 
steels, fewer parts—these factors provide the 
“carry-around” lightness of the Load King. The 
Ya-ton model weighs only 37 Ibs.! Larger capaci- 
ties likewise provide unusual lightness for moving 
the hoist job-to-job in a hurry. 


Greater Efficiency 


Efficiency up to 95%! It takes only 20 seconds 
to lift a 1000 Ib. load 3 feet. In a minute 2 tons 
can be lifted 2.1 feet. Such fast performance is 
due to minimized friction: all rotating shafts have 
ball bearings, parts are precision machined, and 
the powerful, revolutionary new Synchro-matic 
load brake acts quick as a wink. 




















Easy on Muscles 


One-half or 2-ton capacity—the Load King is a 
one-man hoist! Hand pull force necessary to lift 
the load is maintained at minimum by its high 
efficiency. Load King operators save energy, feel 
better, get more work done per hour. Hoisting 
costs drop. 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





... the New Lightweight Hoist with the 
Revolutionary Synchro-matic Load Brake 
that Spells Big Sales for You! 


Take a good look at the Load King. Note 
its clean, modern lines. Consider its light 
weight, its great efficiency and ease-of-use. 
Then remember—no other hoist employs 
the new, improved principle of instantane- 
ous brake action provided in the Synchro- 
matic Load Brake. Maximum braking 
power, automatically! A 6-tooth pawl en- 
gages a 24-tooth ratchet at 6 points simul- 
taneously with balanced and cushioned 
spring pressure . . . no side pressure on 
bearing surfaces. . . longer pawl life. Fur- 
thermore, a stabilizer ring gives a soft, 
even and lighter hand chain pull—speeds 
brake release for precise inching when 
lowering. 


You can’t help but agree that here is a 
world-beater! Little plant, big plant, gar- 
age or machine shop—the Load King fits 
into all kinds of production, maintenance 
and repair jobs. It’s easy to carry and hang 
up for on-the-spot hoisting. It’s fast, power- 
ful lifting action steps up production. And 
when it comes to muscle strain and safety 
—at ease, men! 


Yale Hoists have been preferred by indus- 
try for more than three generations. Now 
in the Load King, with Synchro-matic load 
brake, Yale gives you another top-quality 
hoist that industry needs and wants. And, 
backing it up is a broad gauge advertis- 
ing and promotional program to pave the 
way to sales for you. 


Tell your customers and prospects about 
the Load King. Give them the facts from 
your product bulletin. They’ll be sold—and 
you'll reach a new high in sales. Start 
today! 


CASH IN ON LOAD KING PERFORMANCE NOW! 
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1 e 
TO SELL q quill plings. YOU NEED THE ANSWERS 





Misaligned on coupling or- 
ders? Do you break down in 
the clutch? Keep your speed 
constant on these 15 Ques- 
tions, then turn to Page 232 


for the answers. 


1.Match the following coupling 
types 
Flexible coupling 
rigid coupling 
universal coupling 
clutch coupling 
With the following coupling char 
icteristics each type most cl 
matches 
(a) makes it possible t 
or release driven and i Flexible couplings can be used to drive roaster kilns 
ing members at will For more on them see Questions 9, 1] and 13 
b) permanently conne 
sections of shaft, but d Solid sleeve couplings are used on } angulat 
not provide for misaligi mal] shafts where the power re¢ radial 
ment quirements are not great I ruc 0 axial 
provides correction for small False 7 
amounts of misalignment Ps 12. The type of coupling that requires 
iffset and angular This type of coupling consists of no keys to secure it to the shaft is 
Salen core of a comsiderabl 1 cast-iron sleeve bored tapering called 
angular misalignment but from both ends toward the mid OC) the flanged coupling 
provides no correction fo: dle, and split wedges or cones 0 the compression coupling 
offset which fit over the ends of the ©) the ribbed coupling 
sections of shaft to be connected 
2.“‘It is designed to connect a ro ind which are inserted into the 3. Regardless of design, any flexible 
tating shaft to one which is sta conical sleeve.”” The coupling cc coupling does one of three things; 
tionary to bring it up to speed by scribed it accommodates — misalignment 
overcoming the friction, inertia is the double flange type cither by (a) the elasticity of ma 
ind working load.” ‘The coupling the compression type terials, or (b) by proper sliding 
talked about here is flexible bushing type iction of metal _on metal, pro 
universal coupling cantilever spring type tected by an oil film, (c) by com 


pling 

friction coupling bination of both principles 
I pling : 

l'ruc False 


The term “universal coupling’ is 
just another, old-fashioned nam 
3.Couplings should always be sx for the flexible coupling Ire 14+. When a shaft connection must be 
lected to operate isfactorily an I alse made at an angle of, say 30 deg., 
handle the peak load that may you would recommend the use of 
be carried Truc False 1 compression coupling [ruc 
False. 


flexible coupling 


10. The selection of a proper coupling 
for a particular application de 
+. There is no difference between pends on 
coupling and a clutch; tl cr speed at which it will 


' Hydraulic couplings have wide ap 
DE used cl reably ite 


plication in constant and variable 
speed drives. They might be rec 
ommended for use in 


horsepowe! 
nature of the load 
type of driving unit 


. at © . size of shaft 
up t ] 


power plants 
industrial plants 
between > degres 1. Flexible couplings compensate for transportation 

‘ - | 


tween nd 40 degrees which of the following types of marine work 
misalignment construction 


he 


A single joint 


lvis noential ] —— 
einen tie operating apoon tangential oil-well drilling 


high or where ai 





mount of power 
mitted.’ 


Next month: BENCH LATHES 
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YOUR SPANG CW DISTRIBUTOR HAS 


SPANG 


QUALITY 
phat 18 

recognieed 
This is one of a series of ads that are appearing hi : . pperever pipe ae. 
regularly in DOMESTIC ENGINEERING; FACTORY M is Used 
MANAGEMENT; HEATING, PIPING AND AIR CON. 
DITIONING; MILL AND FACTORY; PLUMBING AND 
HEATING JOURNAL; and PURCHASING. 


--- FOR HEALTHIER SALES 


Spang ads are a prescription for healthier Distributor sales. Each 
month they remind contractors, maintenance men and purchasing 
agents that you have the things they want . . . dependable products 
like Spang CW Pipe and friendly, dependable service. 


And that advertising is backed by a quality product—a reputation 
recognized and honored by the trade for 122 years. Spang dis- 
tributor service is fast, friendly, understanding—dedicated to your 


convenience—designed to better your business. 


SPANG-CHALFANT 


Division of The Nati | Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; 
Los Angeles; New York; Philadelphia; Pittsburgh; St. Louis; San Francisco 
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CALL ON YOUR WINTER 
TAPPING SPECIALIST 


ea 








ee «as meme lit atime dines SE 


Cig i 


When customers come to you with a tapping problem, Winter 
factory-trained Service Engineers can render quick and 

expert assistance. These men are available as an extra service 

to our dealers. Their skill and experience is valuable in 

furthering good customer relations, and in helping tap users to get 
the best results from Winter “Balanced Action” Taps. Winter 

offers a complete line of “Balanced Action” Taps, including chip 
driver, hand, machine screw, nut, pipe, pulley, stove 

bolt, and tapper styles, and a full complement of dies. 


he 
RX 

ALWAYS AT YOUR 

SERVICE — winter 

BROTHERS advertising in 

leading business publica. 

tions points out that WIN- 

TER distributors carry o 

complete stock of WINTER 

Taps. Your customers ore 

encouraged to deol with 

their industrial distributors 

when they need any staple 
industrial product. 

WINTER BROTHERS COMPANY + Division of the Natienal 

Twist Drill and Tool Company, Rochester, Michigan, U. S. A. Distributors in 

Principal Cities + Sranches in New York, Detroit, Chicago, San Francisco 








ee 


UNCTION. OF 


ge 


ADVERTISING 


Selling National rotary metal cutting tools to dealers is 

only a small part of National's over-all merchandising job. Helping 
dealers dispose of them to ultimate consumers is our 

primary responsibility. That’s the big function of 

National advertisements, of which the one shown here 

is typical. They appear each month in AMERICAN MACHINIST, 
MACHINERY, TOOL ENGINEER, WESTERN MACHINERY, 

and MODERN MACHINE SHOP. Every National advertisement 
is an advertisement for you, the dealer, because 

every National advertisement tells industrial 

concerns to call on their mill supply dealer not only for 
National tools, but for all their industrial needs. 








€ “CALL YOUR DISTRIBUTOR" 
ft is NATIONAL’S firm belief, based on long 


~ 
/ la J experience, that the local industrial distribu- 


tor is the one best source for all staple in- 
NATIONAL TWIST DRItt ANDB TOOL COMPANY « dustrial needs —including NATIONAL Metal 


Rochester, Michigan, U. S. A. Distributors in Principal Cutting Tools. 
Cities « Factory Branches: New York « Chicago « Detroit + Cleveland + San Francisco 
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RODUCTS 


WITH SALES 
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Machinist’s Vise 
Opens and Closes 
Through Push-Pull Action 


Chis quick action machinist’s vise 
is built on a new principle, embody 
ing a patented fast slide action. The 
vise opens or closes to any position in 
one second through a push-pull action 
which eliminates spinning the handk 
It weighs 58 pounds, and combines 
the ruggedness and full power of a 
conventional type vise with an in 
stant slide action that speeds produc 
tion, reduces operator fatigue, and 
increases efhiciency on bench and as 


sembly operations. 

A turn and a half of the vise handle 
counter clockwise, and the jaw slides 
in “neutral” to any position. From 
the moment the work is engaged the 
vise operates in the conventional man- 
ner. A specially designed no-pinch 
handle protects the operator against 
blood blisters between the thumb and 
fore finger. 

The vise is provided with either a 
swivel or stationary base and is built 
in one size, four inch. High-strength 
steel parts and semi-steel castings pro 
vide a ruggedness which withstands 
hard usage through the years. In ad 
dition the slide action saves wear on 
the screw and nut. 

Dodge Manufacturing Corp., Mish 
awaka, Ind.—Industrial Distribution, 
September 1950. 


Ball Bearing Flange 


Has Two-Bolt Housing, 
Decreases Drag, Undue Wear 


\ new ball bearing flange unit fea 
tures an all-metal, 2-bolt stvle hous 
It is designed specifically to 


ing 
Ing 














mect the requirements of small shaft 
equipment where light loads and noi 
inal speeds are imposed. 

Other advantages are its low cost, 
its precision internal self-aligning ball 
bearings which compensate for shaft 
deflections and mounting innacura 
cies, and its labyrinth-type seal which 
climinates drag and undue wear. A 
headless set screw locks the unit to 
the shaft and a_ standard 
fitting is provided for supplementary 
iubrication 

Ahlberg Bearing Co., Chicago— 
Industrial Distribution, September, 
1950. 
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Product 


Machinist’s Vise 


Manufacturer Page 


Dodge Mfg. Corp 136 


Product 


Foundry Hook 


Manufacturer Page 


American Chain & Cable 


Ball Bearing Flange 
Air Compressors 
Hand Truck 

Depth Gage 
Temperature Control 
Socket Screws 

Drill Head 

Corrosive Fluid Valve 
Gas Torch 

Tool Tray 

Micro Drill 

Metal Pickling Chain 
Hose Clamps 

Solvent 
Merchandising Table 
Drill Chucks 

Push Drill 

Valve 

Sling Chains 

Rubber Glove 

Drill Countersink 
Cutting Electrode 
Mobile Tool Cabinet 
Load Binder 
Insulating Tubing 





Ahiberg Bearing Co 

Worthington Pump 

Standard Pressed Steel Co 

The L. S. Starrett Co. 

Farris Stacon Corp 

The Bristol Co 

The Dumore Co 

Hills-MeCanna Co 

Otto Bernz Co., Ine 

Beaver Pipe Tools, Ine 

Waleon Mfg. Co 

S. G. Taylor Chain Co 

Breeze Corporation, Ine 

Speco, Inc 

Lyon Metal Products, Ine 

Ettco Tool Co., Ine 

North Bros. Mfg. Co. 

The Wm. Powell Co 

Cleveland Chain & Mig. 

B. F. Goodrich Co. 

Cogsdill Twist Drill Co 

All State Welding Alloys Co. 

Plomb Tool Co 

Canton Cast Products 

Irvington Varnish and In- 
sulator Co 


136 
138 
138 
138 
142 
144 
Iti 
116 
147 
147 


148 | 


148 
148 
148 
150 
150 
152 
154 
154 
156 
156 
158 
158 
160 


162 





Shock Absorber 
Snagging Grinder 
Pressure Pump 


Chain Block 
Portable Cutters 
Fork-Lift Truck 
Keyhole Saw 
Welding Cable 
Illumination Meter 


Can Dolly 
Sight Glasses 
Check Valves. 
Transfer Pump 


Bench Grinders 
Screwdriver 

Pipe Flange Spreader 
Flexible Coupling 
Slip Cluteh 

Electric Saw 


Drill Bushings 


Co. 

Crown Mfg. Co 

Standard Electrical Tool Co. 

General Scientific Equip- 
ment Co... 

Manning, Maxwell & Moore 

H. K. Porter, Inc 

Clark Equipment Co 

Millers Falls Co 

Lincoln Electric Co 

Weston Electrical Instru- 
ment Corp. 

The Witt Cornice Co 

Swift Lubricator Co., Inc. 

Durabla Mfg. Co 

Industrial Division of Gray 
Co., Inc. 

Skilsaw, Ine 

Vaco Products Co. 

Owatonna Tool Co 

Gerbing Mfz. Corp. 

F. W. Stewart Mfg. Corp 

Independent Pneumatic 
Tool. 

S & E Machine Products, 
Inc. 
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WICKWIRE ROPE + 


Ask any user...you’ll find them everywhere 


in scores of industries, users of Wickwire Rope have developed an affectionate respect for its 
performance, safety and long life. And, for true economy, they use Wickwire's WISSCOLAY ® 
Preformed. It lasts longer — is easier to cut, splice and install. It's kink-resistant and 

safer to handle. Wickwire Distributors and Rope Engineers, in key cities 

everywhere, are prepared to render prompt service in 

meeting your wire rope needs. Wickwire Rope 

Sales Office and Plant — Palmer, Mass. 

AC 


IN THE ROCKIFS—The Colorado Fuel and Iron Corp. 
Continental Oil Bidg., Denver, Colo. 


ON THE WEST COAST—The California Wire Cloth Cor¢ 
1080—19th Ave., Oakland 6, Ca 


TRANSPORTATION ; MINING 


PETROLEUM 
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that lets MFD* Salesmen 
"tHelp Themselves to Sales”’ (= 


Industry sure caught on fast to the dollar-sense of this 
thoroughly proven claim: 
“Anyone who uses cutting tools can’t afford 
to use anything BUT Morse Electrolized Tools.’’ 
Certified reports from users in every branch of industry tell 
of amazing increases in production and in the wear-life of the 
cutting tools themselves... increases that range up to several 
hundred percent. For instance, here's what we hear from a user 
of Morse Electrolized Taps: “On SAE 1010, we had been toe Y *MED's say 
getting 1200 to 1500 holes. With 4 Morse Electrolized such TOOLS can eon of 
Taps, we averaged 11,334 holes, u ithout sign of wear!” | ! MORSE Twisy Dri these 
\ tw 





4 





S can 
‘tatements as 


tLe 
ry 


BEDFORD, MACHINE co, 


Testimonials like these are being quoted by the dozen in ) Mags. 
double-page color spreads in leading industrial magazines. So ‘ 

all in all, you can imagine how inquiries are pouring into the 

offices of Morse-Franchised Distributors. They're “helping 

themselves to sales’ —and how —because Morse Electrolized 


Tools have proven their value to their users. 





Year after year Morgan Vises keep doing the kind 
of job that is of particular value to industrials. The 
reason for it is the quality which is all inclusive— 
in the desians—in the materials used—in the con- 
struction and in the special features. 


It all means good business—tops in fact—and to get 
behind Morgan Vises now, in a big way, should net 
you some good profits. Remember there’s a wide 
market before you—one that you will find very recep- 
tive to Morgan quality. 


Make Morgan your complete source of supply for 
anything in the vise line. 

Prompt deliveries—Let us give you the complete 
Morgan story. 


All Handles and Side Locks now 
Nickle Plated—Rust-proof 


The working action is the most simple and effoctive 
of any of the screw adjusting type. The screw, hav- 
ing intercepted threads, operates in a half nut, a 
slight turn of the handle cpenonsine the screw and 
pormitting jaw to slide back and forth at will. A 
turn in opposite direction venneses screw with nut, 
holding the work firmly in place. Furnished w.th 
or without stop in the front jaw. 


MORGAN HINGED PIPE VISE 


Made of high grade 
malleable iron and 
backed by the same 
guarantee as all 
MORGAN VISES 
Standard seif-lock- 
ing hook, cold 
rolled screw and 
handle, and oil 
tempered tool stee! 
pipe jaws make this 
one of te finest 
vises on the mar 
ket. Made 'n 4 sizes 
—,_” to 2°—',_" to 
2'e"—'_" to 312"— 
3” to 41," 





SOLID NUT CONTINUOUS SCREW 
VISE 


Designed and built to withstand the most severe 
service. The extra heavy Cold Rolled Screw and 
SOLID NUT will last a lifetime. Every part care- 
fully and accurately machined and interchangeable, 
cold rotied side bars threaded and held in yas by 
hexagon nuts—not riveted. Stop in front jaw. Fur- 
n.shed with hardwood or steel handle. 


108-112 N. JEFFERSON ST., CHICAGO 6, U.S.A. 





MORGAN VISE CO. 
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Air Compressors 


Portable Compressors Can Be 
Used For Spraying, Trenching 


I'wo new portable air compressors 
ire introduced by the manufacturer in 
hand truck and trailer models. These 
two-stage, air-cooled units have a ca 
pacity of 30 cubic feet at 100 Ibs. 
pressure, and a maximum operating 
150 lbs 

rhese compressors ar¢ 
igricultural spraying and trenching, 
is well as for large and small con 
tractor use in light-weight digging, 
breaking, tamping, and inflation of 
Other applications are: operat 
tools, grave light 


pressure of 
effective in 


tires 


ing all digging, 


blasting and chipping, powering paint 
guns and spraying. 

A hand-cranked, air-cooled gasoline 
engine powers each compressor, and 
the latter is equipped with a feather 
valve, suction valve unloading, and a 
general design readily accessible for 
easy maintenance. The units are 
equipped, also, with air maze oil bath 
cleaners and standard ASME, air re 
ceivers. A protective all-steel canopy 
is available. 

The hand truck model is 654” 
long, 28” wide, and weighs 630 Ibs. 
The trailer model is 74%” long, 28” 
wide, and weighs 785 Ibs. 

Worthington Pump and Machin- 
ery Corp., Construction Equipment 
Division, Holyoke, Mass.—Industrial 
Distribution, September, 1950. 


Hand Truck 


Features Unique 
“Nose” Construction 


Che danger of ends of side bars 
breaking loose is eliminated in a 
newly released hand truck by use of 
a triple welded angle construction of 
the “nose.” The new truck is in- 
expensive, lightweight, and well- 
balanced for efficient handling of all 
but the heaviest jobs. A smooth, 
rounded-end handle is set at the 
correct angle for easy operation. 

Standard Pressed Steel Co., Jenkin 
town, Pa.—Industrial Distribution, 
September, 1590. 














Depth Gage 


Has Flat Base And 
Eleven Extra Rods 


A new depth gage is designed for 
measuring the depth of holes, slots, 
recesses, ctc., ranging from 0 to 3 
inches deep. To use the gage, its flat 
base is positioned on the top surface 
of the work, allowing the rod to enter 
the hole or recess to its full depth. 
The measurement automatically regis 
ters directly on the dial in .6U1”. 

The base, 24” by }” in area, is 
hardened, ground, and lapped within 
close limits. The dial indicator, which 
is attached to the base by a flush 
tvpe hollow set screw and readily 1 

(Continued on page 142) 





Product 
Inconel ** T * Sections 


Screwdrivers 


Instrument Tubing 

Self Priming Pump 

Pipe Threader 

Extension Cord Reel 

Strapping Cutter 

Solenoid Valve 

fank Truck Pumps 

Protective Coatings 

Plastic Insulation 

Water Softener 

Welders 

Air Dryer 

Chuck 

Lubricating Gun 

Fhermometer Testing 

set Tagliabue 
Div. 


Pumping Units 
Tote Box 
Ladder 





Manufacturer 
International Nickel Co 


Herbrand Corp.. 
Samuel Moore & Co 
Goulds Pumps, Ine 
The Ridge Tool Co 
Industrial Products Co. 
Signode Steel Stamping Co. 
Skinner Electric Valve 


Duramite Chemical Co. 
E. I. duPont de Nemours. 


The Hobart Brothers Co. 
The Gasflux Co 

The Oster Mfg. Co 
Lincoln Engineering Co. 


Of Weston Electric 
Instrument Corp 

The John Dusenbery Co 

U.S. Rubber Co 

Original Products Co 


Page Product 


Saw. 


Herbrand, Div. of Bingham- 


Air Control Valve 


Globe Valve. 
Glasses 
Strapping'Cutter. 
Screwdrivers 

Pipe Couplings. 


arlow Pumps 
Marlow Pumy 


Packing 


Cochrane Corp 


Dry Air Pump.. 


| Speed Reducers 
| Punch Press 


Instruments, Electrode 


Drill 

Air Motor. 
Punch Driver 
Portable Electric Saw... 


| Self-Locking Nuts. 


Fire Extinguishers. 


Insulated Grommet. 


Manufacturer Page 
Machine 
210 
Div., 
212 
214 
214 
216 
216 
218 
Morris Coupling & Clamp 
Co.. 2 


. Crane Packing Co. 


The Porter-Cable 
Co. 

4. Schrader’s Son 
Scovill Mfg. Co.. 

Shakeproof, Inc. 

Jenkins Bros... 

Sellstrom Mfg. Co 

A. J. Gerrard & Co. 

. Stanley Tools. . 


A merican-LaFrance-Foam- 
ite Corp . 

Aro Equipment Corp. 

Automotive Rubber Co., 

Ine 

Westinghouse Electric Corp. 2: 

. Benchmaster Mfg. Co. 
Eutectic Welding Alloys 
Corp 

Speedway Mfg. Co.. 

Leiman Bros. Inc. 

Greenlee Tool Co. 


Syntron Co. 
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NEW BEDFORD’s re 
BE 


and self-dispensing 


volutionary 


ROPE 


Carton! 

















Here’s a merchandising idea that'll hike your rope sales to a new high. 
It’s new ... a traffic-stopper . . . it really sells rope! 
Only New Bedford Dealers will be selling PRE-MEASURED ROPE .. . first real improvement 





Display 
This Sign 


@ 5480 


in 50 years! It’s factory marked in red at ten-foot intervals . . . think what this means to you! 


ae It cuts measuring time in half and speeds up 
the sale. 

@ Satisfied customers know they're getting just 
the length of rope they’re paying for... the 
quality they ask for. 

@ Packaged in colorful octagonal, compact- 
self-dispensing carton which means: 

@ The rope feeds out smoothly—no bands to 
cut—no covers to remove. 

@ Opens only at the right end—no tangling or 
snarling. 

@ It takes up less room, is easy to stack from 
floor to ceiling. 

* Sealed tight in transit—keeps dirt out, insures 
clean rope at all times. 


@ No longer a cellar item—a traffic-stopper, 
especially when used with New Bedford’s 
special DISPLAY STAND. 

Ideal for island display, it features a handy rope 

cutter that speeds up sales. And it’s all backed 

by a MERCHANDISING PLAN designed to 
help you sell more rope! Newspaper mats, cata- 
logue sheets ... give-away literature, agents’ 
signs, plus the heaviest advertising campaign 

New Bedford has ever run. Send for New 

Bedford's MERCHANDISING PORTFOLIO 

at once! Fill out and mail coupon for complete 

details. Remember, New Bedtord backs you to 
the limit! 


NEW BEDFORD col 
NEW BEDFORD, MASS. 





NEW BEDFORD 


‘ dford Pre. 
Dispensing cartons. 
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THIS AD 





makes 152,105 sales calls for you this month! 














Industry has used 


STANDARD CARBOLOY TOOLS 


NOUNTLESS manufacturers in every field —a list 
C reading like a “Who’s Who” of industry — use 
these 11 styles of general-purpose Standard Carboloy 
Tools for up to 80°% of all their single-point tool 
machining operations. 


Why Standard Carboloy Tools’ 
reasons: 


? Here are some big 


Adaptability—they can be quickly and economically 
ground in your own tool room for a variety of jobs; 
eliminate the need for a large, costly inventory of 
special tools. 

Universal Use—can be used in lathes, boring mills, 
etc., to machine any metal or nonmetal; for hundreds 
of single-point tool machining operations. Suitable 
for job lots or quantity production. 


Standard Carboloy Tools are 
to many high-speed steel tools, 


Low Cost—versatile 
comparable in price 


and in many sizes actually cheaper. Mass-produced 
under rigid quality controls to give you the highest 
quality at low investment costs. 

Availability—you can get fast local delivery. Over 
200,000 Carboloy Standards are available at all times 
in 93 cities, coast to coast. 

And you can add the advantages of simplified order- 
ing, easy selection and versatile grades, plus the extra 
assurance that in the Carboloy brand of tools you get 
uniform quality in every tool ...in every order... 
in every regrind. 

Write today for information on how you can stand- 
ardize with Standard Carboloy Tools and save. 


CARBOLOY COMPANY, INC. 
11161 E. 8 MILE BLVD., DETROIT 32, MICHIGAN 


CARBOLOY. 


CEMENTED CARBIDE 


STANIDARD TOOLS 





Appearing in American Machinist, Iron Age, Machinery, 
Modern Machine Shop, Steel, Western Machinery & Steel World 








AR 


13,000,000 of these Ii} - 


nos 
3 


& Il low-cost styles of e 


i <4 
When you specify STANDARD pee” s STANDARD Carboloy Tools : 33 


Carboloy Tools you get these ae ~? will do up to 80% of your» ; 
7 quality features ie general machining sie 


5 (Left-hand Siyles. Right-hand not shown) 3 
} 





Uniform Carbide Tip—cConsistent perform- 
ance, regrind after regrind, in every tool 
Full-size Tips—tong tool life and maximum 
regrinds 

Uniform Strong Braze 

Cold-drawn Steel Shank—Maximum support 
of cutting edges 

Diamond-ground Cutting Edges—On auto- Turning 
matically controlled machines 
Plastic-dipped — Protects sharpened cutting 
edges in transit and in tool crib 

Colored Shank for easy identification— 
Orange for steel cutting; aluminum for non- 
ferrous. 














ee It Pays to Standardize with 
The least number of rewis des connie 
the greatest number of jobs” \ carsotoy TOOIS 

















SEAL 
BETTER... 
LAST 
LONGER 








MOLDED, FORMED, EXTRUDED, 
DIE or LATHE CUT... 


in sizes, shapes, and forms to meet every 

requirement. You can get Belmont standard 

and special design gaskets made of com- 
pressed asbestos, woven asbestos metallic, red rubber, cloth inserts, 
black rubber, vegetable fibre, cork-vegetable fibre, gray rubber, 
neoprene, and a wide variety of compounded materials. 


And, Belmont complete manufacturing facilities assure dimensional 
accuracy, uniform thickness and top quality finish. 


Whether your gasket problem is .. , temperatures ... pressure... 
vibration ... shock . . . oxidation... corrosion... creep... reduc- 
tion or just a matter of gasket size and shape, if you want BETTER 
JOINT AND SURFACE SEALING ...longer gasket service life ~ 
TRY BELMONT. 


Belmont consumer advertising in leading business publications creates sales 
leads for you—always directs the reader to the Belmont Distributor 


And, there’s a Belmont Packing for Every Service. 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets FOR STEAM, WATER, oll, GAS, AIR, 
Philadelphia 37, Pa ACIDS, ALKALIES, AMMONIA, 


RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS, GASKETS 
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New Products 


(Continued from page 138) 





movable by means of a wrench fur- 
nished with the gage, is interchange- 
able with any other standard A.G.D. 
indicator. 

The gage comes equipped with a 
4” long rod approximately 43” in 
diameter, and, in addition, eleven 
other rods ranging in length from 4” 
to 3” in increments of 4” are also 
provided. A leather case holds the 11 
rods and permits quick, easy selection 
of the right rod for a specific job. 

The L. S. Starrett Co., Athol, 
Mass.—Industrial Distribution, Sep- 
tember, 1950. 











AS 


Temperature Control 











Hermetically-sealed Device 
Again On The Market 


Under new management, a self- 
operated, hermetically-sealed tempera- 
ture regulator is once more available. 
It is reported to give safe, reliable serv 
ice under adverse conditions. It has 
no packing glands, requires no mainte- 
nance and can operate immersed, in 
the open, under a variety of circum 
stances. 

Operation is based on a vapor flash 
principle which provides split-second 
control. To prevent variations in heat- 
ing steam temperature from activating 
the power bellows, a balance bellows 
is provided immediately beneath 
which acts in the opposite direction 
under the same steam temperature 
and nullifies the force, resulting in no 
net movement of the disc. Excessive 
steam temperature cannot cause rup- 








He Can Tell You How Bearing Life TRIPLED! 


| eee he’d tell you it’s a big job for a lubricant 

—where a 1200 lb. hammer is hoisted 40 feet, 
then drops and smacks a heavy pile deeper in 
Florida mud. The tremendous jolt which is 
carried to the hoist and swing-drum bearings 
beats out an ordinary grease and slings it over 
the cab. But now there’s an extraordinary grease 
on the job, Keystone #15 Heavy—with film 
strength and adhesiveness that keep it off the cab 
and in the bearings. 


Before this Contractor adopted a Keystone 
Specialized Lubricant, his maintenance men 
greased the bearings on the drag lines twice 
each day. Now they grease them once every 
second day. Before switching to Keystone +15, 
they replaced the bearings—at $18.00 each— 
every 6 to 12 months. Today, they expect still 


Seede Marte fee. 


SPECHIEALIZED 


INDUSTRIAL DiSTRIBUTION 


another year’s service from the present bearings 
which already have lasted over 2% years—ever 
since they adopted Keystone #15 back in 
November 1947. “No. 15 is higher in price,” 
summed up the Contractor, “but if it cost twice 
as much it would still save me plenty of money.” 


Regardless of the industry or type of equip- 

ment, on the basis of performance and over-all 
cost, Keystone Specialized Lubricants can almost 
always save time as well as money... which is 
another reason why repeat business is high and 
profits are steady for the 
Keystone Distributor. 
KEYSTONE LUBRICATING 
COMPANY, 2100 Lippincott 
Street, Philadelphia 32, 
Pa., Est. 1884. 


This 28-page 
catalog is free 
on request. 


LUBRICANTS ™ 
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You profit by CLEVELAND'S 


policy of Specialization 





Keeping “expert” in producing only Cap Screws, Set Screws 
and Milled Studs is assurance that Cleveland’s policy of 
Specialization brings you Top Quality Fasteners you can be 
proud to sell. We concentrate on making a few items well 
. . . It’s important, too, that by specializing we can make 
the much abused word “Service” really mean something... 


It pays you to stock and sell Cleveland Top Quality Fasteners. 


THE CLEVELAND CAP SCREW COMPANY 


2917 East 79th Street, Cleveland 4, Ohio 
Warehouses: Chicago, Philadelphia, New York 


ture of the central fluid system because 
of the condensing characteristic of the 
capillary where it enters the power 
bellows. 

Size range available is #” to 6”; 3” 
to 14”—-single unit; 2” to 6”, pilot 
operated. Reports from users indicate 
that this regulator gives accurate con- 
trol from temperatures up to 350 de- 
grees F. at a maximum steam pressure 
of 150 psig. 

Farris Stacon Corp., Palisades Park, 
N. ].—Industrial Distribution, Sep- 
tember, 1950. 


Socket Screws 


Small Sizes Serve 
Special Functions 


Smaller size socket set screws and 
cap screws have been introduced by 
the manufacturer. These are specially 
designed for use in cameras, scientific 
instruments, clocks, electronic equip- 
ment, computing machines and dental 
and surgical equipment. These multi- 
spline screws are made as small as No. 
2 wire size. 

The Bristol Co., Mill Supply Divi- 
sion, Waterbury, Conn.—lIndustrial 
Distribution, September, 1950. 














_ CAP SCREWS, SET SCREWS, MILLED STUDS 


| Ask your jobber for Cleveland Fasteners 


7 a 
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Drill Head 


Automatic Unit Is 
Simple, Economical 


\ new automatic drill head is an 
nounced, one which is inexpensive, is 
flexible in application, increases pro 
duction speed in a simplified opera 
tion that keeps drill breakage and 
scrap losses at a minimum. The drill 
ind scr ip savings alone make this unit 
a self-liquidating for the small-drill 


















WEW 


————— 


Here’s the big, fast-selling line of 
SKIL Portable Tools in a new time- 
saving, work-saving catalog you'll 
want right now. In it, you, your 
salesmen, countermen, pricers and 
catalogers will find all 135 SKIL 
Pneumatic and Electric Tools... 
completely illustrated 

and completely described. 

The new SKIL Portable Tools 
Catalog is packed with facts on 
every tool .. . specifications and 
features, applications and uses... 
and sales points aplenty. 

Send for yours now ... and let 
this new sales tool start 
building more profits for 


you immediately. 


SKIL Products are made only by 


SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD., 66 Portland St., 
Toronto, Ont 








SKIL 
CATALOG 





THE NEW SKIL CATALOG 
WILL BE OUT SOON! 
WATCH FOR YOUR COPY! 





Your catalog is a valuable sales- 
man—therefore it must have the 
appearance to do justice to your 
organization. Your catalog must 
present your products and your 
message in the very best manner. 
Our experience, facilities, crafts- 
manship and careful preparation 
can produce your catalog to your 
best advantage—you get the plus 
values that are so important to 
good business 

When you are ready to plan your 
catalog ask for a Cuneo represent- 
ative to call. This Cuneo catalog 
expert knows distributor's prob- 
lems and can make suggestions 
that will be of particular value in 
building an outstanding book. 
There is no extra cost to you for 


this specialized cooperation. 


WRITE, WIRE, OR PHONE 


SEE 
WISCONSIN 


| CUNEO 
\ foe the Answer 


PLUS IN 


CHARACT 


PLUS IN 


QUALITY 


PLUS IN 


INDIVID 


PLUS IN 


MODERN 


UNE 


239 EAST CHICAGO STREET 


MILWAUKEE 1, WISCONSIN 
DAly 8-5340 


CHICAGO * PHILADELPHIA » NEW YORK * SAN FRANCISCO 
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| user. It can be applied anywhere for 
| drilling diameters from .0135” to 


.1800” in ferrous or non-ferrous 


| metals, plastic, wood, ete. 


This unit maintains uniform drill- 
ing pressure, needs no costly separate 
air equipment, and operates from any 
convenient electrical outlet. A rotary 
vane compressor acts as a speed gov- 
ernor on the motor; thus the drill head 
operates at usable work speeds vary- 
ing from 2500 RPM to 7500 RPM, 
depending on the pressure exerted on 
the drill by adjusting the air pressure 
and feed regulator. Pressure and feed 
vary according to drill size. 

Operator training is simplified, and 
there is much less fluctuation among 
various operators as regards produc- 
tion rate. A lower fatigue factor is 
present even when large percentage 
increases in production are made. The 
heads may be run singly, in pairs, or in 
any multiple groups; any number can 
be controlled by one master actuating 
switch. 

The Dumore Co., Racine, Wis.— 
Industrial Distribution, September, 
1950. 














Corrosive Fluid Valve 


Special Diaphragm Cuts 
Expenses, Is Efficient 


A new valve, developed to handle 
concentrated sulphuric acid and other 
highly corrosive fluids, is announced 
by the manufacturer. This valve fea 
tures a polyethylene plastic diaphragm, 
which handles successfully all concen 
trations of sulphuric acid, up to and 
including oleum, at a maximum of 
10% excess sulphur trioxide, at tem- 
peratures up to 125 degrees F. 

Specially designed for safe opera- 
tion, the valve has “0” ring seals in 
the bonnet assembly to prevent acid 
from spraying out if mechanical dam- 
age should occur to the diaphragm. 
In addition, a stem assembly prevents 
the handwheel being turned beyond 








the point necessary to close the valve 
tightly and thus injuring the dia- 
phragm. 


Available in i, 1, 14, 2, and 3-inch EVERY ASSEMBLED PRODUCT 


sizes with either flanged or screwed 
end, the valves are made in a wide | 
selection of body materials such as NEEDS FASTENINGS LIKE THESE! 
cast iron, cast steel, lead-lined, or 
glass-lined. Bonnet assemblies oper- 
ated by lever, diaphragm motor, cyl- 
inder, chain wheel, or other methods 
may be obtained. 

Hills-McCanna Co., Chicago — 
Industrial Distribution, September, | 
1950. 


SHAKEPROOF . - 
THREAD-CUTTING SCREWS SHAKEPROOF SPEED NUTS 


RS 
SHAKEPROOF Lock WASHE 


Gas Torch 


Portable Torch Uses 
Liquefied Petroleum 


A portable, instant-lighting, “cyl 
inder refill” hand torch is announced 
by the manufacturer, which burns in 
both cold or warm temperatures. 
Efficient and economical, it is 
equipped with interchangeable burn 
ers to suit special needs. 

One burner is instantly adjustable 
from pinpoint size up to a 2” length 
inner cone. The other gives a hot 
brush-type flame adjustable from 2” to 
4”. The calculated flame temperature 
for both burners is 3660 degrees F. 

Fuel cylinders are quickly replace 
able, and the torch requires no pump- 
ing or pre-heating, giving an economi 
cal flame. The torch is light-weight, 
with no tank, hose, or gages to im- | 
pede operations. It burns, moreover, 
in any position, making it ideal for 
those who work on ladders or scaf- 
folding. 

Otto Bernz Co., Inc., Rochester— 
Industrial Distribution, September, 
1950. 


Tool Tray 


Efficiency Device 
Aids Workmen 


A tool tray is now on the market 
which can be readily mounted be- 
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during 1950 
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MILFORD blades 


NEW FOLDERS, 


price lists 
product litera- 
iVig-Meelacmmell 
fonelitelo}(- Mm fel a 
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THE HENRY G. THOMPSON & SON CO. 


Saw Specialists Exclusively For Over 70 Years 


NEW HAVEN 5, CONNECTICUT, U.S.A. 


Profile and 
Band Saw Blades 


neath the manufacturer’s power unit 
This is done by attaching the tray to 
legs with bolts and wing nuts. This 
device with a vertical retaining edg« 
makes it possible for workmen to lay 
their tools and equipment in a handy 
position under the machine on which 
they are working. Operators find they 
can complete operations more quickly 
by placing tools on this tray, rather 
than turning to a bench for support 
of the tools. 

Beaver Pipe Tools, Inc., Warren, 
Ohio—Industrial Distribution, Sep 
tember, 1950. 








Micro Drill 


Only Moving Part Is 
V-Type Spindle 


A new micro drilling machine is 
capable of high production of holes 
as small as .0016 diameter with a 
minimum of drill point breakage. In 
the new drill multiplicity of parts, 
cumbersome design, constant need of 
bearing adjustments, and _ vibration 
have been eliminated. 

The sole moving part is a spindle 
which runs in bronze, oilless bearings 
of the V-type and is held in place and 
in perfect alignment without the 
need of adjustments by the endless 
rubber drive belt. 

Because of the angle of drive of 
the belt, there is constant “‘pulling 
up” exerted on the spindle which 
never allows the drill point to be 
pulled into the work. 

Walcon Manufacturing Company, 
New York—lIndustrial Distribution, 
September, 1950. 


Metal Pickling Chain 


Gives Long Wear, 
Resists Alkali 


A new metal pickling chain is an 
nounced by the manufacturer. This 
chain has greater strength and resis 
tance to wear than ordinary wrought 
iron or carbon steel pickling chains 
It is recommended for use in salt water 
ind in alkali and brine solutions. 

S. G. Taylor Chain Co., Hammond, 
Ind.—Industrial Distribution, Septem 
ber, 1950. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 














Hose Clamps 


Worm Drive Clamps Have 
Stainless Steel Bands 


Worm drive hose clamps are now 
available at no extra cost with stain 
less steel bands. These new bands have 
all the additional corrosion resistance, 
strength, and appearance that stain- 
less steel offers at the same price as 
carbon steel. The clamps can be ob 
tained in sizes ranging from Ys” to 
44” and can be furnished, if necessary 
in greater diameters. 

Breeze Corporation, Inc., Newark, 
N. ].—Industrial Distribution, Sep 
tember, 1950. 





=. Speco eae 
SOLVENT 
THINNER 


For Use in Thinnind 


Speco Paint Products 


SPECO. imconraaaTee 
Carnane, ee ut 4 











Solvent 


Used For Bituminous Base 
Paints, Synthetic Enamels 


A new solvent and thinner for 
bituminous base paints and synthetic 
enamels has been annonuced by the 
manutacturer. It is a blend of aro 
matic, hydro-carbon solvents, specially 
compounded. Originally formulated 
for use with other paints put out by 
the manufacturer, the new thinner 
mixes easily and thoroughly. It can 
also be used effectively for removing 
bituminous base paints from surfaces 
before repainting. 

Speco, Inc., Cleveland—Industrial 
Distribution, September, 1950. 





mew tin PE CC uiMIMLL- 


a 
9’ HIGH SPEED HEAVY DUTY SANDER 


Permanently lubricated. Handles all 9”-7"-5” 
Abrasives. Patented spindle lock for changing 
discs. Comes complete—ready to go to work. 
No load speed 5000 R.P.M.—115 Volt, 11 
Amperes. Ball-Bearing equipped. No. 1250. 











SIOUX Aisrasied tiie 


INDUSTRIAL — for heavy duty work 


A Type for Every Purpose 
REGULAR — for body work on light gauge Metal 
OPEN COAT —for paint removal—fenders, door 
panels, woodworking. Non-loading, Non-clogging 


Savings in costs = 

| Yort-We) malelalel iat: fem 

Long and continuous 
service is the story of 














7'' HIGH SPEED HEAVY DUTY SANDER 


Handles all 7” and 5” Abrasives. Comes 
complete ready for use. No load speed 
4250 R.P.M.—115 Volt, 9 Amperes. Ball- 
Bearing equipped. No. 1267. 


STANDARD THE 


7’ SPECIAL ELECTRIC SANDER 
Handles all 7” and 5” Abrasives. Complete 
for immediate use. No load speed 3500 
R.P.M.—115 Volt, 5 Amperes. Also avail- 
able in 32 Volt. No. 1265. 


Sold only through authorized SIOUX Distributors 


WORLD OVER 
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Merchandising Table 
Designed for 
“Sight Selling” Appeal 


This new merchandising table has 
top and center shelves with built-in 
rails for any type of merchandising 
display. Glass bin ae with riser pro- 
vides compartments for open display. 
he center shelf is adjustable, and the 
table is available with or without cas- 
ters. 

It is finished in light tan baked-on 
enamel, and is 60 in. long, 30 in. wide, 
and 33 in. high. 

Lyon Metal Products, Inc., Aurora, 
Ill—Industrial Distribution, Septem- 
ber 1950. 


Fig. 3639-3678 Self-Priming Centritogal 








Only GOULDS gives 
all five of these outstanding advantages 


1. Absolutely no valves of any kind in pump—nor are any needed in 


installation. Liquid can drain out of discharge and suction line 


through pump without affecting priming ability. 


No recirculation of liquid after completion of priming action. 


Efficiencies comparable to quality straight centrifugal pumps are 


thus obtained. 


Positive fast-acting self-priming similar to priming ability of posi- 


tive displacement pumps. 


i ee ‘ i 
5. No large or bulky priming chambers or reservoirs, providing 


compact unit at low cost. 


APPLICATIONS: 


Any service where suction lifts are en- 
countered, Particularly adaptable for 
automatic service or where liquids to 
be pumped contain air or gas. Pump 
will automatically free itself of air and 
positively will not vapor lock. 


Open impeller type. Sump service *® 
Sewage efluent © Marine-bilge pump- 
ing, etc. © Mine gathering and de- 





SIZES — CAPACITIES 
AND OTHER FEATURES 


39 Models and Sizes 

% to 5 H.P. ratings 

Open and 
pellers 

Capacities to 120 G.P.M. 

Heads to 135 ft. depending 
on capacities 

Suction lifts to 25 ft. 


enclosed im- 











MEMBER 


watering ® Dewatering excavations, 


cellars, ete. 


Enclosed impeller type. Cold and 
hot water © Low pressure fire service 
¢ Pumping from underground supply 
¢ Irrigation ¢ Sprinkling ¢ Engine 
jacket cooling water service ¢ Volatile 
liquids and light oils ¢ Ice core suck- 
ing. 

Also available in Flexible coupling 


motor drive or belt drive and close- 
cupld gasoline engine-driven unit. 


Fig. 3739-3789 Flexible coupling type drive 


} 
Patents Pending 
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Drill Chucks 


Ball-Bearing Drill Chucks 
Can Be Run By Hand 


New keyless, ball-bearing drill 
chucks are announced by the manu- 
facturer. They are hand-operated and 
have self-tightening and self-centering 
features that produce a high degree of 
accuracy and rigidity. These features 
are made possible through machining 
action which prevents slippage. 

The simple design consists of a 
cone-shaped screw directly actuating 
three gripping jaws. The jaws are 
keyed in the body—the screw does not 
take the jaw torsional strain. The large 
ball-bearing thrust with self-centering 
construction assures accuracy and 
strength under heavy loads and guar 
antees ease in releasing the grip. 

The drill chucks can be used on 
any tvpe drill press, electric drill, lathe, 





Aor ev 


industrial 
need ! 


The American Stock Gear line includes... 


Spur Gears Spiral Gears 
Brass Steel 
Steel Bronze 
Cast Iron Ratchets and Pawis 
Bronze Brass 
Non-metallic Steel 


Rocks ’ Worm Gears 
Stee! Bronze 
Brass Cast Iron 

Internal Gears 
Brass 
Cast Iron 

Mitre Gears 
Brass 
Steel 


Worms 
Steel 

Sprockets, Hub & Plate 
Bronze 
Steel 
Saat tomes ‘ Cast i 

Hencd Gis niversal Joints 
Brass Flexible Couplings 
Stee! Other Power Transmis- 
Cast Iron sion Supply items 


American Stock GEAR 








With American you offer your customers the highest quality 
stock gears made. Precision dimension . . . laboratory-tested 
strength . . . smooth, quiet performance . . . all help 

make American the finest to sell. 

American is a complete stock gear line and includes brass, 
bronze, steel, semi-steel, cast iron and non-metallic gears 
in a range of from 48 to 3 diametral pitch. 

Perfection’s 30 years in the manufacture of automotive gears 
provides a background of experience and ability for its 
newly-acquired American division. Its complete facilities . . . 
metallurgical laboratory, modern heat treating and scientific 
testing equipment .. . make American Stock Gears 
the finest available. 

Write for complete details on obtaining a fully protected fran 


chise for the distribution of this profitable stock gear line. Your 
inquiry ts respectfully solicited and will be treated confidentially 


..- DIVISION + PERFECTION GEAR COMPANY - HARVEY, ILL. 
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Now New Streamlined, 
RPikéaiB 65R 


Die Stock that 


WoNT jas 


—Threading Improvement your customers want 


ew JAM-PROOF drive plate automatically 
N kicks out driving ratchet pawl when stand- 
ard length thread is cut.... You don’t have to 
watch it—lead screw can’t jam on workholder 


when threading with power drive or by hand. 


Sec us at National 
Hardware Show, 
Hew York, Oct. 2-6 

' Booths 85-87 


milling machine, etc., or for any ma- 
chining application where sure and 
positive gripping power is necessary. 
All parts are hardened to resist wear 
and insure longevity. 

Ettco Tool Co., Inc., Brooklyn, 
N. Y.—Industrial Distribution, Sep- 
tember, 1950. 








Right Here is the simple 
foolproof mechanism that 
makes 65R automatically 


Your customers can 
change present 65SR to 
new JAM-PROOF type— 


sell them new drive plate to 
easily replace old drive plate 


All other FRITR1D 65R features remain the same 


Perfect threads on 1” to 2” pipe with 1 set of high-speed steel dies— 
sets to pipe size in 10 seconds—mistake-proof self-centering workholder 
and now it’s JAM-PROOF. 


JAM-PROOF. 


sets instantly 


Feature the new streamlined Jam-Proof RIG(1D 65R—order now! 


Si 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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Push Drill 


Eight Drill Points 
Stored In Magazine 


A new push drill is offered, featur 
ing modern design, utility, and de 
pendability. Eight drill points can be 
stored in the magazine handle, and an 
improved chuck makes it easy to in 
sert drill points. 

This drill is effective in use with 
wood or plastics, and small holes may 
be drilled with points that do not 
shake loose. 

North Bros. Mfg. Co., Philadelphia 

Industrial Distribution, September, 
1950. 


Valve 


Has Full Flow Through Seat, 
Minimum Pressure Drop 


A new 200-Ib. valve is claimed to 
be an advancement in valve design. 
Outstanding features are the extra 
high lift of the disc, the exception- 





Out of the Red... a 4h" tee 


* A messy, dangerous oil 
m like this spells red ink 
on any company’s books 
Here, waste and contamina 
tion of lubricants take a 
tly toll in machinery, 


--Into the Black 


... Sell the efficiency, safety 
and savings of a well kept 
oil room like this. Here oil- 
ers can get supplies quickly 
without waste or messy han 
dling. Lubricants are never 
exposed to dirt or moisture. 
Never touched by human 
hands! 





1 is probably an 
rker but his 
e costing his en 
nty. Hand trans 
f lubricants invites 
wast2s time, con 
) messy workman 
1 can plug this profit 


... by selling the clean, fast, 
“mess-free” delivery of Ale 
mite transfer pumps. This 
way there’s no danger of dirt 
or moisture getting into the 
lubricants. And drums can 
be emptied almost three 
times faster! 





i buggy, hand 
gun-loading 

thi waste 

ime. Such con 

> grease to dirt, 
haphazard work, 
to profits. It’s 
too, when... 


... Modern, easy-to-use Aie 
mite equipment like this per 
mits oilers to refill hand 
grease guns in sEcONDs with 
out waste, dirt or mess. Keep 
grease refinery clean from 
drum-to-gun. Cuts costs... 
guesswork .. . needless ex 
pense. 


bring your customers out of the 


this free 


--ehelps you do it! 


7 
This valuable booklet is packed with racts... 


HOW-TO-DO-IT EXAMPLES . . . VITAL INFORMATION! In 
your hands it carries real sales weight PLUS an 
order closing punch! 

Here are actual on-the-job suggestions for getting 
your customers out of the red and into more 
profitable production. Tells em... sells ’em at a 
glance on how to save time... work... money 
every day whatever the size or extent of 





plant operations. : i hi} 
Carry it with you. Discuss it with your prospects. ; ees we... bee 

This is your sales presentation. It shows 11 plant- 7 

proved examples of how Alemite Lubrication 

Equipment cuts production costs ... And 

that’s selling! 


Atemite, Dept. H90 
1850 Diversey Parkway, Chicago 14, Illinois 


Gz yf coy tow! ‘ My company handles the Alemite 
Cl Yous : : line. Please send me a free copy of the powerful new sales 
rn. ; booklet showing “11 Ways to Cut Production Costs.” 


Another Pradwet of 


Street 





Modern Lubrication Methods That 


Cut Production Costs 1 City 
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of AIR-REFINED, AIR-TESTED MALLEABLE IRON 


available in all types for all needs 


Included in the Jefferson line are straight through 
unions, Flange unions and specialty unions 
including Union Tees, 45° and 90° Union Elbows 
. . + in all-female and male-female types .. . in 
a full range of sizes. Thus by making “Jefferson” 
your source of supply you can be certain of 
meeting all the needs of all your customers. 


Adin let 





In to comp . “Jefferson” offers a 
design feature which assures easier make-up, 
more dependable and tighter pipe joints . . . the 
exclusive “Recessed Brass Seat’. This feature is 
easy to demonstrate and has been amply proved 
in the foolproof performance of countless thou- 
sands of “Jeffersons” under every possible oper- 
ating condition. 


Rounding out this complete line “Jefferson” also 
makes unions in all sizes and types with all-iron 
ground seats. Coupled with better value, the Jef 
ferson line is the line for a highly competitive 
market. 


Complete details 
available promptly 
on request 


JEFFERSON UNI 


671 W. 26th St., 
9 Green St 


49 Fletcher Ave 


Lockport 


Le xington 


INDUSTRIAL DISTRIBUTION ¢ 


New York 


~.° ¥ 
73 


Mass 
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ally large flow areas above and below 
the seat, and the wide nominal pipe 
size opening through the seat. 

Advantages that result are full flow 
through the seat when the valve is 
fully opened, elimination of turbu- 
lence, and minimization of pressure 
drop. Renewable, regrindable cone 
shaped discs and seats are of stainless 
steel hardened to approximately 500 
Brinell for maximum erosion re 
sistance. Valves are available with 
screwed ends, and in sizes from 4” to 
3”, inclusive. 

The Wm. Powell Co., Cincinnati 
—Industrial Distribution, September, 
1950. 














Sling Chains 


Wrought Iron Chains 
Safe, Resilient 


\ new line of wrought iron sling 
chains is announced by the manu 
facturer. This consists of a wide variety 
of single, double, 3-way and 4-way 
slings of virtually any desired length 
Standard slings are made up of 3” to 
14” chain with larger chain available 
on special order. 

These chains are suitable for the 
most hazardous types of lifting, and 
withstand great kinking, bending, dis 
tortion, and overload. Under heavy 
overloads they will stretch up to 30% 





A steady, hard-selling campaign in the nation's leading industrial 
magazines. Almost a million Butterfield messages yearly to readers 
in the metalworking trades — including the best prospects in your 


territory. 


Hy 
HI 
flit 


And always, in every 
one of these dra- 
matic, full-page ads 
the reader is ex- 
pressly directed to 
bring his business to 


y 
HE 
a] 
if "ry ts 
ul i 











For point-of-sale and point-of-use promotion, you get a 

full supply of carefully planned merchandising aids — Vi IVISION 
including decimal equivalent charts, tap size charts, at- } . 

tractive literature with your name imprinted and modern 
packaging designed especially for the user's conven- 
ience — they keep the Butterfield name and benefit- 


, 


0 MR rer REIEe 
SOPRA LIP PILATE HO MLR: PO OE at 


story constantly working to help you sell. 
All these advantages — and others — are 
wrapped up in the Butterfield Distributor 
Policy. We think you'll find it mighty interest- 
ing reading, since in emphasizing you as the 
logical source of supply, it assures the complete 
protection and cooperation thot build real 
profits. Why not contact us about the ovail- 
ability of a franchise in your area? Write to 
Union Twist Drill Company, BUTTERFIELD 
DIVISION, Derby Line, Vermont. 


BUTTERFIELD 


TH 
Another valuable service to your customers — and E 1 00% INSPECTED TOOLS 


you — is expert advice on the proper selection Every Tool Individually In 
and use of Butterfield cutting tools, always avail- TAPS + pies RE spected 
able from our factory-trained specialists. AMERS 


SCrew PLATES 
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to work for you! 


3in. diameter 
wheel, low 
KAT Se 
all height. 
Plate and 
case-hardened 
saucer are 
heavy gauge 


steel. 


Who ever thought you’d cash in on the “flying saucer’’ excitement? 
You’re going to, though, with Bassick’s amazing new caster, the 
“Flying Saucer’’. . . one of the best door openers your salesmen have 
ever received and a great potential seller in its own right. 

It’s all part of Bassick’s continuous program to increase your 
business...backed by sales-building advertising to your customers 
on reducing the “‘Reducible 30%’’. 

It’s easy to sell Bassick’s ‘Flying Saucer’’ when you show them 
how it helps reduce the one expense readily reducible today... 
materials-handling, 30% of total manufacturing cost. 

The ‘‘Flying Saucer”’ caster provides an economical means of mov- 


ing light equipment (shoe racks, garage 
\ equipment, dollies, etc.) over obstacles 
x 
oct 
SD. 
A~“4 


Or: and on rough or littered floors. What’s 
catAt ‘ 


more, it rolls quickly, swivels easily. 


ple for your salesmen. 

THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corp. Jn 
Canada: Bassick Division, Stewart-War- 
ner-Alemite Corp., Ltd., Belleville, Ont. 


A 
ott ove 
T 
\ Write for free catalog pages and a sam- 
ail 


— 


‘ 


Making 
of 


Bassick ~::" 
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before breaking. This elongation is 
a visual safeguard against sudden 
breaks. Each chain is proof-tested to 
twice its safe working load before ship- 
ment; this provides a 100% operating 
safety factor. 

The Cleveland Chain and Mfg. Co., 
Cleveland — Industrial Distribution, 
September, 1950. 


Rubber Glove 
Made With 
Roughened Surface 


This industrial rubber glove is made 
with a roughened surface which in 
sures a firm, tight grip even in the 
wettest application. The glove en 
ables the wearer to grip the smallest 
objects firmly. 

The glove has curved fingers, is 14 
inches long, and made in sizes 9, 10 
and 11 in. black. Advantages of the 
glove, according to the manufacturer, 
are its high tensile, uniform strength, 
excellent snag and tear resistance, 
highly flexible, and strong  finget 
crotch. 

B. F. Goodrich Co., Akron—Indus 
trial Distribution, September 1950. 














Drill Countersink 


Combination Offers 
Strength, Efficiency 


A new double-end combination 
drill and countersink offers a new de 
sign in flute construction. Greater 
shear-cutting action allows the drill 
to take chips with greater efficiency 
and less effort, and rugged strength is 
assured because of the balance be 
tween fast spiral and heavy flute con 
struction 

Cogsdill Twist Drill Co., Detroit 
Industrial Distribution, September, 
1950 





No. 5 Steel $1.50 Retail 
No. 6 Brass $2.00 Retail 


Husky 2” laminated case. Brass 
cylinder, pin tumbler security. 
Extra-heavy brass locking lever. 


No. 1 Steel 
No. 2 Brass 


$1.25 Retail 
$1.50 Retail 


Rugged 1%” laminated 
case. Finest brass cylinder, 
pin tumbler security. 
Heavy brass locking 
lever, 





20c Retail 


1%,” hard-wrought steel case, 
Improved lever security. 10 key 
changes, 








No. 3 Steel 
No. 4 Brass 


$1.00 Retail 
$1.25 Retail 
Strong 12” laminated case. 
Solid brass cylinder and 


locking lever. Pin tumbler 
security. 


No, 7 Steel 75¢ Retail 
No. 8 Brass $1.00 Retail 
Compact 1-3/16" laminated 
case. Pin tumbler security, brass 
cylinder and locking lever, 








No. 22 35¢ Retail 


Laminated 1%” steel case, 
Spring warded locking mechan- 
ism, 40 key changes, 


| 


adlocks 


No. 55 25c Retail 


1%” hard-wrought steel case. 
Reinforced edge. Master - per- 
fected lever security. 12 key 
changes. 





No. 105 45c Retail 


Laminated 1-3/16" steel case. 
Strong warded security. Brass 
locking lever. 105 key changes. 


_ Mast 
| World's Finest 
K pat KS 

f —- 








No. 66 30c Retail All 
Steel Locks 


Cadmium 


Order 
from your 
Jobber 
Today 


No. 500 59c Retail 


Laminated 1%” steel case. 
Multi - spring warded locking 
mechanism. 60 key changes. 


Powerfully riveted 13,” wrought 
steel case. Multi-spring lever 
security. 12 key changes. 


Rustproofed 








* goods well displayed, the sale is half 
made!"’ Dress up your store and put more cash- 
register action into your lock department with this 
brilliant new No. 100 Display . . . star-studded with 
14 of Master's fastest-sellers! 


69c Retail 
All-brass  pin-tumbler locking 
mechanism. 750 key changes. 
1%” steel case. 


No. 450 $1.25 Retail 


Powerful mcdern hasp, heavy 
slide bolt, 1%,” laminated steel 
padiock —all in onel 


Master Jock Company, Milwaukee. Wis.e Ws:éd’s Leading Padlock Manufacturers 
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Let Master “STAR” for You! H-10 





Cutting Electrode 


. . ) . ) All-Purpose Electrode Has 
| 1) \H | Heat-Resistant Coating 
anal - Ui An all-purpose cutting electrode has 
_ ) 5 aie been — 2 the ange The 
: 2 7 > secret behind its fast cutting and easy 
hrough Nel \ le 3 control lies in the highly hasbesiianent 
A eet glee eae coating that concentrates the arc at 
yd : the tip and burns off at an even rate 

with the metallic core. 

Field tests have proved its general 
utility with such metals as cast iron, 
nickel, and stainless steel. Oxygen is 
not used in its dependable perform- 
ance on these metals. 

In addition to proving itself effi- 
cient in cutting iron, steel, aluminum, 
copper, copper alloys, and nickel al- 
loys, it can be used in preparing 
grease-impregnated cast iron for weld- 
ing. 

“AIL- State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis- 
tribution, September, 1950. 





‘Rie Newari 


Coupling 


Years of acceptance by 
the construction. mining 


and quarry industric 








have established this - 


washerless coupling in a + en i 
foe Bene ultimate oupling | Mobile Tool Cabinet 


the pre-emin nt position stg , 

it rightfully deserves es ep a, wagon Features Flexible 
tite acme ol per lection pig hd f #85 drifters; } Drawer Arrangement 
in materials, workman Sid breakers; pone A new mobile tool cabinet is an 


ship and finish. Cadmium pe s and a eavy nounced, featuring interchangeable 

, 7 drawers which make it possible for 
every buyer to custom build his own 
cabinet. Easy-to-move drawer run- 
ners, that fit into notches spaced 
every 2” from top to bottom, per- 
mit any of three basic sizes of drawers 


." 


2”, +”, and 6” deep) to be installed 


) 5 {0) x ai VA 4 se } rg 1 } y f C in any combination or arrangement. 
t \ ¥ . a r 7 The c: . ' 








plated- rustp ool. 


ff 


The cabinet is constructed of heavy 
. ty Lu -} gage welded steel, and critical points 
i are strongly reinforced. Round cor- 
BOSS GJ-BOSS DIXON « AIR KING Di ‘Gey ‘ 
ners, extra heavy bottom channels 
through which caster plates are 
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Here’s Why Dealers Like to Sell 


| OVON 


STEEL EQUIPMENT 


LI RMELT S RED 


=e 








DIVERSIFIED MARKETS 

BIG PROFIT MARGIN 
PACKAGED SELLING PROGRAM 
FACTORY-TO-DEALER PRICES 
FACTORY COOPERATION 


NATIONAL ADVERTISING 


METAL PRODUGTS, INCORPORATED 
General Offices. 953 Monroe Avenue, Aurora, Tlincis 
Factories: AURORA, ILLINOIS © YORK, PENNSYLVANIA 
Sold Nationally through Factory Branches and Dealers 


LYON Metal Products, Incorporated 
953 Monroe Ave., Aurora, Illinois 


Please send me information about the LYON dealership 





NAME. 





ADDRESS. 








Crry. 





A PARTIAL LIST OF LYON PRODUCTS 
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bolted), double side walls, hemmed 
drawer edges and a midfront stiffene: 
assure rigidity and proper drawci 
alignment. 

Although the four-roller drawers 
move at a finger’s touch, roller slots 
keep them from sliding open easily 
when the cabinet is moved. Adjust 
able dividers form various-sized com 
partments in the drawers. Tough 
rubber 5” casters on ball-bearing 
swivel plates roll easily and quictlv. 
‘Two casters have handy foot opera‘ed 

| brakes. 

Plomb Tool Co., Los Angeles—In- 
dustrial Distribution, September, 
1950. 

















Load Binder 


Tightens, Binds 


: .& 

Whén you sell the Ahlberg line, you 
sell one of the most.complete and acceptable lines of anti- 
friction products available, You're assured of prompt fac- 
tory branch service and the kind of quality that combines 
to give you the extra sales power that strengthens your 
position with your customers and attracts volume business. 


In Single Operation 


Each operation of this new load 
binder takes up slack and tightens un 
til desired tension is reached. Com 
pound leverage action enables one 
man to exert up to 4,500 Ibs. of “ten 
sion-pull” on the chain without the 


BRANCHES | 
Ationta | Through the years Ahlberg advertising has consistently 


- al blanketed your market, created a steady demand for 
+ aetna products which are backed by 42 years of know how in 
Denver | 
Konsos City of distributor problems and the kind of franchise that 
Minneapolis pays, and pays well, year in and year out. 
Omoha | 
Philodelphia | 

‘ 

i 


use of an extension pipe, chain falls, 
or similar equipment. 

The continuous action feature 
makes it a versatile tool in gencral 
farm uses, steel and machinery han 
dling or hauling, lumbering, logging, 
in ou fields material handling or in 
rigging. Its use extends to such jobs 
as the moving of heavy objects, open 
ing box-car doors, fence stretching 
and other “take-up” operations. 

The clevis design, extra heavy al 
loy construction and drop forged 
hooks with 360 degree swivel action 


allow the manufacturer to guarantec 

the product against spreading. Factory 

hydraulic testing of each binder pet 

mits further guarantee against break 
4 : 


BALL BEARINGS ROLLER BEARINGS THRUST | “canton Cast Poducis, Canton 
BEARINGS PILLOW BLOCKS 


Ohio—Industrial Distribution, Sep 
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Write us today. We'll tell you promptly if there is an 
Ahlberg Distributor Franchise open in your territory. 
Ahlberg Bearing Company, 3026 West 47th Street, 
Chicago 32, Illinois. 


Cincinnati 
precision craftsmanship and a thorough understanding 
Detroit 
New York City 
Pittsburgh 


St. Lovis } 
Washington, D.C 





tember, 1950. 
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A RUGGED HOIST 
FOR THE RUGGED JOBS... 


WRIGHT SAFEWAY 








@ When you can sell a hoist that you 

know is engineered for tough, constant, 

capacity service—your strongest selling point 
is that it will give more years of average Sead 


use, without expensive maintenance. for your sample 
copy of this 


That's what you can offer your customers in descriptive 
this new, light weight WRIGHT Safeway.  fo/der—DH-164 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


/ In Business for Your Safety 
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Insulating Tubing 
Tubing Has Longer Service Life, 


arate Increased Flexibility 


A new electrical insulating tubing 


ae cis! ON BRONZ E | has been introduced which offers 


longer life in storage and in actual 
use. Improved and superior resins pro- 
a U Say i i hy G S duce an increased flexibility. Both 
@ physical and electrical properties are 
_— , dependable. 
| 4 | Irvington Varnish and Insulator 


Co., Irvington, N. ]—Industrial Dis 
tribution, September, 1950. 








The Randall line of ready-to-use bronze bushings 
has many outstanding features to make a hit with 
men responsible for keeping shut-down costs to a 
minimum. Randall Bushings are designed for easy 
assembly and are made from Randall's Graphitic Foundry Hook 

Cast phosphor bronze which meets SAE 660 specifi- 

cations. Each bushing is a product of exacting Made For Trunions, 
foundry practice and precision machining. Ground Other Foundry Uses 
finish outside diameter prevents distortion 
definite concentricity reduces wear . . . assures proper 
alignment. Best of all Randall's are cheaper to buy 
than bushings you make for yourself. Write today 
for Randall catalog No. 100 which lists all stock 
bushing sizes and prices. You'll like Randall’s 
prompt, efficient service. 











A new foundry hook is announced, 
which eliminates the necessity of mak 
ing hooks by hand. ‘These are stressed 
engineered, and said safer than hand 
made hooks 

Ihe hooks are forged into a round 
it the point for easy insertion in holes 
in castings, and are furnished as inte 
gral parts of sling chains. Hooks are 
PILLOW BLOCKS GRAPHITED BEARINGS of the same material as the sling 


chains, and the entire assembly is 
BUSHINGS THRUST WASHERS 


( ee I proof-tested from bearing point to 
BAR STOCK ‘ al a BABBITTS bearing point. All chain costs are re 
suset wuencatos easery couans duced by the simplicity of the unit's 


design. 
American Chain & Cable Co., Inc., 


RANDALL GRAPHITE BEARINGS, INC. American Chain Division, York, Pa 


Industrial Distribution, September, 


215 E. Market Street Lima, Ohio 1950. 
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A LENOX Band Saw Blade 


For Every Cutting Problem 


LENOX 
Friction Cutting 


Band Saw Blades 


n 
e only e + eS 
eet 
High in cutting 
grainlest Ciegor Plate 


t meta! 


Shee Vv weal 4 pplication’ : : : = 4 
het Skip- A-Tooth 
Band Saw Blades 


or 








#ting 
For eg ten 


' d 
Aluminum Builders Boar 
Plastics Plywoo s 

Carbon 


LENOX 


Regular Metal Cutting 
Band Saw Blades 


"Ye Goals in the Pleid Se 





AMERICAN SAW 
1D.@ & MFG. COMPANY 


Springfield . Massachusetts 
HACK SAWS. BAND SAWS. GROUND FLAT STOCK 
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V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits. .. compactness .. 

.. dependability. . . quietness . . 
shock absorption .. 
maintenance cost.. 


positive speed 
. Cleanliness... 
. easy on bearings... low 


.smooth driving and safety. 


Other WMedart Products 


Belt Pillow Shaft 
Adjusters Blocks Couplings 


literature on each is available. Write. 


, Be continues relentlessly 
to seek ways of economizing ... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


Sleevelock Type. 
dismount. 
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.» 


Simple to mount and 
Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 


1950 


Shock Absorber 


Loses No Power, 
Adapts To All Motor Sizes 


A new motor shock absorber is on 
the market, one which gives smooth 
starting by absorbing the jerk which is 
occasioned in all “across the line” 
motor starting. Another advantage is 
that there is no power loss, and the 
torque is reduced by permitting the 
motor to gain momentum before pick- 
ing up the entire load. 

Chis shock absorber is not a clutch, 
so there can be no slipping. It will 
carry any load the motor will pull. It 
can be furnished for forward and re 
versing drives and for all motor sizes 
from one-fourth to three horsepower. 

Crown Mfg. Co., St. Louis 
Industrial Distribution, September, 
1950 


Snagging Grinder 


Operators Are Independent; 
Twin-Motor Unit Saves Money 


A new twin-motor, double-end 
grinder is announced by the manufac- 
turer. Not only are the operators in 
Apa of each other, but one side 

‘an remain stationary while the other 
is in operation. Also, one side may be 
run with a whee! differing in diameter 
from the other side, each wheel operat 
ing at its correct and efficient and peri 
pheral speed. 





72 \wesean 
»~\ 
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SIMONDS 


ABRASIVE CO. 


ROFIT 


for you 


A eet Re AO BO I OER 


PROFIT THROUGH GRINDING WHEELS... with the complete Simonds 


Abrasive Co. line offering repeat sales that build volume. 


PROFIT THROUGH RESEARCH . . . developing top efficiency in Simonds 
Abrasive Co. Wheels for every grinding job — maintaining consistent quality 


for repeat sales. 

PROFIT THROUGH SALES ENGINEERING ... . helping you to better business 
by helping your customers find the right answers to their grinding problems. 
PROFIT THROUGH ADVERTISING . . . telling customers that our distributors 
are ready to serve all their grinding wheel needs, promptly and efficiently. 


PROFIT THROUGH SALES HELP . . . Simonds Abrasive Co. offers you com- 
plete catalog, data book, sales literature, direct mail to turn your prospects into 


customers. 


Ask for samples of these profit-building sales aids regularly supplied to our 
distributors. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA., DISTRIBUTORS IN PRINCIPAL CITIES 


SIMONDS SAW AND STEEL CO.. FITCHBURG, MASS. OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS. LOCKPORT, NY. 
SIMONDS CANADA SAW CO.,LTD... MONTREAL. QUE. AND SIMONOS CANADA ABRASIVE CO. LTD... ARVIDA, QUE 
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CONVERSION TABLE 
STANDARD TAP CATALOG NOS. 


U.S.Mfrs. 


First eee 
Net Price List of Standard Taps, published by 
Threadwell last year as a free boon to book- 
keepers. 


And Now... 

Threadwell simplifies and speeds up your order- 
ing with its Conversion Table of Standard Tap 
Catalog Numbers. All standard types and styles 
of American Manufacturers cross referenced 
by catalog number. Yours for the asking. Mail 
coupon below. 


THREADWELL TAP & DIE CO., Greenfield, Mass. 


Please send me without obligation your new Conver- 
sion Table of Standard Tap Catalog Numbers. 


Oe . .. Pos. 
Company___ —— 





City. Zone__. State 


Aas 
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Each grinding wheel is powered by 
an individual motor, having its own 
magnetic starter and separate start- 
stop push-button station; each wheel 
has a shaft lock for use when chang- 
ing wheels, and an independent vari- 
able speed drive. As the individual 
wheel reduces in diameter to as little 
as 32”, turning of the crank handle at 
the top front of the machine simul- 
tancously adjusts the guard for maxi- 
mum protection and increases the 
spindle speed in direct relation to the 
worn wheel diameter. This means of 
consistently changing the speed per- 
mits maintaining exactly 9500 SFPM 
throughout wheel life. No tools or 
wrenches are required in changing 
speed; the individual crank handle is 
merely turned. 

Economical benefits of this grinder 
are reputed to increase production 
40%. There is greater operator efh- 
ciency, less operator fatigue, greater 
possible volume of grinding, maximum 
wheel life, minimum wheel wear per 
pound of metal removed, shorter de- 
liveries, and lower wheel cost. 

Standard Electrical Tool Co., Cin- 
cinnati—Industrial Distribution, Sep- 
tember, 1950. 


Pressure Pump 


Transfer Of Acids Managed 
More Safely, Economically 


A new pump with air-line pressure 
offers a safer, more economical and 
faster way to remove acids and other 
corrosive liquids from stainless steel 
containers. Liquids flow smoothly and 
stop instantly. They come in centact 
only with the corrosion-resistant tube. 

The pump is fitted with a safety 
valve for air-line pressure and a hold 
down clamp to secure the pump into 
the container, together with 25 feet of 
§” air hose with male or female coup 
ling and chuck attached. 

General Scientific Equipment Co., 
Philadelphia—Industrial Distribution, 
September, 1950. 

(Continued on page 170) 
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SALES ENGINEERS IN 13 FACTORY BRANCH 


“Gi These are days when 
Manufacturers are giving serious thought 


' to efficient airpainting. The reason, rising 


costs compel action to make new production 
savings. Competition too makes it necessary 
to produce better product quality. 


PAASCHE AIRPAINTING EQUIPMENT pro- 
vides manufacturers with a positive method 
that assures accomplishment of these ob- 
jectives. This equipment has been proving 
its ability and utility for more than 45 years. 
Its originality of design and many exclusive 
operating features sets up a pretty profit 
picture for you. 


There are types to do the most effective job 
for aircoating almost every type of article 
you can think of—from the smallest to the 
largest. You need never miss a sale for lack 
of the right equipment. Paasche has the 
answer every time. 


Look over the Paasche catalog and you will 
see why it will pay you well to concentrate 
your sales efforts on Paasche Airpainting 
guipment. Now is the time to enjoy an in- 
volume of airpainting equipment 
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ALLIS-CHALMERS 


Dealer Sales Organization—General Machinery Division 


168 


SUPER-7 V-BELTS FOR 
ANY TYPE OF DRIVE 


Complete Texrope line includes A, B, 
C, D and E sections in standard belts 
and Q, R, S and T in wide range. 
Five types are available to cover all 
possible operating conditions: Stand- 
ard, Oil-Resisting, Oil-Proof, Static. 
Resisting and Super-7 Steel. The Tex- 
rope franchise also includes a com- 
rlete line of FHP belts to fit thou- 
sands of applications on small indus- 
trial and home machinery, 


Texrope, Super-7, Vari-Pitch, Magic- 
Grip, Tex-lron, Texsteel and Texdrive 
are Allis-Chalmers trademarks, 





A COMPLETE LINE OF 


CONSTANT SPEED DRIVES 


One of the most popular sheaves on 
the market today . . . the famous 
Magic-Grip, has a patented taper bush- 
ing for fast, simple and easy mount- 
ing and de-mounting. It covers a wide 
range of drives from 1 to 250 hp. 
Other constant speed sheaves in the 
Texrope line include Texsteel, Tex- 
drive from one to 25 hp, Tex-Iron 
for FHP applications, Standard cast 
iron from one to 1000 hp, and special 
cast iron sheaves for all unusually 
large drives, These constant speed 
sheaves are stocked in conveniently lo- 
cated warehouses throughout the U. S. 


‘y EXROPE and only Texrope is the line that meets every possible need in 


V-belt drives , . . whether it’s an order for a single FHP belt or a giant 
sheave to transmit thousands of horsepower. And back of this complete- 
line coverage is the engineering staff that originated multiple V-belt drives 
in 1925. A profit-making combination . . . and here’s what it can mean to you. 

It means complete market coverage that your competitors can’t match , « » 
a chance to secure orders nobody else can quote on . . . and develop business 
on associated and related products. It means sales help from special applica- 
tion engineers when and where you need it. A few Texrope franchises re- 
main available. Why not investigate Texrope today and make yourself the 
V-belt headquarters of your area. A 2902 


ALLIS-CHALMERS, 1080A SO. 70 ST. 
MILWAUKEE, WIS. 
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A COMPLETE LINE OF 


VARIABLE SPEED DRIVES 


New Vari-Pitch Automatic sheave pro- 
vides 2 to 1 speed variation while 
unit is in operation. Fits 1/2 to 60 
hp variable speed drives, 


Other variable speed drive units in- 


clude standard and wide range Vari- 


Pitch sheaves and Vari-Pitch Speed 
Changers up to 75 hp. 





Interested In These Other 
A-C Franchise Lines ? 


PUMPS 
Single and multi 
Stage units to 
10,000 gpm for 
general duty, 


MOTORS 
Includes standard 
types to 200 hp. 
Also a-c, d-c mo- 
tor-generator sets, 


CONTROLS 


Complete line of 
starters, push but- 
ton devices for 
general duty, 


OTHER LINES 


Distribution and 
instrument trans 
formers, small 
industrial breakers. 











For any valving requirement, you can offer OIC Valves and be sure 
of giving efficient, precise control. That’s because OIC Valves are: 


PRECISION ENGINEERED— positive closure . . . minimum friction 


. . designed for smooth, free flow of air, gases and liquids. 


PRECISION BUILT—every essential part accurately finished for a 


precise fit, on the most modern production equipment. 


PRECISION APPLIED—OIC engineers always available to assist in 
helping your customers select valves best suited to each job, 


at lowest cost. 


Here’s a three-way combination that provides precision valve 
control. You gain friends and customers by helping hold down their 
first costs and upkeep costs. It pays to recommend precision-made 
OIC Valves. The Ohio Injector Company, Wadsworth, Ohio. 


VALVES. 


FORGED AND CAST STEEL- IRON - BRONZE 
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CASAL 


INDUSTRIAL 


BRUSHES and BROOMS 





THE LINE. . . 


® beef washing brooms ® hide 
brooms @ fibre brooms ® whisk 
brooms ¢ textile brooms ®¢ 
warehouse brooms °® coach 
brooms ® janitor brooms ® gen- 
eral industrial brooms ® parlor 
brooms * push brooms ® street 
sweeping brooms ° wire 
brushes ¢ floor brushes ® win- 
dow and car washer brushes ¢ 
counter brushes e 

brushes © special brushes ® 
street rolls. 








YOUR MARKETS . . . 


Metal Working Plants — Power 
Plants — Aviation Plants — 
Paper Mills — Road and Build- 
ing Contractors — Mines — Tex- 
tile Mills — Public Buildings — 
Dairies — Hotels — Schools 
— ae — Railroads — 
Packing Plants — Warehouses 
— Airports — etc. 





Every time you sell CAPITAL products you give the 
buyers quality that means all around satisfaction. The 
net result to you is that you make permanent custom- 
— in turn you insure good profits from steady 
sales. 


It's the materials that go into the CAPITAL line—the 
excellence of construction—the special attention 
given to every detail—and our full cooperation that 
all counts heavily in your favor. 


We urge users to purchase thru their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH AND BROOM.STS Est. 1890 INDIANAPOLIS 7, IND. 
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Chain Block 


Light-Weight Block Uses 
Splines Instead Of Keys 


A new chain block of one-ton lift 
ing capacity is announced, containing 


\many unusual features. Foremost is 


the use of splines instead of keys, a 
new conception of a load brake that 
makes lowering easier and faster be 
cause the chain pull to keep the load 
lowering with this new brake is almost 
negligible. 

The new chain block is light in 
weight—only 42 pounds—due to the 
use of a simple mechanism and a 
frame and covers made from alumi 
num alloy of unusual shock-resisting 
properties. The steel load chain is 
heat-treated and of great strength and 
toughness. All gearing and shafts are 
steel and heat-treated. Operating eff 
ciency is high, and distance between 
hooks is 15”. 

Manning, Maxwell, & Moore, Inc., 
Shaw-Box Crane and Hoist Division, 
Muskegon, Mich.—Industrial Distri 
bution, September, 1950. 


Portable Cutters 


Three New Cutters 
Are Powerful 


Of interest to the metal industries 
in particular and to general industry, 
are three new two-hand portable, spe- 
cial-purpose cutters. These are de 
signed to perform difficult tasks, and 
idded power makes this possible. 





Your Jack Selling Job is Easier— 
More Profitable when you sell 


DUFF-NORTON 


JACKS 
Gociely 


Duff-Norton Jacks are easy to sell because the 
name is well known for dependable, high 
quality products. 








The Duff-Norton complete line provides jacks 
for every application . . . giving your salesmen 
unlimited sales opportunities. 


Continuous advertising in trade papers and by 
direct mail keeps your customers informed and 
sold on the quality features of these jacks. 


Attractive, informative sales literature imprint- 
ed with your name and address, helps you 
stimulate quick and easy sales. 


Comprehensive catalogs provide your sales- 
men with all the data they need to talk in- 
telligently about jacks ... to help them do a 
selling job. 


And... of course... Duff-Norton is always at 
your service to give you any additional help 
you may need to increase your “Jack Sales" 
volume. 














Automatic 
Lowering Jacks 


Governor Controlled Standard Speed Hydraulic Jacks Low Height Jacks 
Jacks Screw Jacks 


Sell Duff-Norton . .. Because Duff-Norton’s Easy To Sell! 


wot tHE DUFF-NORTON manuracturine co. 


JACKS 
MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA.—CANADIAN PLANT, TORONTO, ONT 


“Ohe House that Jacks Built” 
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it’s all yours» 


WHEN YOU SELL 


unrestricted opportunity 


Here is Opportunity looking for you. You are not hindered by 
sales restrictions when you handle the Binks line. You are free 
to solicit business wherever you find it...small shops... 
garages...manufacturers...large industrial plants. 


You can fill every spray finishing need when you sell the Binks 
complete line of integrated spray finishing equipment. Whether 
the need is for a hose coupling, a spray gun, or a complete 
finishing department, you can close the sale and make the profit. 


You'll have fewer headaches when you sell Binks 
precision-made equipment. This spray finishing merchandise 
has a world-wide reputation for economy...for outstanding 
reliability. Yet every one of the many Binks items is competitively 
priced. Your customers pay no premium to get the best. 


powerful sales support 
You receive quick powerful sales support from Binks. The Binks 
engineering staff will assist you in planning installations 
..-help you close any sale requiring special handling. 


well-directed advertising 
Backing up your sales efforts is a well-directed flow of 
magazine and direct mail advertising. More than 3,000,000 sales 
messages will reach your prospects during 1950. When you 
call on a prospect, you'll find him pre-sold on Binks. Truly, both 
industry and distributors prefer Binks—the complete line. 


investigate the advantages of being a Binks 
distributor. 
Write today for full information. 


MANUFACTURING COMPANY = 
SPAS 
3128-30 Carroll Ave., West, Chicago 12, Ill. 


NEW YORK DETROIT LOS ANGELES ATLANTA BOSTON 
DALLAS MILWAUKEE NASHVILLE PHILADELPHIA 
ST. LOUIS SAN FRANCISCO SEATTLE 
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The carbide edged cutter is effec- 
tive in cutting hard materials such as 
stainless steel rods, wires, pins, etc., up 
to #” diameter. Tough carbide edges 
are firmly brazed to the cutting jaws. 

The hot metal cutters are for use 
in cutting hot steel bars, rods, and 
wire up to 8” diameter in steel mills 
and fabricating plants. Special hot- 
work steel and special heat-treating of 
the jaws insure long life under con- 
tinuous duty without loss of the cut- 
ting edge temper. 

For cutting expanded metal and 
heavy gage metal lath, the new metal 
lath cutters have specially designed 
center cut jaws with pointed noses. 
that allow cutting in narrow places— 
fs” capacity. 

H. K. Porter, Inc., Somerville, Mass. 
—Industrial Distribution, September, 
1950. 








CLEVELAND 
PITTSBURGH 
WINDSOR, ONTARIO, CANADA 








Fork-Lift Truck 


Electric Carloader Is 
Compact, Maneuverable 


A new 3,000-lb.-capacity electric 
carloader fork-lift truck features com- 
pactness and maneuverability. These 
advantages result from reduced over- 
all width and increased speed. 

Among the other points of the ma- 
chine are: controls insuring complete 
safety; ease of operation; and auto 
matic acceleration, providing smooth 
and even variations of motor speed. 
The acceleration is accomplished 
through a master power-switch regu- 
lated by an automatic timer. 

The  steering-column directional 
control lever of the carloader engages 
the first point of power for either for- 
ward or reverse operation. Non-plug 
ging controls prohibit change of di- 
rection until the motor comes to a 
full stop. Safety is insured by simul- 
taneous action of the directional con 
trol-lever clock and a  dead-man 
brake. 

A separate motor powers the hy- 
draulic pump and provides great lift- 





ing and tilting power. Lift heights are 
available in a range from the standard 
84 inches with over-all height of 61 
inches with forks down, to 130 inches 
and an over-all height of 84 inches 
with forks down. Uprights of rolled 
alloy steel give increased strength to 
the lift assembly. 

Clark Equipment Co., Industrial 
Truck Division, Battle Creek, Mich. 
—Industrial Distribution, September, 
1950. 





BLADE TURNS AND LOCKS ¥ 
/ im & PONTIONS 











Keyhole Saw 


Rotatable Blade Makes Saw 
Versatile, Speedy 


A new keyhole saw, featuring a 
rotatable blade, has been introduced. 
The tool cuts steel, iron, wood, plaster, 
bone, plastics, nails, bolts, asbestos 
shingles, non-ferrous metals, and many 
other materials. 

The tapered 114” blade reaches into 
tight corners and curves, and the han- 
dle is always in the clear for fast, safe 
work, because the blade turns and 
locks in eight different positions. 
Easily interchangeable, special-purpose 
blades are also available, one for cut- 
ting sheet metal and tubing, another 
desirable when the saw is used _pri- 
marily for wood and other soft mate- 
rials. 

Millers Falls Co., Greenfield, Mass. 

—Industrial Distribution, September, 
1950. 


Welding Cable 


Features Long Life With 
Maximum Flexibility 


A new type of welding cable for 
both electrode and ground, combin- 
ing new design features and _ latest 
manufacturing methods to increase 
both cable life and cable flexibility, 
is now made available. The cable 
combines its features to produce a 
low-cost item with performance equal 
to premium rubber-covered cable. 

The outer cover of the cable is 
neoprene with a paper separator of 
21% mil thickness between the outer 
cover and the copper stranding. 
Ihere is, as a result, freedom from 
cable kinking and copper oxidation. 

Neoprene has unusual resistance to 





LET’S TALK ABOUT... 


TURNOVERS 


It’s no secret that the faster an Industrial Distributor 
turns over his stock the more profit he makes. It’s 
also a well known fact that low-priced items like bolts, 
nuts and screws turn over faster than more expensive 
“capital” equipment. 

On the average, a stock of bolts, nuts, screws or other 
fasteners will turn over 6 to 12 times a year. . . reap- 
ing a profit each time. Very few other products can 
match this performance. 


So think of the products you sell in terms of ‘‘turn- 
over” and for your profit’s sake sell bolts and nuts at 
every Opportunity. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Birminghom © Chicago 


LAMS 
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ANOTHER REED EXCLUSIVE 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
part machined from high carbon alloy 
flee! . . . heat treated for perma- 
fence and maximum strength. 
Threads are cut to closest toler- 
@nces to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


Even the base of the Reed nut 
is milled to a limit gauge to insure 
correct alignment, less stress and 
more power. 


Important though itis, the vise nut 
is only one of the many exclusive 
REED features... for every work- 
ing part is designed and built to 
these same high standards. 


That’s why Reed Vises out-last and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED . .. it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


ERIE, 


PENNSYLVANIA, 


U.S.A. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 


oil deterioration, abrasion, impact, 
fatigue, bending, and permanent set 
after stretching. Also, it has excellent 
tensile strength. 

Lincoln Electric Co., Cleveland— 
Industrial Distribution, September, 
1950. 














Illumination Meter 


Records Fluctuation Of 
Light Values 


A new photoelectric light recorder 
has been introduced. It records rapid 
changes in light values, where wide 
variations must be observed and tran 
scribed faster than can be done by 
hand. 

This recorder utilizes principles 
previously employed by the manufac 
turer in other products. The sensing 
clement, which can be placed whet 
ever convenient, employs a_ photo 
electric cell of the dry disc type. A 
built-in filter matches its color re 
sponse to that of the human eye. 

Full-scale values of 20, 40, or 80 
foot-candles are selected by a single 
switch, and the recorder can also 
measure candlepower of any value by 
proper adjustment of distance from 
the light source. 

Weston Electrical Instrument 
Corp., Newark, N. J —Industrial Dis 
tribution, September, 1950. 


Can Dolly 


Prevents Tipping, 
Carries Heavy Loads 


\ new can dolly is announced, onc 
which will take extremely heavy loads 
and keep from tipping. Stability is 
achieved through the use of brackets 
which center and thus keep cans 





oe Without 
sacrifice 


of hole finish 


Cloveland Reamers gave excellent results on the job pictured 
above, removing .012” to .015” stock in holes 1%” deep. 
Previously it had been a problem to maintain accurate hole 
size and good quality of finish in these “gummy” aluminum 
sand castings ... but C@eeland High Speed Spiral Fluted 
Machine Reamers averaged more than 1,000 pieces without 
loss of finish, and with no appreciable wear on the tool. 

Once again it was proved that the best reamers are also 
the least expensive. Not only do C@eeland Reamers give 
longer life between grinds without sacrifice of hole finish, but 
they also reduce costly down-time on automatic machines. } 
To make your own test, contact our nearest Stockroom or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 + Chicago 6 + Dallas 1 + San Francisco S + Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&veland TOOLS 


WMA 


CoeTEcarw 


DISTRIBUTORS EVERYWHERE 
are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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A SUPER STANDARD TOOL 
FOR EVERY CARBIDE JOB! 


SUPER TOOL C(O. 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 
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steady. Constructed entirely of steel, 
the unit is galvanized to prevent rust. 
It will carry cans of from 20 to 33 
gallons. 

The Witt Cornice Co., Cincin- 
nati—Industrial Distribution, Septem 
ber, 1950. 


Sight Glasses 


Glasses Made From 
Heat-Resistant Plate 


A new line of sight glasses made 
from “polished plate glass are now on 
the market. The glasses are intended 
for use as peep-hole and inspection 
windows on furnace doors, gas and oil 
burners, ovens, absorption columns, 
reaction kettles, evaporators, _ stills, 
processing tanks and equipment and 
other installations where a heat-resist- 
ant glass is desirable. 

The use of Pyrex permits high tem 
perature service and the withstanding 
of sudden temperature changes. ‘This 
type of glass can resist attack by all 
chemicals except HF and strong hot 
caustic solutions. The glasses are 
highly transparent and will resist 
clouding and pitting to retain their 
transparency for longer service life. 

Swift Lubricator Co., Inc., Elmira, 
N. Y.—Industrial Distribution, Sep 


tember, 1950. 


Check Valves 


Have Only Three Valve 
Parts, Plus Seat, Locking Ring 


Simplicity and utility are the bene 
fits ascribed to use of a new check 
valve just announced. Easy assembly 
is possible, since there are only three 
valve parts, plus the. seat and locking 
ring. Also, the basic check units are 
machined and ready for immediate 
installation in all standard pipe-fit 
tings, such as tees, elbows, crosses, 
couplings, etc. All check requirements 
are covered in one basic design. 

Durabla Mfg. Co., New York 
Industrial Distribution, September, 
1950 
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Transfer Pump 


Pump Is Air-operated, 
Saves Time, Money 

A new air-operated pump for quick 
transfer of fluids and semi-fluids trom 
original drums to other containers has 
just been announced by the manu- 
tacturer. 

Delivery up to 18 GPM, at an op- 
| erating pressure of 150 pounds, is 
| claimed for the pump. With extra- 
high volume, the pump will empty a 
full barrel of material in less than 


GRINDING WHEEL DRESSER CUTTERS | three minutes. Rate of delivery can 


be regulated to any degree of speed 
below 18 GPM. 


Vincent Grinding Wheel Dresser Cutters are made to stand up | Since manually handled jobs are 
| eliminated, production time 1s saved, 


longest on the toughest applications. From the selection of special and due to its light weight—fifteen 
analysis steel right through final inspection and assembly, Vincent pounds—the pump can be carried by 
Cutters are carefully manufactured. Each Vincent Cutter is heat | one man easily. Also, spillage is at a 
treated by an exclusive process right in the Vincent plant—one of minimum. al 
the three largest and best equipped heat treating plants in the U.S. Industrial Division of Gray Co., 
This process gives Vincent Cutters the right degree of toughness— ee 
tribution, September, 1950. 

not too hard, not too soft. It assures that Vincent Cutters will give 
ae . more dressings—cleaner dressings. And that 

7 yee 0 rene " means sure repeat sales. Stock the complete Bench Grinders 

\ * shed line for quick delivery . . . increased profits. 





wheel 
\ Large Work-Clearance Is 


| * \Wneels Feature of New Grinders 
Dresser, sl 


ace 
\ + 2 ae Designed to permit easy handling 
\ 4 “n of large and bulky pieces, a new line 
\ 4. use #\\ *wineels of bench grinders allows more accessi- 
\ bres wide f° o ——— bility to grinding wheels. Workers 
\ FOR CORRECT DRESSER SIZE now have a larger range in which to 
\ lA USE THIS CHART swing large, odd-shaped objects. 


These grinders are flat-faced to give 

full clearance, and they have compact 

Vt NCENT. a motors which also provide the worker 
STEEL PROC : $$ COM mp ANY ¥ with more room. The units also in 
clude extra-large, permanently lubri 

‘ cated ball bearings. The 4 and 4 hp. 

DRESSING grinders have split phase motors for 
Ni ; quick starting and smooth running; 
the 4 and 1 hp. grinders have capac 

2424 Bellevue Avenue Detroit 7, Michigan itor-start motors, a low starting current 
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Speaking of GF 
angle of Ba} ; 
Thread Taps is OF 
accuracy. Special 
of unusual desig@l 
this detail with p 
- another reasom 
Bay State Taps. 
close to size 


BAY STATE TAP & DIE CO. 


MANSFIELD, MASS. 


ON NEARBY SHELVES OF INDUSTRIAL SUPPLY DISTRIBUTORS 


SES TET 
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KENNEDY 
Underwriters’ Approved 


Sas When you need a Valve 
that’s always on duty... always ready 


Whenever life and property are at stake, the complete reliability and 
dependability that are built into every KENNEDY Valve are plus 
safety features. The valves listed below are approved by Underwriter 
Laboratories and Associated Factory Mutual Fire Insurance Companies. 


IRON BODY DOUBLE-DISC GATE VALVES | type which withstands heavy duty serv 


ice. All motors are enclosed for protec 

; 4 tion from metal or abrasive particles. 

67 | O.S.&Y. Screwed | 2%" to 12 Cold Water, non-shock, Heavy-duty cast wheel guards give 
175 Ibs. = ee “adi 

r - Pee | full protection in gen and wire 

68 |0.S.&Y. Flanged | 21%" to 14 2% to 12 —Cold gw and can be easily removed 








Fig. No. Type Sizes Working Pressures 





Water, non-shock, 175 f b ish 
Ibs.; 14” —150 Ibs. or Duihng or polishing. 


Skilsaw, Inc., Chicago—Industrial 


O.S.&Y. Bell Ends | 4” and6”to14” | Same as Fig. 68 ; a a Es 
Distribution, September, 1950. 


Indicator Post 4” to 14” 4” to 12” —Cold Water, 
Gate Valve— non-shock, 175 Ibs.,; 
Flanged 14”—150 Ibs. 





Indicator Post 4” to 12” Cold Water, non-shock, 
Gate Valve— 175 Ibs. 
Screwed 


Indicator Post a w 14° Same as Fig. 701 


Gate Valve— 
Bell Ends 


BRONZE VALVES 








O.S.&Y. Wedge ¥%,”" to 2” Cold Water, 175 Ibs. 
Disc Gate Valve 


Hose Gate Valve 24," Cold Water, 175 Ibs. 
no cap and chain 


Hose Gate Valve 2%,” Cold Water, 175 Ibs. 
with capand chain 


Angle Hose Valve 24," Cold Water, 175 Ibs. 


Angle Hose Valve 2%,” Cold Water, 300 Ibs. 








1RON BO HECK VALVES 


Screwdriver 
Screwed Check 4” to 6” Cold Water, 
— . a. Features Sturdy, New 


‘ 2 175 Ibs. Clip Screw-holder 
Flanged Check 4° to 12 Same as 
Valve Fig. 125 A new screwdriver is announced 
Bell-end Check 4” and6"to12” | Same as which is equipped with a sturdy new 
Valve Fig. 125 screw-holder, designed for effective 
ness and simplicity. This screw-holde1 
INDICATOR POSTS is in the form of a spring clip that 
‘ . : may be slid back up the shaft and out 
KENNEDY Indicator Posts provide a safe and easy means of tie aay whee ast taeted. 

of operating valves installed underground or behind walls. Ease in starting a screw in a re 
Completely enclosed, operation is unaffected by rain, cemed hole and ister extracting it is 
snow, or frost. Highly visible aluminum on black indica- ossible since there is no interferenc¢ 
tor, adjustable to valves of different sizes, protected by bor mechanical contrivances. More 
extra-thick moist-free glass. For wall or ground mounting. | over, visibility of the screw slot is un 
important when extracting a screw, 
because this new screwdriver can be 
made to grip the screw through a 


THE 
| sense of “feel” and very light pressure 
4 é N N $ ») Y ve ee | Two different diameters are available 
ELMIRA. NEW YORK to serve many functions. 
Vaco Products Co., Chicago—In- 
VALVES + PIPE FITTINGS « FIRE HYDRANTS | dustrial Distribution, September, 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO © SALES REPRESENTATIVES IN PRINCIPAL CITIES | 1950. 




















Write for full particulars Buy from Your Local Distributor 
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Pipe Flange Spreader 


Removes Old Gaskets By Using 
Pullers, Wedges On Forcing Screws 


A new pipe flange spreader to re- 
move an old gasket when necessary to 
install a new one has been announced 
by the manufacturer. Two pullers 
combine with two removable wedges 
on the forcing screws to spread the 
pipe flanges. 

The jaws are hooked into the bolt 
holes with the tools opposite each 
other, and the forcing screws are 
turned alternately to spread the flange 
uniformly. 

Owatonna Tool Company, Owa- 
tonna, Minn. —Industrial Distribu- 
tion, September, 1950. 


$= 














Flexible Coupling 


Concave Jaw Surface Holds 
Insert Or Spider In Position 


\ specially designed concave jaw 
surface of this new flexible coupling 
holds resilient synthetic rubber in- 
ert or spider in position. Any tend- 
ney of the rubber to extrude or 
break is eliminated. Metal jaws are 
manufactured to close tolerances, and 
inserts represent the latest develop 
incnt in oil-resistant synthetic rubber. 








MR. INDUSTRIAL DISTRIBUTOR: 
Arrow Tool & Reamer Company Offers 
YOU A COMPLETE LINE OF 


"Fascut” END MILLS... 


Including our popular 3 FLUTE SERIES 


NEW SALES OPPORTUNITIES IN 
THE SPECIAL TOOL FIELD THROUGH 
ARROW’S 
“INDUSTRIAL DISTRIBUTOR’S 
PLAN FOR SELLING SPECIALS” 


Arrow’s 34 year old record as an unusually competitive and experienced 
source on special cutting tools has provided many Arrow Distributors 
with sales opportunities not previously fully utilized by Distributor 
Organizations. 


Arrow’s plan is tailored specifically to fit into any Industrial Distribu- 
tor’s sales program. 


WRITE TODAY FOR COMPLETE INFORMATION! 
<_ > 
Here's another Arrow PLUS! 
ARROW LIVE CENTER 


@ Adjustable for wear 
@ Tapered, interchangeable inserts 





Rugged, accurate and durable, the Arrow 
LIVE CENTER has been shop tested and is 
equipped with Timken precision roller bearings 
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| | Capitalize on these | | sd 
| Advantages of . ,! 


fms iy 
IN DISTRIBUTOR 
WAREHOUSES 
HANDY- PACK haniled or even dropped without beak 


ing. They can be stacked neatly and easily 
without crushing or toppling. They 


save time...eliminate costly spillage, 
BOLT CARTONS ene os “= 


Sturdy Handy-Pack bolt cartons have 
sales features never before available. 
Jobber salesmen respond by pushing 
the line... because they have something 
“ ‘extra’ to sell. Sales go "way up. 
@ Handy-Packs contain the same small 
lot quantities of bolts that have been Rugged open 
eed es for years. Cut thread carriage drawer 
and machine bolts have nuts attached as ~ 
always. 


STURDY HANDY-PACK 
CARTONS 


are constructed of corrugated board — 
a certified bursting strength of from 125 
to 200 lbs. per sq. in. depending on bolt 
size. The cartons are packed in wooden 
boxes...can be cvieal in carload or less- 
than-carload lots. Every carton is sealed 
with nylon tape...is certified reshippable. 
Tying and wrapping are not required 
when you reship. Sturdy Handy-Packs 
are superior in every way to ordinary IN RETAIL OUTLETS 
‘paper’ cartons. Warehousemen, jobber 
salesmen and sales clerks who have tried 
them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
many advantages of Handy-Pack. 


Handy-Pack covers are marvelous open 
drawers for bolt cabinets. They save 
time...elimimate opening cartons every- 
time you make a sale. The Handy-Pack 
covers are sturdy...won’t bulge, tear 
or crumble. 


| 

| 

| 

| 

| 

| 

! 

| 

| 

r 

| 3 
| IN JOBBER SALES 
| aa 
| 

| 

| 

| 

| 

| 

| 

| 


for this free circular on quantities 
WRI TF and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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In case of misalignment, instant ad- 
justment is possible. 

This coupling includes a long-last- 
ing, vibration-free drive for a wide 
range of applications. It is available 
for shafts from 4” to 13” and hp 
ranges from fractional to twenty-five. 
Standard keyways are provided. 

Gerbing Manufacture Corp , Roto 
Cone Variable Speed Puiley Divisio» 
Northbrook, I1l_—Industrial Dist-:b 
tion, September, 1950. 














Slip Clutch 


Prevents Damage From Overloading, 
Gives Power Drive Longer Life 


A new slip clutch device prevents 
damage involved in overloading powe1 
shafts. The clutch disengages the 
flexible shaft cable and stops the 
shaft and tool from rotating. When 
the load becomes normal, the clutch 
re-engages the cable. This mean 
economical protection for flexib’ 
shafting and gives longer life to powe 
drives. 

F. W. Stewart Manufacturing 
Corp., Chicago—Industrial Distribu 
tion, September, 1950. 


Electric Saw 


Portable Tool Has Long 
Life, Low Price 


A new, low-price portable electric 
saw with heavy-duty construction is 
announced by the manufacturer. Ex 
clusive features of the 6” saw include 
long shaft transverse motor mounting 
for extra power and longer life; no 
worm or bevel gears; die cast alumi- 
num housing; steel inserts for bearings 
and threads to maintain critical parts 
in perfect alignment; a built-in saw 
blower, which blows from the inside 
ind keeps the cutting line clear and 
motor free from dust; and a steel np 
guide with adjustments for any thick 
ness or material being cut 

Giant switches give positive protec- 

Continued on page 186) 





L234 5.6.4.8 big heasons 


WHY THE B&G 1522 PUMP IS THE 
“BUY” FOR TOUGH PUMPING JOBS 


MORE PUMP VALUE PER DOLLAR Engineers and maintenance men are astonished at the perform- 
ance of the B&G 1522 Pump... because this unit licks the 
pumping jobs which usually cause trouble. For these reasons— 

First: Leak-proof Mechanical Seal—ends stuffing box 
troubles. 
Second: Spring-type flexible coupling—contributes to un- : 
usually quiet operation. 
Third: Hydraulically balanced impeller. 
Fourth: Easily serviced. Removal of a few bolts permits 
separation into three parts. 
Fifth: Interchangeable parts. The bearing bracket sub- 
assembly, including shaft and sleeve bearings, is 
manufactured to close tolerances and is interchangeable 
in all 1522 Pumps. 
Sixth: Shaft alignment maintained by oil lubricated, high 
grade bronze sleeve bearings. 
Seventh: Standard motors—easily obtainable from motor 
manufacturer's stocks. 
Eighth: With all these features B & G 1522 Pumps are 
competitively priced! 
B & G 1522 Pumps are making 
sales records—it will pay 
you to get the whole story! 


Hydre-Fie propucts 


Heat Exchangers . . . Water Heaters... Pumps... 
Refrigeration Equipment . . . Forced Hot Water Heating Systems 
BELL & GOSSETT COMPANY 
Dept. 8535, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O'Connor Road, Toronto, Canada *Reg. U. S. Pat. Off. 
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for the Most Complete Line of 


Tiiuiiens is a reliable source for 
a complete range of sizes and types of brass and steel fittings for every industrial 
application. The dependability of the complete line has been proved not only by 
extensive laboratory tests but also by actual use in the field. 


Weatherhead fittings are precision machined to S.A.E. Standards. Threads and 
bodies are clean cut for exact fits and all Inverted, S.A.E., Compression, Threaded 
Sleeve and Pipe fittings are made from extruded brass bar stock. The use of ex- 
truded brass bar permits large flat wrench surfaces on elbows and tees . . . offers 
greater strength than castings . . . results in fittings of lighter weight than forgings 
with equal strength . . . porosity is eliminated. 

Weatherhead also offers the 37° flared type stee/ fittings which 

conform to J.I.C. Standards. The straight fittings in this line are 

made from bar stock . . . all elbows and tees are made from 

forgings. 

Copies of the new Weatherhead Industrial Tube and Pipe Fittings Catalog (F-1456) 

will be sent upon written request. This new catalog includes complete engineering 

data and specifications for all Weatherhead tube and pipe fittings. Dimensional 

charts of the 37° flared fittings are also included for engineering layout purposes. 

Write today for your copy., 


Look Ahead With 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
PLANTS; CLEVELAND, O, + ANGOLA,IND. - COLUMBIA CITY, IND. - ST. THOMAS, ONTARIO, CAN. 
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@® Under today’s conditions, pro- 
duction and maintenance men 
are buying only the tools and 
) equipment they know will pro- 
} duce substantial savings in job 
| time—which means more jobs 
| can be done at less cost. That’s 
| why they are buying Ingersoll- 
Rand Impactools—the value is 
, self-evident! That’s why Inger- 
soll-Rand Electric Impactool 


sales are zooming! 


Here are typical examples of Impactool savings: 


® Fabrication job— 


60 units per day with hand wrenches 
150 units per day with Impactool 
$197 Impactool paid for in 11 days 


® Maintenance job— 


90 minutes by hand wrenches 


9 minutes by Impactool 
$110 Impactool paid for 
itself in 10 days 


Available in 2 popular sizes— 








No Kick No Twist 
to Operator 


No Motor Burn Outs, 
can't stall motor 


Nut Running Time 
cut 90% 





® Tube Rolling job— 


80 man hours by hand tools 
16 man hours by Impactool 
$165 Impactool paid for 
itself in 13.8 hours use 


# Assembly Operation— 

3 minutes, 48 seconds by hand wrenches 
1 minute, 50 seconds by Impactool 
$110 Impactool paid for 

itself in 15 days 


Size 4U—%%” cap. 
Size 8U—%” cap. 


a 
seeinG is | [RIFYEY Vary 
BELIEVING! ~ 


The I-R IMPACTOOL quickly sells production 
and maintenance men when they see this amazing 
all-purpose electric tool in action. 


Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y. 


Bores Wood 
Extracts Broken 
Studs 


Drives Studs 
Saws Holes 
Drills 


Runs Nuts 
Taps 
Reams 


Drills Masonry 
Wire Brushes 
Drives Screws 
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tion against accidental starting. Also, 
the saw features a smooth-operating 
automatic ball-bearing blade guard 
with rubber snubber. Finger-tip con- 
trol for depth and bevel cuts elimi- 
nates the need of wrenches, while con- 
venient handles give better balance. 

Independent Pneumatic Tool Co., 
Aurora, I1]—Industrial Distribution, 
September, 1950. 


Inconel “T” Sections 


Uniform Structural Parts 
Available at Saving 


The manufacturer announces the 
availability of hot rolled inconel in 
“T” sections. The main purpose of 
this new product is to provide manu- 
facturers of furnaces and other high- 
temperature equipment with ready- 
made and uniform structural parts at 
considerable economy over the cost of 
fabricating the parts in their own 
shops. The sections can be welded, 
riveted, or otherwise joined without 
difficulty. 

The sections are made in a standard 
size of 14 by 14 by } inches, and in 
lengths up to 15 feet. The weight is 
about 23 pounds a foot. 

The International Nickel Co., Inc. 

-Industrial Distribution, September, 
1950. 


Drill Bushings 


Solid Carbide Bushings 
Give Accuracy, Long Wear 


A complete new line of long life 
solid carbide drill bushings for drill 
sizes .0280”, 1.7500” is announced by 
the manufacturer. The new bushings 
are 100% interchangeable with stand- 
ard steel bushings and require no re- 
working of present jigs and fixtures for 
substitution. 

They are offered in four types: 
headless press fit, head press fit, fixed 
renewable and slip renewable. All are 





P SURE-FIRE PROFIT MAKER/ 


gl 


Use in 
INDUSTRY 
MAINTENANCE 8 


MILLWORK 4%, 
BUILDING, 


PORTER-CABLE 


SANDER 


A Yew 4=-INCH BELT SANDER FOR LARGE AREAS... 


It’s the newest member of the fast moving Speedmatic family of quality tools—and 
a “can’t miss” profit item. The Model 500 Sander answers a big need in four important 
fields — industry, maintenance, woodworking, building —for an easy-to-use sander 
that turns difficult, large area surfacing work into a quick, easy job. BALANCE is 
the reason — balance and a powerful motor that spells s-p-e-e-d! 


th WHAT IT DOES: Smooths the roughest sur- 
faces to a velvet finish— polishes sheet metal — 
removes stock in heavy cuts—removes saw and 
cutter marks; soiled spots, digs, and scratches; paint 
and varnish — rounds glass edges — burrs, chamfers, 
rounds corners. In fact, it “eats up” every job re- 
quired of a large area sander. And it does these jobs 
without gouging, without dust —and with amazing 
speed and ease of operation. 


WHAT IT FEATURES: 1. Greater maneu- 
verability through perfectly balanced weight distribu- 
tion — low center of gravity— firm rest on broad 
belt. 2. Improved dust collecting system with low 
position bag that keeps out of way and can be moved 
to right or left of handle. 3. Air cooled motor with 
silent chain transmission. 4. 25 sq. in. of working 
area for uniform, gouge-free, large area surfacing. 
5. Plastic front and rear grips that won’t chip or 
peel — will keep cool. 


Place your order for Speedmatic Model 500 Sanders today —they're real business getters 


PORTER-CABLE Machin 


Manufacturers of SPEEDMATI 


In Canada: Strongridge Ltd., St. Catharines, Ont 


2649 N. Salina St. 
e Co. Syracuse 8, New York 
d GUILD Electric T 


The BALANCED Line 
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BATTERY 


POWERED 


LUBRICATION EQUIPMENT 


your customers 


are reading 
about it! 
they're shopping ec age arabe a 


for it! 


Your customers have read about BROWN 
DYNALUBRICATORS in over 60 national 
magazines within the last four months 
Now is the time to SELL this new line of 
lubricating equipment, the only BATTERY 
POWERED LUBRICATORS on the Amer- 


GUARANTEED 
SAVINGS 


There are hundreds of inquiries in our 


ican Market. 














files for your follow-ups. Right from the 
start we rolled up our sleeves to dig up 
SALES LEADS for you . . . Right now we 
are working to help you get more business 

we ore producing QUALITY products 


to help you keep that business 


OUR PRODUCTS ARE GUARANTEED TO 
OUTSTRIP OTHER LUBRICATORS IN 
SAVINGS 
40°%-66% savings in labor alone. You 
will be handling a line backed by hard 


Many users are showing 


WRITE FOR YOUR COPY OF OUR 
CATALOG AND DEALER PRICE LIST 
NOW 














[prown Dynalube 


CutrP An Y 


CHARLOTTE 


NORTH CAROLINA 
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precision ground and lapped for ex- 
acting tolerance and finish. The head 
types employ steel rings which en- 
circle the carbide, forming no part of 
the bearing surface. 

Advantages claimed for the new 
bushings are extreme accuracy and 
minimum down-time. 

S & E Machine Products, Inc., 
Bridgeport, Mich.—Industrial  Dis- 
tribution, September, 1950. 


Screwdrivers 


Assortment Consists 
Of Six Drivers 


A new screwdriver assortment is be 
ing introduced by the manufacturer. 
[his new assortment No. SD-3 con- 
sists of six drivers of the two most 
popular sizes for slot, phillips and 
clutch head screws. 

Genuine Tenite II plastic handles 
in blue have an exclusive palm fit de- 
sign. The set of six drivers is uncon- 
ditionally guaranteed for finest mate 
rial, temper and workmanship. 

Herbrand, Div. of the Bingham 
Herbrand Corp., Fremont, Ohio—In- 
dustrial Distribution, September 1950 


Instrument Tubing 


Has Chip-proof Plastic Coating, 
Can Be Bent Easily 


\ new low-cost corrosion-proof in 
strument tubing made of metal with 














Lifting 15-ton blocks of Berea sandstone at the world’s 
largest and deepest sandstone quarry, South Am- 
herst, Ohio. This service is extremely abrasive as 
the stone is the same type that is used for grinding 
wheels. The Cleveland Quarries Company has used 


Building a power plant—Wire rope is the connecting link 
between steel on the ground and steelwork rapidly 
rising in a new power plant ... and the longer the 
rope lasts without time ing changes, the more 
money it makes for the contractor. That's why it pays 








Tiger Brand Wire Rope on this operation for many you to use the best wire rope you can get—TicErR 
years and reports exceptionally good service. Branp. 


TIGER BRAND WIRE ROPE 


Digging dirt—the commonest of all operations—but 
tough, too, because the wire rope is never free 
from grit. Whether you operate a small shovel like 
this or the biggest dragline, you'll find a Tiger 
Brand Wire Rope designed to give the best service 
in each application. 


Outstanding performance month after 
month in jobs like this proves the superior 
quality of Tiger Brand Wire Rope. But if 
you have a special application that’s tough 
on wire rope, call in a Tiger Brand Field 
Service Engineer. He’ll help you select the 
best rope for your particular needs. In the 
meantime write for our handbook, “Ameri- 
can Tiger Brand Wire Rope.” 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
COLUMBIA STEEL COMPANY, SAN FRANCISCO + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN TIGER BRAND WIRE ROPE 
Licelliy Cilaformed 


N I 3 2 Ss 


T E D ae oe oe 
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YOU CAN MEET 
CUSTOMERS’ 


REQUIREMENTS 


w™ STRAND 


COMPLETE LINE OF 
FLEXIBLE SHAFT 
MACHINES 


TRIPOD 
STAND 
MOUNTED 


VERTICAL 
FOR 
OVERHEAD 


DIRECT DRIVE 
OR 
BELT DRIVE 


| 


SINGLE SPEED 
OR 
THREE SPEED 


Dealers who handle STRAND equipment have 
a complete line of flexible shaft machines to 
sell. Meeting customer requirements for 
R.P.M 
easy. T 
complete line. In addition, 
the field—it is well known and has rea 
Why not handle this complete line. . 
open territories. 


Corporation 


N. A. STRAND DIVISION 
and 


FLEXIBLE SHAFT 
SALES OFFICES: 


190 


LY 
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Ilustration Shows 
STRANDFLEX 
4-Speed Gear Drive 


motor Capacities, types of mountings is comparatively 

To make sales, there is nothing like being able to offer a 

STRAND quality is outstanding in 
Fs trade acceptance. 


. write for information on 


STRAND 


FLEXIBLE SHAFTS 


MACHINES 


CHICAGO © BALTIMORE © TULSA 


, 1950 





METAL TUBE 











a 1/32” coating of extruded thermo- 
plastic is announced by the manufac 
turer. Thick plastic coating grips the 
tube tightly and protects it from cor 
rosion. The coating is 
moisture, salt air, oils, 
alkalies. 

Available in 4” and 3” diamete s, 
the tubing can be bent casily, 
copper tubing. 

Samuel Moore 
Ohio—Industrial 
tember, 1950. 


immune to 
acids, and 


LikC 


& €Jo.. 
D's! 


Mantua, 
ribution, S-p 














Self Priming Pump 


Design Eliminates 
All Valves 


These new pumps give unique ad 
vantages in self priming app!ications, 
including the elimination of all valves 
by an unusual design. 
positive self priming, with no large 
and bulky priming reservoir, no re 
circulation of water during pumping 
stage, and efficiencies comparable to 
standard centrifugal pumps. 

I'he pumps are made in sizes from 
} hp to 5 hp, open and closed im 
pellers. Capacities are to 120 
and heads to 135 feet depending on 
capacity. Suction lifts up to 25 feet 

Goulds Pumps, Inc., Seneca Falls, 
N. Y.—Industrial Distribution, Sep 
tember 1950. 


The pumps are 


gpm 


Pipe Threader 


Threader Claimed 
Jam-Proof 


According to the manufacturer, this 
self contained pipe threader is jam 
proof. This means that it does not 
need to be watched while threading 
pipe by hand or power because a 
new design drive plate automatically 
kicks out the driving ratchet pawl 





Laboratory 
Control 


Manufecture 


Product 
Application 


Specially Designed for Distributor 
Representatives 
Here is your chance to gain the knowledge of 


coated abrasives that helps you do a real selling 
job. Five quick steps do the trick — 


. See coated abrasives manufactured. 


. See the extensive research and rigid control that 
make coated abrasives a production tool. 


. See coated abrasives applied to all facets of 
production. 


. Do it yourself — grind, finish, polish. You get 
the feel of coated abrasives. 


. It's informal — meet the boys in Customer Serv- 
ice, Sales Promotion, Advertising. 


MAKE A DATE NOW 


It's easy to visit Behr-Manning, Troy, N. Y. Stop in on your 
way east or west. This industrial training program is for you. 
Send the coupon for complete details. 


BEHR-MANNING, Troy, New York, Dept. 1D-9 


Please send me the details of your Industrial 
Training Program. 


Name Title 
Company 

Street County 
City Zone State 
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WITT CANS HAVE 
THE “RIGHT ANGLE” 


@ Yes the difference in shape has much to do with the popularity 
of WITT CANS. The “right angle” shape and ram-rod straight- 
ness give that added strength and extra resistance to withstand col- 
lectors’ rough handling. The shiny extra thick coating of purest 
zinc means extra years of service virtually unaffected by weather and 
food acids. For a tangible asset to your business, ask for WITT 
CANS ... they have the “right angle”. 


Let Cans 
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There are reasons for the superiority of WITT CANS— 


STRAIGHT SIDES assure greater strength, extra resist- 
ance to rough handling. 

HEAVY GAUGE STEEL provides basic ruggedness. 
further strengthened by 

STRUCTURAL STEEL BANDS which protect top and bot- 
tom of can, act as shock absorbers, and 

DEEP ROLLING CORRUGATIONS, the strongest known. 
HOT-DIP GALVANIZING, a hand process, insures 
heaviest possible rust proofing, after fabrication. 
PINCH-PROOF HANDLES and sturdy ONE-PIECE TOP 
completes the WITT Can except for the famous 
QUALITY ASSURING GUARANTEE—WITT Cans outlast 
ordinary cans 3 to 5 times. 


STRAIGHT SIDES 
provide rugged strength, 
greater resistance lo rough 
handling, longer wear! 


THE WITT CORNICE COMPANY 


CINCINMATI 14, ONO 
“Originators of the Corrugated Con™ 


when standard length thread is cut. 
The lead screw therefore cannot jam 
on the workholder. 

The threader is available without 
increase in price. Also available is the 
new jam-proof drive plate which can 
easily be put into present threaders in 
place of the old drive plate. This 
threader remains otherwise un 
changed. It threads 1 in. to 2 in. 
pipe with one set of high speed steel 
dies, and sets to pipe size in a few 
seconds. 

The Ridge Tool Co., Elyria, Ohio 

Industrial Distribution, Septemb>: 
1950. 
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Extension Cord Reel 


Furnished With 
25 or 45 Feet of Cord 


Furnished with either 25 feet or 45 
fect of heavy duty rubber covered 
cord, this heavy duty cord reel is avail 
able with various types of regular and 
vapor-proof hand lamps at the cord 
end. It may also be furnished with 
connector plug, or without any wiring 
device if desired. 

It is.non-kinking, non-fraying, and 
free moving swivel mounting prevents 
binding. It has constant retracting 
speed, and locks or releases at any 
cord length. Sealed-in lubricant re 
quires no attention. It is totally en 
closed. A specially designed outlet 
keeps cord free of dirt and grease. 
The unit is equipped with universal 
bracket for ceiling or wall mounting. 

Industrial Products Co., Philadel- 
phia—Industrial Distribution, Sep- 
tember 1950. 








There’s Mone 
ve S money for you 
in this picture! 


This Ha 
ssn mper advertisement appea 
eri gazines read by your c Ag: 
ee on it by stocking eo 5g 
, me Harper non-ferrous a rs 
ss steel fast : 





You're looking at a group of production 
semporarily — peceere i 
corroded to failure. 

most regrettable asp 


One of the 


n avoided . 


at the time 
fastenings o” 


immediate 
the extra qu 
longer life, 
They're most © 


Write today for 
arper 


The H. M. H 
Morton Grove, 


AMERICA'S LEADING SPECIALIST 


EVERLASTIN 


INDUSTRIAL 


the equip 
delivery W 
that resist corrosion. 
Harper specializes in these Everlasting Fastenings; 
70900 different sizes, types and alloys—Brass, 
and Stainless Steels. Large 
delivery to mac 


workers who have been laid off 
a certain bolt in ao all-important drive 


ects of this situation is that it could 
.. by specifying non-ferrous OF stainless steel fastenings 
ipment was purchased; or by replacing com 
ith bolts, nuts, screws, rivets and accessories 


in over 
onel 


makes them 

Bronzes, Copper; 

s are maintained in stock for 
where who know by experience 

s you get in Harper fastenings—Dbetter appearance, 

ing and resistance to high temperatures. 

| in the long run, 

134-page catalogand current stock list. 

Company; $219 Lehigh Avenue, 

Illinois 


New York Office and Warehouse: 200 Hudson St. 

Les Angeles Office ond Werehouse: e35e 31st St. 
Branch Offices: Atlanta, Combridge, Cleveland, 
Denver, Detroit, Grand Rapids, Milwoukee, 

Philadelphic, Pittsburgh, St- Louis, Seattle, Toronto (Conodo) 


Dolls, 


IN NON- FERROUS AND STAINLESS STEEL FASTENINGS 
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Strapping Cutter 


Light Cutter 
Has Heavyweight Features 


Built to withstand hard usage, this 
strap cutting tool is lightweight, com- 
pactly made, and handles easily. It 


COMPLETE a size and model for has the shearing bite usually found 


in heavier tools. Cutting blades are 


every purpose sturdily supported to prevent them 


from springing apart. The stationary 

K T blade is easily removed for sharpen- 

WIDE MAR E ...almost every one of ing. The moving blade can be re- 
versed, thus providing a new cutting 


your customers can use lifting jacks ae 


DEPENDABLE The cutter can be set up as a 
stationary tool where operations re- 
...Buda Jacks last longer quire use of oubbsdenail strap. An- 
— serve better other enginecring feature is the design 
5 of the lower blade that easily inserts 

under tight straps. ; 
Signode Steel Strapping Co., Chi- 
cago—Industrial Distribution, Sep- 

tember 1950. 





You can lift a sagging sales curve right up 
into the “gravy” column with Buda Jacks—the 
line that averages a 35% profit for you. 


Jack sales can be as easy as you make them— 

most of your customers, regardless of their type 

of operation, can use one oremore of the long 

line of Buda Jacks. And Buda Jack users come 

back for more—a different size, type or model Ratchet Lowering Jacks 
to meet a particular need—because they find = —6 Models—Capacities 5 to 15 
they can depend on Buda Jacks for long, satis- Tons. 

factory service. 


It will pay you to stock and sell Buda Jacks— 
the line that means profits. 











Solenoid Valve 


Designed As 

Hydraulic Jacks—15 Mod- nai Dal Drip Eliminator 

els—Single and Two Speed = This new solenoid valve for oil 

Types — Capacities 3 to 50 Tons. Ball Bearing Journal = burners is especially designed as a 

Jacks—7 Models—Copacities drip climinator or shutoff valve. Fea 

15 to 50 Tons. tures include soft synthetic seat and 

seals to prevent leakage, spring load 

ing for positive closing, sturdy steel 

construction, no brazed, welded or 

soldered pressure joints, all parts are 

plated to resist corrosion, usable in 

any position, and compact rugged de 
sign. 

The valve is a two way, normally 
closed valve and has a maximum pres 
sure rating of 125 psi. The coil is con 
tinuous duty, rated at 10 watts maxi 

Continued on page 198) 


There are Models and Sizes for 
Every Lifting Job. 
BJ-1 Write for this illustrated Catalog 
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blade edges of 


TEM-CROSS Steel 


GUARANTEED not to 
split or curl 


Only INGERSOLL Shovels, Spades and 
Scoops with blades of TEM-CROSS Steel 
carry that strong guarantee. TEM-CROSS 
is Ingersoll’s own super-tough steel that’s 
cross-rolled and scientifically heat-treated 
to resist splitting and curling. 

So take a tip—for GUARANTEED 
satisfaction in shovels, spades and scoops 
—for steel blade edges that 

WON'T split or curl— 


SPECIFY Ingersoll EVERY TIME 


Certain models of INGERSOLL 
Shovels are available 
with aluminum blades 





‘make Ingersoll 


your prime source of supply 


for SPECIAL STEELS! 


Armor Plate 

Clutch Plate Steels 

Tillage Steels 

Soft Center Steel 

Shovel Steels 

Knife Steels 

Saw Steels, including Hack Saw Blade Steels 
TEM-CROSS Steel 

Stainless Steels 

INGACLAD Stainless-Clad Steel 


Ingersoll SEI STEEL DIVISION 


BORG-WARNER CORPORATION 


New Castle, id indiana 
Plants: New Castle, Indiana; Chicago, Illinois; PRODUCTION Kalamazoo, Michigan 








Here’s everything you need 
to boost ABRASIVE profits... 


AP gives you 




















' S . gam 

i . 

Yard-hitting Advertising’ | A complete line 
Ads like these run in Mill & Factory, Factory, Amer- AP coated abrasives are available in any size and 


ican Machinist, Wood, Wood Products, Woodwork- shape for finishing metal, wood, plastics, leather, 
ing Digest, and many other publications. glass and other materials. 





Sales engineering service Prompt delivery 


Experienced AP Sales Engineers help you meet spe- You can profit from our ability to produce special 
cial sanding requirements. orders — fast. 











Right from the start, AP Jewel Abrasive advertis- 
ing in 14 leading magazines rolls up its sleeves and 
works to dig up leads—help you get more business. 

And to help you keep it: AP’s complete line of 
Coated Abrasives has a record for cutting finishing 
costs that’s given the name Jewel industry-wide 
recognition. 

There’s a Jewel product you can sell for every 
sanding, grinding, polishing need. To back up 
your salesmen, there’s a staff of experienced AP 
Engineers who are continually developing new 
business, new products, that convert into addi- 
tional sales for Jewel distributors. These men work 
right with you when a prospect has a special fin- 
ishing problem. Result: extra business for you. 

And AP gives you extra service like this right 
down the line. When one of your customers needs 
a special order fast, you can count on AP. We're 
geared for prompt delivery, so that you can go 
after profitable business other distributors often 
can’t handle. 

Whatever abrasives you’re now handling, com- 
pare AP’s profit-making combination of hard-hit- 
ting advertising — fast-selling product — sales en- 
gineering help — prompt delivery service. You'll 
see that AP is the line for you to carry. Abrasive 
Products, Inc., South Braintree 85, Massachusetts. 


Abrasive 
P roduefs, 


SOUTH BRAINTREE 85, MASSACHUSETTS + 


































































Write for your copy 
of our catalog 
and price list now! 




























MAKERS OF JEWEL COATED ABRASIVES 


ABSORBENTS a 
Just spread it on grease spots 
Absorb all types of Oils, Greases 
and Fats plus Water Solutions from ECONGRNCAL 
oil-covered floors. expense —can be used again 
‘ and again 


Saves time, saves maintenance 


REDUCES INSURANCE 
Check these Advantages pote 


Reduces slipping hazards Recommended by insurance 


Reduces fire hazards companies and safety organi- 
zations 


improves floor conditions 


Reduces maintenance labor costs 
Reduces insurance penalties 


ANP wWh™ 


Improves working conditions 
Permits safer, easier, faster, 
walking on plant floors 


2 N 


Improves plant housekeeping 
Manufactured Exclusively by 


96% 
. - 
520 N. MICHIGAN AVE 
Oil-Dri Corporation sz. 
OF AMERICA 
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mum. Both ports are 4 in. female 
NPT and conduit connection is 4 in. 
NPT. 

Skinner Electric Valve Division, 
Norwalk, Conn.—Industrial Distribu- 
tion, September, 1950. 














Tank Truck Pumps 
Take-Off Pumps 
Handle Variety of Liquids 


The manufacturer has just added 
two completely new models to his line 
of self-priming centrifugal power take 
off pumps. They are supplied with 
14 in. x 14 in. and 2 in. x 14 in. fe- 
male threaded suction and discharge 
connections. According to the manu 
facturer, the models provide a safe, 
quiet, and efficient power take-off 
pump for use on tank trucks in han- 
dling gasoline, stove oil, diesel fuel, 
naptha, kerosene, light lubricating 
oils, thinner and other liquid hydro- 
carbons with viscosities up to 500 
SSU. 

Smaller in size than previous mod 
els, the new pumps are specifically 
intended for service where the re 
quired capacity does not exceed 50 
gpm. ‘They will operate at pressures 
up to 35 pounds psi. 

Marlow Pumps, Ridgewood, N. 
].—Industrial Distribution, Septem 
ber 1950. 


Protective Coatings 


Resistant To 
Corrosive Materials 


I'he manufacturer’s line of chemi 
cal resistant coatings, with high heat 
resistance, is being offered nationally. 
I'he coatings are easily applied solu 
tions of chemically inert resins. Most 
acids, alkalies and other highly cor 
rosive materials are without effect on 
these products. A specially com 
pounded primer promotes very good 
adhesion to any clean surface and one 
group of products has been engi 
necred to withstand tempera'‘ures as 
igh as 300°F. 

Duramite Chemical Co., Winston 
Salem, N. C.—Industrial Distribu 
tion, September 1950 





‘HELLER 


NUCUT ic: FILE 


Here’s why this different 
“wavy tooth” design means 





better filing for 
your customer... 





, and more sales for you... 





Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You’ll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newark 4, New Jersey Newcomerstown, Ohio 


B44 eof py ' Ask also about our COMPLETE 
with the i ; ‘4 LINE of Swiss Pattern, Vixen Milled 
= dy Curved-Tooth and Rotary Files 

WHITE TANG j “ DZD, > a ty 
- Rasps, Carpenters’, Machinists’, Tin- 

ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
and Plasterers’ Trowels, Craftmaster 
Scrapers, Chisels, Punches, Mas- 
terenches and other quality tools. 
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FOR OVER TEN YEARS, OUR SLOGAN HAS BEEN 


This slogan has been 
imitated often, BUT... 


ments NOW! 
CAP SCREWS 


Sizes to 1” x 8”. Hex, 
flat, button or fillister 
heads. 

SET SCREWS 
Sizes to %" x 4”, 
Square heads, oval 
or cup points. 


STOVE BOLTS 


Sizes to Yo" x 6". 
Round, flat or oven 
heads. 
SEMI-FINISHED 
NUTS 


Sizes to 1 Y¥,"". Ameri- 
can Standard heavy 
and light, full and 
jam sizes. Milled from 
the bar. 


CASTELLATED 
NUTS 
Sizes to 1 Y,". Ameri- 


can Standard light 
castle hexagon. 





VAALLALALRRAARLARAA RRR 


TRIPLEX 
TOUGHNESS 
is still 


UNEXCELLED 


...and TRIPLEX threaded fasteners 
continue to be preferred by thrifty 
buyers. Write or wire your require- 


MACHINE 
BOLTS 


Sizes to 1” xy 60”. 
Square, hex or coun- 
tersunk heads. 


CARRIAGE 
BOLTS 


Sizes to 1” x 60”. 
Standard round or 
special heads. 


LAG BOLTS 
Sizes to %" x 20”. 
Standard square 
heads and = gimlet 
points. 

PLOW BOLTS 
Sizes to %4" x 20”. 
American and Manu- 


facturers standard 
heads. 


STEP BOLTS 
Sizes to Y2" x 6”. 


Standard heads, fin- 
ished points. 





Plastic Insulation 
Does Not 
Support Combustion 


This high quality plastic electrical 
insulation will not support combus- 
tion. It is now available in commer- 
cial quantities. Tests with this in 
sulation have shown that it will not 
burn after the flame has been re- 
moved. Neither will it drip when 
molten. 

It has a power factor, over a large 
range of frequencies, of 0.002. Its 
dielectric constant of 2.7 compares 
with that of less than 2.5 for poly 
thene. The new plastic insulation is 
non-tracking and retains its electrical 
properties after immersion in wate 
for long periods at elevated tempera 
tures. 

E. I. duPont de Nemours & Co., 
Wilmington, Delaware—I ndustri*! 
Distribution, Septeinber 1950 














Water Softener 
For Less Than 
100 GPM Requirements 


‘his small zeolite water softener is 
designed for requirements of less than 
100 gpm. The softener is supplied in 
two groups and in single and double 
units. Group I comes in 12 in., 18 
in., 24 in. and 30. in. tank diameter, 
and Group II in 36 in., 42 in. and 48 
in. tank diameter. The single unit is 
recommended if a storage tank for soft- 


The TRIPLEX SCREW Company 
5307 Grant Ave. Cleveland 5, Ohio 


ened water is available which can be 
called upon while the softener is be 


ing backwashed and regenerated. A 


single unit may also be used if the 

ior IE supply of softened water can be in 
TOUGHN. SS terrupted during backwash and_ re 
generation, or if raw water may be 


AND SET SCREWS used temporarily during this period. 


BOLTS, NUTS AND RIVETS. 
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THE RIGHT CHAIN FOR EVERY INSTALLATION 
BUILT-IN STAMINA FOR GREATER SALES 


Single or multiples... regular or heavy 
duty ... standard or extended pitch... 
steel, stainless steel or bronze, Atlas 
makes them all with exclusive Atlas 
Built-In Stamina. 

Here’s the roller chain line that will 
roll up new sales records for you. The 
double sales appeal—complete range 
of sizes and types . . . plus built-in 
stamina for super-life performance. 
Atlas Nicarb Process for hardening 


bushings and pins assures greater 


strength and wear resistance ... longer 
service, less maintenance. 
Put this long-lasting, super-life chain 


to work for you now! Let its proved 


performance win new sales for you... 
build profits in the replacement and 
OEM field. Let us give you full details 
on our cooperative plan... write to 
ATLAS CHAIN and MANUFACTUR- 
ING CO., Castor and Kensington 
Avenues, Philadelphia 24, Pennsyl- 
vania. 


““SUPER-LIFE”’ 


ATLAS 








NOW Something NEW 
To Sell in Chucks 


THE FIRST REAL ADVANCE IN 
CHUCK DESIGN IN 50 YEARS 


GIVES OPERATORS THE SPEED OF 3-JAW 
CHUCKS WITH THE PRECISION OF 4-JAW 


This is the most revolutionary chuck development of the century! Here—in 
one chuck—are combined the speed of universal chucks plus guaranteed pre- 
cision to .0005! And at competitive prices! Can you sell such a proposition? 

Here are chucks that men who have never used a chuck before can bring 
to .0005 precision in 3 minutes. It’s unbelievable—but it’s true! And once 

set “daid knots” an operator can turn out two, ten, or 
hundreds of duplicate parts without readjusting the 
chuck. Know any plants where they'd like to save 
expensive machinists’ time? 








COLLET CHUCKS at CHUCK PRICES! 

These new Buck “Ajust-Tru” Chucks handle collet 
work (thru spindle) from Ye to 1/2” by .001. On step 
collet jobs their capacity ranges by .001 from Y% to 
within 1“ of chuck diameter (5” on 6” chucks). Any 
shops in your area who could use collet capacity like 
that but haven't been able to afford it before? 





Buck “Ajust-Tru” Chucks can be adapted to divid- 
ing heads, grinders, screw machines. They minimize 
use of stub arbors, mandrells, and special fixtures! 





ALSO NEW 6 JAW COLLET CHUCKS 


You'll have their eyes popping out when you show 
these chucks—with the same easy adjustment to 
.0005 precision. Buck 6 jaw collet chucks bring work 
into line easier without danger of cocking . . . grip 
soft metals and tubes with less pressure, less distor- 
tion . . . hold work firmer to permit precision machin- 
ing farther from the spindle. 


Does this look like a deal for spurring lagging sales 
this Fall? Write for full details and prices today. 











BUC K TOOL COMPANY 


SCHIPPERS LANE KALAMAZOO, MICH. 
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If this is not possible and a contin- 
uous supply of softened water is man- 
datory, the double unit softener is 
recommended. Various of zeo- 
lite are offered, making the softener 
readily adaptable to ‘ifferent water 
supplies and periods between regener- 
ation. 

Cochrane Corp., Philadelphia—In- 
dustrial Distribution, September 1950. 














Welders 


Heat Adjustment 
Requires No Moving Parts 


This new line of ac transformer 
welders provides for welding heat ad- 
justment through an ac-dc reactor. 
The transformer has conventional 
primary and secondary windings, plus 


| an additional winding which supplies 


current through a rectifier to provide 
de current for ac-de reactor adjust- 
ment. None of the coils move, and 
all parts are anchored firmly in place. 

The sets can be furnished for op- 
eration on single phase, 60 cycle sup- 
ply current; either 220/440 dual volt- 


age, 440/550, or 220/440/550 volts. 


They can also be furnished for 50 
cycles. 

They are available in 200, 300, 400 
and 500 ampere sizes with stationary 
or portable mountings, and with a 
sturdy lifting eye for handling by 


| hoist or crane. 


The Hobart Brothers Co., Troy, 
Ohio—Industrial Distribution, Sep- 
tember 1950. 


| Air Dryer 


Dryer Is 
Water Cooled 


This dryer for compressed air lines 
combines the functions of an after- 
cooler and a mechanical dryer in a 
single unit. Construction of the dryer 
component is an outer shell of 6 in. 
OD seamless steel tubing and a 
removable inner shell or cartridge of 
sheet metal, packed with Fiberglas. 





SELL THE RIGHT LAMPS 
FOR THE JOB 


BEAT THE HIGH COST OF 
FREQUENT LAMP REPLACEMENTS WITH 





a 
CHAMPION 


There are special lamps for every special need — and Champion makes them all. @ Sell 
them for use wherever there’s shock: Champion Rough Service.Lamps (é//ustrated) are 
built to take sudden shocks and bumps. @ Sell them for use wherever there’s vibration: 
Champion Vibration Service Lamps are correct around heavy or high speed machinery. 
@ Sell them for use wherever there’s splash: Champion Hard Glass Lamps stand up under 
exposures. @ Sell them for use wherever higher voltages are encountered: Champion 
High Voltage Lamps are specially made for circuits ranging from 220 to 300 volts. 
For drying, for heat, for spot and flood lighting, for any special 
need — SELL CHAMPIONS! 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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6-hole bearing 
blocks give 6 times 
the service, 


lie 


...on faster grinding 


First: to get the fast, free-cutting action your grinding 
wheels were built for, keep the proper dressing tools 
handy. Use Desmond dressers, for Desmond makes the 
only complete line, Second: for quickest dressing action 
on medium and coarse wheels, use Desmond-Huntington 
dressers. 


Wheel Diameter 
0" to 10" 
10" to 16" 1 
over 16" 2 


Third: consider the extra service of six sets of bearings in 
Desmond’s exclusive Hex (same cutters as 
Desmond-Huntington dressers). When one pair of bearing 
holes becomes worn, loosen cap screws, pull out bearing 
blocks, and insert them with the pin in the next pair of 
bearings . . . For more practical tips on grinding wheel 
care, call your industrial distributor. He’s at your service. 
. The Desmond Stephan Mfg, Co., Urbana, Ohio. 


Size Number 
0 


Dressers 


Desmond 


DRESSERS & CUTTERS 


eZ, Ye 
ae heeds ad 


GF ~~ 


BALL BEARING ae 
OmESSERS Curren TYPE DRESSERS 
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Incoming air must first pass down 
ward between the inner and outer 
shells, trapping out entrained moisture 
and oil, and then passes upward 
through the Fiberglas the full length 
of the cartridge in order to reach the 
outlet valve. 

Installation is by either pipe strap 
suspension or by being fastened to 
the wall with straps or brackets. If 
it is desired to remove the water vapo! 
as well as entrained moisture from 
the line, this can be done by installing 
an additional dryer charged with a 
chemical drying medium and which 
will not require a cooling jacket 

The Gasflux Co., Mansfield, Ohio 
—Industrial Distribution, September 














Chuck 


Automatic Gripping Chuck 
For Pipe Threading Machines 


Chis new work holding device elimi 
nates the use of chuck bars and T 
wrenches on all 2 in. pipe threading 
machines which revolve the work. The 
gripping action is automatic and 
equally effective on all kinds of pipe 
including stecl, iron and galvanized 





ARMSTRONG 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTORS 
SUCCESS STORY 


Few, if any, industrial products have ever attained 
the wide distribution of ARMSTRONG TOOL 
HOLDERS which are used by over 96% of the 
Machine Shops and Tool Rooms; are the standard 
tools the world over, wherever metal is machined. 
This tremendous selling accomplishment is a tribute 
to the capabilities of the nation's Industrial Dis- 
tributors and their salesmen, for ARMSTRONG 
TOOL HOLDERS have always been sold through 
Industrial Distributors. 

ARMSTRONG TOOL HOLDERS and TOOLS pro- 
vide a continuous source of sales and profits to 
those distributors who go after this ever-present 
business — who capitalize on this universal pref- 
erence of ARMSTRONG Quality and catalog, 
stock and sell ARMSTRONG Lines ‘‘Across-the- 
Board."’ 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE" 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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K & M SALES BUILD 
PROFITS AND GOOD WILL 


Dependable fluids handling equipment 
K & M’s contribution to industry 


for nearly *4 of a century. 


| find this quality line 
it's easy and profit 
sold 


sell and it stays 


K&M PILOT OPERATED 
FLOAT VALVE 


For reliable control service on hot or 
cold liquid supply lines, on open or 
closed tanks, and with valve submerged 
in liquid if required. Single seat, pilot 
operated, piston balanced design per- 
mits tight shut-off with minimum float 
power. Sizes 2 to 2”, female screwed. 
For pressure to 150 Ibs. - 450°F. Globe 

or angle types. Bronze or special 


SERIES 8300 





alloys for corrosive liquids. 


K&M Y STRAINER i 








For full protection to regulating valve con- 
trollers, meters and traps in service with 
steam, water, oil, gas or other fluids. Large 
open area perforated sheet metal screen 
assures proper straining with minimum pres- 
sure drop. Blow down connection for normal 
cleaning, screens easily accessible for full 
cleaning. For horizontal.or down flow vertical 
installation. Sizes %4 to 6 inches, perforations 
és to % inches. Semi-steel, bronze, cast steel 
or special alloys. 


TYPE 340 





J K & M PRESSURE 








REDUCING VALVE 


A compact internal pilot operated valve 
for close regulation in steam pressure reduc- 
tion service. Balanced piston pilot design 
assures minimum effect on reduced pressure 
setting from variable inlet pressure or flow 
requirements. Parabolic inner valve assures 
dependable control on high or low load 
requirements. Sizes 2 to 2 inches. Maximum 
inlet pressure 250 Ibs. at 400°F. Bronze body, 


stainless steel trim, screwed ends. 


TYPE 481 


2033 43rd ST.,. NORTH BERGEN, N. Jj Established 1879 


PRESSURE REDUCING & 
GOVERNORS e 


EXHAUST 


REGULATING VALVES @ 
BACK PRESSURE 


HEADS e STOP AND 


LEVEL CONTROLS 
RELIEF VALVES 
CHECK VALVES 


STRAINERS . 


VALVES bd 


PUMP 


AND 


FLOAT 
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The operator spins the hand wheel 
of the device until the jaws strike the 
pipe, then starts the machine. The 
chuck’s jaws grip the pipe automati- 
cally. The tougher the pull, the tighter 
the grip. 

The Oster Mfg. Co., Cleveland— 
Industrial Distribution, September 
1950. 


Lubricating Gun 


Designed For 
High Pressure Requirements 


This electric lubricating gun, with 
pressure primer, dispenses medium 
and heavy grade lubricants. It is built 
to provide fast, efficient lubrication 
of industrial machinery requiring high 
pressure application of medium and 
heavy grade lubricants that will not 
readily seek their own level. 

Units are equipped with a manu- 
ally operated  screw-feed _ pressure 
primer, spring loaded to maintain 
positive and continuous prime even at 
low temperatures. Ease of portability 
and compact, streamlined construc- 
tion make these units ideal for servic- 
ing machines located in a single area, 
or throughout the plant. 

Lincoln Engineering Co., St. Louis 
—Industrial Distribution, September 
1950. 



































Thermometer Testing Set 
Matched Thermometers 
Provide Accurate Measurement 


his unit for general temperature 
testing in laboratories consists of nine 
matched thermometers with overlap 





ROPE 
FITTINGS 








PSON-WALTON 


SSTABLIONED IN 187) 














@ Only manufacturer of the complete line 


—wire rope, wire rope fittings and tackle papa att ee, 
- ., Cleveland, io 
blocks ... All engineered to the job by Sind Gi catele 4 [7] Weep {] Qeps Bettas 


Upson-Walton for LONGER LIFE and ["} Tackle Blocks. 
BETTER SERVICE. NAME____ 
POSITION 


THE UPSON-WALTON COMPANY COMPANY 


‘ ADDRESS 
Cleveland, Ohio 
New York « Chicago e Pittsburgh 
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INDEPENDENT CHUCKS 


Models for medium and heavy 
duty tool room and general ma- 
chine shop work. Available in 
sizes from 4 14" to 36” with semi- 
steel, steel, or forged steel bodies. 
All other parts are heat-treated 
alloy steel. Jaws are solid re- 
versible or two-piece with re- 
versible tops for either internal 


or external gripping. The body surrounds more than 60% of each operating 
screw for the full length of the screw to assure proper alignment at all times. 


SCROLL CHUCKS 


Self-centering models for light, 
medium and heavy duty jobs in 
tool room or for production runs. 
Available in sizes from 3” to 21’’ 
with semi-steel or forged steel 
bodies, and heat-treated alloy 
steel for all other parts. Provided 
with two sets of solid jaws or 
two-piece jaws for holding in- 


ternal or external work. Lands on the jaw, jaw steps and end bites are ground 


after the chuck is assembled. 


Self-centering models for heavy 
duty production work on engine 
and turret lathes and automatic 
machines. Sizes from 6” to 21’ 
with forged steel bodies, and with 
either 2 or 3 non-adjustable jaws 
are available. The wedge angle is 
such that work is gripped pos- 


ping ranges, available either in Centi- 
grade or Fahrenheit scales. They were 
developed to provide relatively inex 
pensive but extremely accurate tem 
perature measuring instruments for 
engineers, scientists and technicians 
in all research and standardizing lab- 
oratories. 

The thermometers are made from 
specially selected extra-heavy glass, 
are 15 inches long and 7 to 8 mm 
in diameter, Expansion chambers 
give over range protection. All ther- 
mometers are marked with individual 
ice points for reference, and have in 
tegral rings at the top. 

Tagliabue Instruments Division of 
Weston Electric Instrument Corp., 
Newark, N. J.—Industrial Distribu 
tion, September 1950. 














Pumping Units 
Midget Units 
Have 5 Pint, 3 Gallon Capacities 


These midget hydraulic pumping 
units are available with cither a five 
pint or a three gallon capacity reser- 
voir. The reservoir is mounted on 
either an open, a totally enclosed, or 
an explosion proof motor, and the 
pump, check valve, and relief valve 
are enclosed. Both reservoir and bulk 
head are made of aluminum, and 
units with open motors have alumi- 
num motor frames. Pressure and re- 
turn line connections are for 2 in. 
OD flared tubing, but 4 in. pipe 
thread or } in. hose coupling connec- 
tions can be supplied on special order. 
Output volumes range from 0.1 gpm 
to 2.8 gpm, according to the unit 
selected. Pump pressures are pre-set at 


itiveély regardless of jaw position. : the factory according to customer 
The chuck will not release the work, even if air line is broken, until operator specifications. 
actuates draw bar. Skinner also has a complete line of power chucking accessories. The John Dusenbery Co., Inc., Ver 


ona, N. ].—Industrial Distribution, 
September 1950. 


THE SKINNER CHUCK COMPANY 


Tote Box 
Hand and Power Operated Machine Chucks 346 Church Street Formed In 


Air Chuck Equipment—Foce Plate Jaws ——— One Seamless Piece 
ritain 
Machine Vises—Complete details in free ,,,,, New B 


ae . . 
Catalog No. 61. Connecticut Che manufacturer announces a new 
type of stacking and nesting tote box 
THE CREST OF QUALITY that is formed in one seamless piece 
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NOW-—It Pays You More Than 
Ever tosell.... \\""""Y 


Now—with a complete line of metalworking and woodworking equip- 
ment—practically every business place or industry in your territory is a 
good prospect for Atlas tools. Retail stores can use the woodworking 
MILLING tools for remodeling, cabinet work, building window displays. Large 
MACHINES and small woodworking and metalworking industries are all prospects— 
for production, tool rooms, maintenance departments. Your market is ; 
just about as broad as the classified directory of the telephone book. And 
Atlas tools have the precision, versatility, reputation, and low prices to 
help you sell easier and set good volume records. Send for details. 


ATLAS PRESS COMPANY 


910 N. Pitcher Street, Kalamazoo, Michigan 


LATEST LITERATURE ON Atlas MATCHED PRECISION 
. WOODWORKING COLs 
PROFIT-MAKING OPPORTUNITIES AND 


FOR ; 
METALWORKING 
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RELEASE VALVE 
LIAS, 


YORAUL/ 


\y 


fd 


Hydraulic Jack 


% 


‘Push and 


CY 
@ Pump operates at any angle—and in any position 


with the NEW Hein-Werner 


ers of a plete line of Hydraulic Industrial Jacks in models of 
1¥%, 3, 5, 8, 12, 20, 30, 50 and 100 tons capacity. Write us for complete details. 


4 





of attachments...for moving, bending, pressing, 
Also 


@ Available in 4, 10 or 20-ton capacities, with a wide variety 
straightening, lifting or lowering operations 
HEIN-WERNER CORPORATION ec WAUKESHA, WISCONSIN 


@ Cannot become airbound at any angle or in any position 


@ Easier to set up, and require fewer attachments 
@ Protected by Safety Valves. Cannot be overloaded 


bliss 
ae 
=: 
<= 
= 
e| 
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from the company’s thermoplastic 
material. Handles are formed into the 
roll of the upper lip so that the tote 
box can be picked up from any side. 
All corners are rounded. 

The box is designed for criss-cross 
stacking, with adequate locking when 
boxes are stacked. Contents of each 
can be easily seen when stacked. The 
boxes are extremely tough, with high 
resistance to impact. They are also 
acid-resistant, non-toxic and have a 
low water absorption, less than one- 
half of one percent. 

U. S. Rubber Co., Chicago—Indus- 
trial Distribution, September 1950. 


Ladder 
Serves as Both 


Straight Ladder and Step Ladder 


This aluminum ladder is  con- 
structed to serve the purpose of both 
a ten-foot straight ladder and a stand- 
ard six-foot step ladder. The ladder is 
easily converted from one form to the 
other. The ladder weighs less than 
154 pounds, and each step can safely 
support more than 600 pounds. 

The ladder is of heavy duty alumi- 
num, reinforced channel type con- 
struction. Special non-skid pads are 
mounted on the flared rails to pre- 
vent slipping. 

Original Products Co., Ft. Worth, 
Texas—Industrial Distribution, Sep- 
tember 1950. 


Saw 
Two Models Have 
Calibrated Angle Adjustment 


The outstanding features of two 
new saws are the built-in calibrated 








Here’s why 


».. are so 


EASY TO SELL... 
EASY TO STOCK! 


1 PART OF THE WORLD’S BROADEST AND MOST HIGHLY DE- 
VELOPED LINE OF METAL-CUTTING SAWS. Millers Falls bands 
are teammates of such famous, widely preferred brands as “Tuf-Flex”? 

“Blu-Flex”” and ““Blu-Mol” hand hack saw blades. . . “Blu-Mol”, “Double- 

Life”? “Jet-Edge”* and “High-Speed” power blades . . . “Blu-Mol’”* high-speed, 


“follow through” type Hole Saws. They are recognized for performance by 
industrial users everywhere. 


A BLADE THAT’S RIGHT FOR EVERY JOB. With Millers Falls bands you can 
meet every customer’s requirements. Hard-edge, flexible-back blades with 
correct pitch and set for all kinds of metals, wood and plastics—straight, contour and 
profile sawing. Spring-temper blades for high-speed sawing on soft and thin materials. 


_ 


4 
te cm gC ONGC OR LENE AAT AI 


3 IN COILS OR PRE-WELDED TO FIT EVERY MAKE AND MODEL OF MACHINE. 
Your inventory problem is minimized when you carry Millers Falls bands. 
The sizes and types most called for in your area are supplied cut and pre-welded 
— ready to use. Other sizes can be conveniently stocked in coils of 100 ft. and up. 


_— 
AA 7 
ee A 
ee 
cae tten 


_ 


4 INDIVIDUALLY BOXED FOR BLADE PROTECTION AND EASY HAN- 
DLING. Each Millers Falls coil and pre-cut blade comes to you packed 
in a separate carton, fully protected against kinking and rust. Clearly 


marked for quick, accurate identification — they are easy to store, 
easy to handle. 


Add to that — strong advertising backing and consumer 
acceptance, and you have the big reasons why Millers 
Falls Bands are such a sought after line. 
Write today for full details on a 
Millers Falls distributorship. 


MILLERS FALLS 
TOOLS 


SINCE 


1868 
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me <aalely” or roo1s 


iS IMPORTANT... 
IN SERVICE AND SALES 


% 











angle adjustment which permits ac- 
curate bevel cutting, and the instant 
depth control. These extra features 
are available at no increase in price 
over the former models. 

The saws are equipped with pre- 
cision cut helical gear drive which 
delivers maximum power for accurate 
production sawing. One model cuts 
full 2 in. at 90 degrees and the other 
cuts 2% in. at 90 degrees. A turbine 
fan ventilation system draws air 
through the motor and discharges it 
at the front, keeping the motor cool 
and the cutting line clear at all times. 

The blade is on the right side so 
that the saw rests safely on the main 
piece. The new saws also have a safe 
spring loaded swing guard and a com 
fort grip handle on top for balanced 
operation. 

The Porter-Cable Machine Co., 
Svracuse, N. Y.—Industrial Distribu- 
tion, September 1950. 





NJ 


y* widespread recognition enjoyed 
by GORHAM Cutting Tools has not been accidental 
. - » it has come through our constantly producing 
superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 
GORHAM High Speed Steel Tool Bits is increasing Air Control Valve 
constantly and this makes your cutting tool sales Desianed f 
most profitable. Whether your customer's need is a ww 
specialized or just regular, GORHAM High Speed Base Mounting 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean to you in profits. 











This new four way air control valve 
is 4 in. size, specially designed for 
base mounting with manifold pipe 
ports for concealment of piping. It 

@GORHAM STANDARD is designed for unrestricted air passage 
Sv tea Cacannental Geb of 250 cubic fpm at 100 pounds line 
pressure. 
@GORHAM M-40-B @ GORHAM GORMET This new design incorporates, as an 
for Heavy Cuts in Hard Material for More Abrasive Materials actuating medium, a sliding seal valve, 
while the main body has a diaphragm 
sealing action. 
G re) R H A M hae) re) L C re) a Pp A N Y | A. Schrader’s Son Division, Scovill 
Mfg. Co., Inc., Brooklyn, N. Y. 
14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. Industrial Distribution, September 
1950. 
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TEAMING UP... to Keep Costs Down 


Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB&W fasteners — not as a commodity — 
but as a means toward their customers’ in- 
creased production, lower costs, more profits 
... or to help solve maintenance problems. 

They point out that RB&W fasteners help 
keep up or increase production and turn out 
quality work. Their surfaces are always smooth 
and clean—so they are easy to handle. Their 
dimensions are always accurate, their threads 
sharp, their heads strong—so they speed work 
and reduce rejects. 


Alfred Robbins operates RB&W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other means of controlling raw 
materials, men like Alfred Robbins build 
strength and accuracy into RB&W fasteners 
... qualities which men like these J. B. Kendall 
Company salesmen capitalize upon to sell more 
RB&W products. 

Customers of distributors who wish to be 
sure of getting the greatest fastener value for 
their dollar increasingly ask their distributor 
for RB&W fasteners. 


4 & ey RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
& Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lil., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanoogo, 


The Complete Oakland. Sales agents at: Portland, Seattle. 


Quality Line 105 Years Making Strong the Distributors That Make America Strong 
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saw tooth 
teamwork is 
profitable 
for you 


or you 
BLADE BRAND 

GUARANTEED QUALITY 

CIRCULAR SAW BLADES 


There's a steady repeat profit for you 
in the teamwork qualities built into each 
Blade Saw. 


Each tooth is uniformly set and filed to 
carry its full share of the cutting load. 
This tooth teamwork distributes the 
strain evenly around the cutting edge 
of the saw and insures a smooth, 
straight kerf under maximum feed 
loads. 


There's real satisfaction in Blade's 
teamwork between manufacturer and 
distributor. You're sure of prompt de- 
liveries and full protection on your con- 
sumer accounts. Blade saws are sold 
only through distributors! 


Every Blade saw is precision made of 
highest quality chrome nickel steel... 
individually packaged for protection. 
Blade still offers better discounts for 
bigger profits. Immediate delivery out 
of aah permits small inventory. 


SEND FOR CATALOG AND 
PRICES on the complete line, 
including new metal and plastic 
saws. 


SIZES STYLES 
4 to 16 inches Rip, Cut-Off 
inclusive Combination & 
Hollow-Ground 


909 W. 3rd. Ave 
Columbus 12, Ohio 
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Self-Locking Nuts 
Lock At 
Any Position 


These self-locking nuts are available 
in a broad range of standard nut 
sizes, and provide extremely effective 
resistance to vibration loosening. In 
addition, because they incorporate the 
prevailing torque locking principle, 
they have the advantage of locking at 
any position on a bolt and are ideal 
for spacing and spring compressing 
applications. 


Shakeproof, Inc., Div. of Illinois | 


Tool Works, Chicago—Industrial Dis- 
tribution, September 1950. 














Globe Valve 
Has Guided Disc, 
Roller Action 


his new rapid action, bronze lever 
gate valve with exclusive construction 
features assure maximum tightness 
ind longer life. The valve has ball 
ind socket design double discs which 
idjust readily to seat surfaces. Guide 
rims on these discs rotate freely on the 
guide tracks cast in the body, as the 


valve opens or closes. This roller 


“YANKEE” Spirals 


Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one ...a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you’ve got a sale for 
“Yankee”’ Spirals. Made in three sizes and 
two styles—regular and Quick-Return. 


Parking meter assembly with a “Yankee’’ 135. 
Quick-Return Spring brings back handle after each 
push, makes driving a one-hand job. Centering 
sleeve prevents slippage. 


Typewriter assembly with “Yankee” 30A. Rapid 
spiral saves workers’ muscles, gives you more of 
their skill. 


Body assembly with “‘Yankee"’ 130A. Quick-Return 
Spring keeps bit in slot and worker's eyes on the job. 


We're telling your customers to 
go to you for “Yankee'’ Spirals. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


“YANKEE TOOLS NOW PART OF 


Reg. U.S. Pat. Off. 











versi-pak...a new and 
versatile plastic packing 


After two years of testing and development, Raybestos-Manhattan, 
Inc., is now manufacturing versi-pak, a new, non-jacketed, plastic 


packing for general industrial use. 


versi-pak is recommended for an unusually large number of appli- 
cations. It can be used in either reciprocating or centrifugal equipment 
at temperatures up to 350°F. and at pressures up to 600 p.s.i. It sim- 
plifies storage and inventory problems. It gives long service while 


increasing operating efficiency. 


This packing is of unusual interest to all large industrial plants. If 
you are interested in selling versi-pak and the complete line of R/M 


packings, write us today. 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION 


MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, $.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings « Asbestos Textiles 

Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covere? 

Equipment « Brake Linings « Brake Blocks Clutch Facings « Fan Belts 
Radiator Hose « Powdered Metal Products + Bowling Bails 
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action provides a self cleaning and 
polishing effect. 
With a liberal dimensioned body 


and cap, a hard, tough manganese 
( { | bronze spindle, and a deep packing 
box, the valve will withstand rough 
at our | usage and contain pressures far be- 
y | yond those for which it is rated. The 
( | valve is rated for 125 pounds steam 
\ 7 | service, 300 pounds cold oil, water, 
(3 DEAL and gas, and is made in 3 in. to 2 in. 

| sizes. 


| Jenkins Bros., New York—Indus- 
trial Distribution, September 1950. 


HE MAKES 
SALES CALLS 
WITH 


on Representative 


IDEAL representatives go all-out to help you 
cash in! They are like extra salesmen on your 
payroll—but their services cost you nothing. 
They help you make more sales, bigger sales 
SUPPLIES and bring in new accounts, because all direct 
APPLICATION sales and leads are channelled through IDEAL 
ABVICE Distributors. Add to this “helping hand” 
IDEAL’S big year-round, national advertising Glasses 
campaign and 400,000 direct-by-mail sales Steel Spring 
HE builders reaching large users and prospects Imbedded in Temples 
UNCOVERS this year, and you have some of the reasons 
MEW SOURCES why the IDEAL line is an extra-profit line. bi coat 
OF ; is imbedded in the center of the demi 
BUSINESS IDEAL products have the highest Sser-aceu plastic modified transparent ambe1 
tance in their fields—the market is vast—the colored temples of these industrial 
demand is there! To cash in to the fullest — glasses. The ends of the temples are 
HE sell the complete IDEAL Line. tibbed. The combination of these 
CONDUCTS two features gives the temples a pli 
SALES Over and over again it has been proved that ability far greater than thought pos- 
TRAINING IDEAL-trained distributor salesmen sell more sible before. The clamplike action 
COURSES and earn more. Ask your IDEAL Representa- of the imbedded steel spring keeps 
tive for this free sales training. the glasses firmly in place. 
The temples are fastened with opti- 
“WIRE-NUTS” ® CLEANERS cal hinges. They _are furnished with 
and WIRING TOOLS = anton snap-in” 48 x 51 m/m drop eye 
hetbin” sn te eevinned! um cleaners — oval, 1.25 or 6.00 diopter curve lenses, 
Se, wae ee we _s a either in green or clear hardened 
Sodter's y industry's standard SS ae. glass. / 
te at I geo Magee geen eis Cleaners te Sellstrom Mfg. Co., Chicago—In 


pa gel ye RO, A lection, water pich-wp. dustrial Distribution, September 1950. 


ducers — fuse clip clamps — 
test lites — fuse pullers — co- 
ble rippers—joist borers—wire MOTOR 

skinmers—FLUR-TEST fluorescent f ’ MAINTENANCE 


fixture tester: 
. EQUIPMENT 

. Commvutater and slip 
THERMO-GRIPS ® ring resurfacers — com- 
Resistance heating mutator cleaners — 
principle soldering brush seaters—precision grind- 
tools that make diffi- ers—mica vundercutters —com- 
cult soldering jobs in mutator saws — coil winder 
production of mainte- drives and heads — insulation 
nance easy. Sizes for testers — growlers. 
every job. 


A flat steel spring, about } in. wide, 





MACHINERY 
WIRE STRIPPERS PRODUCTS 
Production: — Brush 
—bench—rotary and live centers to speed and 
lever types. Also fo- improve lathe ovtpyt — 
mous ‘‘Stripmaster’’ electric etchers—dust col- 


hand type lectors — tachometers — Strapping Cutter 











demagnetizers — *‘Xpand- 


—_ self-expanding Effective On 





Hard-To-Reach Places 


A heavy-duty steel strapping cutte1 
has been introduced which is pat 
ticularly designed for use in steel 
mills, steel warehouses, railroad 
freight terminals, lumber mills, etc. 
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For radiant heated churches, 


steel pipe is first choice 


The inspiration of religion upon the lives of men has been re- 
flected down the centuries, in the beauty and perfection of our 
houses of worship. Be it a cathedral or a “‘little brown church in the 
vale’ the traditions of architectural purity have been carried on 
by succeeding generations. 

In the preservation of this age-old beauty, even concessions to 
the use of modern conveniences and facilities can be harmoniously 
achieved. Among heating systems, for example, none is more 
adaptable for this purpose than modern radiant heating. Com- 
fortable warmth from concealed sources helps to maintain the 
simple, dignified atmosphere. Large areas can be heated uniformly. 
Decorating and cleaning costs are minimized. 

Just as radiant heating blends comfort with beauty, so steel pipe 
blends durability with economy. That's why steel pipe is first choice 
for radiant systems in churches, public buildings, plants and ware- 
houses as well as homes. It is natural that it should be so. For 
more than 60 years steel pipe has a record of proved performance 
in conventional steam and hot water heating systems. 


Partial view of side and bell tower, while under 
construction, of St. Ann‘’s Church, Cleveland, O. 
Radiant heating, with steel pipe will provide com- 
plete comfort without marring interiors beauty. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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KALAMAZOO 
MODELS — 
816-S — 824-S 
(COOLANT 
EQUIPMENT 
AVAILABLE 


CONSISTENT 
HARD-HITTING 
ADVERTISING 
HELPS YOU SELL 
KALAMAZOO! 


Follow the pages of the trade magazines, where compact 
tool sales are often started, and you'll see the dramatized 
story of the important exclusive features of Kalamazoo Band 
Saws. 


30 seconds blade changes . . . Timken bearings . . . no 
yoke or frame hides work from view . . . no burr, minimum 
kerf... handle 95% of cut-off jobs .. . 


Month after month Kalamazoo paves the way for your 
sales calls—follows up after you leave—to help you keep your 
Kalamazoo volume climbing. If your catalog sheets are get- 
ting smudged or dog-eared, by all means send for a fresh 
supply today. 


MACHINE TOOL DIV. Aa@damazoo TANK and SILO CO. 


| It is especially effective on hard-to- 


reach places such as freight car bulk- 
heads and car walls. 

The tapered lower jaw can be in- 
serted easily under the tightest strap. 
The offset handle affords easy grip 
with the tool lying flat against a 


| surface. Only slight. pressure on the 


top handle is required for cutting 
heavy-duty strap. The cutters are avail- 


| able in two models: one for 2 in. 


strapping and the other for 3 in. to 
1} in. steel strapping. 

A. ]. Gerrard &* Co., Melrose Park, 
Il].—Industrial Distribution, Septem- 
ber 1950. 


Screwdrivers 
Drivers Equipped 
With Plastic Handles 


Handles of tough Tenite plastic 
equip an assortment of the manu- 
facturer’s screwdrivers. The four tools 
pictured on the left are sold in a set, 
containing three full grip screwdrivers 
with steel alloy blades of 3, 4, and 
6 in. lengths, plus a small driver with 
a pocket va Two other drivers in- 
corporate bolsters which are forged in- 
tegrally with the blades to strengthen 
the bars against strain. 

The driver pictured second from 
the right is equipped with a replace- 
able neon flash tube which lights 
when the blade contacts a high volt 
age circuit. The model to its right 
is also spark detecting. 

Stanley Tools, Div. of The Stanley 
Works, New Britain, Conn.—Indus 
trial Distribution, September 1950. 


Pipe Couplings 
New Size Range 
Is Available 


The manufacturer’s pipe couplings 
are now available for pipe sizes up to 
8 in. In addition to the standard zinc 
coated steel line, all aluminum cou- 


1945 Harrison St. Kalamazoo 16, Michigan plings are available in all sizes to 8 in. 
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... With the RIGHT hose for every need! 


When you sell Hewitt-Robins 
industrial rubber hose, wrapped 
inside every cover is almost a cen- 
tury of hose-making experience. 
You don’t charge extra for it... 
it pays off in longer, more efficient 
service on the job. 


Hewitt-Robins research chem- 
ists know that no one type of hose 
can meet all the problems of in- 
dustry. That’s why they use nat- 
ural and synthetic rubber, cotton, 
rayon, nylon, glass, chemicals by 
the score—in whatever raw mate- 
rial combination is best for each 
service requirement. Testing en- 
gineers torture hose at the plant 
... give it months of wear and tear 


HEWITT-ROBINS 


BELT CONVEYORS (belting & machinery) « 
PRODUCTS e¢ FOUNDRY SHAKEOUTS « 
BRUSHES e SCREEN CLOTH e 


BELT AND BUCKET ELEVATORS e 
INDUSTRIAL HOSE « 
SKIP HOISTS « 


in a few days. Field engineers the 
country over help users get the 
longest service at the lowest cost. 


All of which means that the 
Hewitt-Robins name on a hose 
means it’s right for its particular 
job. 


Typical examples of Hewitt- 
Robins specially engineered rubber 
hose are: 


Acetylene - Acid - Air - Alcohol - 
Barge Loading - Butane-Propane 
- Cement Placement - Fire - Flex- 
ible Rubber Pipe - Foam - Fuel 
Oil . Hydraulic - Mill - Oil Industry 
- Pneumatic Tool - Rotary Drilling 


CAR SHAKEOUTS « 
MINE CONVEYORS « 


STACKERS « TRANSMISSION BELTING « 
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DEWATERIZERS  « 
MOLDED RUBBER GOODS « 


- Sand Blast - Steam - Suction - 
Vacuum, Industrial Water - 
Welding (Twin-Weld*®) 


Make your firm hose headquarters 
—acclaimed for quality, noted for © 
variety and competitive when it — 
comes to price. Become a Hewitt — 
Rubber distributor. For complete ~ 
details write Hewitt Rubber Divi- — 
sion, 240 Kensington Avenue, 
Buffalo 5, N. Y. 


HEWITT-ROBINS 


INCORPORATED 


FEEDERS « FOAM RUBBER 
RUBBERLOKT ROTARY WIRE 


VIBRATING CONVEYORS, FEEDERS AND SCREENS 








The pipe couplings are used for 
permanently joining either plain end 
or threaded pipe or a combination of 
the two. The pipe coupling is the 
only compression band type coupling 
on the market and serves to hold the 
entire surface of the joint in compres- 
sion. The coupling is easy to apply 
with a socket or crescent wrench and 
gives each joint the advantage of a 
pipe union. 

Morris Coupling and Clamp Co., 
Ellwood City, Pa.—Industrial Distri- 
tribution, September 1950. 


For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


NS Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 





ladder is in use. 





A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 








Sizes 3 teet to 16 feet in height 
with standard rubber safety shoes 
at no extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 





Plastic Packing 





In Canada—Safety Supply Company—Toronto 








CAP SCREWS |S 


wii 


makes precision ‘‘milled 


from the bar’’ screw machine products that 
stand up under hard usage . . . and build up 


sales through customer demand. 


YORK, PENNA. 
Write for folder illustrating and describing 
our famous line of ... 
SET SCREWS QS COUPLING ¢ MILLED 
, a \ 4 BOLTS STUDS 


««ein all sizes and threads 
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Has Vulcanized Tape-Back 


A vulcanized tape-back is now of 
fered as an integral part of the manu 


| facturer’s plastic spisal packings. ‘This 


development increases packing flexi 
bility and brings plastic packing into 
the easy-to-handle class. Ring cutting 


‘is greatly simplified with this type 


of reinforcement because the spiral 
can be twisted down to small shaft 
sizes, and then cut into rings without 
breakage. 

The primary advantage of this flexi 
bility is the significant savings enjoyed 
by the users of the packing. Elimina 
tion of the normal breakage which 
occurs in twisting-down means that 
none of the packing need be thrown 
out because of handling damage. ‘Th« 
packing is furnished in six different 


| styles to cover the range of operating 
| conditions met throughout industry. 


Crane Packing Co., Chicago—In 
dustrial Distribution, September 1950 


Fire Extinguishers 


Constructed of 
Stainless Steel 


hese new models of 24 gallon fire 
extinguishers include a chemical 
Foamite unit for Class A and B fires; 
a chemical solution for Class A fires, 
and a plain water type, discharged by 
carbon dioxide gas, also for Class A 
hres. 

(he manufacturers claim the new 





The exteriors may look alike — 


Inside one home, life goes on smoothly 
and harmoniously. But in the house next door 
there’s constant friction and nerve-wearing turmoil. 


Compare the outside appearance of any standard 
Powell valve with that of any other valve of the same 
type and size. You will probably notice very little 
difference. But inside—that’s another story. 


There design, materials and manufacturing skills make 
the difference between a Powell Valve—built to oper- 
ate smoothly and efficiently over a long period of 
time—and a valve that will have only a short life 
before it requires maintenance or even replacement. 


Powell also makes many exclusive patterns to meet 
the requirements of special services. In these, too, long 
trouble-free performance is a primary consideration. 


Fig. 1842 — Bronze Gate Valve 

with solder ends for use with 

copper pipe or tubing. Powell 

Solder Joint Valves also made 

in Globe, Angle and Swing Fig. 2608—Bronze Globe Throttling 

Check patterns, Valve. Full flow through the seat 
when wide open. Has special bronze 
stem and stainless steel disc and 
seat hardened to approx. 500 Brinell. © 


Fig. 190—150-pound Iron Body 
Bronze Mounted ‘‘Irenew” Globe 


Vaive with regrindable, renew- Fig. 560—200-pound Bronze Regrind- 

able “‘Powellium” nickel-bronze ing Horizontal Swing Check Valve with 

seat and disc. screwed ends, screwed-on cap and re- 
grindable, renewable bronze disc. 


The Complete Powell Line includes Globe, Angle, ‘‘Y”, Gate, Check, 
Non-return, Relief, and Flush Bottom Tank Valves in Bronze, tron, 
Steel and a wide range of Corrosion-resistant metals and alloys. 


Consult our Engineers for Special Designs 


Co, 18b--Giawe seb-gnene The WM. POWELL Co., 2525 Spring Grove Ave. rig. s232—200-pound Stainless 


pe grog adhe b 0 B 106 St ti B Ci i ati 22 Ohi Stee! Gate Valve with screwed 
rising stem, "polted flanged - U. BOX ’ ation ’ incinn ’ 10 ends, screwed-in bonnet and in- 


yoke, tapered solid wedge. DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES side screw rising stem. 
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“BETTER MEASURE with 


UFKIN « 


NEW {UF KIN Mezurar and Wizarp uR. 
TAPE-RULES with CHROME-CLAD BLADES 


EASY TO READ 
MARKINGS 


THAT ARE DURABLE 





In less than half a year, the 
new Chrome Clad _ Lufkin 
Mezurall and Wizard, Jr. Steel 
Tape-Rules are Smash Hits 
with industrial distributors all 
over the country! Newest of 
all Tape-Rules . . . they are 
certain to build customer satis- 
faction with their easy-to-read 
and durable Chrome-Clad fin- 
ish . . . and certain to boost 
Tape-Rule volume with their 
outstanding array of selling 
features. 





IMPORTANT: New Lufkin Mezurall and 
Wizard, Jr. Tape-Rules with Chrome 
Clad blades are now advertised to more 
than 40,000,000 readers in the Roto Sec 
tions of Leading Sunday Newspapers; 
Industrial Trade Papers; other outstand 
ing Consumer Publications! A supply of 
three-color Mezurall and Wizard, Jr 
envelope stuffers No. MW 100-999, with 
your imprint, will be supplied upon re- 
quest. 








CHECK THESE OUTSTANDING FEATURES: 


1— Exclusive Lufkin Chrome-Clad finish blades. 


2—Black markings razor-sharp against chrome white background . . . 


are durable. 
3—Rust and corrosion resistant. 
4— Will not crack, chip, or peel. 


and they 


5 —Self-adjusting hook permits accurate butt-end and hook-over measuring. 


6 — Replaceable blades. 
7—Smooth manual blade operation. 


8— Improved heavily plated case — inset side plates in attractive red and white. 


DIAGRAMMATIC CROSS-SECTION VIEW 


1. Hardened Steel Tape. 2. Rust-resist- 
ant Coating. 3. Multiple Coats of Elec- 
troplating. 4. Hard, Smooth, Non-glare 
Chrome-plating. 5. Black Markings 
Bonded to Steel, Sunk below Surface. 





7 aoe f 
SAMOA yyy / 


1234 


STOCK ‘EM... SELL ‘EM... the SMASH HITS among ALL Tape-Rules — 
the NEW LUFKIN MEZURALL and WIZARD, JR. CHROME-CLAD Tape-Rules! 


Sell 


OF KI 


TAPES ¢ RULES 
PRECISION TOOLS 


THE LUFKIN RULE CO. ” 


SAGINAW, MICHIGAN - 


NEW YORK CITY - 


BARRIE, ONTARIO 
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extinguishers are twice as strong as 
the old style fabricated copper units 
and about 50 percent lighter in weight 
without the charge. 

All of the new extinguishers are 
welded construction, elbow and collar 
silver brazed, no lead solder banks, no 
acid fluxes. The units are corrosion re 
sistant both inside and out. 

American-LaFrance-Foamite Corp., 
Elmira, N. Y.—Industrial Distribu- 
tion, September 1950. 














Dry Air Pump 
Requires No 
External Lubrication 


Chis new motor driven dry ait 
pump is an integral unit with an elec 
tric motor driving a vane type positive 
displacement rotary air pump. The 
pump is so designed that it will dc 
liver 4 cfm, an inlet suction of 4 in. 
mercury and an outlet pressure of | 
in. mercury. The pump requires no 
external source of lubrication. 

The pump is designed to operate 
satisfactorily throughout an ambient 
temperature range of from minus 65 
degrees F to plus 140 degrees F. Mod- 





M2 LLM 


BETTER MECHANICS PREFER 


» TOLEDO IR tnreaver 


FOR 1 to 2° PIPE 
—" 


THREADING ° 


ding 
rece? 

Toledo sith only 
t 


s 
ie segme” er pins 
op S packed dente 
tee! 


It’s LOW COST! 


Simple in design with one ratchet handle 


Here’s a real bargain for your customers—a Toledo 
No. 1R—the lightest weight 1” to 2” pipe threader! 
Similar to the famous No. 1 and No. 1A Toledos—but 
simpler in design with one ratchet handle and Jow in cost! 
A separate set of dies for each size of pppe—1”’, 114’", 114” 
and 2’’"—assures longer die life. Each set is hobbed for just 
the proper clearance. This means easier cutting, smoother, 
cleaner, more perfect threads and tighter pipe joints! Die 
change is quick and easy... or, many users prefer separate 
tool for each size. Durable... saves job-time ... reduces 
costs! You can recommend this tool with confidence to all 
your customers. The Toledo Pipe Threading Machine Co., 
Toledo, Ohio. New York Office: 165 Broadway Room 1310. 


RELY ON THE LEADER q ic D © 








PIPE TOOLS ... POWER PIPE MACHINES. . POWER "oy Ss @ 
4 
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THE BELT HOOKS 


Salets 


Perfect Alignment not only 
before but after application. 


WITH THE 


There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
tion) but also cover and protect 
belt ends, prevent fraying and 
assure long life. It's the all pur- 
pose belt-lacing, too. It can be 
applied in factories and shops 


not only with shop lacers but also in the field with the pocket 


Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


Chicago 30, U.S. A. 








— = 


Fast Sates Action! 


ATLAS waves 


@ Shippers and receiv- 
ers of freight give quick 
approval to ATLAS Car 
Movers and good busi- 
ness is the result. The 
outstanding operating 
advantages of ATLAS 
Car Movers make them 
a favorite — that’s why 
there are so many in use 
throughout industry to- 
day. Now is always the 
time for selling the 

ATLAS — we can 

make immediate de- 

liveries get started. 


Within the cir- 
cle is the sec- 
tion where the 
‘compound 
leverage’’ is 
developed 


MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 


A complete line of bench and pedestal type 
grinders (including the Special Reversible Car- 


bide Tool Grinder shown below). 


|6” to 12” balanced wheels, dynamically bal- | 
anced armatures, and lubricated-for-life 


bearings. 


ASK for 
BULLETIN 
321-D 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave., St. Louis 10, Mo. 





224 
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| Guaranteed HEAVY-DUTY 


Bscannc GRINDERS 


ifications of this basic design for 
operations at greatly increased suction 
and for higher or lower capacity rat- 
ings are merely a function of toler- 
ances and basic sizes. The electric 
motor on this unit is designed to 
Specification AN-M-10a. 

Aro Equipment Corp., Bryan, Ohio 
—!ndustrial Distribution, September 
1950. 














Insulated Grommet 
Holds in Position 
At All Times 


This newly designed metal formed 
grommet is completely covered with 
rubber, and is designed for insulating 
blanked holes in metal. The grom- 
met can be installed easier and faste1 
than previously offered grommets, and 
holds in position at all times. An ex- 
panding hand tool made available by 
the company is used to roll and force 
the curled prongs tight against the 
under surface, assuring a positive and 
secure fit. 

Automotive Rubber Co., Inc., De- 
troit—Industrial Distribution, Sep- 
tember 1950. 


Speed Reducers 
Available In 
Ratings to 3000 HP 


These new single and double reduc- 
tion industrial speed reducers are avail- 
able in ratings up to approximately 
3000 HP. BPT taper hardened gear- 
ing and pinion shafts, and fabricated 
steel housings are used in both types. 
These features permit units requiring 
minimum mounting space, and effect 
substantial savings in weight. 

Gearing is of the standard AGMA 
hobbed double helical type, with a 
high helix angle for smoother opera- 
tion and less vibration at higher 
speeds. This type gearing minimizes 
thrust against either case walls or 
bearings. 

Westinghouse Electric Corp., Pitts- 
burgh—Industrial Distribution, Sep- 
tember, 1950. 





A COMPLETE LINE TO HANDLE MOST 
HOISTING REQUIREMENTS 


7 


SSS 


Follow the lead of many satisfied, 
profit-making distributors who 


stock and sell our complete line “BEARCAT” ELECTRIC he aa (OP ‘] 


ne Seen PEERLESS HOISTS — 
we yy eo V4 to 80 ton capaci- 
PED pallens ties. Bulletin P-11. 

50 feet per minute. 
Bulletin P-53. 


of hand and electric hoists. 
HARRINGTON Hoists, 


and Cranes have consumer ac- 


Trolleys 


ceptance and yoodwill . . . sell SPUR 


GEARED HOIST — 12, 1 and 


fast and stay sold . . . offer good 2 ton capacities. Bulletin P-5. 


profits to you. HARRINGTON, 
with more than 75 years’ experi- 
ence in the design and manv- 
facture of Hoist Products, is a 
reliable organization that makes 
good, long-lasting products. 


Some profitable territories still 


pepe nereras hee 
fron 


open — write for franchise in- 


formation and literature. 


xe 


>a? re 





TROLLEYS — 
Model D 1-Beam 
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THE 


TROLLEY HOISTS 
— for close head- 
room. Bulletin P-35. 


HARRINGTON 


COMPANY 


DIFFERENTIAL 
HOISTS — V4 to 
1¥2 ton capacities. 
Bulletin P-31. 


“CUMALONG” LE- 
VER PULLERS — 
% and 1% ton 
capacities. Bulle- 
tin P-27. 


Trolley illustrated 
This and other 
Harrington Trol- 
leys are described 
in Bulletin P-65. 


PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 
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No. 120 Hi-Speed No. 616 Soft Metal No. 118 Combination 
Steel Heat Treating Furnace Melting Furnace Bench Furnace 


STEADY SELLERS 


FROM THE HOT PROFIT LINE 


JOHNSON FURNACES*BURNERS+BLOWERS-TORCHES 


| La 


No. 25 
Hand Torch - tate | 
No. 1202 Blower Ww 


No. 10! 
Bench Furnace 





GET your share of the 
profitable market for 
industrial gas burning 


equipment. Sell your No. 33 Needle Flame 
Hand Blow Torch 


customers more heat 


for their dollar with 
JOHNSON .. . famous for 
efficiency and economy 


for 48 years. Help your cus- No. 60 BCE 


Concentric Ring Burner 


tomers with their heating 


problems by recommend- 
ing JOHNSON and you'll 
help yourself to added 
volume and added profits. 


No. 20X 
Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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Punch Press 
Increased Tooling Height 
Added to Four-Ton Press 


The manufacturer's improved 
model four-ton standard punch press 
has a full 8-in. open height, providing 
the largest vertical working dimension 
of any small press. This additional 
height is valuable for adapting special 
tooling, for easing set-ups, and for 
permitting use of dies and die sets 
heretofore too large for the four-ton 
press. 

Other improvements include new 
clutch dog made of shock-resisting 
steel, clutch linkage doubled in thick- 
ness for greater strength and rigidity, 
and clutch wedge redesigned to incor- 
porate a special “safety stop” solid 
block. Heavy duty cast aluminum 
flywheel guards for the manufacturer’s 
full line of presses are available. 

Benchmaster Mfg. Co., Los Angeles 

-Industrial Distribution, September 
1950. 


Electrode 
Deposits Bead 
Of Rockwell C 63-68 Hardness 


Chis universal hard facing electrode 
deposits a bead having a hardness of 
Rockwell C 63-68. It will withstand 
the severest operating conditions with- 
out appreciable wear, and will extend 
the useful service life of equipment 
bevond original expectations. 

\ factor which makes this ac-dc 
electrode a dependable hard surfacing 
alloy is the fact that the electrode will 
not become soft or lose strength at 
higher temperatures. It is available 
in 4 in., 5/32 in., and * in. diameter 
rods. 

Eutectic Welding Alloys Corp., 
New York—Industrial Distribution, 
September 1950. 








QUAKER HOSE LASTS FIVE TIMES AS LONG 


Hundred degree temperatures and plenty of twisting, crushing and 
abrasion were killers to air hose in a Texas installation. The usual 
air hose lasted only two or three weeks. 

Then QUAKER Blue Devil Air Hose was connected to the com- 
pressors. The result! Seventeen weeks of continuous, rugged service 
and QUAKER was still on the job. Life expectancy of this hose. . i 
at least 25 weeks! 

Performance like this is typical of QUAKER Hose throughout 
industry—and that’s why QUAKER Hose is standard equipment in 
leading plants throughout the country. 

QUAKER’S full line of pre-tested hose builds satisfied customers 
for you which means bigger sales volume and steady earnings. 


BELTING FOR LOWER-COST HANDLING PACKING WITH THE POSITIVE SEAL 


QUAKER offers Distribu- =. QUAKER Packings are 
tors a complete line of ' engineered for every in- 
precision-built belting: dustrial application —for 


transmission ... conveyor PEMps, Compressors, 
water, air and steam 


.-. elevator... agriculture. . 
lines. 


QUAKER RUBBER CORPORATION - PHILADELPHIA 24, PA. 
Division of H. K. Porter Company, Inc. 
Pittsburgh + New York + Cleveland + Chicago + Houston + Atlanta 
Western Territory 
QUAKER PACIFIC RUBBER CO. + San Francisco + Los Angeles + Seattle 










ce 
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Q UA K : R RUBBER PRODUCTS ~ 
custom made *for*every industrial use’ o*\ 


oS. 











REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5S. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Morke 


STRONG, CARLISLE & HAMMOND COMPANY 


pveland 13. Ohio 











| Drill 


Nine Pound Drill 


Delivers 2 Horsepower | 


This 4-in. capacity drill, weighing 
83 pounds, delivers a full half horse 
power at the drill point under oye 
load. The drill is characterized by 
compact design and streamlined Ae 
pearance. 
used throughout. The drill is powered 
by a series wound universal motor. 

A cast-in air cooling system with 
oversize die cast fan, cast-in baffles 
and channels cools the motor and 
clears away the chips from the work- 
ing surface. Wide faced, alloy steel, 
cut gears run on shafts which are 
supported on both ends by anti-fric 
tion bearings. 

Speedway Mfg. Co., Cicero, III.- 
Industrial Distribution, September 
1950. 


_— Pw \ 


| Air Motor 


Variable Speed Power Unit 
Is Sparkproof, Splashproof 


[his air motor provides a variable 


| speed power source for a laboratory 


agitator plus the advantages of being 


| sparkproof and splashproof. As the 


| creases, the 


viscosity of the agitated liquid in 
agitator rpm are kept 
constant by merely increasing the air 
pressure. 

The use of an air motor is advisable 
from a safety angle wherever inflam 
mable vapors, dust, 
present. 

Leiman Bros. Inc., 
—Industrial Distribution, 
1950. 


gases, etc. are 


Newark, N. J. 
September 
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Aluminum die castings are | 





Leadership 
through Craftsmanship 
for 
sixty years 


AMERICA’S NUMBER 1 BLOW TORCH 


There can only be ONE first 

. and there’s good reason 
why that one is C&L. A life- 
long policy of seeking out 
and employing only the most 
finished craftsmen, and putting 
into their skilled hands the 
finest materials money can 
buy, has found its reward. 
They have built into C&L 
Blow Torches the rugged 
dependability, the year-in-and- 
year-out service you'd expect 
from America’s finest heat 
tools . . . the wise buy for 
over 60 years. 


Choose from 12 “Job Engi- 
neered” models at your jobbers 
-.. or write for catalog. 


CLAYTON & LAMBERT MFG, CO. 
Levisville 10, Kentucky 


CAL, svn0s GREAT HEAT TOOLS 








Reel Sales- 
man holds 4 


Complete line... cient in Th o 
Ys reels) of 


Recognized top quality... LB popster smal 


sizes of weld- 


Strong sales support Pete ct ond weld: 


less chains. 


The ROUND trademark means more chain 
volume for YOU . . . more customers, steady 
repeat business, greater customer satisfaction 
and higher profits. 

You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type... oh Ooh he 
Proof Coil, Brass Safety, Double Jack ...a Ya reels). Welded Proof or 
hundred other kinds from small links used in BBB Coil chain is stocked in 
precision instruments to massive anchor chain. 4 storage bins in base. 

ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 

Six large plants with warehouses in principal Proof Coil or BBB Coil 


cities guarantee that your requirements will be 
filled promptly and efficiently. 

Continuous ROUND trade and national ad- 
vertising, modern packaging, a full assortment Liberty Coil—Twist Link : 
of selling aids—plus planned sales promotion 
—help you get more orders, faster. 

Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 
(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They’re real profit boosters! 4.2289 











Liberty Machine—Twist Link 


Buckeye or Brown Pattern 


CLE VELAND (HAIN 


Lhe Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 


ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 
Conn. ¢ The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio * Round California Chain 
Co., So. San Francisco and Los Angeles, Cal. « 
Kegettes are ideal for store displa boost sales are we Sees Sen as eee 
easy to stock. Each contains one of A Nteee se quantities of Seattle Chain & Mfg. Co., Seattle, Wash. * The 
Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
mized): 250 ft., %”; 150 ft., %"; 100 ft., %"; 75 ft., %”. * Woodhouse Chain Works, Trenton, N. J. 
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E EA sY To ORDER Complete information available from our 
~ plant simplifies ordering. De-Sta-Co “Suggested Stock Order 
List’’ makes it easy to maintain and control your inventory. 


[EAsY FASTOSE. Packed in durable cartons to take hard 
knocks in handling and shipping. Distinctively labeled for 
instant identification. Send to customers right in these double- 
duty containers . . . just apply mailing label and ship. 


PuUEASY 10 SELP asked for by name . . ."De-Sta-Co”. . 
because of aggressive advertising in trade papers. This ready 
acceptance of well-known products, proven by use in thousands 
of shops means . . . PROFITS FOR YOU! 


Sheets 6" x 12°, 
12 assorted thicknesses .00! to .015 


Roll >” x 120’, 
idenittied every 
6” as to thickness 
ond amount re- 
maining. Popular 
in shop and supply 
house. 


12 pieces each thickness to box. 25 foot coils packed in — 
clear plastic case, each coil identified by thickness every 4 ; 


foot. 


DE-STA-CO SHIM STOCK 


Steel or Brass, from .001 to .015. Selected ma- 
terials rolled to precision limits, oiled to resist 
stain and rust, clean and free from burrs or ragged 
edges. Handy, durable cartons distinctively labeled 
for instant identification . . . allow easy, safe 
storage without waste or damage to stock. 


DE-STA-CO FEELER STOCK 


Demanded by name for years . . . favorite of 
mechanics and machinists for close tolerance work. 
Fourteen standard thicknesses, .0015 thru .O15. 
Available in 12” strips, 42” wide, each identified 
by thickness, in moisture-proof cellophane envelope, 


Other popular, fast-selling products . . . De-Sta-Co Arbor 
Spacers for spacing milling cutters . . . De-Sta-Co Shims for 
shimming gears and bearings. Preferred by machinists for 


over a generation. 


ADDRESS... 
city _ 


FOR COMPLETE INFORMATION ON THIS PROFIT-BUILDING 
LINE THAT’S EASY TO ORDER, EASY TO STOCK, EASY TO 
SELL, SEND COUPON NOW 


DETROIT STAMPING CO. 
332 MIDLAND + 


NAME 


COMPANY .... 


ZONE STATE 
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DETROIT 8, MICH. 





| punches 


Punch Driver 


Enlarges Knockouts, 
Cuts New Openings 


This knockout punch driver quickly 
and easily enlarges knockouts, or cuts 
entirely new openings for conduit up 
to four inches. Developing over 11 
tons of pressure, it drives knockout 
through 10 gage metal 
quickly. Simple to operate, the punch 


| driver is portable and comes packed 


as a set in a strong metal carrying case 
with a compartment for punches. 

The set includes a hand hydraulic 
pump, a high pressure hose and a ram 
with extension and sleeves to accom- 
modate all punches for making holes 
for 4 in. up to 4 in. conduit. 

Greenlee Tool Co., Rockford, III. 
—Industrial Distribution, September 
1950. 














Portable Electric Saw 


V Belt Drive 

Eliminates Gears 

This portable electric saw weighs 
19 pounds, and is equipped with a 
universal motor drive developing up 


| to 14 hp. It is fitted with an 84 in. 


blade having a 2% in. capacity cut. 
A new feature of this saw is the dual 


| V belt drive from the universal motor 


shaft to the saw arbor shaft. 

The use of V belts entirely elimi- 
nates gears, gear box, gear grease leak- 
age and high gear maintenance ex- 
pense. The use of the flexible rubber 
V belt entirely cushions the motor 
from any sudden shock or overload. 
Tough metal stampings instead of 
brittle metal castings insure long life 
and ability to stand up under hard 
usage. 

The saw is equipped with an adjust- 
able base for making bevel cuts of 
from 90 to 45 degrees and also ad- 
justable for depth of cutting from 0 
up to its maximum capacity of 248 in. 

Syntron Co., Homer City, Pa.—In- 
dustrial Distribution, September 1950. 





I think this “know-how” we talk about 
is eternal practice, practice, practice. 
Charles Kettering 
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The swing in catalogs today—is to our modern photo-offset way. 


ABRASIVE MACHINE - SUPPLY COMPANY 


Newark, New Jerse 

AIRCRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 

— SUPPLY —e 


—— D TOOL & ABRASIVE COMPANY 
Los Ani pk: Californi: 
— 
poy Californi 
ANCHOR RUBBER COMPANY 


BALDWIN SUPPLY ‘COMPANY 


Charleston, vont 
BARRETT-CHR COMPANY 
Siow o, iilinolen 


HARDWARE COMPANY 


Ca! 
CASANAVE SUPPLY COMPANY 
LT 
Lé RUBBER SUPPLY COMPANY 
Indianapolis, Indiana 
CHICAGO PULLEY SHAFTING COMPANY 


Chi 
CLARK BARDWARE — taal 
Jamestown, New Yor! 
CLEVELAND TOOL & SUPPLY COMPANY 
ey Ohio 
OGGINS & OWENS | serail 
Baltimore, Marylan 
COUCH & HEYLE, inc. 
Illinois 
HARDWARE COMPAJIY 
North Tonawanda, New Yor: 
R. C. DUNCAN COMPANY 
Minn lis, Minnesota 
HAROLD DESSAU, INC. 
New York, New York 


Peoria, 
CRAMER 


MACHINERY | & SUPPLY COMPANY 
Missouri 


Fran 
GLOBE MACHINERY. 4 6 SUPPLY COMPANY 
Des Moines, lowa 
F. HALLOCK COMPANY 


Derby, Connecticut 
HARPER FO hg wd & MACHINE COMPANY 


“i ON SUPP 

HARRIS TRON & SUPPLY COMPANY 
Mem ennes: 

HARR PUMP & SUPPLY COMPANY 
Pittsbu: Pennsylvania 

SAMUEL MUEL HARRIS & COMPANY 


Chicago, Ill 

HART ago, slinoa SUPPLY COMPANY 
Oklahoma City, Oklahoma 

HART SUPPLY COMPANY 
Oshkosh, Wisconsin 

HARTFIELD-HEALY —_— 
Buffalo, New Yor 

— SAW & TOOL COMPANY 
Oakland, California 

HAYS SUPPLY = 
Memphis, Tenness 

HOUS Lag ona SUPPLY COMPANY 
Evansville, In: 

HUBBARD’S INDUSTRIAL SUPPLIES 
Flint, Michigan 


INDUSTRIAL SUPPLY COMPANY 
Richmond, Virginia 
INDUSTRIAL SUPPLY COMPANY 

Salt Lake City, Utah 
Us PPLY DIVISION 


‘A MACHINERY. SUPPLY COMPANY 
Moines, lowa 
JONES & AUERBACH, INC. 
Newark, N. J. 
KASPER & KOETZLE, INC. 
Brooklyn, New _ 
UND C 


Ohi 
SUPPLY curans 
LINDgUIST HA Tenn 
HARDWARE COMPANY 


ts tte saeae icut 
vWiliamspor 3 *- 
MACHINERY ge COMPANY 
Kansas City, Misso 
MACHINERY SALES “'s SUPPLY COMPANY 
Dallas, Texas 
MACHINISTS TOOL & SUPPLY COMPANY 


Los Angeles, Cali ia 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
MARSHALL-NEWELL S$ 9g COMPANY 
San Francisco, aon 
ar} — © 


McC COMPANY 


McGOWIN-LYONS ‘HARDWARE & SUPPLY CO. 
abama 


Jsurruies COMPANY 


METROPOLITAN ey CORP. 
rnia 


Chicago, Illinois 

ID-STATE INDUSTRIAL CORPORATION 

Rockford, oe 
MILL SUPPLY 6 EASE COMPANY 


L 
“Buffalo, New "York 
NEAL & BRINKER COMPANY 
New York City, New York 
W. S&S. NOTT COMPANY 
Minn lis, Minnesota 
OLIVER ae & TOOL COMPANY 
Buffalo, New York 
—. — & “SUPPLY Me ~ tl 
Oak rancisco, 


& San F 
PATRON TRANSMISSION COMPANY 
New York LG New York 
~ — 1 am ANY 


Chica: 
PERTH AMBOY HARDWARE COMPANY 
Perth Amboy, New Jersey 


HILLIPS & EASTON SUPPLY COMPANY 
ansas 


Wichita, 

PRODUCTION TOOL & SUPPLY COMPANY 
St. Louis Missouri 

PULVER MACHINISTS SUPPLY COMPANY 
Ch ‘o, Illinois 

RAILEY -! INC. 


. Florida 
RICKERT INDUSTRIAL SUPPLY COMPANY 
ecetamnee Wisconsin 
OUTHWEST SUPPLY CO. 
moe le, California 
a ~ A tg BO a 
eld, 
STANDARD EQU 


lassach 
IPMENT & SUPPLY CO. 

SUPPLY COMPANY 
ih, Pennsylvania 
-SHANN' SUPPLY COMPANY 
state, or Marys 

& EQUIPMENT CORP. 

Seay 


PPLY COMPANY 


Toledo, Ohio 
STERLING PRODUCTS COMPANY 
icago, Illino! 
we. H. TAYLOR COMPANY 


TAYLOR SUPPLY COMPANY 
Baltimore, M 
TERRE HAUTE — HARDWARE CO. 
wr | — 
GEO. &. jOMPSON CO., INC. 
El Ta 
TOOL SHOP ‘HARDWARE COMPANY 
Detroit, Michig 
FRANE TRA INC. 
New York, New Y 
TRACY, ROBINSON rs WILLIAMS 
Hartford, Connecticut 
TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 
MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 
— MFG. MPANY 
WARNER ‘HARDWARE COMPANY 





Detroit, an 
YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 
ZONNE ELECTRIC TOOL COMP 
Los Angeles, California 


Cutting Tools (Drills, Reamers, Taps, etc.) Made of HIGH SPEED STEEL, are priced in red. 
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MCREE, Ine 








GREATER SECURITY 
FASTEN FAST WITH 
CLARK FASTENERS 


BOLTS ... NUTS 
RIVETS... SCREWS 


Since 1854 the Quality ... 
Accuracy . . . and Uniformity of ALL 
Clark Products has never been sur- 
passed. These 97 years of leadership 
explain why users always ask for them 
by name “Clark”—they Fasten .. . Fast 
. . . Longer. 








— here’s a profit builder! 
.. acclaimed in every field aay anion 


The new Model 200 Electric 
Sander has real profit-making 
sales points for your men to 
talk about . . . Induction type 
motor constructed with shielded 
ball bearings —no lubrication 
or filtering of dust required. 
Direct drive through sealed ball 
bearing for fast rotary action 
sanding. Light in weight —9 
Ibs. 4%” x 7%” pad takes half 
a standard abrasive sheet. 


construction 


cabinet 


he ready to compare it 
... demonstrate it... quote 


the low price... make a sale 


only IOP 


MANUFACTURED 


Junior Tool Company LOS ANGELES 32, CALI 


is = 3 Patent Pending 
industrial 
full year guarantee! 


Write today for complete details, sales policies, and available territories! 


' 


BY WATIONAL SALES REPRESENTATIVE — 
5570 ALHAMBRA AVENUE ' 
M.F. Huseby Co. 
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Know the Answers 


to quiz on page 132 





. That’s false. 


. The compression 


1. The clutch coupling (a) makes it 


possible to engage or release driven 
and driving members at will; the 
rigid coupling (b) permanently 
connects two sections of shaft, 
but doesn’t provide for misalign- 
ment; the flexible coupling (c) 
provides correction for small 
amounts of offset and angular mis 
alignment; and the universal cou- 
pling (d) takes care of a consider- 
able angular misalignment but 
provides no correction for offset. 


2. The coupling talked about is the 


friction coupling. 


3. That’s true. 


. That, on the other hand, is false. 


Couplings are permanently at- 
tached to the driving and driven 
units; clutches can be engaged (to 
transmit power) or disengaged as 
desired. 


.A single universal joint will take 


care of angular misalignment be 
tween 15 and 25 degrees, which 
of course includes “up to 15 de 
grees.” 


. That’s good advice and true. 
. That also is true. 


.The coupling being described is 


the compression type. 


The terms or the 
articles are not synonymous, fot 
the good reason that they don’t 
do the same job. The universal 
coupling is specified where driv- 
ing and driven shafts are con- 
nected end to end, but are at a 
specific and often a considerable 
angle to each other. The flexible 
coupling transmits torque between 
members in fair alignment, that 
is, within close limits. 


. The selection of a proper coupling 


for a particular application de 
pends upon all five conditions 
mentioned. 


Some flexible couplings compen 
sate for all four of the listed types 
of misalignment. 


coupling re 
quires no keys to secure it to the 
shaft. 


. That’s true 


. That’s false. The double universal 


should be your recommendation. 


5. Hydraulic couplings may be sold 


to all six of the fields mentioned. 





MAUREY wow orrers pistripurors 


A COMPLETE V-DRIVE SERVICE 
WITH SIX VITAL ADVANTAGES 


1, A COMPLETE LINE... 


In addition to the complete FHP V-Drive 
line Maurey now offers a complete Multi-V- 
Drive line to meet every V-drive need from 
fractional to 600 horsepower . . . PLUS facili- 
ties to produce non-stock sheaves for any 
commercial requirements. 


2. A QUALITY LINE... 


Maurey V-Drives are precision built to meet 
exacting OEM standards and are backed by 
the Maurey Quality Guarantee. 


3. FUL-GRIP “Q-D” SHEAVES... 


With rim and hub mated in a perfect cone fit they grip the shaft 
over their entire length to assure a full, positive press-fit grip. Easy 
to put on, easy to take off, always tight on the shaft. 


4, MOR-GRIP V-BELTS eee 


Built for long life by one of the world’s largest rubber manufac- 
turers. Full sidewall contact assures maximum pull power. 
MOR-GRIP combines stamina, flexibility and low stretch assur- 
ing long service life. 


5. SERVICE FROM COMPLETE STOCKS... 
For FHP V-DRIVES . . . Cast Iron Single and Two Groove, 
Pressed Steel, and Variable Pitch V-Pulleys, bored-to-suit and 
bushed type, MOR-GRIP FHP V-Belts. 1,736 V-Pulley sizes 
and 190 V-Belt sizes carried in stock, a size for every need. 
For MULTI V-DRIVES . . . 740 FUL-GRIP Q-D Sheave sizes 
available in A, B, C and D sections. 133 MOR-GRIP Multi-V- 
Belt sizes stocked in A, B,C, Dand E sections from 26” to 360” 
long, available from stock. ¥2 HP to 600 HP... a size for 
every need ... PLUS a Maurey service-minded personnel 
geared to give fast and prompt service. 


6. A PRACTICAL, WORKABLE DISTRIBUTOR POLICY... 


That guarantees fair treatment, protection and factory sup- 
port to authorized Maurey Distributors and assures perma- 
nent, friendly and profitable distributor-manufacturer 
relations. 
PROFITABLE TRADING AREAS OPEN — WRITE FOR 
DETAILS ON THE MAUREY V-DRIVE FRANCHISE 
Write for Bulletin No. MVD-1000 
describing Maurey Multi V-Drives 


M AU R E| MANUFACTURING CORPORATION 
2915 SOUTH WABASH “AVENUE, CHICAGO 16, s 
Welles Levins Senne ol risen ae 


- Serving Industry Since 1917 
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How to meet a payroll 
(at a cost of $3.19) 


Program Acclaimed 
_ By Distributors 


(Continued from page 120) 





en _— 





Your ads . . . were extremely helpful 
and will make it so easy for individual 
distributors to run them. I have per- 
sonally spent some time with Mr. 
Hickerson, trying to figure out how 
our Own concern can do some advertis- 
ing of this character, and also investi- 
gating the possibility of the Association 
doing something along this line.—Jim 
Ruddell, Central Rubber & Supply 
Co., Indianapolis, Ind. 


Congratulations on a splendid ad in 

. . » Business Week. Your seven ways 

in which the industrial distributor 

P ' ; ry «. . saves his customers time and money 

i are well chosen and tell a convincing 

story to industry. We are going to use 

these ideas in our own advertising and 

I certainly hope that you will continue 

this good work.—-E. F. McCarthy, 

Beals McCarthy & Rogers, Inc., Buf- 
falo, N. Y. 


' Twenty-four hours before factory payday, another check-writing machine was 
' needed fast. At 10 a.m. plant manager ordered one from supplier 400 miles away. 

He specified Air Express, the service regularly used to keep production rolling. 
| 26-lb. carton delivered same day at 2 P.M.—in time! Shipping cost only $3.19! 


e- 6 s 


When I saw your ad in Business 
Week several weeks ago I intended to 
write thanking you for your support 
of the industrial distributor in this 
very effective way. I was reminded of 
it by the ad in your series which we are 
running in the Genesee Valley Buyer, 
copy going to you under separate cover. 
I thought it was a good idea several 
weeks ago, and it is still a good idea just 
to get on record that you deserve the 


| 
| 
| 


| $3.19 was total cost — and included 


door-to-door service! Air Express is the 
most convenient way for you to ship or 
receive—in addition to being the world’s 
fastest transportation method. 


You get round-the-clock service with 
Air Express. Shipments go on all flights 
of the Scheduled Airlines. Air Express is 
service you can count on to keep your 
business rolling in high gear. 


Air Express gives you all these advantages 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 18,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate.) 


GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


a 
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thanks of every industrial distributor 
in the entire country.—Ray F. Healy, 
Erskine Healy, Inc., Rochester, N. Y. 


We want to compliment vou on 
your get up, the emphasis on the very 
points we have been trying to make 
for a long time, the real deep down 
interest in our business. We _ have 
been trying for many years to empha- 
size the quality and depth of our 
salesmen. It has been difficult to put 
over the fact that our men are trained 
specialists. Such advertisements as 
yours will definitely help to increase 
confidence in our salesmen.—N. W. 
Flagg, The Page, Steele & Flagg Co., 
New Haven, Conn. 


You have rendered industrial dis- 
tributors all over the country a very 
valuable service in placing the page 
ad in Business Week . . . The ad was 
exceptionally well written and cer 
tainly distributors throughout the 
country will be indebted to vou for 





Maxi-Power 


more 
power 

in less 
space 


Specify Foote Bros. 
Maxi-Power For... 


EXTRA PERFORMANCE — Generated 
helical gearing assures maximum 
accuracy and uniform load distribu- 
tion—gearing positively located for 
full tooth engagement across the 
entire face—this means improved 
performance. 


MAXIMUM DURABILITY — improved 
design—rugged construction—highest 
quality gear materials — accurate 
manufacture to close tolerances— 
provide in-built dependability for 
heavy-duty service. 


POWER SAVING EFFICIENCY—Anti- 
friction bearings throughout—rugged 
housing to maintain the initial ac- 
curate gear alignment — effective 
lubrication — assure operating effi- 
ciency of 96% to 98'2%. 


MAXI-POWER HELICAL 


GEAR DRIVE 
TRIPLE REDUCTION 


Here’s Foote Bros.’ latest development in parallel shaft 
enclosed helical gear drives that offer industry more power 
—greater compactness—higher quality. 

The increased power capacity of Maxi-Power drives 
means smaller size units and utmost space economy. Maxi- 
Power drives are rugged—yet quiet and smooth in opera- 
tion—with built-in stamina for long, economical service 
life. 

There is a Maxi-Power speed reducer to fit practically 
any industrial application. Forty-two sizes, single, double 
and triple reductions in ratios from 2.08 up to 360 to 1 
provide capacities up to 1,550 h.p. Write for a copy of 
the complete Maxi-Power Bulletin or call the Foote Bros. 
Representative in your City. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID,4545 South Western Blvd. * Chicago 9, Ill. 


ee 


Foote Bros. Gear and Machine Corporation 


Dept. 1D, 4545 S. Western Boulevard, Chicago 9, Illinois 


Send me Bulletin MPA on Foote Bros, Maxi-Power Drives 


: QDIE* BRO S. Wiles 





Balter Power TraMooion 


Through Tiller Leara 


Position 
Address 


City 
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help but enhance the cause of all 
types of distributors. Please accept 
the thanks of our company for this 
fine ad in our behalf—W. W. Ober- 
juerge, Oberjuerge Rubber Distrib- 
uting Co., Inc., St Louis, Mo. 


| this fine message . . . which cannot 


e { { itt 

rapidly duplic di Please let us have the additional 
An example of large REMSER information which you have to offer 
= HYDRA - POWER to enable us to get better results from 


a this type of advertising —H. D. How- 
At last—a PRODUCTION BENDER that | ard, The Williams Hardware Co., 
“BENDS THEM ALL” — tubing — angle — Minneapolis Mian 
channel—extrusions—moulding—strip stock— 4 ? 
bus bars—and of course, all types of solid ma- 
terials. U-Bolts and Eye-Bolts are just two ex- 
amples of the shapes that can be rapidly pro- > 
duced in one operation with this hydraulic In reference to your very effective 
power bender. full page advertisement in Business 
The DI-ACRO HYDRA-POWER BENDER | Week | want to say that I, personally, 
can be easily set up in your customer’s plant think that this is just the ticket. . . 
for a great variety of forming operations, or it | ‘To carry out our idea of visual selling, 
can be delivered completely tooled for speedy | would it be possible for us to get 500 


roduction of a specialized part. Our ads say— ee i ; 
soa per this universal machine before you | Copies of this ad so that we can put 


buy any “single purpose” bender. it in writing? . . . Again I want to 
congratulate you in sending us this 
NEW SALES AND PROFITS FOR YOU! sct up. Please bill us for this if the 


The new DI ACRO HYDRA-POWER BENDER is being widely advertised — copies are available. L. C. White, 
the interest it has aroused shows it s a real need. Send for ou 2 a . r m 
get the sales points—turn them into new orders! The White Supply Co., W aterbury, 


Conn. 
DI-ACRO is pronounced “DIE-ACK-RO’ oe 


[eee U NETL IRWIN MmFG.CO. : Salesmen. Waiting To See You?” is 


312 8th Avenue, Lake City, Minnesota one of the most effective ideas and 
one of the best presentations that we 
have ever seen. This letter is just to 


let you know that at least one indus- 
50,000 PIECES PER GRIND trial distributor sincerely appreciates 
a high grade job like this one.—Henry 
Upjohn, The Henry Upjohn Co., 
WILLEY'S | Kalamazoo, Mich. 


with WILLEY’S 
SOLID CARBIDE TWIST DRILL FROM THE 


On the typical valve guide bushing 1925 Fl LES 1940 
at the right, a Willey’s Solid Car- 


bide Twist Drill, in use for 50 days 
— produced approximately 50,000 | 25 YEARS AGO 
pieces per grind. During this 50 a ' 
d ied th the drill The need of practical accounting 
ay period, the wear on the drill was —in particular the careful recording 
less than 1/16 inch. of all sales in detail—was pointed out 
| in a lead editorial which cited the 
Material, alloy cast iron. | experience of one supply house that 
1589 R.P.M. Speed, 130 ft. had increased its gross profits by 
Feed, .075. Automatic machine three percent; increased its volume of 
| sales. Whenever the sales sheet 
WRITE FOR CATALOG showed a profit less than a certain 
percentage, that sheet was put apart 
| and the “why” studied out later. 


WILLEY’S CARBIDE TOOL CO. Newly proposed plan for packing 


bolts, nuts and rivets promised to be 
SOLE MAKERS OF WILLEY'S METAL 


‘ : a radical departure from the com- 
1342 W. Vernor Highway Detroit 1, Michigan plex metiundin employed te the ded 


try. It would cut packing, transpor- 
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5d Out Your, Lite 


WITH 
S-Acost 
CUTTERS’’ 


All of these i 
P P equipment ite od 
ractically every industry can ae ma — 
ore. Your 


established custo 
“Cost C none eg amyoen important 
Fw epienger Pio help you open new ne ' - 
pasar yi 8 — a ayes neeiiian—olt >of 
ns ossible savi " 
“tonase diese peotestie obdions we a gy sey 
ine. 


SACO SPEED REDUCERS 


They filla vital need. Adapt § 
ired speed. 


SEALMASTER bearings are 
ideal for replacements on all 
types of machi 

SEALM ASTERS 

these essenti 

Permanent 


pricated for imm 
Ask for Catalog No. 845. 





any full speed motor may be 
directly 09 the SACO Unit. 
floor space, installation costs 

maintenance. Catalog No. 643 gives 
It’s quicker and more ecO- full informatson. 
nomical to us¢ an s-A Winch 
for most lifting Of i 
jobs. One man 
—or m 
real saving in 
Hand winches 











S.A Box CAR LOADERS 


Your men can sell this unit readily. 
The S-A Box Carloader saves much 


unds— motor winches as 


Winches are i 
costs. Write for 


much as 3000 pounds. S-A 
nvaluable io cutting material handling 
Bulletin No. 340. 


es 





One man c@ 

part time attent 
sure to dust is 

for Bulletin No. 948: 


Ti S-A cAR PULLERS 


Every firm with switch track facili- 
gs 





s-A Car Puller. One 





man can m 
...and spot them quic 
ing for ao engine. Powerful capstan 
loads at 45 feet i 
advantages ™@ 
Bulletin No. 1339. 


S-A sw IVELOADER 


easier. Request 





charges material to $ 

One man, KO. time, 

ate SWIV OADER unit W 
out entering car. Remind us to 
send you Bu Netin No. 1046. 


Descriptive bulletins 

of this 
nplete price ink equipment, with 
you promptly on request. 





abi 


n, will be sent to 





Siem 


Merchandise 


STEPHEN 


tos Angeles, California 


Division 


DAMSON 


Belleville, Ontario 


MFG. CO. 


8 Ridgewa 
y Avenue 
AURORA, ILLINOIS 
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Your Service 
+ Our Service 


— CUSTOMER 
~ SATISFACTION 


Quality materials, good workmanship, 
prompt shipment—is our part. 


Local service, prompt handling—yours. 


Our handy detailed catalog can be a good 
selling aid. Do you have one on hand? 


We shall be glad to send you a copy. 





MADESCO 


TACKLE BLOCK COMPANY 


Over EASTON, 
o quarter 
century PENNSYLVANIA 
of service 
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tation charges; reduce the number of 
sizes of cartons carried by distributors. 

Indianapolis Belting & Supply Co., 
Indianapolis, was comfortable in its 
new general offices and display rooms 
after its complete rearrangement of 
stocks and installation of steel shelv- 
ing. 

Dillion Supply Co, of Raleigh, N.C. 
had installed a new, practical system 
for unloading pipe, a low-cost, short 
material project that made warehous- 
ing of pipe that easy. 

E. S. Stacy Supply Co’s. building 
in Springfield, Mass., was “hot stuff” 
for a time when fire broke out on the 
third floor of the plant. Great dam 
age done by fire and water, but Stacy 
reopened next day. 

“Are You Going or Coming?” 
asked Frank Farrington of mill sup 
ply salesmen, and pointed out that 
like baseball plavers, “you'll never 
reach the big league by using bush 
league methods”. 


10 YEARS AGO 


Miles Stray of J. Russell Co., Hol- 
yoke was rescued from the long arm of 
misguided law by Lou Knouse and 
Henry Blackman of Stanley. Went 
home with the wrong raincoat and 
was listed as “wanted.” 

T. Walker Lewis, Lewis Supply 
Co. Memphis, Tenn., was made a 
member of the board of Southwest- 
ern University. 

Al Bevan, Hunter & Havens, Hart- 
ford, had come through his appendec 
tomy with flying colors, thank you. 

Smith-Courtney Co., Richmond, 
Va. had opened a branch store at 
239-41 South Davie St., Greensboro, 
N. C., with C. A. Hurst in charge. 

John F. Healy, who for twelve 
years was plant engineer for a large 
industrial plant in Buffalo, joined the 
sales force of the R. C. Neal Co. 

Williams Hardware Co. of Min- 
neapolis celebrated its 79th anni- 
versary. 

Carne Co. appointed John C. Hark- 
ness as manager of its wholesalers’ de- 
partment, with headquarters at the 
company’s general office in Chicago. 

A new Philippine supply house was 
formed. Mechanical Supplies, Inc. 
Officers had purchased the business 
and stock of the Berry Eng. Co. 
Donald B. MacAfee was elected presi- 
dent and general manager of the new 
firm. i 

Morton Jarrett, formerly employed 
by the Biue Ridge Hardware & Sup- 
ply Co., Bassett, Va., returned to that 
company as a salesman. 





Preconceived ideas stand in the way 
of success with almost every salesman 
Saunders Norvell 























Ml 


...and in this sander, 


neoprene does double duty” 


**Think of the kind of treatment that’s routine for the backing pad of an 
electric sander. Constant flexing at high speeds and contact with abrasives, 
oil and heat are all in a day’s work. That’s why this manufacturer 
equipped his sander with a backing pad made of neoprene. And, in keeping 
with the over-all quality of the product, he uses a neoprene-jacketed 

cord, too. He built in extra strength and longer life for his product.” 


A powerful sales story is built in too, whenever a product is made 

with neoprene. For neoprene resists abrasion and weather . . . withstands 
contact with oils, grease, extreme temperatures and most chemicals. 

All these properties add up to longer life and lower maintenance costs. . . 
features that are bound to impress your customers when you point them 
out. Although Du Pont does not make finished neoprene products, the 
manufacturer you represent uses neoprene for his quality lines. Ask him 
to tell you about his neoprene products and all their sales advantages. 

E. I. du Pont de Nemours & Co. (Inc.), Rubber Chemicals Division, 
Wilmington 98, Delaware. 


FREE! 
The Neoprene Notebook — 


Interesting stories. ..new, 

. unusual applications and 

The rubber made by Du Pont since 1932 aaliaite ait Sanentetans 
Write E. I. du Pont de 

Nemours & Co. (Inc.), 

Rubber Chemicals Div. 

C-9, Wilmington 98, Del. 


REG. U.S. paT. OFF. 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 





FIRST TIME 
EVER OFFERED TO 


NEW! DISTRIBUTORS! 


rHese HIGH 


PRECISION TOOLS 


Attractive discounts! Distributors will 


JOHANSSON 
QUICK-GRip 


The Johansson QUICK-GRIP milling ma- 
| chine chuck is a fast change chuck for 
different sizes of cutters and arbors for shell 
} end mills. Exclusive full length spring steel 
collet with bayonet locking nut assures 
closer fit, tighter grip on cutter with only one- 
half turn, valuable where cutters are often 
+ changed. QUICK-GRIP design gives a much 
| closer fit to chuck body than with threaded 
+ parts. Locking grip is so powerful that end 


QUALITY 


find quick response for these superior 
tools because they are precision made, 
save time and money in use, offer 


production advantages and they are 


competitively priced. 


mills up to 5” in diameter can be driven on heavy cuts. 


Made with shanks fitting Morse, Brown and 


Sharpe, 


or American Standard tapers. Smaller QUICK-GRIP 
chucks with straight shanks are used as inserting tools 


for larger chucks. Precision made of finest 
steel, special alloy, hardened and ground. 


Swedish 


Carl Larsson Adjustable Precision Hand Reamers. 
Finest Swedish steel. Available with or without pilots. 


6 tool steel cutters, differentially set, prevent 
ming. Complete range of sizes—19/64” to 


ing jam- 
2-5/32" 


diam. Replacement parts fully interchangeable, al- 


ways available. 


Carl Larsson Adjustable Precision Ma- 
chine Reamers with taper shanks have wide 
adjustment, come in a large variety of di- 
ameters—61/64" to 2-23/64’. Cutters are 
high speed steel of highest quality. Regularly 
supplied with left hand spiral, but can be had 
with right hand spiral. Additional sets of 
cutters carried in stock for immediate delivery. 


ERIC S. JOHNSON CO. 


230 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 


Complete stock and replacement parts in 
Chicago, for prompt delivery throughout 
the country. Write or wire today for com- 
plete information including discounts. 
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The Buyer Looks 
at Business 


Composite af omer of Purchasing 
Agents Who Comprise the N.A.P.A. 
Business Survey Committee. 





The expected lag in general busi 
ness during July was upset by the 
Korean blowup. Production, which 
was sagging because of industrial va 
cations during the first half of the 
month, has snapped back and is 
forging ahead to meet increased de 
mands. New orders have zoomed, 
creating the heaviest backlog since the 
steel and coal strikes. Buying policy, 
though still considered to be conserva 
tive, has had to extend the range to 
meet lengthened production lead 
time. Prices are up all along the line, 
with escalation rapidly coming into 
the picture. Industrial inventories are 
creeping up—in many cases, limited 
only by sellers’ self-imposed alloca 
tions. Employment is up, to man the 
increased production schedules. Very 
little of the July business increase is 
attributed to direct military orders. 

There has been a flurry of panic 
buying of products that were short 
during the war, most of it at retail 
and distributing levels. At month end 
there are signs that this hysteria is 
passing. 

Purchasing executives, viewing the 
current situation in the light of the 
President's message, find little reason 
to expect immediate imposition of 
government controls. Ten billion dol 
lars for preparedness, with possibly 
half of that reaching industry, is not 
a deep cut into our capacity and 
resources. The announced program 
should be handled without setting up 
broad use and price confrols. 
Prices 

The sharp upsurge of buying dur- 
ing the month carried prices to the 
highest point this year. Demand has 
exceeded supply in many industrial 
materials. Some higher prices are be- 
lieved to have been established in 
anticipation of government _ price 
freezing. Sellers should remember the 
price rollback of the O.P.A. days. 
“Price ruling on date of shipment” 
and escalator clauses are again com 
mon in future delivery quotations. 


Inventories 


The trend of inventories is up. 
40% report adding to _ industrial 
stocks during July. Increasing de 





bother 
to dress! 


Tell your customers they needn't bother any 


more about the time-taking dressing or special 


preparation of abrasives for finishing. They can 


just turn to BRIGHTBOY—ready for immediate 


use any time! 


Even more important, Brightboy cuts down your 
customers’ working time all the way through a 
finishing job. Its perfectly balanced combina- 
tion of abrasive and rubber BURRS, CLEANS, 
FINISHES, POLISHES IN ONE OPERATION 
that bridges the gap between the grind and the 
buff. Time savings are frequently as much as 
fifty per cent! Conventional and special-finish 
surfaces are so smooth that they frequently 
serve as the ‘final’ in metalworking, woodwork- 


ing, glass and plastics products manufacture. 


Brightboy is so widely adaptable that you can 
sell it for many applications. It’s made in wheels, 
blocks, sticks and rods for machine and manual 
use. A small stock turns over fast and often. 
And Brightboy is a “natural”, too, for tie-up 
sales with related products: cutting tools, files, 
coarse abrasives. It is a “must” to round cut your 


complete abrasive service to customers. 


Would you like a Brightboy Selected Distributor 
Franchise? There are some attractive territories 


open. Write for details. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., Newark 7, N. J. 
America’s Pioneer Manufacturers 
of Rubber-Bonded Abrasives 


WHAT 
Abrasive-Plus-Rubber 
BRIGHTBOY 
DOES: 


. Bridges the gap between the rough grind and the buff, frequently 


in one operation 


. Works to close tolerances: can be shaped to contour 
. Produces a wide variety of conventional and special finishes and 


= frequently the final polish 
eames no before-use preparation or dressing; no skilled labor to 
indie it. 
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SPEED ‘SAFETY 
AVINGS ===... 





CHESTER 


HOISTS and TROLLEYS 








Send today for new catalog giving 
complete information on capacities, 
prices, reach, chain pull, test load, etc. 

Chester Hoists are available in 
standard and special Spur-geared 
types (14 to 25-ton capacity) or 
Differential type (14 to 1)%-ton 
capacity). Complete line of trolleys, 
parts and accessories. 


THE NATIONAL SCREW & MFG. CO. 


Chester Hoist Division Lisbon, Ohio 
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liveries of currently critical materials 
such as steel, copper, zinc and alu- 
minum, is practically impossible, 
leading to alietianiad stocks which 
cannot, at this time, be assured of 
adjustment by future commitments. 
Purchasing Agents are aware that 
hoarding of strategic materials which 
may be restricted in use by govern- 
ment controls can prove unprofitable. 


Employment 


Following the heavy curtailment 
caused by industrial vacations early 
in the month, employment came back 
with a bang and, at the end of the 
month, stood higher than at the close 
of June. The demand for skilled la- 
bor overbalances the current supply 
in several areas. The work week is 
being lengthened in many industries, 
and would go higher if materials were 
immediately available. Present draft 
requirements are not considered much 
of a threat to industrial man power. 
However, employment managers are 
looking ahead to the use of more 
women if future war developments 
cut deeply into the supply of male 
workers. 


Buying Policy 

The brisk rise in new orders fol- 
lowing the Korean outbreak has de- 
veloped a new high in backlogs. In 
turn, this has stretched out produc- 
tion lead time on many industrial 
items. The range of future commit 
ment had been extending during 
May and June. July pushed many 
from 30 and 60 days into the 90-day 
column and moved 20% into over 
90 days, with several endeavoring to 
cover up to six months. There is 
apparently little, if any, price specula- 
tion in this extended view of the 
markets, as price escalation is attached 
to most commitments over 60 days. 
Buyers do not feel that present condi- 
tions call for government price or 
end use controls. 


Commodity Changes 


Everything going up—nothing com 
ing down—is the report for July. 
Increases over-all have not been 
drastic. Important items affected 
were: Aluminum, acids, alcohol, bake- 
lite, cotton and paper bags, cadmium, 
castings, cement construction mate- 
rials, corrugated containers, corn 
starch, electrical supplies, food prod- 
ucts, fuel’ oil, gasoline, glass, lead 
lumber, machine tools, paper, plaii 
num, rags, rosin, rubber, soap, sod 
ash, styrene, textiles, tin, tires, woo 
screws. 


Canada 


Canadian business conditions differ 
little from those reported for the 





' 


New bi 7 


&h-p 
Willimancic oo a Plane a 


. ~1681, 
>, 


bt 


Te] No 
£ Le Whisen Nor rth — * Terminay, 


| eee. than ever... AMERICAN 
is PHILLIPS HEADquarters 


Yes, more than ever since American devel- jobbers supplied to fill your orders right now. 
oped the Phillips Recessed Head and gave it And that goes for all slotted fasteners, too. 
to industry, American Phillips Screws of all Mak oe b b F 
types and metals are rolling out in larger artessalinn oo - _— i P wed — wal - 

ary a thenew main plant... Willimantic, Connecticut 
quantity and higher quality. aig 7 
3-1681 .. . also Chicago—W hitehall 4-5866, 

5 acres of new machines and equipment, in and Norristown 0158. Call the number 
the modern plant at Willimantic... plus nearest you, whenever you want action on 
the Norristown plant and Chicago ware- large or small orders for Phillips or slotted. 
house . . . are keeping distributors and 


syeot AMERICAN SCREW COMPANY 


Stitt vi pects Plants at Willimantic, Conn., and Norristown, Pa. 
; Warehouses at: Chicago 11: S89E. Illinois St. Detroit 2: 502 Stephenson Bidg. 


AMERICAN 
rites SCREWS sone 
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et POSSESSES ESOSESOSESESESOESEEOEES 


~ USED AS 
INTEGRAL 
PART 

Flange mount- 

ing pump head 

with mechani- 

cal seal. For installation as integral 
part of original equipment. 

Sizes 1 to 300 G.P.M., 
pressures up to 300 P.S.|I. 


PU ee Ue) 


eT III 


FOR WIDE 
RANGE OF 
JOBS 


Pump Head 

with mechani- 

cal seal. Sizes 

i, to 50 G.P.M; pressures up to 150 
ibs. P.S.1.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


Peeeeeseessesessesesessesee® 


USED BY OIL INDUSTRY 


For transferring gasoline and oils at 
refineries, bulk stations, tank termin- 
als, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.I. 


TSOP OSHSESSOHHEESEEOESSHSESESOSESE, 
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FOR HYDRAULIC POWER 
Motor driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 
Pressures up to 300 P.S.I. 


ee eeeeeseseresesscceseesseseeessesee” 
4 


Seoeeeeeeceeseseseesesssseesesesees® 


=” Send for Catalog Today 


Complete information on 
the entire line of Roper 
Rotary Pumps. 


Ask about Roper direct 
field sales assistance 


SPeeeeeeeeeere, 


eee eee SSeS SES OESSESO SHE SESESEEEEES 


GEO. D. ROPER CORP. 
339 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 


| 


United States in July. Production 
about the same; new orders higher; 
price structure checks with 
United States; inventories up a little 
more; employment increasing; buying 
policy a little more on the low side. 
Business is good, at the high level of 
the year, and expected to continue 
into the fourth quarter. 





D-A-T-E-§ 
TO REMEMBER 





Sept. 5-9—National Chemical Expo- 
sition, Coliseum, Chicago. 

Sept. 18-21—National Builders Hard- 
ware Exposition, St. Louis, Mo. 
Sept. 18-22—Fifth National Instru- 
ment Conference & Exhibit, Me- 

morial Auditorium, Buffalo. 

Sept. 26-29—Industrial Packaging & 
Materials Handling Exposition, 
Philadelphia. 

Sept. 26-29—Iron & Steel Exposition, 
Public Auditorium, Cleveland. 
Oct. 2-6—The National Hardware 
Show, Grand Central Palace, New 

York City. 

Oct. 3-5—National Lubricating Grease 
Institute, 17th Meeting, Roosevelt 
Hotel, New Orleans, La. 

Oct. 4-6—Direct Mail Advertising 
Association, Hotel Roosevelt, N. ¥ 

Oct. 8-11—National Institute of Gov 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 10-12—Industrial Packaging & 
Materials Handling Exposition, 
Convention Hall, Philadelphia. 

Oct. 15-18—Public Works Congress 
& Equipment Show, New York. 

Oct. 16-20—National Safety Congress 
& Exposition, Chicago. 

Oct. 23-27—1950 Convention of Na 
tional Metal Congress & Exposi 
tion, Chicago. 

Nov. 9-11—Paint Industries 
Congress Hotel, Chicago. 
Nov. 27-Dec. 2—19th National Ex 
position of Power & Mechanical 
Engineering, American Society of 
Mechanical Engineers, Grand Cen- 

tral Palace, N. Y. 


Show, 


1951 


Jan. 21-25—National Association of 
Home Builders, Chicago, III. 

Jan. 22-26—10th Heating & Ventilat 
ing Exposition of American Society 
of Heating & Ventilating Engi 

Bellevue-Stratford Hotel, 


neers, 


the | 


SELL GREENLEE 
AND YOU ALWAYS SELL 


SURE SATISFACTION 


Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation’s lead- 
ing plants for assembly work and mhin- 
tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
long-wearing phosphor-bronze drive 
nuts for extra long service. You can 
recommend them with real assurance! 


Big volume builders for you . . . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
- makes smooth, accurate bends 
in pipe and conduit up to 410", 


tubing and bus bars with the 
GREENLEE Bender. Pushing 
pipe under streets, 

floors, etc. is simple, 

fast work with the 
GREENLEE Pusher. 


Other profit-makers in the GREENLEE line: 


Hand Benders for Tubing « Electricians’ Knockout 
Tools + Auger Bits and Drills * Automatic Push Drills 
Chisels and Gouges * Mortising and Boring Tools 
for Woodworking Machines * And many others. 
Get sales facts today. 


TOOLS FOR CRAFTSMEN 


Greenlee Too! Co., Division of Greenlee Bros. & Co., 


TELE EE ROT ee Oe 
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HERE'S WHERE YOUR CUSTOMERS 
WILL SAVE TIME AND MONEY 


This costly, hard-to-handle, endless 
v-belt inventory shows where you 
have a real opportunity to please 
your customers and build solid busi- 
ness for yourself. A switch to 
Veelos—the adjustable v-belt —is 
the answer. 


SHOW YOUR CUSTOMERS THAT 
with VEELOS any BELT 
SIZE 1S ALWAYS ON HAND 


These four reels of Veelos alone can 
replace up to 316 sizes of endless 
v-belts in the O, A, B and C widths. 
No more stockroom troubles, no 
more replacement headaches... 
Veelos is always ready in the widths 
your customers require. This sales 
story really sells ... we have proved 
it—and so have vou! 


MAXIMUM MACHINE PRODUCTION 
..-A VEELOS avvantace 
YOUR CUSTOMERS WANT 


_ . -~ eT a . 


More sales power. Veelos is easy to 


install without dismantling outboard 
bearings. Veelos runs true for vibra- 
tionless, full power delivery. Because 





Veelos is adjustable, uniform belt 
tension is easily maintained. 


ADJUSTABLE TO ANY LENGTH e ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof and static 

\V- B E LT conducting. Also double V in A and B. Packaged on reels in 100-foot 
lengths. Sales engineers in principal cities. VEELOS is known as 
VEELINK outside the United States. 


MANHEIM MANUFACTURING & BELTING COMPANY, MANHEIM, PA. 
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f Or f aster assembly HERE'S THE NEW 


ATLAS MACHINE SCREW | 6 
. . . LOWEST COST 
Flexible Shaft 


Machine 


.. . TOP QUALITY 
in every detail 


BENCH 
MODEL 


FLOOR 
MODEL & 
tha = 
1} * 


Sie | “on 
100% Free of BURRS | ap 


DOUBLE COUNTER SUNK <a wae mates ae 
ms ogy F pommel pont 
DOUBLE CHAMFERED | rote ic ond he compe 
Highest standards of Accuracy and Strength. Reduce 


rejects, build confidence. The HANDIEST 
TOOL FOR 


HEXAGON pers 
STEEL — BRASS oni STAINLESS Machine Shops 


Home Workshops 


Coarse and Fine Threads. Standards and Specials. ATLAS On the Farm 
NUTS are manufactured, finished, inspected and packed in 


, The Elliott line is a complete 
our own plant in Waterbury, Conn. 


line, including other Flexible 
Shaft Machines up to 3 HP pow- 
ered, unit drives, machines for 
specialized applications, a wide 
range of accessories . . . backed 
by more than 50 years of experi- 
ence. 


Also a full line of Machine Screws, Stove Bolts and Wood 
Screws 


Free —Send tor the new 92 page ATLAS Catalog D 
Write for complete details 
of attractive, profitable 
dealership arrangement. 


AT LA Sie 


SCREW & SPECIALTY MANUFACTURING CO. 


212 Prospect Ave., Binghamton, N. Y. 
450 BROOME STREET NEW YORK 13, N. Y. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Ihe following distributors recently 
were appointed to stock Blackmer 
Pump Co.’s entire product line and 

vice parts 


e Blott-Robb Co. 
Chicago, III. 


eH. O. Link Co. 
Baltimore, Md. 


e Tri-State Equipment Co. 
Kansas City, Kan. 


e Transmission Machinery Co. 


Chicago, Ill. ; 
e Avels Sales & Eng. Co. 
Indianapolis, Ind. 


e Amco Corp. 


ae a SPRING WASHERS 
7 STEADY DEMAND- and continuous REPEAT business, 


has been named distributors for 

products of Marvel Equipment Co.; 
Almost every cne of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS ~~ te 


Timberland Equipment Co.; Wil- 
shire Power Sweeper Co.; Jabsco 
nationally accepted type. 


Pump Co.; Jones & Lamson Ma- 
chine Co. Mid-West Mfg. Co.; 
National Air Sander Co.; Peck, 
Stow & Wilcox Co.; Stephens 
Adamson Co.; American Pully Co. 
and the Van Norman Co. 


BEALL Helical Spring Washers have Long range “live” action oll 
adequate PRESSURE POWER to combat ALL causes of looseness, 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 


a . Everdur, Duronze and other metals. 
Thomas Robertson & Co., Ltd., 


Montreal, has been appointed a dis- 
tributor of Tube-Turn welding fit- 
tings and flanges. 


BEALLtoot DIvISsION, Hubbard & Co., tas aiton, ny 
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The F. D. Haker Co., Milwaukee, 
Wis. has been appointed distributor 
in southern Wisconsin for the com- 
plete line of industrial rubber prod- 
ucts manufactured by U. S. Rubber 
Co 


Guardian Safety Equipment Co., At- 
lanta, has been appointed Chicago 
] 
Eye Shield Co. distributor for the BEALL Spring Washers TIGHT 
states of Georgia and South Caro- J 
= — prompt shipment — 
lina. They will carry the complete ln cartons ead bulk. 
line of head and eye protective 
equipment. 


in service 


Strong, Carlisle & Hammond Co., 
Cleveland, Ohio, recently was made 
a distributor to sell Delta Multi- 


plex radial arm saws. TIGHT 


Industrial Bearings & Sales Co., New ofter long service 
Orleans, La. recently were selected 
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_~ BREAD and BUTTER, 


© EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader”, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


® CONSTANT DEMAND — No lon i 

g selling talk 
needed when you feature the Chicago “‘ ety 
jo ne .* I specified line for 
riginal assem n - 
Setar yi LDS OF MANU. 


© LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 

roducts more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘Easier to sell”, plus 
“Constant Demand”, plus ‘‘ Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago “Safety Plus” Screw products 
offer a better line to follow—to push—to sell for 

four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 

Socket Head Cap Screws * Socket Set Screws * Stripper Bolts 

Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS” Socket Products ° Hexagon Head 
Cap Screws, Steel and Brass °* Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


7ze CHICAGO SCREW COMPANY 
2503 WASHINGTON BLVD. - BELLWOOD, ILL. 


4 








as distributors for Faultless Casters, 
in New Orleans and surrounding 
territory. 


«| Following are distributors recently ap- 
pointed to sell Delta Multiplex 
radial arm saws, product of the 
Delta Power Tool Division, Rock- 
well Mfg. Co.: 
| e Bartley Hardware 
| 


Pittsburgh, Pa. 
e Delaware Hardware 
Wilmington, Dela. 
e Seavey Hardware Co., Inc. 
Dover, N. H. 
| Distributors recently named complete- 
line dealers to handle Delta-Mil- 
waukee, Delta Multiplex and Delta 
Crescent woodworking and metal- 
working machines include: 
e Carpenter & Powers, Inc. 
Boston, Mass. 
e Wm. S. Bolden, Co., Inc. 
Charleston, W. Va. 


| Newly named midwestern dealers for 
Allis‘Chalmers general machinery 
division are: 
e Bluffs Electric Fixture & Supply 
Council Bluffs, Ia. 
e Henry Muntz & Sons, Co. 
Rockford, Ill. 
e Woodman Eng. Co. 
Jefferson City, Mo. 


| Star Machinery Co., Portland, Ore. 
has been appointed to sell Delta- 
Milwaukee woodworking and metal- 
working machines, and Delta Mul- 
tiplex radial arm saws. 


| The Daley Electric Co., Phoenix, 
Ariz., has been named a dealer for 
Allis-Chalmers motors and controls 
and a certified service show for the 
company’s motors, controls and 
transformers in Arizona and in 13 
counties in New Mexico. 


The following distributors recently 
were named by Buffalo Fire Appli 
ance Corp. to handle its products: 

e FE. C. Blackstone Co. 
Memphis, ‘Tennessee 

e Bush Brothers 
Champaign, Ill. 

e A. E. Ewing Co. 
Olean, N. Y. 

e Gunther Hardware Co 
Quincy, Ill. 

e Hoover Bros. Inc. 
Kansas City, Mo. 

e Lubbock Hardware & Supply 
Co., Lubbock, Texas 

e B. L. Montague Co., Inc 
Sumter, S. C. 

e Rice & Miller Co. 
Bangor, Me. 

¢ Schlitt Industrial Supply Co. 
Springfield, Ill. 
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Hose for cleaning by air 
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Bondot HOMO-FLEX Hose “Flexible os a Rope” 


“Maybe your hose problem’s not so tough, maybe tougher .. ia 


“~. . But whatever it is, chances are that Raybestos- 
Manhattan has a hose to solve it.” This is the testi- 
monial of the Lewis Supply Company, Memphis, Tenn. 


One of their customers was having trouble handling 
anhydrous ammonia. Ice formed in the hose, which 
caused the hose to become brittle and to crack. Lewis 
Supply turned the problem over to Manhattan research 
men. They quickly developed a special “anhydrous 
ammonia hose”. 

This, of course, enabled this Raybestos-Manhattan dis- 
tributor to render outstanding service to the customer. 
It’s a story that has been repeated many times with 


many hose problems. Manhattan engineers have de-) 
veloped no less than 63 different types of hose, each 
for a specialized purpose. 
Famous among Manhattan’s standard constructions 
are CONDOR, for heavy duty jobs from sand blasting 
to dredging . . . and HOMO-FLEX, the easy-to-handle 
hose for air, water, suction, paint spray, etc. Newest 
development is RAY-MAN, made with rayon cord for 
extra light weight and flexibility on small air tools, 
Many troublesome maintenance and equipment oper- 
ating problems are eliminated when you make Man- 
hattan your choice. 


Keen Ahead With Manhattan 


MANHATTAN RUBBER 


DIVISION 


- PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels * Bowling Balls 
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e Schneider Hardware Co. 
New London, Conn. 


© Sewell Hardware Co. 
W. Palm Beach, Fla. 
e Tri-State Mill Supply Co., Inc. 
Ark. 


Fordyce, 
eeeee#ett @ @ @ @ e Troy Bas © Sexely Co. 


: Troy, N. 
\ Y e Uhrich Supply Co. 
‘Build your volume business on a sound N. Kansas City, Mo. 


foundation of “bread-and-butter” items from e Industrial Service Co. 
Decatur, Ga. 


the Fairbanks lines of Trucks, Casters, Valves : 
2 . e Masback, Inc. 
and Dart Unions. Here are three outstanding New York. N. Y. 
examples of individual products that consist- ; e Wilson Fire Equip. & Service 
ently build distributor volume—and profits. | Houston, Texas 


A “natural” for building repeat busi- 

ness in thousands of plants—large and SALES HELPS 
small—the Fig. 0250 is standard 

equipment on all types of piping. fro 


x ) MANUFACTURERS 


anks° aT RRR 
gairh CASTERS—Bulletin No. 60 gives 
complete specifications pictures, and 
iikih tae 2 ie prices of the manufacturer's line of 
A “live” lead item—Fairbanks | Casters. General information on cas- 
revolutionary Series “21” Swivel ters and wheels is included.—Hamil- 
Caster* features Lock-Weld con- ton Caster & Mfg. Co., Hamilton, 

*Patented mj et P Ohi - 
» <= struction—eliminates the king-pin _ 

aa te Series “32 Rigid PUMP-—A bulletin describes _ this 
Caster of girder-type design is bladeless impeller pump, designed 
another “solid” repeat product. for handling trash and sewage. Details 
of construction and operation are pic- 
tured, together with specifications.— 


® 
gairbank® Fairbanks, Morse & Co., Chicago. 


INDUSTRIAL BEARINGS — The 
1950 issue of the manufacturer's indus- 
An easy seller—Dart is the best trial bearing catalog is available. Sev- 
known quality union on the market. eral new electric motor bearings have 
Sell “PIC” Steel Uni been added to his line, and are de- 
ee ee eee t scribed in the catalog—Johnson 

Dart product for standard pressures Bronze Co., New Castle, Pa. 
—in the industrial and original 


equipment fields. 





Fairbanks 


4 N.Y. 


R + , . , ‘ 
393 LAFAYETTE ST ae SAW DISPLAY—Colorful display for 
= » Boston 10 * Rome, GO counter or window is the feature of a 











K3° Pittsburgh 22 


new merchandising unit which intro- 
duces two new compass saws fitted 
with specially designed black plastic 


handles. — Henry Disston & Sons, 


TRUCKS .vatves- DART & PIC UNIONS CASTERS [nc Philadelphn, Ps 


New Yo 
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everywhere 
accepted with 
confidence 





~ 


“BLUE HEART” 
MANILA ROPE 


In addition to “Blue Heart”, H & A ro 4 ‘ Top grade Manila fibre — selected, processed, 
produces cordage of all dard com- ae spun and laid with meticulous workmanship! 
mercial grades, including Transmission aa That’s “Blue Heart” — rope so obviously 
Rope, Drilling Cable, Lariat Rope, ‘ aR well made and so thoroughly associated 
Yacht Rope, Twisted and Braided Jute with quality standards that users 
Packing, Jute and Hemp Twines, Hard everywhere accept it with complete 
Fibre Twines, Lath Yarn, Tarred Mer- confidence. The famous blue 
lines, Plumbers and Marine Oakum. thread center has long been 
recognized as the identifying 
marker of “Blue Heart” 
Manila Rope —a brand name 
and a product both of highest 
reliability. Available in all 
regular sizes. Distributed 

by leading jobbers 

the country over. 

Information gladly 

mailed on request. 
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THE HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO * OMAHA, NEB * MINNEAPOLIS, MINN 
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TOOL CATALOG—New and liber- 
ally illustrated, the maker's 20-page 


| catalog gives complete buying and 
| application information on the line of 




















Protection is an important extra that 

pays off in the profit column. Peoria Mall- 
able Castings Company sells a complete line 
of every size of malleable iron chain — under 
a factory sales policy that guards your profits. Check 

your stocks . . . either order immediately or write for catalog. 


tool-post grinders, hand-grinders, flex- 
ible-shaft tools, high-speed quills and 
high-speed drilling equipment. — Du- 


| more Co., Racine, Wisc. 


VALVES—Four-page technical infor- 
mation bulletin gives specifications on 
the maker’s corrosion resistant valves 
used in sampling.—Alloy Steel Prod- 
ucts Co., Inc., Linden, N. J. 


| AIRFEEDRILL — Breezy interesting 





H CLASS 
REFUSE CHAIN 


H CLASS DRIVE CHAIN 
DETACHABLE CHAIN 


tool manual, “The Hole Story of the 
Keller Airfeedrill,” explains its fea- 
tures.—Keller Tool Co., Grand Haven, 
Mich. 


FITTINGS & NIPPLES—New quick- 
reference dealer’s price card speeds up 
over-the-counter sales, avoids pricing 
errors on pipe fittings and nipples — 
Grabler Mfg. Co., Cleveland, Ohio. 


FILE CABINETS — Introductory 


| booklet outlines new line of low-priced 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ROOF-TOP ELEVATOR BUCKETS 
TRANSFER 
CHAIN 


file cabinets, available in three-, four-, 
or five-drawer cabinets. — Remington 
Rand, New York, N. Y. 


AUTOMATIC CLUTCH—Complete 
line of automatic clutches is described 
and illustrated in three new bulletins. 
—Automatic Steel Products, Inc., 
Canton, Ohio. 


DRILL PRESS — New ‘Economy 
Model’ bench and floor type, 14-in. 
drill presses are described in four page 
bulletin on complete specifications and 
prices—South Bend Lathe Works, 
South Bend, Ind. 


FLOAT, LEVER VALVE — Handy 
new float and lever valve selection 
chart would be useful to anyone who 
must specify valves and who doesn’t 


| have all the engineering background 


PEORIA MALLEABLE CASTINGS CO. 


| 
FT. OF ALEXANDER ST., PEORIA, ILLINOIS | 
CHAIN MAKERS FOR OVER 30 YEARS 
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| necessary to do the job easily—Klip- 


fel Valves Inc., Hamilton, Ohio. 


ARC WELDING-—Twenty-four page 
booklet of photographs and articles on 
welding from all over the country, 





Look in this easy-to-use 


a at the Armour 


te wn me Abrasives... its 
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nationally advertised <5 


(Each ad tells customer tha “We Recommen 
Buying Thro a Ye r Indu : paaibone .”) 


..made ina ail new ie 


(Mode n produc 
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eit n your business letterhead. 
a limited number of t ries open 


Coed Masses Dine 


and Company . North Ben 
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Eacy to Sell! 


SET-UP 
APPLIANCES 


for Tool and 
Production Shops 


HARDENED and 
GROUND WASHERS 


A useful aid in set-up 
work for tool and produc- 
tion shops. Many uses. 
Has hardened set screw 
and jam nut to lock in 
position. 


FLANGE 
NUTS NUTS 
Write today for catalog bulle- 
tin giving sizes and prices on 
above parts and 350 other 
fixture fittings. 


Attractive Discounts 


WEST POINT MFG. CO. 


19631 Merriman Court 
Farmington, Mich. 


many of the articles featuring time and 
money saving applications. — Hobart 
Brothers Co., Troy, Ohio. 


FITTINGS—Cast iron and malleable 
pipe fittings for every pipe line are 
featured in a compamon piece to the 
maker’s recently issued catalog on 
bronze and iron body valves.—Stock 
ham Valves & Fittings, Birmingham, 
Ala. 


BELT CONVEYORS-Mystery of se- 
lecting and laying out belt conveyors 
is reported solved by the maker’s 40 
odd page catalog, complete with lay 
out sheet—Barber-Greene Co., Au 
rora, Ill. 


CANS-Standards of quality, results of 
lab tests, sizes, weights, capacities and 
shipping information on the maker’s 
line of cans all are contained in a 
new illustrated 32-page general cata 
log —Witt Cornice Co., Cincinnati, 


Ohio. 




















ROTARY PUMPS—Design, construc- 
tion, maintenance, operation and ap 
plication of rotary pumps is described 
in a new 6-page bulletin.—Blackmer 
Pump Co., Grand Rapids, Mich 


CHUCKS—Dnill and tap chucks man 
ufactured are described and illustrated 
in a new 8-page bulletin, which super 
sedes all previously published litera- 
ture on these chucks.—Scully-Jones & 
Co., Chicago, IIl. 


CARBIDE GRADES—New chart out 
lines carbide grade recommendations 
of leading carbide manufacturers. Suit- 
able for wall hanging, it contains rec- 
ommendations of nine principal cat 
bide manufacturers for various types 
»f chip removal applications, wear and 
impact applications. — Wendt-Sonnis 
Co., Hannibal, Mo. 
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BELT 
WAX 


CANTO 


« We urge 
users to buy 
thru their 
local distrib- 
utor. 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
Grives, for bet- 
ter traction 
and longer 
belt life. 





CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 





EMBURY 
'LOCKED-IN 
BAIL EARS 


* Bail Can't Pull Out 


* "Locked-in 


’ 
Construction 


* Extra Frame 
Strength 


EMBURY MANUFACTURING CO 
WARSAW «* NEW YORK 








MORE PROFITS . .. . MORE PRESTIGE . . . More sALes 


EASIEST WAY TO GET BUSINESS 
IS WITH 


UNITED STATES ELECTRICAL TOOLS 
Americas Greatest and Most Complete Line 


| ii in gy 
EVERY MONTH (ios “WAL mt cu 


.. full page advertisements 
and other selling media go 
to practically every concern 





who should be your prospects 
and customers . . . CASH “Such 


IN ON OUR EFFORTS. Popularity 
| 


| MUST 

| Be Deserved” 
| 

UNITED STATES this photo shows 


ELECTRICAL TOOLS part of one shipment 
SIX-POINT 
OSTRIBUTION PLAN UNITED STATES VARI-SPEED 
; BUFFING AND POLISHING MACHINES 

1. Full line 

“Cameras don’t lie” . .. and such an order (shown partially here) means 
that these machines MUST BE GOOD to make good in such a big way. 
3. Economical prices And it proves, too, that UNITED STATES ELECTRICAL TOOLS are 
America’s leading line which will make good for you. 


4. Protection MOST MODERN . . . MOST EFFICIENT 


5. Good profits Model 103VS (with one motor) shown here provides correct speed, 
from 1500 to 3000 rpm, for polishing, buffing, coloring and many 
: other operations requiring exact speed for perfect finish. Speed is 
6. Sales aids adjusted by turning hand wheel speed indicator on front of 
machine. Four models. Also available with two motors. 


2. Super-quality 





Write TODAY or ask your jobber for newly revised Catalog 59-A. 


7he UNITED STATES ELECTRICAL TOOL @ 


CINCINNATI, OHIO 





Write us for details on available territory 
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rear ; MASONRY ANCHORS-Devices for 
BARNES M ETAL CU T TIN G SAWS. anchoring objects in masonry are de- 
) scribed in a 20-page bulletin —U. S. 

pe | Expansion Bolt Co., York, Pa. 


LIVE CENTER-— Sizes in_ stock, 
shank data, cross sectional view, dimen- 
sions and prices on a live center are 
outlined in a two-color folder.—Her- 
bert Cross & Son, Hala-Cynwyd, Pa. 


ELECTRIC MOTORS ~— Polyphase 
type, are described in a new bulletin 
that treats of one to 75 horsepower 
horizontal motors, illustrating con- 
struction details in cross section and 
cutaway views.—A. O. Smith Corp., 
Los Angeles, Calif. 


STRAINERS-Six page bulletin re 
places the maker’s previous 4-page 
bulletin on pipeline strainers, with 
photoprint showing screens used.— 


Yarnall-Waring Co., Philadelphia, Pa. 


The SCIMITAR DRILL SETS—Drills for tool room, 


As practical as it was picturesque—the graceful curve of this blade added to its strength and 
made it a convenient weapon to carry or use—on a horse or afoot. The Sc! nitar’s keenness 
and strength are largely attributed, however, to the uniform high quality of Damascus steel. 


repairmen, mechanics, and wood bor- 
ing drills for farm, workshop and con 
struction, are outlined in a pocket-size 
bulletin ——National Twist Drill & 
Tool Co., Rochester, Mich. 


SOLENOID VALVES— Two new 
bulletins describe the maker’s solenoid 
valves, one a stock valve list.—Skinner 
Electric Valve Div., Skinner Chuck 
Co., Norwalk, Conn. 





MATERIA, - High p 
r 
Die stee; 


- 13" Op 


duction 
SIZE .. 


SPEED . | 
BLADE . . 


Lo 
: %surtace ty /min 
* Barnes y 
ord 
Flexible boas atv 
ow .} and 


a / “70 Toots CUT-OFF WHEELS — The 
e P ; iw — ie proper 
(AP) Customer Saye: packaging of abrasive cut-off wheels a 
merchandising bonus to industrial dis- 

"Barnes Dependability is uniform high quality repeated in every tributors is described in a bulletin that 


Barnes Blade!” lists tests made before introduction of 


the package.—Chicago Wheel & Mfg. 


A prominent tool steel supplier —using Barnes blades exclusively Co. Chicaco. Ill 
., Chicago, Il. 


in warehouses from coast to coast—chose Barnes Saws because 
| t | ts straight it t long—gives de- Sea ee Pea : 
ee ee ee er ee SCREWDRIVERS — New catalog, 
pendable, economical service. : 
profusely illustrated, describes in de- 
, — tail various products, including power 
See YOUR Industrial Distributor screwdrivers, with motorized hopper 
He stocks Barnes Famous Blades and he can help you with units, a new nut-driving machine and 
your metal cutting problems. special assembling machines.—Detroit 
Power Screwdriver Co., Detroit, Mich. 
Ste 8 AO AAA hag | ss Seo en ee 

G CG WATER CONDITIONER — Hot 
PO fet fr ss ze > wate litioner, a 

VV r 214: \[2) sis nr Le process zeolite water conc . 
= = RE R NEE CE, LN ee two-stage softener, is described in a 
1297 TERMINAL AVE. : DETROIT 14, MICH. new bulletin —Cochrane Corp., Phila 

ie PE delphia, Pa. 
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HOME RUBBER Performs 


UN-usual Service .. . calling for 
recourse to every possible means 


of communication and transportation 
...and KNOW-HOW 


Any manufacturer, with average intelligence, can meet the demands 

BELTING of average requirements of distributors and users. But let some- 

Trenenstesion thing unusual happen . . . let someone out in the field need some- 

Conveyor thing special ... in a hurry... then see where a much-touted service 
Elevator ores. 


Home Rubber boasts of its service as a source of supply for Me- 
HOSE chanical Rubber Goods because the very unusual nature of the 


St aed © Mil © calls made upon it has demanded an organization with know-how 
eam * Acid © Mi 


to meet all needs. 
Chemical © Creamery ° 


Suction © Water @ Air For example: many orders are received as long distance calls . . 
° Jetting * Sand Blast ¢ special handling of orders is part of every day operation . . . the 
Fire unusual in mechanical rubber goods is taken in stride as easily as 
standard merchandise . . . rush orders are as common as those which 


PACKING require regular procedure in filling and shipping. 


: Home Rubber, having grown for seventy years on the UN-usual, 
Sheet and Rod Packings has long since demonstrated its ability to SERVE . . . gained its 
Know-How the hard way many years ago. 


“IN.B.O.” ... the original BLACK SHEET PACKING . . . 


in stock for IMMEDIATE SHIPMENT 


for every purpose 


THE HOME RUBBER COMPANY 


FACTORY: TRENTON, NEW JERSEY 


oFFIcEs: New York, 80-82 Reade Street; Chicago, 168 N. Clinton Street 
* London, England, 47 Clifton Street, Finsbury, E. C. 
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Distributor Opportunity for 


¢ EXTENSIVE ADVERTISING 
¢ FULL COOPERATION 


¢ ATTRACTIVE PROFITS 
¢ BIG SALES POTENTIAL 


by Sales Representation of 


ERNST patent 


PORTABLE ... DIRECT READING 


HARDNESS TESTER 


Here’s a product in universal demand. Revolutionary in design 

and performance. Permits quick, accurate, “at-the-job” direct 

readings of any shape, form, size or width of metal without 
necessity of referring to conversion 
scales or calculations. Simple, depend- 
able, no screw attachments. Enables 
fast testing of repetition or assembly 
line work by unskilled labor. 


Several territories still open. 
Write for Full Particulars. 


NEWAGE INTERNATIONAL, Inc. 


' 521 Fifth Avenue * New York 17, N. Y. 


Overall dimensions: 3” H., 249” Dia 
Net weight 30 ozs. 




















When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside of 
5g" diameter and larger 
sizes and on the inside 
of all smaller sizes 


PHILADELPHIA, PA. 
Sold by Dealers Everywhere 


a aw sti 


~ Re io 
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MATTING-Three new catalog sec- 
tions describes the maker’s line of 
mattings; running mat, corrugated mat, 
spike resisting mat, multi-link mat and 
many others are included.—The B. F. 
Goodrich Co., Akron, Ohio. 


| MATERIALS HANDLING—Applica- 


tions of fork-lift trucks and attach- 
ments are pictured in the manufac- 
turer's “How to Handle It’ issue of 
his materials handling news.—Clark 
Equipment Co., Battle Creek, Mich. 


FILE PACKAGING~— Distinctive all- 
red box with special top and end 
labels now packages the maker’s “Red 
Tang” files—Simonds Saw & Steel 
Co., Fitchburg, Mass. 


AIR TRAPS-—Selection and _installa- 
tion of air traps for automatic drainage 
of moisture from compressed air inter- 
coolers, after-coolers, receivers, sepa- 
rators and drip points is covered in 
some detail in a four-page bulletin.— 
Armstrong Machine Works, Three 
Rivers, Mich. 


RUST PROBLEMS-Story of indus- 
trial rust prevention is told in a new 
catalog that includes directions for uses 
under general exposure and other spe- 
cial conditions which produce rust.— 
Rust-Oleum Corp., Evanston, III. 


WELDING ELECTRODES-F ifty- 
six page catalog covers the maker’s tool 
and die welding electrodes and_in- 
cludes complete data on metallic arc 
tool steel welding —Welding Equip 
ment & Supply Co., Detroit, Mich. 


LIFT TRUCKS — Specifications, di- 
mensions, capacities and outstanding 
mechanical details on lift trucks are 
given in two new bulletins on “Red 
Arrow” and “Hydromatic” types. 
Lift Trucks, Inc., Cincinnati, Ohio. 


BEARINGS, BUSHINGS—New cata 
logs and bulletins described oil-less and 
self-lubricating bearings, bushings and 





6 816 REASONS 


22 EER x2 KNOBBED MALLEABLE Y 

> @ ’, oe IRON HANDWHEEL “= "\ 
Ae Gives a fim, non-slip grip. = 

; Sturdily built for long use. 


L REMOVABLE YOKE NUT 
aN ot “Ss For quick and easy servicing with. 
orBettg Ne out dismantling the b 
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150 AND 300 POUND 
INTEGRAL FLANGED 


\ 0) Ot ROUND BOLTED BONNET 
and BODY FLANGE 
Minimizes distortion under pret 


D ro Pp r fon @ g rr re | sure. Eliminates special gaskets, 
Steel 


GATE VALVES 
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pusemmandae for severe erosions 


Furnished 





PREFER , 5) 


on special ‘Gnden, 


\ \ Woy ly i ox 
“ a i DROP FORGED STEEL 
—T" , BODY and BONNET 
H 1] Drop Forging refines the grain 
structure and imparts extra 
toughness and endurance. 


ROLLED-IN SEAT RINGS 
No threads to corrode or leak. 


No lugs to impede the flow. ee 


DROP FORGED STEEL 
INTEGRAL FLANGED 


HENRY VOGT MACHINE co., Inc., Branch Offices: New York ¢ 
1000 WEST ORMSBY STREET LOUISVILLE 10, KENTUCKY Chicago e Cleveland ¢« Philadelphia ¢ Dallas 
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KLEINS 





THE PLIERS 


Good Workmen 


PREFER 











Good workmen know that the quality of the work they do 
depends in no small measure upon the quality of the tools 
they use. Kleins were made for men who know and appre- 
ciate the finest in pliers. The highest quality drop forgings 
—the most careful tempering throughout—the individual 
testing and inspection of every pair—the carefully honed 
knives—all add up to pliers that last longer, do the job better. 
Klein Pliers are made in a wide variety of styles and 
sizes to suit every job. Be sure you have a representative 
selection of these famous tools in stock to care for your 
customers who appreciate and want the best in pliers. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., 
New York 


The Klein Pocket Tool Guide 
shows the many sizes and types of 
Klein Pliers and contains valu- 
able information on other Klein 
products. A copy will be sent with- 
out obligation. Since 1857 


=o LE INS 


3200 BELMONT AVENUE, CHICAGO 18 ILLINOIS 
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machine parts; and loom sheaves and 
include technical specifications, appli- 
cations, etc. — Wakefield Bearing 
Corp., Wakefield, Mass. 


ANTI-RUST PAINT—New bulletin 
describes anti-rust paint and other 
paint products of the manufacturer 
and lists complete instructions for use. 
-Speco, Inc., Cleveland, Ohio. 


VALVES — Bulletin announces 
changes, additions and improvements 
in a line of pressure reducing and regu- 
lating valves, suitable for domestic and 
many industrial uses—A. W. Cash 
Valve Mfg. Corp., Decatur, III. 


LONG FLUTE DRILLS — Handy 
pocket booklet explains the maker's 
product specifications on his long flute 
drills —National Twist Drill & Tool 
Co., Rochester, Mich 


CUT COSTS—“Eleven Ways to Cut 
Product Costs’ are portrayed in a 
pocket-size primer on industrial lubri- 
cation.— Alemite Division, Stewart- 
Warner Corp. 


INDUSTRIAL LIGHTS — Newly-te- 
vised edition of the RLM specifica- 
tions booklet contains four officially-ap- 
proved new specifications for industrial 
lighting units. Eighteen different 
fluorescent and incandescent units are 
treated.— RLM _ Standards Institute, 
Chicago, Ill 


RETAINERS, PUNCHES—New cat- 
alog illlustrates expanded interchange- 
able punch system and retainers— 
Whitman & Barnes, Plymouth, Mich. 


VENTILATION — “Thirty-Seven 
Points of Engineering and Functional 
Superiority” describes the advantages 
of the maker’s system of classroom 
ventilation. — Herman Nelson Divi- 
sion, American Air Filter Co., Inc., 
Moline, III. 


TOOL CATALOG-—A new tool cat- 
alog is released for free distribution 
by the manufacturer. Actually it is 
a manual containing many suggestive 
uses for the various tools mentioned, 
in addition to pertinent technical 
data.—Severance Tool Industries Inc., 
Saginaw, Mich. 


STEEL TAPES—A new catalog te- 
leased by the manufacturer discusses 
the features of a number of types of 
steel measuring tapes and related de- 
vices, such as plumb bobs, dividers, 
and leveling instruments.—L. S. Star 
rett Co., Athol, Mass. 


STEAM EQUIPMENT—A new bul- 


letin issued by the manufacturer dis 








The \) Flat Head Socket Cap Screw 




















Maximum head contact, flush surface finish and non-slip internal 
wrenching make these screws ideal for assembly of thin-section 
materials. Available in National Coarse and National Fine Threads. 
Sizes from #4 to %"’. 

“See us at Booth 2434, 


Convention of National Congress and Exposition, 
Chicago, Oct. 23 to 27.” 


Knurled Head Socket Knurled Head 


Cap Screws Stripper Bolts 
“a §6€=6hls WE J () SCREWS "“Scrctmm 
Self-Locking Socket Fully Formed 


Set Screws Pressure Plugs 


STANDARD PRESSED STEEL 
i heenemetietl 
JENKINTOWN 13, PENNSYLVANIA 
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cusses steam plant equipment. In- 
cluded in the 12-page bulletin are 
blow-off valves, water columns and 
gages, expansion joints, and steam 
om .—Yarnall-Waring Co., Chestnut 


uy i j n &» Hill, Philadelphia. 
c LOTHS LOW PRESSURE VALVES—A new 


12-page bulletin issued by the manu- 
e STERILE *« SOFT * DURABLE 


facturer discusses the company’s com- 
plete line of regulating valves for con- 
trolling gases and liquids in level, 
temperature, or pressure requirements. 
Full specifications and selection data 
are given in the illustrated pamphlet.- 
The Swarthout Co., Cleveland. 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS .. . 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


ROUND HOLE DIES-—A supple 
ment to its general catalog has been 
issued by the manufacturer, carrying 
details of improved features in its 
standard round hole dies. Among the 
improvements noted is a “built-in-” 
back relief for rough cored dies, an 
addition that saves time and labor 

when making new dies by eliminating 
ae aaa ae a cutting of back relief —Carboloy Co. 


packed and prepared for. . . your name— & Inc., Detroit. 
your address” ; 





Chicago 1 4, IMlinois 








territories open. 








CALDER 


for Bigger Profits... Easier Sales 


the Dresser Line 


BUILT RIGHT—Best materials throughout . . . tool 
Right and Left hand Threaded ait 
for Automatic Tightening. \ 


steel cutters... 


PACKAGED CHAIN — Complete 
packaging program has been under 
taken for the maker’s roller chains and 
parts and is detailed in a four-page 
catalog—Morse Chain Co., Detroit, 
Mich. 





PULLER TOOLS—New tools de 
signed to accomplish difficult removing 
and replacing operations include 
pullers and push-pullers, with various 
adaptors and attachments, are illus 
trated and described in a 20-page bullc 
ni " WN tin.—Owatonna Tool Co., Owatonna, 
EASY TO HOLD— Extra \\ Minn. 


Weight well distributed 


\ \ 


SELF-TAPPING SCREWS — Com 


for smooth handling. 
aise CALDER Fine Diomond Dressing Tools . 
=X PEN KRKMA LK 
\’soub ONLY THROUGH DISTRIBUTORS : 


CALDER MANUFACTURING Co. 


2049 North Prince Street . Lancaster, Pennsylvania 
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plete descriptions of the maker’s vari 
ous types of self-tapping screws, show 
ing many examples of their use to save 
operations, speed assembly and lower 
costs are given in a new, complete 48 
page bulletin.—Parker-Kalon Corp., 
New York, N. Y. 


TAP CONVERSION-—Handy, time 
saving standard tap catalog numbers 











Here’s ONE Dealer Franchise That Is 
REALLY Based on PROFIT! 


® The Alexander Franchise is designed to assure the ultimate in cooperation 
and service to distributors plus supplying leather belting and other leather 
products that are unusual profit-makers to the dealer. Some of the out- 
standing advantages of our plan are enumerated below. Perhaps there 


is an Alexander Dealer Franchise open in your trading area. Write us. 


A complete line of quality leather belts, leather 

packings and other industrial leather special- 
ties manufactured under constant contro! from raw- 
hide to the finished product. 


A staff of engineers which is available for 
consultation and technical assistance to assure 
proper application. 


A plan which provides the services of a com- 
petent sales engineer in your territory at reg- 
ular intervals. 


A continuous advertising campaign in national 
trade magazines and through direct mail reach- 
ing more than 100,000 industrialists as well as a 
policy of referring all territorial inquiries and ordérs 
to the distributor holding the Alexander Franchise. 








Famous ALEXANDER Leather 
Belting Brands 
MONOBELT + PRECISION + FLEXOTYPE 
CHROME « TRIANGLE ¢ MEDALLION 
SQUARE « TENTACULAR + CONE-MASTER 


Other ALEXANDER Products 
LEATHER PACKINGS e¢ ROUND BELTING 
LEATHER SPECIALTIES ¢ BELT CEMENT 
BELT LUBE (Beit Dressing)» LEATHER LINK 
BELTS « GIN CRIMPS, OIL MILL CRIMPS 

LACE LEATHER 





ALEXANDER BROTHERS 


Makers of Finest Leather Belting and Industrial Lecthers Since 1867 


406 North Third Street + Philadelphia 23, Pa. 


Branches in Chicago, New York and Charlotte 
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conversion table, four pages long, is 
designed to be used either for filing or 
for binding in catalogs and contains 


| complete list of standard taps with all 
| styles and types——The Threadwell 


Tap <¥ Die Co., Greenfield, Mass. 


SPINNING CHAIN—New alloy steel 
spinning chain, said to be tougher and 
harder than conventional types, is de- 
scribed in an illustrated bulletin which 
includes data on prices and complete 
specifications —S. G. Taylor Chain 
Co., Hammond, Ind. 


DRILL, REAMER CARE — New 
pocket-size booklet describes “Care of 
Drills and Reamers,” and includes in- 
formation on tungsten carbide tools in 
addition to tools manufactured from 
h/s steel, ete.-—Chicago Latrobe, Chi- 
cago, Ill. 


NEW PACKAGING - Sharpening 
stones, in new packaging are described 
and illustrated in a four-page folder. 
Packaging includes better label, end- 
around box labelling for faster stone 
selection, color label on box top for 
easier identification, and standard unit 
package in reinforced boxes.—Behr- 
Manning, Troy, N. Y. 


VISES, CLAMPS—The maker’s com- 
plete line of vises, ““C” clamps, work 
positioners, etc. are described and illus- 
trated in a 30-page bulletin that also 


| includes the firm’s general sales policy. 


—Wilton Tool Mfg. Co., Chicago, Ill. 


UNIONS, VALVES—Hot forged steel 
unions and valves are described in a 
20-page bulletin and include complete 
data, specifications as well as prices.— 
Catawissa Valve & Fittings Co., Cata- 


| wissa, Pa, 


This True Ball Joint Makes the Difference 


Careful Special Grinding of the seats ensures that 
every Dart has a joint with true-bearing surfaces. 
The reason you always get a snug fit and a drop- 
tight joint with Darts. 


Bronze to Bronze. To ensure permanency . . . longer service, both 


seats are made of non-corroding bronze. 

Body and Nut are made of high-test, air-refined malleable iron... 
practically indestructible. Another one of the reasons why you 
get longer, better service from Darts. 

Sell Darts for steadier profits and greater 

customer satisfaction. 


E. M. DART MFG. CO. 


Providence 5, Rhode Island 
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| FITTINGS—Cast iron, malleable and 


bronze fittings, including recent ad- 
ditions of cast-iron, screwed, flanged, 
sprinkler and extra-heavy malleable fit- 
tings, are described in a new bulletin. 
~The Kennedy Valve Mfg. Co., 
Elmira, N. Y. 


MULTI-DRILLHEADS — New 20- 
page brochure describes and illustrates 
complete information on the design 
detail and construction of the maker’s 
multi-spindle drillheads. More than 50 
standard models are described.— 
Thriftmaster Products Corp., Lancas- 
ter, Pa. 


CENTRIFUGAL PUMP-—A new 8- 
page bulletin released by the manu- 
facturer describes an improved self- 
priming centrifugal pump which will 
not air-bind or vapor-lock. Designed 
to save space, installation time, and 
maintenance costs, the pump is close- 





Here are 10 points pipe customers appreciate — 
get them all with NATIONAL Steel PIPE 
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NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
DISTRIBUTORS UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


SAN FRANCISCO, PACIFIC COAST 


NATIONAL Stee! PIPE 


COLUMBIA STEEL COMPANY, 
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Good Profit For You In 


EVERLASTING 
DUPLEX VALVES 











BOILER 
BLOW- 








That's largely because 
of their long and nation- 
wide acceptance by in- 
dustry. And that, in turn, 
is due to their fine per- 
formance and service 
records in a great diver- 
sity of applications. 











Because EVERLASTING Valves 
never let users down in service value, 
they never let distributors down in 
sales value. When you stock the 
EVERLASTING line — it includes 
valves for general service and boiler- 
room requirements — you are ia a 
position to supply something on 
which plant engineers and mainte- 
nance men are already sold . . . but 
good! And you'll find EVERLAST- 


ING’s 40 years of experience and 
prestige in the valve field a good 
builder of customer confidence in 
your Own service. 

Send for supplies of bulletins cov- 
ering the EVERLASTING line of 
valves — and distribute our literature 
to your customers. You'll never put a 
postage stamp to better use — nor 
find a better time than now to use it! 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J., 


Everlasting 


Trade Mark 


“EVERLASTING” 
Reg. U.S. Pat. Off. 
EV-316A 


Zor everlasting protection 
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coupled to an explosion proof motor.— 
Allis-Chalmers Mfg. Co., Milwaukee, 
Wis. 














COUNTER STAND-—The manufac- 
turer announces a new merchandising 
display unit to be used for its rota- 
table blade keyhole saw. It is a com- 
pact, three-color, self-service counter 
stand displaying four complete saws 
and three extra blades.—Miullers Falls 
Co., Greenfield, Mass. 


RUBBER —Notes on America’s rubber 
industry form a recent 4-page pam- 
phlet entitled ‘Rubber: problem 
child among our basic commodities.” 
The circular emphasizes the impon- 
derables which complicate the man- 
agement of rubber, and compares 
synthetic with natural rubber—The 
Goodyear Tire & Rubber Co., New 
York. 


ACID STORAGE-—A new 6-page 
catalog section on rubber linings and 
rubber-lined tanks is announced by 
the manufacturer. Featured are tables 
showing acids which can be safely and 
economically handled by rubber lin- 
ings, and which give storage tank 
dimensions ranging from those which 
hold 225 gallons to 30,000 gallons 

The B. F. Goodrich Co., Akron, Ohio. 


SINGLE, POLYPHASE MOTORS-— 
A newly-issued bulletin describes and 
illustrates single phase and polyphase 
motors produced by the manufac- 
turer—Century Electric Co., St. 
Louis. 


TOOLS BOOKLET-—Just off the 
press is the manufacture’s latest “New 
Tools Booklet,” describing and _illus- 
trating more than 60 new tools which 
were introduced at the ASTE show 
in Philadelphia—The L. S. Starrett 
Co., Athol, Mass. 


TIME SAVERS—A new booklet, 





Parker-Kalon manufactures the finest fasteners 
money can buy. We know that is the reason why 
they are wanted today for every assembly line in 
industry — wanted in astronomical quantities — 
judging from the avalanche of orders. And we 


would like to supply them. 


But we can’t manufacture time 


The Parker-Kalon plant is working 24 hours a day. 
But even with this round-the-clock schedule, and 
with our most earnest efforts to expand production 
facilities, the supply cannot possibly keep up with 
the huge and ever-increasing demand. 


Parker-Kalon Fastening Devices are playing an 
important part in industry's critical task of building 
up the nation’s fighting strength to meet all emer- 
gencies. It is only logical that the speediest and 
most economical method of assembling peace-time 
products is, likewise, the most efficient for assem- 
bling the weapons of war, from bazookas to jet 


bombers. This need comes first, without question. 


We will do our utmost to meet every demand 
If the 
allocations we are forced to make will not permit 


beyond this in a fair and equitable manner. 
filling completely all of the orders we receive, in 
the time required, we know P-K* Distributors will 


understand. Obviously, so formidable a situation 


cannot be resolved without disappointment to some. 


*Trade Marks Reg. U. S. Pat. Off. 


COLD-FORGED WING NUTS, THUMB SCREWS * 


e one thing 


can’t 


anufacture 


Until the situation improves, we know we can count 
on the patience and cooperation of our Distributors. 


How you can help 


First, avoid excessive orders for inventory. Order 
only enough to meet normal needs. Discourage 
“pyramiding” of orders by your customers. 
them to eliminate as many 


Urge 
“specials” as possible — 
to reduce multiple head styles for the same job — 
to use plain steel screws where plating is not abso- 
lutely essential. Also, recommend that they let one 
size of screw serve for as many fastenings as possi- 
ble, by keeping the same diameter with shorter or 
longer screws as needed. 


Meeting the sudden and overwhelming demand 
that faces Parker-Kalon is a problem common to 
most manufacturers of industrial supplies today. It 
will be solved by cool judgment, by friendly coop- 
eration, and by restraint of “scare” buying. To this 
end, Parker-Kalon will apply every resource at its 
command. Parker-Kalon Corporation, 200 Varick 
St., New York 14, N. Y. 


ho seagate ad 


qi ongl SELF-TAPPING SCREWS 
7 ros SCREWS 


HARDENED SCREWNAILS AND MASONRY NAILS * SHUR- 


GRIP FILE AND SOLDER IRON HANDLES * METAL PUNCHES * DAMPER REGULATORS AND ACCESSORIES 
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these Carey Asbestos products 
go together on job after job... 
sell them as a package...and 
reduce costs, increase profits! 


Pipe Coverings —Asbestos Air Cell, 85% Magnesia, Wool Felt and other 
insulating materials for low and high temperature 


Asbestos Paper—Astandby for many furnace pipe and insulation uses; 
for lining ovens, making gaskets, wrapping furnace-pipes. 


Asbestos Millboard_—For fire screens, partitions, range lining, radiator re- 
cesses—wherever heat-resistant, fire-resistant material 
is required. 


MW-S0 Insulation Cement—The leading monolithic cement. Maximum 
insulation value; toughness, hardness and excellent 
sticking properties. Manufactured with slag wool pellets 
and asbestos fiber. Easily and quickly applied. 


Asbestos Insulation Cements —for all types of heat insulation jobs... 
from pointing up fittings to final surfacing insulation. 
Special types for specific requirements 


Asbestos Furnace Cement —Developed especially for mounting fur- 
naces, stoves, boilers and flue pipes—for setting or 
patching refractories, cementing joints and cracks ex- 
posed to heat. For temperatures up to 2000° F. 


Asphalt Products —Felts, paints, coatings and cements for all types of 
roofing construction, repair and maintenance. 


fos, your telephone 





ATLANTA LAmar 5451 
CHarlestown 1725 


DEarborn 4775 


DETROIT . 

INDIANAPOLIS 
CHICAGO ........ 
CINCINNATI POplar 1323 
CLEVELAND HEnderson 6500 
DALLAS CEntral 6609 


MONTREAL 
NEW YORK 
PHILADELPHIA 


Plateau’ 8439 
VAnderbilt 61530 
BAlidwin 9-6430 


TRinity 5-4680 SBURGH 
Riley 73324 _4T. Louis 
LOS ANGELES MAdison 6-1368 7 


GRant 1-7490 
NEwstead 1930 
SEneca 2351] 


WASHINGTON, D.C...... FRanklin 1365 


THE PHILIP CAREY MFG. COMPANY 
CINCINNATI 15, OHIO 
ie IN CANADA: THE PHILIP CAREY CO.,LTD. 
1557 MacKay St., MONTREAL 25, P. Q. 
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“Machine Shop Time Savers,” has 
been issued by the manufacturer. This 
circular includes a discussion of radii 
and angle dressers, cutting tools, vise 
jaws and parallels, and jaw clamps.— 
] & S Tool Co., Inc., East Orange, 
N. J. 


FILES—Just published by the manu- 
facturer is a new booklet describing 
low-cost “custom-made’”’ filing equip- 
ment which saves space and is versa- 
tile in its use in arranging record 
files—Remington Rand Inc., N. Y. 


POWER TOOLS-—A new publica- 
tion, “The Power Tool Journal,” an- 
nounces its first issue. The manufac- 
turer plans to use this journal to ex- 
plain advances in its engineering 
projects and applications of its ma- 
chines. It will be published six times 
a year and will be furnished readers 
free of charge.—Rockwell Mfg. Co., 
Power Tool Division, Milwaukee. 


CARBIDE TOOLS—The manufac- 
turer has released a new booklet, des- 
cribing the uses and sizes of various 
of its tools, such as drill tips, twist 
drills, boring tools, insert bits, gage 
bushings, and tipped reamers.— 
Willey’s Carbide Tool Co., Detroit. 


GASHEATERS-—A revised folder, an- 
nounced by the manufacturer, illus- 
trates and describes gas unit heaters. 
The heaters feature cast iron heat 
exchangers.—Automatic Gas Equip- 
ment Co., Pittsburgh. 


SCOLOR FILM—“The Woodcutter’s 


Dream,” a full-color, 16 mm. film on 
chain saws is announced by the manu- 
facturer. The picture adds a modern 
twist to an old legend, mixing humor 
in its discussion of chain saw efh- 
ciency.—Henry Disston & Sons, Inc., 
Philadelphia, distribution by Prince- 
ton Film Center, Princeton, N. J. 


COLD HEADING —A new folder de- 
scribes the advantages of cold heading 
over machining in the production of 
fasteners. Included are descriptive dia- 
grams and information about economi- 
cal methods of cold heading —Con- 
tinental Screw Co., New Bedford, 
Mass. 


PULLER—Four page bulletin folder 
describes the maker’s power puller, 
compact, light-weight hand-operated 
tool for heavy duty use—The Wyeth- 
Scott Co., Newark, Ohio. 


WELDING SUPPLIES—Handy “di- 
rectory” of welding —— lists in 
eight pages electrode holders, protec- 
tive shields of various types, welding 
(Continued on page 271) 





“There are SIX IMPORTANT POINTS 
in my favor....that is why | stock and sell 
MILWAUKEE BRUSHES” 


MONO-BILT 


DURA-BILT 


STURDI-BILT 


“There is a large demand in my territory for Mil- 
waukee Industrial Brushes because of their great 
value as essential production and maintenance 
tools.” 


“There is a sizable volume of replacement business 
in my territory’. 


“Il find that custom-made industrial brushes engi- 
neered and produced by Milwaukee, to specific needs 
of customers, is highly profitable business’. 


“Because I order from this one reliable source I 
simplify my purchasing”. 


“I am always sure regardless of the number of 
brushes ordered, of any one type. that the quality 
throughout the lot is of the same hich standard. That 
goes for repeat orders also”. 


“I get the kind of cooperation and excellent service 
that pays off”. 


Catalog No. 36-R-7 features the complete line. Copy 
sent on request. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


INDUSTRIAL 
BRUSH PROBLEMS _ 


pe ee 








THE LINE THAT STANDS 
BY YOU THROUGH THE 


Yeu rs 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

"Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel ~ 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scrotch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


Your Market 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 
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Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
men in industry each 
month, 


for cutting extremely hard 
materials, including stainless steel 


PORTER 
CARBIDE EDGED 
CUTTER 


for cutting hot steel 
bars, rods, wires, etc. 


PORTER x 
HOT METAL CUTTER. 


An ideal tool for 
plants. Made 
special heat-tre 
continuous Nhe 
edge te 


#3HW cut 


Order through your ndustria 


H. K. PORTER, INC., 74 Foley Street, Somerville 43, Mass. 
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and it sells 


What a wonderful selling story 
you have on this new ‘Load 
Lifter’! With the long, well- 
earned reputation of our former 
model, you have many new and 
different features to appeal to 
any man who has a lifting prob- 
lem up to 40,000 Ibs. capacity. 


Refer to the descriptive cir- 
cular for details of the following. 
Memorize them! Then you con 
tackle a prospect with no fear 
that a competitor can offer any- 
where near as much as you can 
in minimum lifting costs and 
maintenance and with perfect 
safety for man, hoist, and load. 


*PUSH BUTTON CONTROL. The 
hoist is now operated by push 
buttons. Heavy duty contactors 
and push buttons are mechan- 
ically interlocked. Only 24 volts 
at the buttons for safety. No 
exposed wiring anywhere. 


*helical gearing 

*two-geor reduction drive 

* one-point lubrication 

unusual accessibility 

*nema frame mounting 
*entirely new conception of a 
motor brake 


*newly developed mechanical 
load brake 


These are only the high spots. 
Bulletin #399 gives you the facts 
of these. If you have not re- 
ceived your copy, write for it. 


mi LOAD LIFTER 
ihe Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, "Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments 





cables and electrodes for every welding 
need.—Lincoln Electric Co., Cleve- 
land, Ohio. 


GRINDING WHEELS-For cylin- 
drical grinding are described in a 
4-page catalog bulletin which includes 
grain and grade recommendations, 
wheel sizes and data on speeds and 
feeds —Simonds Abrasive Co., Phila- 
delphia, Pa. 


BRONZES—New pamphlet on Her- 
culoy for general purposes and gear 
bronzes includes data on characteris- 
tics, applications, etc. — Federated 
Metals Div., American Smelting & 
Refining Co., New York, N. Y. 


CASTERS-—To aid in quickly and ac- 
curately choosing the right caster for 
any type of service, the maker has pub- 
lished a “caster selector” bulletin, 
which reportedly provides ready an- 
swers on all matters of proper caster 
selection —Bond Foundry & Machine 
Co., Manheim, Pa. 


SPEED REDUCER -— Specifications 
and operational data on the manufac- 
turer's new concentric shaft speed re- 
ducer and right angle shaft all-steel 
speed reducer are contained in two 
new bulletins illustrating and describ- 
ing them.—The Falk Corp., Milwau- 
kee, Wis. 





—s | 


ggje SOLID TUNGSTEN CARBIDE 
ale DRILL BUSHINGS 


pe 

















CARBIDE BUSHINGS—A new bul- 
letin details all information on the 
standard solid carbide drill bushing 
line of the maker.—S é E Machine 
Products, Inc., Bridgeport, Mich. 


MAINTENANCE, REPAIRS — A 
new booklet is intended to promote 
intelligent and consistent maintenance 
of electrical machines. It is titled 
“Care of AC Rotating Equipment.” 
Such subjects as drying moist insula- 
tion, measuring insulation resistance, 





May 5, 1950 


Mr. A. A. Mogg 

R. R. Donnelley & Sons Company 
350 E. Twenty-Second Street 
Chicago 146, Illinois 


Dear Sir: 

Our sales for the first quarter of 1950 
have been better than any similar 
period in our history, brought about 
by numerous causes. We have re- 
cently expanded our facilities by 
building a new metals warehouse and 
have been able to increase our stocks 
through this expansion program. Na- 
turally, an increase in sales would 
follow such a program. 

A great deal of the credit, however, is 
attributable to the fine catalogue you 
have recently produced for us. This 
book has been distributed and in use 
for the past three months. We have 
already felt its impact upon the trade. 
This is our Fourth Donnelley Catalogue; 
it is an outstanding book and very re- 
presentative of the fine craftsmen ; 
that produced it. 











Very truly yours, 

J. M. TULL METAL & SUPPLY CO., ING 
J. A. Naylor, 

Vice-President 


Is your Catalog | 


Doing Its Full Job? 


Is it delivering the information your buyers want?...Does 
it keep the hands of your staff free for closing more sales? 

Tae ... Is it well suited to your market today? .. . Is it pulling 
its weight in getting you the volume and profits you 
ought to have? 


If you are thinking of a new catalog—one planned for 
the market of today and several notches ahead in effective- 
ness—let us tell you about the advantages offered by our 
compiling service. Our years of work with leading distrib- 
utors all over the country has helped immensely in pro- 
viding us with the experience and the organization that 
will count big in giving you the kind of catalog you want. 
Let’s talk things over. Consulting us does not obligate you 
in any way. Drop us a line today. 


R. R. DONNELLEY & SONS COMPANY 
QX' Catalog Compiling Department 


350 East Twenty-second Street, Chicago 16 


PRINTERS « BINDERS * ENGRAVERS ¢ LITHOGRAPHERS 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 271 





etc., are covered.—Allis-Chalmers 


GREATER PROFITS [Aiea 


DISPLAY CASE—A new drill display 
case is announced by the manufac- 
turer. Intended for use with taps, dies, 
and drills, the case has, at the base, 
a listing of drill sizes for 75% depth 
of thread—The Sheffield Corp., Day- 
ton, Ohio. 


Y Constant Consumer Demand SHAPES, BAR STOCK~—Two recent 


NY p bulletins issued by the manufacturer, 
af feature discussions of semi-finished 
. ¥ No Factory Sales to Users bearing bronze shapes and special bar 
. stock sizes up to 19” O. D., up to 


v Nationally Advertised 40” long solid, and up to 20” long 


cored. Bulletins include a weight 


/Firm Resale Price Policy gg Lae 
¢ Highest Uniform Quality yy POWER THREADER-A new bul- 


’ letin on power units, announced by 
lal the manufacturer, features a versatile 


Sold ONLY . \ pipe threader. The bulletin includes 
o 


‘ P testimonials by users of the machine.— 
Through Authorized Distributors Beaver Pipe Tools, Inc., Warren, 


Ohio. 
CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A, —, 
| “k Se eee Re ay , ELECTRICAL TAPE-—A new elec- 
. ) trical tape features dependable insula- 
tion under high heat conditions. It 
has a backing of woven glass fibers 
Game” that won’t burn and a thermosetting 
raesd: SSLAS™ adhesive that sets at 250 degrees F. 
“BELT LACING Pts. aoe, 3 

— for two hours, or 300 degrees F. for 
one hour. After that it will stand tem- 


DISTRIBUTORS LIKE TO SELL | Sit tsts<2 Mimeot timing” na 
Mfg. Co., St. Paul, Minn. 
K E C 4 LEY PACKINGS — New _ self-lubricating 


packings for all industrial require- 
FLOAT VALVE ay ments are discussed in a 4-page bulle- 
tin just issued by the manufacturer. 
The new packings minimize friction, 
| save power, and reduce wear.—Greene, 
BECAUSE they know Keckley Float T'weed & Co., North Wales, Pa. 
Valves will give their customers many tee 2a tae ; 
years of satisfactory service— r ‘ PRANSFORMER—A versatile and 
. flexible dry-type transformer is an- 











BECAUSE they know repeat orders and good profit will follow— 


BECAUSE it is easy to sell Keckley + nounced in a new 8-page bulletin re- 
Float Valves—they have so many g leased by the manufacturer. The 
good strong talking points. transformer is built in single-phase 


BECAUSE they know they i ; and three phase types.—Allis-Chalm- 


can get prompt shipments ers Mfg. Co., Milwaukee, Wis 


as Keckley carries complete 
stocks not only of Float 
Valves but Temperature 
Regulators, Pressure Regu- 


ROLLER CHAINS—A new riveted 
roller chain is announced by the 
manufacturer in a bulletin just issued. 


The chain features a special single pin 
+ pied egg hy bse ANGLE OR GLOBE connector link.—Chain Belt Co., 


Strainers, Safety and Relief No. 14—Single Seat—Pilot Stem ee. 
Valves. No. 15—Balanced, Double Seats MAINTENANCE BARS—A_ handy 
Write for 35th Anniversary Catalog No. 65 new catalog, released by the manu- 
: = = facturer, features a discussion of 
bronze maintenance bars and standard 
O. _ a K E C 4 L E i C @) M p A N » stock sleeve type bronze bearings — 
400 W. MADISON STREET CHICAGO 6, ILLINOIS eles Brass & Mfg. Co., Cleve- 

and. 
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APRONS-—Koroseal type and various 
other aprons made of different kinds of 
rubber, for their particular usages, in- 
cluding those for light and heavy duty, 
are described in a four-page catalog sec- 
tion on the maker’s lines.—The B. F. 
Goodrich Co., Akron, Ohio. 


BALL BEARING UNITS-—For textile 
machinery are described in a 40-page 
booklet. Units described include those 
used for opening, carding, spinning 
and twisting, finishing, weaving, syn- 
thetic fiber provessing, etc—The Faf- 
nir Bearing Co., New Britain, Conn. 


FLAT, DIE STOCK—Complete list- 
ing of all available sizes of the manu- 
facturer’s precision ground flat stock 
and die stock, oil hardening, oil and 
water hardening, and water hardening 
types, together with prices, is presented 
in a new four-page catalog bulletin.— 
L. S. Starrett Co., Athol, Mass. 


ROPE CHART-Specifications on ma 
nila, nylon and sisal ropes are con- 
tained in a handy wall chart—New 
Bedford Cordage Co., New Bedford, 
Mass. 


HOSE, TUBE FITTINGS—A three 
pocket portfolio contains the latest 
catalogs covering the manufacturer’s 
line of industrial hose and hose ends 
and tube fittings . . . for all hydraulic 
purposes, fuel and oil lines for diesel 
engines or for any other flexible hose 
requirements. — The Weatherhead 
Co., Cleveland, Ohio. 


ELECTRIC CABLE HOISTS—Eight 
page bulletin, well illustrated with 
photographs, diagrams and line draw 
ings, gives full descriptions, specifica- 
tions, prices and ordering data on 
electric cable hoists —The Ohio Elec 
tric Mfg. Co., Cleveland, Ohio. 


ARBORS, ADAPTERS-Milling ma 
chine arbors and adapters are described 
and illustrated in a new 12-page bulle 
tin, along with arbor bearing sleeves, 
solid and adjustable spacing collars, 
etc.—Scully-Jones & Co., Chicago, III. 


OBITUARIES. 


Albert W. Sanson, 
Sanson & Rowland, Ine. 


Albert W. Sanson of Sanson & 
Rowland, Inc., Philadelphia and De- 
troit, died on July 14. 

In addition to being senior partner 
of the law firm, Sanson, Sheer and 
Sanson, Mr. Sanson was president of 
Sanson & Rowland, Inc., manufac- 








Chicago Cut OTF Wheels 


| 
Another “Exclusive” for Chicago Wheel! Chicago 
Cut-Off Wheels are now enclosed in heat-sealed jackets . . . 
stay Factory-Fresh until used. Buyers can now be 
sure of longer wheel life, cop strength and as much 
as 10% greater cutting efficiency. 


Mounted Wheels 


First— Foremost—and 
Finest! The fastest 
turnover and biggest 
profit line in the ab- 
rasive field. Mini- 
mum space require- 
ments .. . low stock 
investment. 


Grinding 
Wheels 
Designed for effi- 
cient economical 
performance on 
every portable 
tool operation. 
Wide selection for 
profitable wheel 

business. 


4 
a 
< 


@ 


Handee 

Tools of 1001 Uses 
Nationally advertised 
.. nationally known. 
De Luxe Model for 
lighter jobs. New 
“85” Model (shown) 
for bigger jobs. 


VALUABLE FRANCHISE! 
Chicago Wheel’s Industrial Dis- 
tributor Franchise means more 
profitable business for you. Non- 
competitive on many items. 
Profit margin fully protected. 
Write today for details. 





CHICAGO WHEEL & MFG. CO 
Dept. 1D, 1101 West Monroe Street 
Chicago 7, Illinois 


We Are Interested In... 


Name 


Full Details on the 
Firm 


Chicago Wheel Industrial 


Distributor Franchise Address 


Leeman ammaoaaased 
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turers of metal fastenings, and secre- 
tary-treasurer of the Manufacturing 


T @] cn H if I M Photo-Engraving Association of Phila- 


delphia. 


He was a member of the Philadel- 

D Oo ne ] L x -AC T 8 oO ny phia, Pennsylvania and American Bar 
Associations, and the Lawyers and 

Caveat Clubs. He was a former mem- 


ber of the board of governors of the 
Philadelphia Bar Association and a 


B I G G E Ss T former president of the now defunct 
National Stomach Hospital. 
DEVELOPMENT IN 
Josephine R. Guinee, 
HAND PUMPS Mother of T. C. Guinee 
IN Y EAR s LH Mrs. Josephine Reilly Guinee, 82 


year old mother of T. C. Guinee, pres 

ident of Southern Eng. & Supply Co., 

Vicksburg, Miss.; and of William Fen- 

: ton Guinee, vice-president, Southern 

Unique design Cotton Oil Co., New Orleans, La., 


mokes possible double- died in Memphis, Tenn. on June 15. 


ction with single Other children surviving are James 


R. Guinee, New York; James E. 
Guinee, Little Rock, Ark.; Jack 
Guinee, Memphis; Mrs. James M. 
Tedford, Peoria, Ill.; and Miss Helen 
Guinee, Memphis. 


diaphragm! ey 


Farmers— oil men— paint dealers— factory , . Raymond L. Carle 


maintenance and production men—they’re all / : / ; Butts & Ordway Official 

hailing the new double-action hand pump developed : $1 
Raymond L. Carle, aged 56, ware 

house manager of Butts & Ordway 

Co., Cambridge, Mass., died on 

June 23. 

4 a ; . Mr. Carle, who was well-known in 

Easy to operate. Self-priming. Unusually high suction F the trade. had been with the firm for 


by Tokheim. Unique, yes! It’s the only double- 
action pump built with a single diaphragm. Tests 
95% efficient by volume. Pumps on forward 

and back strokes, delivering rapid steady flow. 


capable of 20-foot lift. Handles petroleum products, fei 23 vears. 

paint oils, and other industrial liquids. Low- Edward H. Stacey, who for some 
cost. Trouble-free. Available for drum or under- . vears has been Mr. Carle’s assistant, 
ground tank use—with hose or spout outlet. ‘ is taking over the job. 


Julius H. Schroeder, 
For Use Wherever Liquids are Handled | Ft Wayne Pipe & Supply Co 
Oty { j 2 
| fe ogg 4 Julius H. Schroeder, vice-president 
-£ | =< } and general manager of Fort Wayne 
Zz Pipe & Supply Co., Fort Wayne, Ind., 
died on June 5. 


PAINT STORES SERVICE STATIONS 


DEALERS — DISTRIBUTORS: 
There are many uses for this pump—in indus- 


try, factories, farms, orchards, boat liveries, DOUBLE-ACTION 


paint stores, gorages, used car lots, service 
stations, construction, etc. Attractive dealer HAND PUMP 


terms. Write today for complete information! 


General Products Division 


TOKHEIM OIL TANK AND PUMP COMPANY 


1656 Webesh Avenue, Fort Wayne 1, Indiana i “ 
Factory Branch: 1309 Howard Street, San Francisco 3, Calif. | Julius H. Schroeder 
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Henry S. Germond 


Henry S. Germond 
Revolvator Co. President 


Henry S. Germond, president of 
Revolvator Co., North Bergen, N. J., 
designers and manufacturers of ma- 
terial handling equipment, died at his 
home in Tenafly, N. J. on July 13. 
He was 78. 

Mr. Germond had been president 
of the company for 40 years. From 
1890 to 1910 he was with the Fair- 
banks Co. of New York, for whom 
he established a truck department. 

He was a past president of the 
Association of Portable Elevator and 
Lift Truck Manufacturers. 

He is survived by his wife, a daugh- 
ter, and two sons, both active in the 
business: Henry S. 3rd, treasurer and 
sales manager; and Paul D., secretary 
and head of the engineering depart- 
ment 


Eugene Gurden Hartshorn 


Hardware Firm Executive 


Eugene Gurden Hartshorn, first 
vice-president of the Elderfield 
Hartshorn Hardware Co., Niagara 
Falls, N. Y. and widely known in the 
field for many years, died on July 13. 

He started his career with the 
Worthington Hardware Co. in Ba 
tavia, N. Y. and in 1892 joined the 
Buffalo Belting Co. He entered the 
business in Niagara Falls in 1892 
with the F. W. Oliver Co 


Arthur R. Webber, 
H. B. Sherman Mfg. Co. 


Arthur R. Webber, 73, Chicago 
representative of the H. B. Sherman 
Mfg. Co., Battle Creek, Mich., died 
on July 6. He had been with the brass 
manufacturing firm for 49 years. 

Surviving are his widow, a son and 
a granddaughter. 





Durable, precision- built 
Darnell Casters and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 
soon pay for their cost. 


WRITE FOR DARNELL MANUAL 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13, N.Y 
36 N. CLINTON, CHICAGO 6, ILL 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





»»More Useses ethical nit 
mean 


MORE 
USERS 


w=) sm) x) ox) om) ms) ua) om) on) 


COFFING 
“SAFETY-PULL” 


RATCHET LEVER 
ny 





9 models in capacities 


from 3/4 to 15 tons 


$ 


Euery Call a Potential Sate! 


Every plant, factory, shop or mill your 
men call on has need for the Coffing 
“Safety-Pull” Ratchet Lever Hoist. Check 
the uses at the right—and check the 
users. They're all potential CUSTOMERS 
—easy to sell when they see how this 
hoist helps them lift loads safely, quickly, 
and easily. The “Safety-Load” handle 
assures safety by bending at maximum 
overload before any part of the hoist 
gives way. Free-chain feature speeds the 
job by allowing chain to be raised or 
lowered without using lever, when there 
is no load. Side-lever gives positive up- 
down-neutral control; makes hoist easy 
to operate. Every model is tested at 100% 
over capacity, proved by service with 
thousands of satisfied users. Write today 
for full details, prices, and discounts. 


Cash tn with Coffing! 


Hoist-Alls + Electric Hoists * Spur-geared 


Chain Hoists + Differential Hoists + 
Load Binders + Trolleys 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


Lift heavy machinery 
Raise pipe and shaft- 
ing 

Tighten belting 
Anchor equipment 


Bend or straighten 
beams or shafts 


Tighten cable 
Skid heavy machinery 


Suspend cable during 
construction work 


Pulling underground 
cable 


Fasten loads to flat. 
cars 


Lift railway car trucks - 


Tighten trolley wires 
Brace weakened walls 
Lift heavy castings 


Raise buried pipes and 
poles 


Pull loads up incline 
Lift drums and tile 


Hold heavy parts in 
place during assembly 


Tighten guy wires ! 


™=)CHECK THE USERS: 


Metal Producing 
Metal Working 
Chemical Processing 
Food Processing 
Textiles 

Lumber 
Contractors 
General and special 
Railroads 

Aircraft: Shops 
Mining 
Communications 
Transport 
Agriculture 

Utilities 





Frank A. Bond 
Frank A. Bond 


| McKay Co. Executive 


Frank A. Bond, vice-president and 
secretary of The McKay Co., chain 
manufacturers, died of a heart attack 
on July 3 at his summer home in 
Erie, Pa. Born October 9, 1883, he 
was a native of Pittsburgh. 

Mr. Bond was prominent in the 
chain industry for a great many years. 
He became associated with the Stand- 
ard Chain Co. in 1905 and later, dur- 
ing World War I, organized and 


| formed the National Chain Co. of 
| Marietta, Ohio. He joined the McKay 
| Co. in 1919, where he held the posi- 


tion of executive vice-president and 


secretary. 


He was active in the American In- 


| stitute of Mining & Metallurgical En- 


gineers; American Welding Society; 
American Society for Testing Mate- 
rials; American Society for Metals; 
Society of Automotive Engineers; 
American Supply & Machinery Manu- 
facturers Association; American Hard- 
ware Manufacturers Association and 
the National Wholesale Hardware 
Association; and the Southern Whole- 
sale Hardware Association. 

Surviving are his wife, a daughter, 
and three grandchildren. 


Son Dies On Learning 
Father Has Died 


Arthur Robert Thiele, 36, vice 
president and treasurer of the Chicago 
Precision Supply Co., died on July 1 
in Alton, Madison county, upon 
learning of the death in Boise, Idaho, 
of his father, Louis Paul Thiele, 71, 
a retired stationary engineer. 

Mr. Thiele, the younger, leaves his 
widow and three children. The elder 
Mr. Thiele is survived by two daugh- 


| ters 
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@ Lead-base Bab- 
bitt for general indus- 
trial requirements and 
Tin-base Babbitt for 
high speed applica- 
tions..Cast to be easily 
broken into one-pound 
sections. High quality 
made to SAE specifi- 
cations, 


General Purpose 


Bearings 


e Over 850 sizes of 
Johnson GP Bearings are 
available from stock. Each 
bearing is guaranteed to be 
consistent in alloy, correct in 
tolerance, and of high quality 
workmanship. 


Babbitt 


Ledaloyl 
Self-Lubricating 
Bearings 


© Produced by powder metal- 
lurgy. Johnson Ledaloyl Bearings 
are made of pre-alloyed metals. Por- 
ous structure retains lubricant. In- 
dustry is constantly finding new 
uses for Ledaloyl Bearings. 


Electric Motor 
Bearings 


@ Over 300 individual bear- 
ings designed specifically for all 
popular motors. Johnson EM Bear- 
ings are fully machined, with oil 
grooves, oil holes and slots, cor- 
rect in tolerance, ready for imme- 
diate installation. 


Graphited 
Bearings 


© Over 200 sizes of 
Johnson Cast Bronze 
Graphited Bearings. Dove- 
tail grooves provide 40 to 
45% graphite contact with 
the shaft. Johnson Bronze 
is only manufacturer who 
stocks this type bearing. 


Universal 
Bronze 


@ Over 350 stock © 


sizes, completely 

machined, solid and cored 

bars. Solid bars from 5%" to 4" 
diameters, cored bars from 14" 
to 734" inside diameters, 1'' to 10" 








outside diameters. 





e e e the Johnson line is extensive, meeting 
a wide range of industrial needs. Johnson Bearings are 
precision made... of highest quality alloys. You can 
offer immediate delivery on every item. 


Yh NOH ULCh 


SLEEVE BEARING HEADQUARTERS 


535 SOUTH MILL STREET © NEW CASTLE, PA. 
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Handle Commander Production Tools) SLACKCRGER 


"ROTARY > 


fr PWREPS 


MORE DO JOBS IN EVERY PLANT 
SALES THAT SPELL PROFIT FOR 
Fast sellers because they do a job. . . are INDUSTRIAL DISTRIBUTORS 


strongly advertised and well known, Commander 
Production Tools are the leaders in their field. 
Commander MULTI-DRILLS: 
* Drill Up to 8 Holes at 1 Stroke Capacities From 
* Adjustable to Any Hole Pattern $ to 1500 G.P.M. 
© Fits Any Drill Press 


COMMANDER 
TAPPER 


. * | Tapper Handles 
Taps #0 to %4” 
DRILL CHIPNQ Automatically . 
BREAKER . Sensitive... Any Needs 
Operator Can Do 


Provides: Precision Tap- {A COMPLETE LINE OF 
Faster Drilling 2 ping Tho Tapper ROTARY HAND PUMPS 
Deeper Holes “ 
Better Hotes ‘ Fits ANY > that ‘Thinks 
Longer Drill Life Drill Press abet» 
Safer, cleaner work @ — For Barrel, 
REDUCED 2 2 Underground 
Reeeee costs If you do not have illustrated cir- Sensi Capacisies 
A fast moving new tool with wide market culars describing Commander Pro- And Portable 
range. duction Tools, write for them today. Dispensing 


Units 


Commander MAnuFACctuRING CO. Sooo reper 


3 
Rat? -W:. aM ZtE ST... CHICAGO 24, ILL EZY-KLEEN STRA 





“EZY- f 
KLEEN" 

Sizes For 

Every 

Common 

Plant 

Requirement 


LOW INVENTORY— 
SIMPLIFIED PARTS SERVICE 


%" orbital motion. 


4%." x 6” steel platen with Blackmer Pumps 
neoprene rubber backing. Can Easily Be 


Powerful 110 v. 60 cy. A.C. Serviced By Any 
d Mechanic Or 
air-cooled, 3450 r.p.m., Sica ae 
induction motor Sen 

Sealed, all-ball-bearing con- 

struction throughout 


Natural grip handles for 1 or 
2 handed operation ... front 
i 
knob removeable fer wer a, May we tell you about Blackmer’s revo- 
in corners. : : : 
$ lutionary design developments which are 
Chrome-plated cast aluminum daily changing industrial rotary pump 
housing and handle — nothing buyers’ thinking? Ask us to send you the 
A, one Distributor put it, “‘ Now its either to loosen. “Blackmer Story” for distributors and 
sell the SpeedSander, or sell against all the BRRMBSICIRP Ra aoa 
best features, for half the price of other UL 3-wire rubber cord and P 
motor driven industrial sanders.” molded plug with jack. Write for 
Only SpeedWay offers so much tool, so 
much ‘tool sense’’ and tool performance * Perfectly balanced. CATALOG 
in this price range. Here at last is a light, ; i 
“g Weight in hand only 5 Ibs. — Complete up-to-date distributor's catalog 


easy-to-use and capable sander that is cer- ed 

tain to lead in sales. Be first in your area smooth effortless sanding in all provides easy index to more rotary pump 

ae . aaate “4 : —— sitions sales to industry, petroleum handlers, chem- 

to feature it Write for pe : cal plants, bulk liquid handlers. Get this 
guide to more sales 


c ay Catalog Sheets 
S eed pepegpepememms BLACKMER PUMP COMPANY 
“4 i MANUFACTURING CO.  ficero so, niinos GRAND RAPIDS, MICHIGAN 
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NEW SALESMAN Frank Door tre- 
cently was added to the sales staff of 
Production Products Co., Seattle. 





Smith-Courtney 
Sales Staff Meets 


One of the most successful general 
sales meetings ever conducted by 
Smith-Courtney Company was held 
recently at the Hotel William Byrd, 
Richmond, Va. “Although we had 
only four factory representatives pres- 
ent,” said A. Brooke Smith, secre- 
tary, “whereas we generally have six, 
our men found the talks quite inter- 
esting, impressive and educational”. 

[he Smith-Courtney Company 
previously held its meetings in a 
meeting room at the company’s head- 
quarters at Seventh and Bainbridge 
Streets. In order to avoid interrup- 
tions and distractions, the rooms at 
the Hotel William Byrd were used 
for three days. 

Among those who attended were 
G. E. Strangeland, J. B. Phillips, 
H. B. Ives, P. H. Brooke, G. L. Duni- 
vent, D. L. Humphries, H. E. Har- 
rington, R. H. mn C. R. Fogle, 
J. L. McConnell, R. L. Hall, J. F. 
Self, F. W. Martin, C. M. Garrison, 
H. P. Berger and A. K. Pearson, 
salesmen; Mr. Smith, George W. 
Sydnor, city sales manager. 

Also B. F. Reuther, vice-president 
ind general manager; Roger Hopper 
and A. W. Moyer, New York Belting 
& Packing Co. 

J. G. Simmons, Willson Products, 
Inc.; Prentys Word, Lunkenheimer 
Co., and William D. Boldt, Temple- 
ton, Kenly & Co., also spoke. 

According to Mr. Smith, regular 
sales meetings will be conducted every 
ther Saturday. Local and Virginia 
men will attend. These meetings will 
be held in the company’s own meet- 
ing rooms. 


5 


WLPLU 





The word “RAWLPLUG” used 
in connection with Jute Fibre Screw 
Anchors is exclusively the property 
of The Rawlplug Company, Inc. For 
forty years it has been secured to them 
by common law and by trade mark 
registry. It is the corporate and trade 
name of the company and specific 
product of their manufacture. 











CAN PROVE DANGEROUS! 

Buy—Stock—Sell and Use Only the Original and 
Genuine RAW LPLUGS . . . There are many imitations . . . 
so look for the trade mark “Rawlplug” on the Blue Box. 


RAWLPLUG eliminates 
extra troublesome spot- 
ting or layout work... 
with RAWLPLUG just 
drill through the hole in 
the fixture to be fas- 
tened, insert the plug 
and drive the screw 
home. 


RAWLPLUG Holds Better . . . because the flexible jute fibre 
construction permits complete conformation to all irregu- 
larities the entire length of the hole drilled. 
RAWLPLUG Lasts Longer . . . because of the vital 100% 
chemical impregnation against any form of deterioration. 
RAWLPLUG May Be Used In . . . Plaster—Brick—Concrete 
—Cinder Block—Stone—Hollow Tile—Plastics—and a very 
long list of materials for various purposes too long for space 
to permit listing . . . 
RAWLPLUG Weighs Less, Costs Less, and Holds More . . . 
There is a size and length RAWLPLUG for every wood 
screw... $0 

“IF YOU DON'T USE RAWLPLUGS . . . THERE'S A SCREW LOOSE SOMEWHERE” 
12k12 For further information write Dept. I 


The Rawlplug Company, Inc. 


271 Church Street, New York 13, New York 
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SPROUT-WALDRON’S 


new giant alloy 


Adjustable Wrenches 








REPLACE 29 SIZES — 





thinner -lighter niemnal 


stronger aay: 0" 
GOOD BUSINESS to SELL 


Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2—Belt life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor bell. 


B—Loose material flows away from the 
belt and dribbles out harmlessly ot 
pulley hubs. 


4—Rounded ends and smooth chamfered 
. edges of vanes or “wings” do not 
wear or abrade belt. 


OO AE ae 


&—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 





G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—Interchangeable with solid pulleys. 


| —Easy to install. 


| 


Until now 29 wrenches have been needed to handle | gg —Recommended by leading manufactur. 

the jobs done by these two new alloy adjustable ers of conveyor belts and by hun- 

wrenches. They are thin—to get at the work easily. dreds of users. 

Strong—designed for added strength at leverage | y@—Sales build customer goodwill and 

points. Light—to make job servicing easy. } bring repeat business. 

Economical—saves time, tools and materials. 

Large jobs become simple ones. | Available in diameter sizes 

Giant alloy wrench No. OA-24 is 24” long, 4” ranging from 6” to 40" 

thick, weighs only 10 Ibs. and adjusts to 13 _ em 

standard sizes from 1%" to 2%". OA-36 is 35” | ae, Send for Bulletin No. 35 

long, 1%" thick, weighs only 22 Ibs. and adjusts a ond read the enthusiastic 

to 16 standard sizes from 2/3" to 4%”. ' ¢ reports of Belt $over 
Pulley users. 


ANOTHER EXAMPLE OF ENGINEERING 
THAT MAKES OTC TOOLS OUTSTANDING 


Sprout -Waldron's “ Blue 
Face“ Pulleys are other 
profit builders. Send for Bulletin P-848 


OWATO oa he A Write.today to Sprout, Waldron & Co. 


3. Waldron Street, Muncy, Penna 
TOOL COMPANY 


373 CEDAR STREET 
OWATONNA, MINN. 
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A TIME SAVER at Tidewater Supply 
Co., Columbia, S. C. is the prior check 
made with the perpetual inventory 
cards in assembling a customer’s order. 
Jack Daniels and I. W. Hunt do the 
job. 





Llewellyn Expands 


Llewellyn Machinery Co., Miami, 
Fla., has organized an industrial sup 
plies department, with Douglas Ward 
in charge. 


McCalla and Louma 
Advanced By Dilworth Co. 


G. R. McCalla has been made new 
executive vice-president of the J. I. 
Dilworth Co., Memphis, Tenn.; and 
William FE. (Bill) Louma has been 
ippointed the firm’s purchasing agent 
to take over the work of Mr. McCalla, 
who has been p. a. since 1945. 

Mr. McCalla has been with the 
company since 1932, except for the 
period of the war when he was a Lt. 


G. R. McCalla 


FOR MORE SALES, 
GREATER PROFITS 


These new hand-operated drill chucks are easy to 
sell because they’re quality built andipriced right 
. . . because they're tops in simplicity, accuracy, 
durability, and dependability . . . because for 
over 30 years the name Ettco-Emrick has been 
accepted nationally as a leader in drilling and 
tapping equipment. 

In addition to these basic selling features you 
have these important selling aids — 


® NATIONAL ADVERTISING — Read 
by your customers in leading 
metal working publications. 
INFORMATIVE LITERATURE — Bu!- 
letins and stuffers with complete 
specifications and prices. 


ATTRACTIVE, EYE APPEALING 
PACKAGING designed for safe 
handling, simplified inventory 
control, ready identification. 


LIBERAL PROFIT MARGINS on 
quantity orders. 


Ettco-Emrick drill chucks are sold through dis- 
tributors only. See how you can qualify. Write 
for literature and details today. 


ETTCO TOOL CO., INC. 


600 JOHNSON AVENUE 
BROOKLYN 6, NEW YORK 
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DONT RISK A’ CHANCE OF BEING CONFUSED! 


ema VIKING 
pp ROTATES 


in 


WITH EQUAL EFFICIENCY! 


You merely reverse rotation of pump shaft to reverse flow of liquid 
in the Viking Rotary Pump. Figure at left shows pump with TOP 
SUCTION and SIDE DISCHARGE . . . at right, after reversing, SIDE 
SUCTION and TOP DISCHARGE. Simple and practical isn’t it? 
And this flexible, time-saving feature makes Viking the ideal pump 
for handling all types of clean liquids. 

Bulletin 50SMM shows you how the “2 

IKING in 1” Viking Pump can cut pumping 

AN HONORED NAME costs and time. Write for a copy. 





Pume Company 
(@f=Te lel am welts 


lowa 


EQUAL ACCURACY! . 





“ MOTOR DRIVEN 


PRESSURE 
BLOWERS 





THREE SIZES 
Y%, Ya, 1 HP. 


READY TO RUN—IMMEDIATE DELIVERY! 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing 
or exhausting. Universal as to rotation and discharge. Direction of discharge may be 
changed to any of eight 45 degree positi @ Housing, base, support. and impeller 
are constructed of cast aluminum alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiency. 


@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, %, ‘2 and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42” to 6”. 





USED FO KR 


removing dus 


WRITE TODAY FOR LITERATURE 


a sulton Youujuda tig (ota 
112 W. WILSON AVENUE NORFOLK, AURGINA 
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William E. Louma 


Commander in the Navy. At one 
time he was manager of the Vicksburg 
branch of the firm and has served in 
nearly every capacity. 

Mr. Louma has been with the com- 
pany since 1946. He joined Dilworth 
from Simonds Saw & Steel Co., 
shortly after his return from the war 


R. E. Dietz Co. 
Moves In New York 


R. E. Dietz Co., makers of lanterns 
and lighting equipment for motor 
vehicles have moved from their main 
offices and warehouse located at 60 
Laight Street, New York City, to facil- 
ities providea at the manufacturing 
plant at 225 Wilkinson St., Syracuse, 
N.. ¥. 

The move affects all departments of 
the company’s operations including 
domestic and export sales, ware 
housing and accounting and corre 
spondence. 





CURRENT COSTS and prices are the 
business of Leonard G. Picard, of Wm 

Burns, Inc., Providence, R. I., dis 
tributors 





CHECK OF PRODUCT during the 
writing of an order is a sure way to 
avoid errors, says James Cook and John 
B. Sullivan, Noland Co. branch, 
Augusta, Ga 





Coleman To Represent 
Flexible Steel Lacing Co. 


Lester B 
pointed as New England 


ible Steel Lacing Co., Chicago. 
Mr. Coleman, 


ply distributor. 


Freedell Succeeds Parsons 
As Stanley Sales Manager 


C. Kenneth Freedell has been pro- 
moted to the position of general sales 
manager of the Stanley Tools divi- 
sion, succeeding Robert M. Parsons. 

Mr. Freedell joined Stanley Tools 
in the production department in 
1923. Two years later, he was trans 
ferred to the advertising department 
and handled Stanley Tool and Stanley 
Electric Too] advertising, and devel 
oped merchandising plans for the tool 
division. In 1939 he was transferred 
to the sales department as assistant to 
the sales manager. In 1945 he was 
made sales manager of Stanley Tools 


C. Kenneth Freedell 


Coleman has been ap- 
and New 
York State representative of the Flex- 


formerly, was asso- 
ciated with a New England mill sup- 


CAMPBELL 


CHAI 


takes the strain 


Every link in every Campbell Chain is rigidly 
inspected to make sure the chain you sell your 
customers measures up to the high standards of 


quality traditional with Campbell. 


Send your next chain order to Campbell. You 
will receive prompt, courteous service. Campbell 
production is linked to your requirements as a 


distributor for quick service and fast delivery. 


Campbell Chain is advertised 
consistently to your customers 
in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN Gineany 


Main Office—York, Pa. 


Factories— York, Pa. and West Burlington, lowa 


INDUSTRIAL + MARINE - 
SPECIAL PURPOSES 
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AUTOMOTIVE + FARM 





ANOTHER 


MAGOR 
DIGWELL 


handles easy 


. sells fast 


If you're in the market for a sales-hustler, 
look che DIGWELL over. Priced right for 
fase curnover ... built right for re-orders. 
[t's one of the comprehensive, SIMPLI- 
FIED Magor line chac lightens inventory 
handling loads. Write today for illustrated 
price list. 


MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 


— 


FAST 
SELLING 
MAGOR 
BRANDS 


MASTER + POWER + DIGWELL - 
BULL'S EYE - GOLD TARGET 


ARROW 


SPUR GEAR 
| SCREW GEAR 
DIFFERENTIAL 


co 
Cd 
CHAIN 


HOISTS 
EVERY SALE IS PROFITABLE FOR YOU AND YOUR CUSTOMER 


Philadelphia Hoists not only meet industry's needs from 
42 to 20 tons capacity but they handle these loads at big 
savings in operating costs. The greater efficiency and 
easier handling of these Timken-Bearing equipped, strong 
Light-Weight hoists make them profitable in the hands 
of your customers. They more than pay their way. And 
because they earn money for their users they make money 
for the Distributors who handle the line. 

Features which help clinch sales include: the spec'al forged 
load sheave mounted on Timken Roller Bearings—solid steel 
forged driving shaft—steel safety hooks attached to special 
analysis steel die-formed electrically welded load chain 
chrome plated for rust resistance and increased life. Models 
include clevis, close headroom, extended handwhee! and 
twin hook. 








Send for 


A copy of Catalog 4-A containing valu- 
able information on the complete line of 
“Philadelphia Hoists”. 


CHAIN BLOCK & MFG. CO. 


Mascher & Norris Sts., Philadelphia 22, Pa. 


PHILADELPHIA 





AMERICAN LUMBER CRAYONS 


Pit the Nob... Fite tiand. 


Big, husky crayons that are easy to 
hold and use, even with a gloved 
hand! There’s one for every surface, 
every lumber marking purpose—to 
make a clear bright mark that will 
not wash, rub, or brush off. 


Be sure you are well stocked with 
these best sellers. 


No. 1120—A softer 
crayon for marking 
on finished lumber. 


No. 418TM — Ideal 
for marking wet, 
green lumber, oily 
surfaces. 


No. 424—Specialized 
for marking creosot- 
ed railroad ties. 


No. 465—Extra heavy 
for grading logs and 
similor uses. 


FREE! New Industrial Crayon 
Guide, giving details on the 
complete Old Faithful line of 
industrial markers. Send today. 
Dept. ML-51. 





th @merican CrayYOR company 


sandusky. oho 


new york 
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Robert M. Parsons 

and two years ago he celebrated 25 
vears of service with the company. 

Mr. Parsons went to work in the 
Stanley Rule and Level Co.; later 
began calling on customers in New 
England and Canada. In 1913 he be 
came manager of the Atlanta office. 
Mr. Parsons returned to New Britain 
in 1922 as the manager for 
Stanley Tools division and in April 
1945 he was appointed general sales 
manager 

Mr. Parsons was the originator of 
the widely-known Stanley Tools slo- 
gan, “The Tool Box of the World.” 


sales 


Leland Electric Co. 
Names Bland To Board 


Chester Bland has been elected to 
the board of directors of the Leland 
Electric Co., Dayton, Ohio. 

Mr. Bland is president of The Ohio 
Electric Mfg. Co., Cleveland; and 
president of the H. P. Townsend Mfg. 
Co., Hartford, Conn. 





MARYLOU- BARCELLONA, _ file 
clerk at Schultz & Anderson Co., in 
Newark, N. J. makes up the last mail 
of the afternoon before donning her 
chapeau. 


Discover How “ 
(A 


er0- Seal. 


HOSE CLAMPS 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


+ UNIFORM 
, CLAMPING 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


True tangential take-up and curved 
saddie form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes. 


EASY TO 
INSTALL 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
bock to work after plenty of hose 
chonges. Also available in stainless 
stee! for marine use. 


You can install an 
Aero-Seal with one 
hond if you want to 
— and fast! They're self-feeding once 
the clamp-end engages with the 
worm. No loose parts to drop. 


Put an Aero-Seal in a customer's hands and he'll 
buy it — it's a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





FREE SAMPLE: 


NAME 


Please send free sample by 
return mail without obligation, 





ANOTHER 


G8) 


ROOUC 


- BREEZE CORPORATIONS, INC. 


ns 


COMPANY 





ADDRESS 





CITY & STATE 








33 South Sixth Str Newe N 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts as 
a wick, lubri- 
cating the 
shaft by capil- 
lary action. 


SELF-ALIGNING PERMANENTLY LUBRICATED 


¥" Lubralife Bearing still operating after 860,760,000 revolu- 
tions! 


Vibration proof rubber grommets with static 


dissipator available for type A pillow blocks. “BELTING - ‘ = 


~ ondng: 
ACTUAL : | tt 9 3 


SIZE 


This 444" test tube 
illustrates the 
Flange type Lubralife Pil- amount of lubricant 
low Block, with heavy duty in a 5%” bore Lubra- 
cast body. Same rugged NO OILING! life Bearing 
bearing as pictured above. 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 








' 


esi bidebbabsy’ Catisa 





Suprene Belting ...newly created 
to meet the most exacting require- 
ments ...is a natural to help boost 
your belting sales in the tough, food 
handling market. 


sy AND HERE’S WHY! 
¥ ae ... It's made of special woven cotton 
* P C ING. ee duck, impregnated with Neoprene 
- 4 LOR4. ULIC Aa K oh aie for extra strength and durability. 
ud ORR fvge It’s sanitary and washable. 

ver .. Sales come easier with this “name” 
product, backed by many years of 
belting experience and craftsman- 

ship. 

.. Four styles and a wide variety of 
sizes, enable you to meet practically 
every specification. 

Cup 
Leather Leather 


4 


REMEMBER...FOR INCREASED BELTING 
SALES...SUPRENE IS YOUR ANSWER. 
Why not get the complete story, 
now! Just write for Bulletin No. 20. 
No obligation, of course. 
Leather Leather - 


nore Tet ST eather! ietor 


EXCELSIOR LEATHER WASHER MFG. CO. [MM Betara a Tessie Betina(. 
ROCKFORD, ILLINOIS | story . 
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KEEP STEP WITH USER 
DEMAND 


Hollow Set Screws 


Socket Head Cap 
Screws 


Headless Set 
rews 


, 
a 
7 
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7 
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7 
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7 
7 
> 
> 
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> 
7 
> 
7 
7 
> 
> 
7 
bo 
7 
4 F 
7 Stripper Bolts 
7 
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Wrenches 


PRODUCTS 


Smooth running assembly — that’s 
the cry of every plant manager. 
Help him to achieve this by supply- Take advantage of 
ing the screw machine products 
that are made right and that have 


a long record of dependable service MARVEL W. DALLAS, advertising the preference for 


. . » ECONOMY Screw Machine manager, E. C. Atkins & Co., enjoys 
Products. They are needed in great a chat with Bob Grantvedt, son of | MARSH 
numbers and satisfied customers re- N. Grantvedt of the InpustriaL Dis 


peat over and over again. . . no j al taff. d ya call t/ 
cnt tb ha ln ee, TRIBUTION Sales sta during a Call in nstruments 


Indianapolis 


ECONOMY MACHINE PRODUCTS CO. Few products rank as high in the 


Sales. Distributi minds of users as Marsh pressure 

> 5217 Lawrence Ave. Chicago 30 Sales, Distribution gauges and dial thermometers. 
. se shy , ? 

Reorganized By Firm And why shouldn't they? For more 

¢ 3 than three quarters of a century Marsh 

The American Smelting & Refin has been concentrating on the ways 

ing Co. has reorganized its sales and and means of making ever better 

3 ; instruments. 

distribution plans for continuous-<cast No wonder they ase everywhere 

products of brass and bronze. Thes¢ recognized as the instruments that are 

products formerly were distributed accurate and stay accurate. No wonder 

NON-FREEZING through Ampco Metal. Inc., Milwau they are recognized as the instruments 

g I 


7 kee, Wis. as genera! sales agent. that offer the most in quality and 
\Y YARD hn L. Kimberley has been named -40wnright value. 

‘ John IUOCEICY BSS OCs Haus This natural preference is being 

sales manager and will direct the new stimulated by advertisements, like that 

HYDRANT program from the Perth Amboy plant were ene aimed in a big list of 

Ralph W. Bailey and John V. Hackett usiness publications at your custom- 

ans go cagg pada teed been named assistant sales man ers and prospects. Take full advantage 


of this preference. It means sales and 
profits! 





> 
a 
5 
> 
y 
> 
a 
a 
a 
a 
. 
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a 
a 
» 
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‘ 
> 
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> 
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‘ 
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agers. 

Ourpoor water ser- American Smelting representatives 
vice the year around with- will handle the sales for 37 states in MARSH INSTRUMENT CO. 
out danger of freezing or the eastern, midwestern, south and Sales affiliate of Jas. P. Marsh Corp. 
bursting pipes. Shut-off southwestern areas, with the western Dept. C., Skokie, III. 
valve Is below frost line. All area being handled by Kingwell Bros., Export Dept: 155 E. 44th $t., New Vork 17, W. Y., 
brass and copper .. . lasts a Ltd. of San Francisco 


lifetime. Anyone can install. The sales force of the Federated 


Metals Division of American Smelt- a th e 
* \ e gaug 

NON-FREEZING ing 95 ~ o ¢C - . 

ing, at 25 offices throughout the coun Ee ep with the 


WALL HYDRANT try, will be implemented to handle ‘ i TOR" 
inquiries and to provide service ie “RECALIBRA 


, ick 
= , , mnaeent” — 

Wetzler Clamp Co. Rerrect 2 9oug® Nhe “nishing 

- adjvs 
Adds Moore In Sales parlctive gouge: 

SHUT-OFF INSIDE WALL 

ELIMINATES NEED for drain- O. A Moore has be en added to the 

ing pipes. Standard vaive sales staff of The Wetzler Clamp Co., 

washers... easy to replace. Long Island City, N. Y., and will act 

Write for bulletin 403. as assistant sales manager. He will 


be located in the New York office. 
STRATAFLO PRODUCTS, INC. John H. Small has been appointed GAUGES © VALVES © TRAPS 
FORT WAYNE, INDIANA western district manager with head DIAL THERMOMETERS 
: HEATING SPECIALTIES 
quarters at Los Angeles, Calif. 
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Make dollars 
from pennies 


Tell a prospect that the current cost 
of running a ‘Budgit’ Electric Hoist is 
a matter of pennies a day and that 


he can count his savings in dollars. 


Once you convince him he can save 
many minutes an hour he will not 
need pencil and paper to figure how 
quickly the ‘Budgit’ pays for itself. 
Nor will he overlook the continuous 
earnings that a ‘Budgit' Hoist gives 


him during its long, trouble-free life. 


Emphasize, too, the extra savings 
that come from freeing workers from 
fear of rupture, sprains, and over- 
tiredness. A contented worker natu- 
rally produces much more at greatly 


reduced cost. 


‘Budgit’ Hoists are complete lifting 
units, so they cost nothing to install. 
Tell him he just hangs up, plugs in, 
and uses his ‘Budgit’ the moment he 


unpacks it. 


it's @ good idea to ask him to 


permit you to demonstrate the saving 


power of the ‘Budgit' Hoist on his 


own work. 


HOW IS YOUR STOCK OF BULLETIN 
391? IF LOW, WRITE US FOR MORE. 


yi BUDGIT 
= FHossts 
MANNING,MAXWELL & MOORE,INC. 


MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 
Lifter’ Hoists and other lifting specialties. Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 
idated’ Safety and Relief Valves American’ 
industrial and ‘Microsen’ Electrical Instruments. 


288 


at 


LAST MINUTE CHECK of dealer re- 
quests and demonstration meetings 
scheduled for the week is made Mon- 
day morning before the two Dillon 
Supply Co. water pump sales trucks 
leave the office. 


Water System Sales Drive 
Under Way At Dillon Supply 


Every rural home will have its own 
water system, with a plentiful supply 
of water at all times, if the present 
program of the Dillon Supply Co., 
Raleigh, N. C. is carried through to 
a successful conclusion. It’s well on 
the way to success now. 

The company recently purchased a 
truck which it uses for demonstration 
purposes, and has equipped it with 
four sizes of water pump systems. The 
truck travels the territory, providing 
dealers with a working demonstration 
of what can be accomplished. 

So successful was the first truck 
tryout, the company purchased a sec- 
ond, and the two now make scheduled 
weckly trips into every rural com- 
munity. 

Salesmen J. A. “Boots” Ingram and 
R. L. “Bob” Daughtridge operate the 


ONCE OVER LIGHTLY by Sales- 
men J. A. Ingram and R. L. Daught- 
ridge spruces up their demonstration 
truck before they hit the road 








WELDED STEEL 
SUPPLY CANS 


Carry and store oil 

for conveyor belts and 

other mining hinery ding 

lubrication in sturdy Eagle Welded 
Steel Supply Cans. 

Years of hard service are assured 
because bodies are drawn from one 
piece of high grade 24 guage seam- 
less steel. Breasts and bottoms 
electronically welded to bodies. 

a a gainst —_s ge, cans 
come in 2, 1, 2, 2% and 5 gallon 
capacities. Contact your mine sup- 
ply distributor about Eagle’s com- 
plete line. 


EAGLE MANUFACTURING CO. 


Dept. ID 95 
Wellsburg, West Virginia 








6 


6 


Here's the original, time-tested HY-FLEX BLADE 
. of a special analysis molybdenum steel 


as Forsberg produces it. 
enables these 
performance 


blades to give 
with high speed 


practically 


Scientific heat treatment 
equal 
checked for ac- 


curacy throughout every step of manufacture, and 
given a tough bending pounds test before you 


get them for sale. 
life on stubborn cutting jobs, offer 
HY-FLEX BLADES and you'll deliver it. 


If you want to promise long 
Forsberg 
Ask 


for the catalog that describes these and other 


good FORSBERG tools. 


THE FORSBERG MFG. CO. 


BRIDGEPORT, CONN. 
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demonstration trucks and stage the 
demonstrations for dealers and their 
customers. Because of the demonstra- W RE GRIP" 
tions, dealers have become better ac- - 
quainted with the types and different 
capabilities of the various pumps and E S 
are in a better position to specify on - 
customer services. Customer interest 
is aroused, and this interest provides 
a generous list of ready prospects to 
the firm. 
Another result of the truck tour is | 
that it provides dealer impetus to the 
promotion of rural water systems and 
stimulates community interest in sani- 
tation and home water supply. 
Since the trucks started operations, 
sales have increased more than 20% | 
and a further increase is anticipated | 
as more territory is covered. ‘The | 
pumps carried in each truck range | 
from 4 hp to 3} hp. There are two | a> F 
ejector pumps, one shallow piston and | a 
one shallow well reciprocating piston 
pump 
The two trucks leave early cach gee WY Fiz 
Monday morning and return Friday ' yy 
night. Many times the field demon- 
strations resemble a county fair. / 


When the trucks were first put into | A 
operation, each was fitted with steel | < 
stock bins for a complete supply of | [ Le 
pump parts. Now that dealers have | . 
been shown how profitable it is to , oe 
carry a complete stock of pump parts, 
the bins no longer are required in the | 
truck and have been replaced by ad- | 
ditional pump equipment. 


Meeting At Forth Worth Plant 
With Clarence Holden, president, 
and his associates at the General In LY 
dustricl Supply Company, as hosts, s WwW 
the members of the ort Worth As ASSURE BOSTON Ss ATER SUPP 
sociation enjoved a change in meet 
ing place and dict recently when . 
treated to a barbecued chicken din In an emergency—this matched set of 


fer at the company’s plant on Indus 


trial Street. 36 E-Section “Sure-Grip” V-Belts stands 





ready to transmit 900 HP to a large 
centrifugal pump which will maintain 


the water supply to the City of Boston. 


This is just one of the many examples 


of the universal confidence inspired by 
Wood's Products. 


3 T. B. WOOD'S SONS COMPANY 
ORDER SCHEDULING keeps pur- 


chasing agent Fred E. Clark and assist- CHAMBERSBURG, PA. 


ant Bill R. Creveling on the hop at Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O 
Peerless Mill Supply, Buffalo, N. ¥ 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 





POWER HACK SAW 


yittle saw doesa bigjop 


Brass, Aluminum *- Cuts Steel, 


“nd all Metals 


| WHEN YOU USE 
EW tHe Portable PREERS... Sox as 
CHANNELLOCK 
JEFFERSON “601” | 
~e go nemen 


Large variety of uses, | 
puts this handy saw in | 
BiG DEMAND group! 


; Faster metal cutting, portability, | 
ny accuracy, and ruggedness are just | 
CHECK THESE SELLING a aw of the outstanding selling | 
points of the new Jefferson “601”. 
FEATURES | BUILT by a leading hack saw manufac- 
turer, the Jefferson Font pp the ex- 

. perience and know-how of efficient saw 
© Strokes per Minute 150 design behind it. It’s small but does a | 
@ Pressure relief . . “Heavy Duty” job. 

on return stroke SELLS ON SIGHT FOR ONLY... $ 00 
@ Capacity to. . . . 31/2" y DISCOUNTS and DETAILS Complete 
; NOW! with motor 


Sales Service Machine fool Co 


weuee 2347 UNIVERSITY AVENUE 


t ' ‘ge POWER 


Pd os! PRESSE » “ HACK SAWS te PAUL 4, MINNESOTA 


ROOFrFmMZzZ>r=zrO 
ROOF rFRMZZPITO WD 








work Ve 
plumbing, 
electrical, 
automotive, 
aviation, 
battery or 
ignition —there 

is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers .. . you need 
Channellock. 


The exclusive tongue and groove 

joint gives you these ‘‘plus” features: 

Greater Strength, Longer Wearing, 

Self-Cleaning, Closely Spaced Ad- 

justments, Visible Adjustments, No 
ear on Joint Bolt. 





STAINLESS SiMssb SCREWS 


c 
H 
A 
N 
N 
| E 
| & 
L 
o 
c 
K 


ZRQOOrPrFMZZrIO 





When your s need S Fasteners 
—ALLMETAL can be depended upon for imme- 
diate shipment from their large, complete stock 


of Machine, Socket, Hex Head, Self-tapping, 


Wood Screws. Send for Catalog C-5 today 


SEND FOR CATALOG 49H PROMPT DELIVERY of various types of Phillips | CHAMPION DEARMENT TOOL CO 
Recessed Head Screws and Specials, too. MEADVILLE + PA. 


ROOPrFRMZZPrPIO 
ZRQOOFrFMZZrPIO 





MANUFACTURERS SINCE 1929 


cZece” Ke 


33 GREENE STREET. NEW YORK 13.N. Y. 
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SHELDON 


Precision Machine Tools 


12" Shaper 
William A. Meiter 


Two Managers Named 
By Worthington Pump 


A newly-created position of central 
sales manager, directing the sales of 
Buffalo, Detroit, Cleveland, Cincin- 
nati and Pittsburgh offices, has been 
filled by William A. Meiter for Wor are needed 
thington Pump & Machinery Corp., 
Harrison, N. J. These five tools 
John W. Stovall has been appointed : d 
manager of the Buffalo district sales constitute the lead- 


office, succeeding Mr. Meiter. ing line of moder- 
Mr. Meiter became a member of . . 
the Worthington training class of ate priced machine 
1927, upon graduation, then became tools .. . tools your 
a sales engineer in the Cleveland dis customers need fre- 
trict sales office where he remained 
until he was named manager of the quently oe « 


Buffalo office in 1938 you need to com- 
Mr. Stovall, appointed Buffalo dis er 
trict sales office manager, has been plete your pow 


with the company for 21 years. tool department. 


No. TS56B 
11%" Swing Lathe 


WRITE 
FOR 
CATALOG 


No. TU 1246P 
1314" Swing Lathe 


SHELDON MACHINE CO. Inc 


John W. Stovall he 
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PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


“BULL DOG” VISES 


The Sales Policy is 
100% through Distributors 


For 80 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 





Machinists @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 


Sell PRENTISS for those Woodworkers @ Utility 


REPEAT” vise orders. IN A FEW SECTIONS 


TERRITORIES ARE OPEN 


OF THE CHARLES PARKER CO. 








BELT 


co FASTENERS 
and | 





FLEXIBLE STEEL LACING €O., 4633 Lexington St., Chicago 44, ‘Ill. 


292 


RIP PLATES 


FOR HEAVY 
CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make tight butt joints of 

great strength and durability. 

Trough naturally, operate smoothly through 

take-up pulleys. 

Distribute pull or tension uniformly. 

Made of Steel, “Monel,” “Everdur.” Also 

“Promal” top plates. 

FLEXCO Rip Plates are for bridging soft ~ : < , 

spots and FLEXCO Fasteners for patching or Compression Grip distributes 
joining clean straight rips. strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 
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Frank E, Jorns 


Jorns Celebrates 
Fifty Years With 8S C & H 


Frank E. Jorns recently was hon- 
ored by fellow associates at a luncheon 
given in his honor to celebrate his 50 
years of service with Strong, Carlisle 
& Hammond Co. 

Mr. Jorns’ first job at SC & H con- 
sisted of filling orders in a stockroom. 
Later he served in the firm’s purchas- 
ing department. He entered the firm’s 
steel tubing division in 1925 and has 
been its manager ever since 


Trumbull Mfg. Co. 
Celebrates 100 Years 


In commemoration of its 100 years 
of history and service to the trade, the 
Trumbull Mfg. Co., Warren, Ohio 
industrial distributors has issued a 
handsome 14-page brochure which 
traces its early times, its progress, and 
outlines how it came to produce its va- 
rious services. The booklet is dedi- 
cated to all employees of the firm, and 
its predecessors, who from 1850 to 
1950 “served faithfully and capably to 
make possible the success of the organ- 
ization.” 

Present officers of the firm include 
Matt L. Derge, president; Earl A. 
Williams, vice-president and treasurer; 
Thorn Pendleton, secretary and Roy 
D. Fenton, assistant treasurer. 


Sales Appointments 
Made By Blackmer Pump 


C. V. Travis has been named east- 
ern division sales manager for Black- 
mer Pump Co. He will make his 
headquarters in the New York office. 

John X. Hogan has joined the J. C. 
Patterson Co. in Washington, D. C. 

Both men will supervise sales engi- 
neering and expansion of jobbers’ 
appointments in their respective areas. 





Andrew E. O’Leary 


DeWalt Sales In Ohio 
Directed by O’Leary 


Andrew E. O'Leary has been trans- 
ferred from St. Louis to Cleveland to 
direct eastern Ohio sales of DeWalt 
high-speed radial saws, manufactured 
by DeWalt, Inc., a subsidiary of Amer- 
ican Machine & Foundry Co., the 
AMF industrial lowerator and the 
AMF Wahlstrom chuck. 

Since early 1946, Mr. O'Leary has 
had his headquarters in St. Louis. 


Two Directors, A V-P 
Elected at Plomb Tool Co. 


Frank O. Maxwell and A. Calder | 
Mackay have been elected to the 
board of directors of the Plomb Tool 
Co.; and J. G. Allen has been 
pointed a vice-president. 

Mr. Maxwell fills the vacancy on | 
the board created by the death of 


ap- 








Ol Ta celitellite 
@ QUALITY 
@ SERVICE 
@ PERFORMANCE 
@ DEPENDABILITY 


MTT ddddddddel — 
VENEERS ett 


“Blue Devil’ socket screw products are stocked in a 
COMPLETE line of standard sizes and lengths. Safe, 
durable, distinctively packaged—made by specialists in a 
plant devoted exclusively to the manufacture of high qual- 


ity socket screw products. Prompt, efficient service on 
special designs. 


YZ 


Sold only through authorized 








Industrial Supply Distributors 


Sunni ELL WOES 


SAFETY SOCKET SCREW COMPANY 
6500 AVONDALE AVE. 





Frank O. Maxwell 


New York Office —11 Park Place 


e CHICAGO 31, ILLINOIS 


West Coast Warehouse—2022 E. 7th S$t., Los Angeles 
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Where “SMALL WORK’ 


PR TG iy 


EVICT ION NOTICE! 


Dirt, Dust, and Grit move out of their 
lodgings fast when a CLEMENTS- 
CADILLAC blower-suction cleaner 

is pointed their way. 
regularly to evict the 
troublemakers from 
crack and crevice of your 

machinery and equipment. ; 

There's no better, faster, t INTEF 
more economical way HIS NEEDED 


to 


get-at cleaning _ CLEANING TOOL 


GRINDING JOBS 


FOREDOM "siiarr- MACHINES 


FOREDOM Machines effectively satisfy the 
demand in the metal-wor! 

grinders which are Ri 

“small-work” job o 

de-burring, etc. F 

PIECES. 1 versatility in thi 


Quality Tested 
Since 1922 


well over a quarter century. they 

the user to precisely fit the tool - the job 

at hand. Users like Foredom’ 's easily ma- 
d and d pencil-size hand- 

pieces which keep work always well in 

view. 


Le ALL THREE DEPARTMENTS You can 
Fored to producti tooling and 
It's the only 








truly complete line of its kind. 


REPEAT BUSINESS follows as a matter of 
course when you sell Foredoms. The hun- 
dreds of accessories which can be of trade j 
with them make them extra versatile for sales job is omy greatly simplified. 
4 user, Gesetene EXTRA PROFITABLE SALES HELPS AVAILABLE. 

lor you to se 





NATIONALLY yah ed in © pest 








The FOREDOM line lent! ts your large flexible shaft tool lines. 
Why not make your firm boadauarters ae such equipment. You owe it, to your- 
self to send for our attractive p F Gre 
priced to sell fast with excellent mark-up tee you. 


Write for Full Details Today to 


FOREDOM ELECTRIC CO., Dept. 27 PARK PLACE 


F-2233 NEW YORK 7, N. Y. 
CeCe ON 22 2 ee ee SS 








ADVERTISING 
LIKE THIS 
Use it 


three 
every 


handle hard-to- P , AND MUCH IN-DEMAND 


rah 


APPEARS MONTHL 
IN LEADING 
INDUSTRIA 
MAGAZINES 





=|- -| 

ESTOCK BINS 
iF YOU 

with attachments for WANT A 


PORTABLE COMBINAT N 
BLOWER-SUCTION CLEANER RA 
CLEMENTS MFG. CO. ff FOR DETAILS 


6624 S. NARRAGANSETT AVE. CHICAGO 38, AL 
ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 


Made in 5 mode'!ls 
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CONSTANT 
POWER 
ZONE 


DIAMOND G 


SPRING LOCK 
WASHERS 


Assure Longer 
Lasting Assemblies 


The life of the assembly is usually 
determined by the length of the 
Power Zone of the fastening de- 
vice. Diamond G Spring Lock 
Washers have been designed, 
developed and torture-tested to 
provide the maximum Constant 
Power Zone . . . longer positive 
holding power. 


WASHER FOR EVERY NEED 


Whatever your needs in spring 
lock washers, there's a Diamond 
G to answer it—high carbon steel, 
bronze, aluminum, stainless steel 
and monel metal spring lock 
woshers finished or plated with 
cadmium, nickel, brass, copper or 
other finishes . . . plus the new 
Diamond G Aluminum Spring Lock 
Washer that combines lightness 
of aluminum with the strength and 
durability of steel. 


Garrett also manufacturers a 
complete line of flat washers, 
spring washers, springs, stamp- 
ings, hose clamps, snap and re- 
tainer rings. 


Write for your free 
copy of the technical 
booklet "Small Parts 
For Better Produc- 
tion.” 


DIAMOND G PRODUCTS 


Manufactured by 
GEORGE K. GARRETT CO., INC. 
Philadelphia, Pa. 


a 


<GARRETT- 


PHILADELPHIA 


Ta, 





A. Calder MacKay 


Oliver B. Scott. Mr. Mackay succeeds 
James L. Beebe, who resigned from 
the board because of ill health. 

J. G. Allen, whe has managed the 
company’s export department for 
more than three years, was made vice 
president in charge of export sales. 


J. G. Allen 





Harrison J. Groo 
Joins Peterson Co. 


Harrison J. Groo has become associ 
ated with the Eugene E. Peterson Co., 
Inc., New York City manufacturers 
agents for the hardware and mill sup 
ply trade 

Mr. Groo will cover the hardware 
distributors and mill supply houses in 
the metropolitan area. Previously he 
was connected with Carter, Milch- 
man & Frank, Baldwin McLean Inc., 
Patterson Brothers and other hard 
ware and mill supply houses for the 
past 20 years 


Cl METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 


Capacities: % to 5 tons. 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 








Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


Cl COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: %& to 1 ton. 


- 


Cif PULLER 


Lifts and pulls at cny angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


CHISHOLM-MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland 
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Distributors Everywhere 











seller! 


Never have we offered 





ovr distributors a surer 
seller than the’ new 
‘Budgit’ Chain Block 
with Link Chain. It's 
lighter, stronger, more 
efficient, easier to han- 
die, does a better job 
of load lifting, and — 
it's still a@ one-man 
hoist! 


We haven't space enough to tell you 
all about its mechanical superiorities 
over other chain blocks. But we can 
tell you that no chain block was ever 
subjected to such gruelling abuse nor 
tested so severely and—came up 
smiling — as the new ‘Budgit’ Chain 
Block. New engineering and mechan- 
ical features built 


into it provide 


greater strength with less weight. 
Anti-friction bearings throughout, 
simple mechanism, and all working 
parts sealed in tough aluminum alloy 
housings assure maximum efficiency. 
No pressed fits for easy maintenance. 
No keys for fastenings. All shafts are 
splined. The new steel alloy heat- 
treated link type chain is so tough, 
you can't cut it with an ordinary hack- 
its ‘‘full-jeweled"’ load brake 


never needs adjusting. 


These are some of the features of 
the new ‘Budgit’ Chain Block. Write 
copies of the bulletin and 
meet up with this sure seller. 


iyi BUDGIT’ 
IM Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 

idated’ Safety end Relief Valves, ‘American’ 

industrial and ‘Microsen’ Electrical Instruments. 


us for 
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PATRICK HURLEY, shipping clerk 
at the Spokane, Wash., branch of J. E. 
Haseltine & Co., is also a student at 
Gonzaga Universit\ 





Power Developments To Be 
Presented At Exposition 
New in the vital field of 


powcl! comprehensively pre 
sented at the 19th National Exposi- 
tion of Power and Mechanical Engi- 
neering in Grand Central Palace, New 
York, November 27 to December 
I'he Power Show will be held under 
the auspices of the American Society 
of Mechanical Engineers in conjunc- 
tion with the Society’s annual meet- 
ing at that time. 

Industrial executives and power 
plant operators visiting the Exposi- 
tion will have the opportunity of see- 
ing the latest products in operation, 
and they will be in contact with 
thousands of engineers and others in 
a position to help them toward greater 
plant efficiency and lower production 
costs. 


advances 


will be 





SALES-MINDED MEN at Lindquist 
Hardware Co., Bridgeport, include cus- 
tomer Michael Demci of Remington 
Rand, and Martin J. Haller and George 
J. Figlar, both of Lindquist. 





SELL Fact Wlovcng 
REPEAT ITEMS 


PRECIS 
PROFIT BUILDERS 


MUSIC WIRE 

Available in '4-lb., Y2-Ib 

or 1-lb. tangle-free dis- 
penser packages morked 

with size, gage, and weight. 
Wire highly polished and ex- 
tremely tough. The only dis- 
penser type pockage in the 
morket. 


DRILL RODS 


*Precision Brand Rods ore 
polished rounds in 3 ft. lengths 
Typical uses: automatic screw 
machine parts, dowel pins, 
mandrels, punches, etc. 12 ft 
lengths also ovoilable 


GROUND FLAT STOCK 


Oil or water hardening. Each 
piece comes neatly packaged 
in stout Kraft paper container 
morked with size ond brand 
name 


SHIM STOCK 

Brass or Steel — Single 

rolls 6” x 100” each, 600 

sq. inches to the carton. 

All popular thicknesses 
Cellophone wrapped — =a 


~~ + 
moisture-proof — 


ASSORTED SHIM STOCK 


Brass or Steel — Contains 
an assortment in most 
populor sizes of Precision 
Brand Shim Stock. 4 sepo 
rate thicknesses 6” x 50” 
each. Total 1200 square 
inches. Put up in eosel 
type disploy dispensers 
cellophone wrapped 


THICKNESS GAGE STOCK 


— 
(COILS 

Precision Brand thickness 

gage stock comes in dis - 

pensers—cellophane ~~ 


wrapped for moisture 
protection — and in 10 ft. and 25 ft. lengths 
All popular thicknesses, 2" wide 


THICKNESS GAGE STOCK 
(STRIPS) 
Tempered, polished and 
edged with rounded ends 
— size ond brand etched 
on each piece. This comes 
in 12-inch lengths in indi 
vidual envelopes. All 
popular thicknesses. 1/2” 
wide “ 


PREPAID SHIPMENTS... 


By combining your orders for various Pre- 

cision Brand products, it's easy to get into 

the prepaid shipment ‘bracket.’ A few items 

of each product will easily put you ‘over the 

top.'’ Stort now by combining your orders 
AND SAVE 


=~ 
GROUND FLAT —" =" il 
STOCK " 


j ORILL ROD 
4 


SHIM STEEL 


BRASS Shim \ 
Ry 


. THICKNESS 
MUSIC a: 


~-. a GAUGE STOCK 
== 
y 
> 


PRECISION STEEL WAREHOUSE, INC. 


MANUFACTURING DIVISION 
4409 WEST KINZIE ST., CHICAGO 24, Ik. 
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Chester H. Butterfield 


M. M. & M. Names Butterfield 
Division Vice-President 


Chester H. Butterfield, vice-presi 
dent of Manning, Maxwell & Moore, 
Inc., has been named vice-president 
in charge of the Consolidated 
Ashcroft-Hancock division, makers of 
valves, gauges and industrial instru 
ments. 

Mr. Butterfield succeeds Hamilton 
Merrill, who recently was elected 
president of the company. He has 
been with the company 33 years, the 
last eleven as vice-president in charge 
of sales of the C.A.H. division. 


Branch For Owen Richards 


Owen Richards Co., 
Ala., will have a 
tanooga, Tenn., to be known as the 
Volunteer Bearings & ‘Transmission 
Co. with Wayne Bodine in charge. 


Birmingham, 
branch in Chat 





GENERAL MANAGER 
Foss, Inc., Denver, 
brother of the founder 


1S 


WAG URWOVER 


Wherever Wi 
Rope is 
Used 


ue 


SAFE-LINE 
WIRE ROPE CLAMP 
Faster — Safer — Eliminates Splicing 


FOR ROPE 
SIZES 
Ve" to %" 


Hever Slius 
FORGED AND MASTER COINED TO FIT ROPE 
The Safe-Line Clamp is made in two 
halves, with double spiral splines. The 
large grooves pocket the large spiral 
strands and hold the rope from end-wise 
slippage. The small grooves pocket each 
small wire and prevent the rope from 
spiral winding out of the clamp. The two 
halves are gripped tightly on the rope 
with strong alloy steel nuts, giving a 
double locking action. Safe-Lines do not 
cut the rope, hold a tight thimble, mini- 
mize rope or sling breakage, are adjust- 
able, and can be used again and again. 





Safe-Lines are again available for sales 
distribution . . . ably backed by national 
advertising in a score of leading trade 
papers. Recently a jumbo-size broad- 
side was mailed to a quarter-million wire 
rope users, creating more repeat-sales 
and more new business. There’s a quick 
turnover market for Safe-Lines wherever 
wire rope is sold—and wherever wire 
rope is used Safe-Line Clamps are needed. 
Safe-Line advertising is consistently at 
work building business in this huge, 
profitable market for distributors who 
stock Safe-Line Wire Rope Clamps. 


Safe-Line patented features are known to 
thousands of wire rope users. Its Never- 
Slip grip outpulls the strongest wire rope 

. it eliminates splicing and serving and 
U-bolts . . . it prevents injury and mental 
hazards... it is easy to use by any work- 
man... it carries a replacement guaran- 
tee against clamp breakage and fracture, 
Safe-Lines are approved by wire rope 
manufacturers, the Civil Aeronautics Ad- 
ministration and Underwriters’ Labora- 
tories. More than a million Safe-Lines 
are in daily use. 


Safe-Line Wire Rope Clamps are a quick- 
turnover item, profitable to stock and sell. 


Distributors are invited to write for 
details of the National Distributor Plan 


NATIONAL SAFE-LINE CLAMP CO. 


11252 Nine Mile Road 
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Trind! Are Welder 
Super tndustrial PL) og 
125 4 $69. 9.50 
Capacity 
Complete, Ready. = 
Operate 


The Bi 99 est 
Welder Values 
on the Market! 








This sensationally low priced Trind! Welder brings 
untold economy and convenience to both small and 
large plants . . . Costly shut-downs due to broken 
or shopworn equipment can be eliminated with this 
handy maintenance and production tool. 





This new industrial type welder Model 125A is 
compact and easy to carry from place to place 
when an emergency repair is needed. Priced to fit 
the budget it has 16 heat stages ranging from 20 
to 125 Amps. The keynote of this unit is the sim- 
plicity and economical cost of operation. 


Distributors, now is the time to Cash in on this 
fast selling - profit making line. Our new big 
advertising campaign is already under way. 
For complete details write 
today to Dept. T5-JA 


TRINDL PRODUCTS CO. 


15 E. 23rd St. Chicago 16, Ill. 


KNOW YOUR TOOLS is the advice 
of C. F. Roberts and James Foushee of 
O'Dell Mill Supply Co., Greensboro, 
N. C. 








(How This Portable 
HAMMER TYPE CUTTER 
INCREASES Your 

Wire Rope SALES... 





3 Sizes 
IMMEDIATE 


starting DELIVERY 


at $12. 


By using this new low price wire rope 
cutter, your customers will buy more reels 
and less short length wire rope—once they 
know they can “cut their own”. It makes 
good sense, doesn’t it? 


Write for information on our 
Profitable Distributor Proposition 


55 PARK PLACE NEW YORK 7, N. Y. 

















Southern Association 
Committees Named 


Chairmen and members of the 
1950-51 committees of the Southern 
Supply & Machinery Distributors As- 
sociation were named at a recent 
meeting of the executive committee, 
it was announced by E. L. Pugh, 
secretary-treasurer. The executive 
committee met on July 20-21 for the 
purpose of appointing committees and 
planning work of the association for 
the current year. 

The mid-year meeting of the South- 
em Association will be held at the 
Edgewater Gulf Hotel, Edgewater 
Gulf, Miss., on Jan. 10-11-12, 1951. 
Preliminary plans were discussed by 
the committee to make the meeting 
the largest, most constructive and most 
enjoyable yet conducted. 

Because of the uncertainty of the 
international situation, the committee 


| decided to halt work on the produe 


tion of sales training films for the in- 
dustry. It was learned that the Na- 
tional Supply & Machinery Distribu- 
tors Association, co-sponsor of the 
film, took similar action. Work will 
be resumed when conditions warrant. 

C. McDonald England, Jr., Logan 
Hardware & Supply Co., Logan, West 
Va., was reappointed chairman of the 
sales promotion committee. Other 
members named to the group are 
Henry B. Tonsmeire, Turner Supply 
Co., Mobile, Ala., who served last 
vear, and W. M. Long, Noland Co., 
Inc., New port News, Va. 

Ashley DeWitt, Briggs-Weaver Ma- 
chinery Co., Dallas, Tex., will head 
the membership committee. Included 
on the committee are: R. E. Baldwin, 
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The 
HUOT Drill Index 


There's profit in selling this case for 
drills your customers have on hand. 
Helps sell a drill assortment too. It’s 
a handy drill stand and indexed con- 
tainer made in 17 sizes. Compact— 
convenient—orderly. Mechanics, elec- 
tricians, die makers, trade schools— 
all are prospects for this efficient 
system of keeping drills handy for 
instant use. Circulars and catalog 
pages available. 
a 


551 N. Wheeler St. St. Paul W4, Minn. 











Originality 


LOOK TO 


You're “First” 

"In Profits 
and 

Tool Design 


WHEN YOU SELL XCELITE! 


REEL IT etek to use plastic for screwdriver 
han 


PENT te—Ont to use alloy steel in screwdriver 
bla 


oan LITE— first to make reversible combination 
Phitiies and regular screwdrivers! 


XCELITE—first to make burring reamers to fit 
the man-sized XCELITE combination handie! 


XCELITE—first in customer preference! 
WRITE FOR CATALOG 
on the complete XCELITE line 


PARK METALWARE CO., Inc. 
Dept. E Orchard Park, N. Y. 


Che lity Tools 


PREFERRED BY EXPERTS 


First to use plastic for screwdriver handles 











Noland Co., Inc., Newport News, Va.;_ | 


Malcolm Haas, Stauss & Haas, Inc., 
New Orleans, La.; H. F. G. Hinson, 
Noland Co., Inc., Birmingham, Ala.; 
A. G. Krueger, San Antonio Machine 
& Supply Co., San Antonio, Tex.; L. 
L. Nelms, Wessendorf, Nelms & Co., 
Houston, Tex.; J. Frank Slagle, ‘len 
nessee Mill & Mine Supply Co., 
Knoxville, Tenn.; W. L. Wahl, Far 
quhar Machinery Co., Jacksonville, 
Ila. 

Walker L. Wellford, Jr., J. E. Dil 
worth Co., Memphis, Tenn., was se 
lected as chairman of the Planning & 
Development Committee. Other 
members are Richard Alcott, Riech 
man-Crosby Co., Memphis, ‘Tenn.; 
H. M. Young, The Murray Co., Dal 
las, Tex., and Walter Simpson, C. T. 
Patterson Co., New Orleans, La. 

The Convention Committee is 
headed by Ben S. Barker, Pye-Barket 
Supply Co., Atlanta, Ga. Also serv 
ing on this unit are George S. Weaks, 
Wi eaks Supply Co., Monroe, La., who 
was president of the association last 
year, and Paul J. Stine, Harry P. Leu, 
Inc., Orlando, Fla. 

Linwood F. Perkins, The Henry 
Walke Co., Norfolk, Va., was named 
as the association’s representative on 
the Joint Industry Committee. Mr. 
Perkins and Lloyd B. Mize, Industrial 
Supply Corp., Richmond, Va., will 
represent the association on the Wash 
ington Service Committee. 

Mr. Mize is also the association rep 
resentative on the Joint Film Com 
mittee. 

George H. Booth, Carolina Ma 
chinery & Supply Co., Rocky Mount, 
N. C., was named association repre 
sentative on the Joint Committee On 
Industry Emblem. 

Joe W. Pitts, Brown-Roberts Hard 
ware & Supply Co., Alexandria, La., 
who is current president of the as 
sociation, will represent the association 
on the Joint Committee For Scheduk 
Of Convention Cities. 





INTEREST CENTER for George 
Stephens and President R. A. Toole, 
Sr. of Toole Supply Co., Augusta, 


Ga. is this new pressure gun 





SELL SAFETY--- 


and you sell more 
Western Socket Screws 








Get your customers to build safety into 
their products. Where moving parts are 
bolted together, where specifications call 
for set screws on exposed shafts, get them 
to do away with the hazards of protruding 
heads and for safety’s sake, to specify 
Western Socket Cap and Set Screws. 


And don’t forget to remind them that they get these other 
advantages as well... 


( @ STRENGTH... because Western Socket 

K Screws are made of alloy steel, heat-treated 
. aul fi e 

or greater tensile strength —— greater hold- 

ing power. | 





@®ECONOMY...stronger screws mean 
fewer screws and faster assembly, a saving 
of both time and money. 


You gain, too, because Western Socket Screws are a profitable, 
fast-turnover item you can build up into big sales volume 
with little extra effort. 


A few distributor territories are open. 
You'll like Western products and policy. 
Write for catalogs and full details today. 





Western Automatic . 
Machine Screw Company aw 


722 Lake Ave., Elyria, O 


Precision Screw Products, Parts and Assemblies Since 1873 
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Bring em back | 





B-RIGHT-ON 


MNu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
you're building repeat 
business. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


‘e> WS eaeeenus 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


A dealer franchise may be 
available in your territory. 
Write for full details. 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 
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EMPTY BIN at Lindquist Hardware 
Co., Bridgeport, Conn. is reported on 
the inventory records by Bernard B. 
Goosman, sales clerk. 





| Major Personnel Shifts 
| At American Steel & Wire 


Two major personnel shifts, in 
headquarters sales organization and in 


| district sales offices, recently were 


made by American Steel & Wire Co. 
at Cincinnati and Pittsburgh. Thomas 
M. Camerden, Cincinnati district 
manager of sales and a veteran of 41 
years of service with the company, was 


| named Pittsburgh district manager of 
sales. He fills a post which has been | 


vacant since the death of J. J. Reagan. 

Paul L. Lindsay was appointed to 
succeed Mr. Camerden as manager of 
the Cincinnati district sales office. He 
has been identified with several U. S. 
Steel subsidiaries (American Steel & 
Wire is one of them) for 17 years in 
engineering and sales capacities. For 
five years he has been general staft 
manager in the wire company’s head 
quarters sales organization at Cleve 
land. 





SHARING KNOWHOW is a com- 
mon thing at Richmond Supply Co., 
Augusta, Ga., where John Foster and 
Howard Bannister discuss features of 
an electric drill. 


POWERFUL 
NEW 
FLASHLIGHT 


—Yellow-=Flash.&. 


Completely new ... completely differ- 
ent. The Justrite Yellow-Flash “8” 
delivers a 2500 foot beam from eight 
standard flashlight cells. Compact, 
handy . . . only eight inches overall... 
fits tool box or glove compartment. Con- 
vertible circuit feature allows use of 
6-volt lantern bat- 
tery for lower 
power economy 
light. Sturdy rust- 
proof metal and 
bright enamel. 

Also availablein 
headlight and hand 
lantern models 
(illustrated). All 
models have con- 
vertible circuit. 
Headlight fits com- 
fortably on head or 
hat while battery 
case clips to belt. 
Hand lantern has 
adjustable base and bail. 

All models available for immediate 
delivery. Order your stock today. 


List, less batteries: 
Flashlight, $3.95 
Headlight, $4.95 
Hand Lantern, $4.45 


JUSTRITE 


MANUFACTURING COMPANY 
2061 N. Southport Ave., Chicago 14, Ill. 











WILTON 


> YEAR 
GUARANTEE 


Also combination pipe 
and bench vises and 
four lines of inexpen- 
sive vises. 


J. K. Sutter 


Spang-Chalfant Names 


Sutter District Manager SOMETHING NEW 


A Precision-Built Machinist Vise with 
outstanding competitive features plus “C” CLAMPS made of pearl- 
a strict distributor policy makes the itic castings with — tensile 
Wilton Line profitable to handle. For caangi ap to GRAD Ba. 954. 

e . ‘ Much lower in price than 
details write to Wilton Tool Mfg. Co., 


: forged ones, yet they are equally 
925-D Wrightwood Ave., Chicago 14. efficient. 


J. K. Sutter has been appointed 
Pittsburgh district manager for the 
Spang-Chalfant division of The Na- 
tional Supply Co. 

Mr. Sutter has been Boston sales 


representative for Spang-Chalfant 
since 1944. A native of Pittsburgh, he 
joined the firm’s sales department in 
1927 and later worked in the New 
York and Memphis sales offices. 

He succeeds C. J. Ramsburg, Jr. 
who has been promoted to the posi- 
tion of manager of welded product 
sales. 


New Addition 
Built By Skilsaw 


Construction has begun on a 35, 
000 sq. ft. addition to Skilsaw, Inc., 
Chicago manufacturers of the Skil 
line of portable electric and pneumatic 
tools. Current expansion is the 
eleventh addition to the building 
since 1938, when the firm moved 
from Elston Ave. to its present mod 
ern plant. The present construction 
will increase total space to approxi 
mately 200,000 sq. ft. 

The new space will be used for 
expansion of the machine shop, re 
ceiving department, incoming inspec 
tion, and will provide additional 
storage space for finished tools and 
advertising material. 


Wigg Will Represent 
Wm. Powell Co. 


Robert J. Wigg has been appointed 
sales-service representative for The 
Wm. Powell Co., Cincinnati, Ohio. 

Mr. Wigg, whose headquarters are 
317 Builders Exchange Building, Port 
land, Ore., will call upon the trade in 
Oregon, Washington and Idaho, here 
to fore covered by Chas. M. Keyser 











PRECISION 


POROUS BRONZE BEARING | 


PILLOW BLOCKS 


e Accurately machined from 
finest grey iron castings avail- 
able, this block contains an oil- 
impregnated, porous bronze 
bushing — “the bearing with a 
million oil wells”. Designed for 
installation from specifications, 
the PRECISION block runs in- 
definitely with no oil drip. For 
a rugged pillow block with 
long, trouble-free life, turn to 
PRECISION. 


PRECISION PRODUCTS DIVISION 


ATLANTA TOOL CO. 


290 SIMPSON ST., N. W. ATLANTA 3, GA. 
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Build more sales with the 
Original and Only 


“MORE POWER 
PULLER” 


® An item that will appeal to your 
customers who load, handle heavy 
hinery. equip t, open car 
doors, lay pipe lines, rigging work. 
pulling stumps, wrecking buildings, 
etc. 
This compact, sturdy puller is light 
and easily carried as a part of your 
tool kit or equipment. Being hand 
operated, it requi no electrical or 
fuel connections and can 
be put into service wher- 
ever more power is 
needed. 








Equipped with 20, 
30 or 40 ft. of cable 


List price 
$27.75 to $33.80 
Distributor & Dealer 
Openings. 

Write, wire or phone: 


The WYETH - SCOTT 60. 


NEWARK, OHIO 
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OMIM ALIEN 


KEY GRAPHITE PASTE 


...the ideal sealer for all lines carry- 
ing oil, gasoline, kerosene, and high- 
pressure steam. Listed by Underwriters’ 
Laboratory. 


o FAST- 
SEALING COMPOUNDS 


Your KEY to Added 


SELLING 


...for sealing pipe joints on lines carry- 


ing water, gas, low-pressure steam, | 


compressed air, etc. Does not affect the 
taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the joints. Nationally advertised. Aftractively packaged in litho- 


graphed containers. Immediate delivery. 


A few territories for distributors are still 
available — write for free samples and 


full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, lil. 








HALLOWELL Solid Steel Collars, function- 

ally proportioned throughout . . . precision- 

machined so faces run perfectly true . . . are 

beautifully polished all over . . . yet they cost 

less than common cast iron collars, 3” bore | 
and smaller are made from Solid Bar Stock. To | 
make sure the collar won't shift on the shaft, 
they are fitted with the famous UNBRAKO | 
Knurled Point Self-Locking Socket Set Screw— | 
the set screw that won't shake loose when once | 
tightened. HALLOWELL . . . “buy word” in | 
shaft collars . . . available in a full range of 

sizes for IMMEDIATE DELIVERY. 

Write for name and address of your nearest 


wee and UNBRAKO Industrial Distribu- 
ors. 


“See us at Booth 2434, Convention of National 
Fes sraeren and Exposition, Chicago, Oct 
to 27.” 


STANDARD PRESSED STEEL CO. 


JENKINTOWN 13, PENNSYLVANIA 
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The Simple Way 
to solve your cus- 
tomers’ sodering 
problems .... 


. a different grade of 


shows melting point of all 
soders. 


sodering paste 
sodering sticks 
sodering oil 
sodering flux 
sodering liquid 
sodering syrup 
sodering acid 
stainless steel polish 
solid sal ammonia 


L. B. ALLEN & CO. Inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILLINOIS 


ot te, 
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“ff youre looking for 
DEPENDABLE 
PRODUCTS... 


“then take a tip from me- 


SELL HARRISBURG 
FLANGES 


and 


COUPLINGS /” 


Experienced industrial 
salesmen know customers 
stay sold on the Harrisburg 
line. Have you brought 
yourself up to date on it 

. on today’s prices? If 
not, write now for complete 
information. 








STEEL CORPORATION 
Harrisburg 18, Penna. 





97 YEARS IN PENNSYLVANIA'S CAPITAL 
Custom-Built Quality Products in Quantity 

















a4 940) 13 
can use 


Clemson’s Star 
“Molyflex” is a natural to 
make new customers... because its 
extreme flexibility and “Moly” high 
speed cutting quality assure top per- 
formance...every time...even when 
used by inexperienced hands and in 
awkward jobs, It’s shatter-proof and 
unbreakable when used in a frame... 
cuts 23.8% more metal than the aver- 
age of leading brands of high speed 
flexibles tested. 


STAR STEELRITE 

METAL MARKING CRAYONS 

Mark on hot, cold, damp, or 

gtimy metals. Packaged for 

counter sales, Markings with- 
stand pickling, yet do not affect 
enamel application. 


USE THESE CLEMSON SALES AIDS 
Don’t forget, that in addition to 
Clemson’s continuous advertising 
campaign in leading industrial pa- 
pers...Clemson’s famous Wall Chart 
and Metal Cutting Booklets are still 
available free. They’re crammed with 
metal cutting “know-how” to help 
your customers, Write for your free 





supply ... today, 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power back saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 


Contractors Buy On Sight 


Exclusive Milwaukee HOLE-SHOOTER combines 
Straight and Right-Angle drilling . . . full Ys H. P. 
... 3 speeds . . . Unit-built for safe, easy use. 


‘No other Right-Angle 
drill made gives your 
customers correct 
speeds for many ap- 
plications .. . wonder- 
tool for close quarters. 


Drive” . . . low speed, 
300 R. P. M.... high 
speed, 675 R. P. M. 


SP 3 special bits — 4”, 
P16", 2%". 


7% 


$24.50 EXTRA 





Special wrench for “Right 
Angle Drive” and chuck. 


_ 


Nationally Advertised 
© Yew demand among contractors for 

this exclusive 3-speed Milwaukee 
power-tool is growing by — and bounds. © 
It represents today’s outstanding sales-and- 
profits opportunity in portable power tools. 

No other tool can match the time-and- 
money-saving performance of the S-412 
HOLE-SHOOTER in close quarters, or” 
provide its 3-speed versatility — suitable © 
speeds and power for drilling in wood, 
metal, masonry, concrete, and tile. All con- 
tractors are your prospects — building, 
plumbing, heating, electrical, air-condition- 
ing, insulating, as wellas plant maintenance. 

Write us TODAY 

Get complete details, FREE sales helps... 
and instructions on the many uses of this 
wonder-tool. Ps 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 W. State Street, Milwaukee 8, Wisconsin 


TRI-SPEED 412 KIT 
for Contractors contains... 


$-412 2” HOLE-SHOOTER, boll 

and roller bearing equipped . . . 
Jacob's geared Chuck. . 450 R.P.M. 
2 *Two-speed “Right-Angle- 


Adjustable “Long Arm” Accessory . . . 
*Pat. Pending 


QUALITY TOOLS 
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SECOND OF A SERIES 


ee 19 
K ON A FITT'NG 


MEANS 
HIGH TENSILE STRENGTH 


The standard A.S.T.M. specification of tensile strength in cast 
fittings is 21,000, psi., but “K” fittings substantially exceed that 
requirement. 

Every charge is controlled for closeness of grain structure and 
the elimination of porosity; also for machinability to assure pre- 
cision threading and chamfering, so necessary for easy make up 
and tight joints. 

“K” fittings test high—actually exceed code requirements. They 
are also Underwriters’ laboratory approved. 

The “K” line includes: 

Standard and Extra Heavy Screwed Steam Fittings. 
Standard and Extra Heavy Flanged Fittings. 
Standard and Extra Heavy Companion Flanges. 
Standard Sprinkler Fittings. 

Standard Drainage Fittings, Black and Galvanized. 
Standard Bushings, Plugs, Flange Unions. 

n our industrial magazine advertising, buyers are urged to 
obtain “K” fittings from suppliers. You perform an appreciated 
service when you furnish “K” fittings to your customers. 


THE KUHNS BROTHERS CO. 
DAYTON 1, OHIO 


CAST-IRON FITTINGS 


3,000 SHAPES AND SIZES 
Established 1887 


© 
HARGRAVE 
CLAMPS 


Since 1879 HARGRAVE CLAMPS 
have been constantly improved to offer 
greater operating advantages and in- 
creased durability. EACH CLAMP is 
POWER TESTED. 


WRITE FOR CATALOG 
Showing a clamp for every purpose— 
Also Chisels, Punches, Star Drills, 
Brace Wrenches, File Cleaners, 
Washer Cutters, Saw Vises, etc. 


SOLD ONLY THROUGH 
DISTRIBUTORS 


THE CINCINNATI TOOL COMPANY 


4032 Montgomery Road 
Cincinnati 12, Ohio 
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VISITING SALESMAN STUDENTS at « recent class of the Dodge School of 
l'ransmissioneering included familiar names from far places: (from left) Robert 
Fuson, Dodge man, James T. Conricote, Pennsylvania Bearings Inc., York, Pa 
Paul E. Helms, Semon Bearing Co., Phoenix, Ariz.; R. Dwayne Richards, The 
Essmueller Co., Kansas City, Mo.; Ed Russell, C. E. Russell, Jr., Corpus Christi, 
l'exas; George T. Hopkins, Jamieson Machine Co., St. Joseph, Mich.; R. W 
Leighton, Bitco, Inc., Wallace, Idaho; Charles F. Vienhage, Acem Foundry & 
Machine Co., Inc., Springfield, Mo.; Ralph C. Booth, Oury Supply Co., Wellston, 
Ohio; Joseph C. Ghyselinck, Clutch Department, Dodge Corp., Glenn V. Cathey, 
Jr., Cathey Industrial Rubber Co., Lansing, Mich.; Ed Smartt, Jr., Behring’s 
Bearing Service, Inc., Houston, Texas; Wilham R. Andrews, Indianapolis Belting 
& Supply Co., Indianapolis, Ind.; Robert G. Mott, Factory Equipment Co., Detroit, 
Mich.; Phillip A. Wisell, Sager Spuck Supply Co., Inc., Albany, N. Y.; Floyd E 
Conz, Jamieson Machine Co., St. Joseph, Mo.; Richard M. Knox, Cullander 
Machinery Co., Belzoni, Miss.; Art Miller, Behring’s Bearing Service, Houston, 


Wherever there is lifting, pulling and 
tightening to be done, egpecially in 
the open or in close quarté¥s indoors, 
‘Tugit’ is the supreme hand took 


lexas; Fay Talbot, Valley Foundry & Machine Works, Inc., 


Fresno, Calif. 


Dodge School Now Seven Years Old 


When the present class is gradu 
ated, the Dodge School of ‘Trans- 
missioneering will have completed the 
training of 600 men now selling 
Dodge products throughout — the 
United States. 

The list of graduates includes a 
large percentage of the salesmen who 
work for distributors selling Dodge 
products. 


Courses in the school, now seven 


years old, are intended to give sales 
men a thorough knowledge of the 
products he sells; showing him how 
they are made, and how they are in- 
stalled and put into operation in 
customer plants. 

“Students” study under the direc 
tion of Dodge men who have had 
long experience in selling and direct 
ing the sales of mechanical transmis 
sion machinery. 





SHOW STOPPER at the 1950 “Informa-A-Show” in Cleveland’s Public 


recently was the Lunkenheimer exhibit above 


Auditonum 
Occasion was the 35th Annual Inter 


national Convention of the National Association of Purchasing Agents 
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2 
Every factory should have ne or 
more for moving or ins Ming ma- 
chinery. Truck body ders with 
door frames to square; farmers with 
fences to stretch; telephbne “gongs 
with guy wires to pull *yau con- 
tractors with dozens of johs; railroad 
repair men; service slips; road 
gangs; scrap-yard workers — ‘all can 
use the modern ‘Tugit’ so Much:better 
than the now old-fashioned pew! and 
ratchet devices. a 
4 


‘Tugit’ weighs little, fakés up small 
space in a tool-box and yet has great 
strength with the ability<to spot a 
load within small fractions efian inch. 

> 
. J 
There is much greater safety in 


operation with this lever-operated 
hoist with its gearing and automatic 
load brake. 


Find your mant You will make a 
sale. 


DO YOU NEED MORE COPIES OF 
BULLETIN 388? WRITE FOR THEM. 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of "Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialities, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments, 
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SWIFT 


LUBRICATOR CO., INC. 


24 Home Street 


Elmira, N. Y 














Stainless Steel 
= BOLTS & 
SCREWS 
NUTS 
ee 


A Complete Line 
Available from Stock 


STAINLESS STEEL 
BOLTS SCREWS 


Machine 
Carriage 
Lag 


WASHERS 
All Types RIVETS 
All Types FITTINGS © 


a Betis 
All Types 


SCREW & BOLT CORP. 


135 Church S?., New York 7, N.Y. 
CoO 7-0675 








WHITNEY 


LEVER 


PUNCHES 


No. 1 Punch—cap. 4%” thru 4" iron 


No. 6—Skylight, Ventilating, 
and Hank Flange Punch 


Since 1907 WHITNEY Hand Lever Punches, 
because of their powerful capacity yet 
simple construction and fine balance, have 
been favorites with industry. ALL WHITNEY 
Punches are built for hard service accord- 
ing to rated capacities. We can supply 
repair parts for all of the punches we 
make. These punches give you good sales 
volume. We service orders immediately. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 








The "Trailblazing” 
No. 420 Welding Goggle 


Here is a story never before told in 
print. 


A year or so after these goggles were 
announced, we were surprised one 
morning by receiving a mail order for 
them from a dealer in Johannesburg, 
South Africa. This was our first order 
from a foreign country. We received 
repeat orders. Then orders came from 
other African countries. Next they 
came from Europe; then South Amer- 
ica, and finally from every corner of 
the globe. These goggles, in truth, did 
a trailblazing job for Sellstrom in for- 
eign countries. They created a market 
through the recommendations of one 
welder to another. 


Your Stock Is Not Complete 
Without the 
No. 420 Welding Goggle 


For oxygen and acetylene welding these 
goggles are standard every-day sellers 
with Sellstrom dealers everywhere. 
They are well known among welders, 
have a constant big demand, and ren- 
der such satisfactory service that they 
are ordered again and again wherever 
they are tested on the job. 

With recent additional improvements, 
they are more rugged than ever be- 
fore, have the most positive type of 
ventilation, are exceptionally light 
weight, fit snugly and comfortably, and 
ean be recommended anywhere and 
everywhere in the complete knowledge 
that they will bring repeat orders. 


If you do not carry these goggles in 
stock, let us mail you a pair on 
memo for inspection and examina- 
tion purposes. 


sellstrom 


MANUFACTURING COMPANY 
More Than 200 Eye and Face Safeguards 
662-1 N. Aberdeen St., Chicago 22, II. 
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NEW DISPLAY ROOM of Lewis Supply Co., Memphis, Tenn. is roomy, light 


conditioned to show off industrial supplies to particular advantage, and emphasizes 


the lines handled. 


LUCKY NUMBER WINNER was Ed Betty, here receiving his prize from Lewis 


Supply sales manager John E. West 


The three-day open house was run simul 


taneously with the convention of Tri-States Oil Mill Superintendents Association. 


Lewis Supply Co. 
Opens Its New Quarters 


Delegates to the Tri-States Oil Mill 
Superintendents Association Conven 
tion, held recently in Memphis, had 
an opportunity to be among the first 
to view the new display rooms and 
warehouse facilities of Lewis Supply 
Co. in that city. A number of sizable 
purchases were made from the equip- 
ment on display during the three-day 
exhibit 

John E. West, vice-president and 
general sales manager for the firm, ex- 
plained the Lewis company’s exhibit 
in this way: “The holding of a con- 
vention locally meant a grand oppor 
tunity to invite superintendents to 
view our warehouse stocks, our display 
rooms and offices, and to acquaint 
them with our personnel and the 
progress we have made since their 
last visit.” 


Mr. West observed that his firm is 
planning further expansion of cover 
age of the present trade territory, in 
cluding parts of Mississippi, Tennes- 
see, Missouri, and Kentucky, and just 
about all of Arkansas. 

Recently he added IBM contact re 
ports of sales by lines and by cus- 
tomers, as well as by salesmen, and has 
broken the mailing list down into 
specific types of industries so that he 
may pinpoint direct mail advertising. 
These details are handled by Guy 
Petty, recently appointed Mr. West's 
assistant. 


Kennametal Names Kniff 


Thomas J. Kniff, Jr., has been ap- 
pointed representative in the New 
York office of Kennametal Inc., La- 
trobe, Pa. Fred Moore has been 
named central district representative, 


BULLETIN 4700 
gives you useful 
sales data on the 
newest Deming 
Deep Well Tur- 
bine Pumps. 


TURBINE PU 


Thousands of large volume users of water 
in varied industries are prospects for Dem- — 
ing Deep Well Turbine Pumps. BULLETIN © 
4700 is designed to help you sell these 
dependable units. Large views of actual 
installations and sectional views and dia- 
grams showing construction details are a 
real help when discussing these pumps 
with prospects, 


BULLETIN 4350 is 
a practical “sales 
tool" for showing 
advantages of 
Deming MOTOR- 
MOUNT Pumps. 


elt bg” PUMPS 


\! 


New vertical and horizontal types of Dem- 
ing MOTOR-MOUNT Pumps are fully ex- 
plained and illustrated in this new BUL- 
LETIN 4350. These versatile pumps have 
many uses in all industries. An extensive 








range of sizes and capacities offer your 
customers a wide selection, 


SUGGESTION: Write for your copies of 
these new Deming Bulletins. Study them 
and be prepared to discuss them with 
your customers, 


THE DEMING COMPANY 
511 BROADWAY * SALEM, OHIO 


Demin 
at E 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1950 307 


working out of the Detroit office. 





HINGED PLATEG 


BELT FASTENER No. 5G 


for 
Conveyor Belts 
Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge pin 





to open joint. 


BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—-wherever 
chains are needed, you'll find Wesco 
Chains doing a better job because 
they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 
RAILROAD CHAIN 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Wirte for Catalog Sheets. 


ARMSTRONG-BRAY 
& COMPANY 


5356 Northwest Highway 
Chicago 30, Illinois 


Write for the Wesco Industrial 
Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE 


CHICAGO 13, ILLINOIS 
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T. S. Bonnema 


Bonnema Elected Director 


At Oster Mfg. Co. 


Shareholders of The Oster Mfg. 
ye Cleveland, Ohio, recently elected 
‘, S. Bonnema a director of the com- 
sar 

Starting as a stock clerk at Oster, 
Mr. Bonnema has been with the com 
pany for 28 years. In 1944, he was 
vice-president in charge of production, 
his present position. 


Y & T Names Parlon 
Regional Sales Manager 


Thomas N. Parlon has been ap- 
pointed sales manager of the New 
York regional office of the Philadel 
phia division of The Yale & Towne 
Mfg. Co. 

Mr. Parlon has been on the sales 
staff of the New York branch of 
the Philadelphia division of Yale & 
Towne, under James J. Murray, re 
gional manager. The branch handles 
sales and service of Yale material 
handling equipment. 

Mr. Parlon joined the company in 
1945 as associate director of field ac 
tivities. Prior to the war he served as 
regional sales manager for several ina 
terials handling equipment manufac 
turers, including Ready Power Co. of 
Detroit, Mich. 


Barker, Rose & Kimball 
Construct Addition 


Construction has begun on a 
$200,000 addition to the Barker, Rose 
& Kimball, Inc. building at 507-513 
Baldwin St., Elmira, N. Y 

The building will be used for war« 
house and shipping operations and 
will contain about 40,000 sq. ft. of 
floor space. 





David T. Woodhouse 


Woodhouse Named Manager 


David T. Woodhouse has been 
named manager of product develop 
ment and methods of The Cleveland 
Chain & Mfg. Co., Cleveland, Ohio. 
Mr. Woodhouse, formerly, was affili 
ated with Woodhouse Chain Works, 
I'renton. 


Raw Rubber Supply Low 
Litehfield Warns 


In a review of the current rubber 
situation, P. W. Litchfield, chairman 
of the board of the Goodyear ‘Tire & 
Rubber Co. has declared that the na 
tion’s supply of raw natural rubber is 
too low from the standpoint of na 
tional security; the price too high for 
economic stability. He warns that, 
statistically, the rubber picture in this 
country is worse than was the casc 
just prior to Pearl Harbor. 

As an effective remedy, he urges 
that the government proceed at oncc 
to step up production of synthetic 
rubber to 50,000 long tons per month, 
ind that it start the creation of a 
stockpile of 200,000 tons for possible 
national emergencies. 

Ihe detailed review, which did not 
anticipate the Korean outbreak, warns 
against further dispersal of govern 
ment-owned synthetic rubber plants 
and responsibilities for their operation 

Speaking of rubber prices, Mr. 
Litchfield observed that every increas¢ 
of one cent per pound in natural rub 
ber means an additional $15 million 
per year out of the pockets of Ameri 
can rubber consumers. The demand 
for rubber has far exceeded earlier 
forecasts due to the continuing boom 
in the automotive industry and, too, 
the resumption of buying of natural 
rubber by the government for stock 
piling purposes has tended to boost 
prices 





G.W. GRIFFIN CO. 


Franklin. New Hampshire 


General Sales Agent—JOHN H. GRAHAM & CO., INC, * 105 Duane St., New York 8, M. Y. 
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CASH-ACME 
Automatic Valves 
A. W. CASH VALVE MANUFACTURING CORP. 


6615 EAST WABASH AVENUE, DECATUR, ILLINOIS, U. 








PRIMING SPEED 


@ “NEVER FAIL” 
FLOAT SWITCH 
@ ASSURES unmatched self-prim- we 
ing speed. Advanced Centrifu- _ By a toe @ NON—CORROSIVE 
gal Design. Exclusive CMC dual ' : FLOAT AND STRAINER 


jet construction and open thrash 


type impeller mean peak per- : @ FLOAT CONTROL 


formance and dependability. SASILY ADJUSTABLE 


@ GIVES top performance even 
under adverse conditions. Extra @ SIMPLE TO CLEAN 
air handling ability permits de- 4 

JUST UNSCREW PIPE 


pendable performance when 
ordinary centrifugal pumps i ; 
become air bound. . : @ AVAILABLE IN 


@ YOUR BEST BUY! WIDE RANGE 
Easily installed. Readily port- OF SIZES 


able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 





itis 


ae 8 
Write for full details of CMC DUAL PRIME PUMPS 


{  ONSTRUCTION Men 
WATERLOO, OWA, U.S.A. 
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SPEEDO 
COUNTS 


When a breakdown occurs and 
your customer needs a length 
4 a metal hose at once, 

to know that 
ATLANTIC is almost as close 
as your own stock room. 
The telephone at your el- 
bow—the telegram blank 
on your desk activate a 
top notch production 
service that insures 
maximum speed 
and accuracy in 
delivering what 
you want. 


Better 
METAL 
HOSE 


for convey- 

ing chemi- 

cals, steam, 

oils, tars, as- 

phalt, alkalis, 

gases, light 

solids, refrig- 

erants, gaso- 

line . . . for ab- 

sorbing vibra- 

tion, correcting 

misalignments, 

mobile service, 

eliminating 

thermal expansion strains .. . 

In all workable metals from {”- 

36” LD. inclusive. Standard or 
special couplings. 





Write for Bulletin 100 
See our Catalog in Sweet’s File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., INC. 


104 West 64th St., New York 23, N. Y. 

















Stevens H. Hammond 


New Distribution Policy 
For Whiting Division 

Whiting Corp., a leading producer 
of industrial equipment and machin- 
ery for more than 60 years, has an- 
nounced a new distributing policy for 
its merchandise sales division. The 
division’s line of materials handling 
equipment has been completely re- 
organized and expanded to include 
electric chain hoists, package and bulk 
material conveyor systems, overhead 
monorail and light crane systems and 
hoist-type cranes. 

Twelve sales territories, according 
to Stevens H. Hammond, president, 
have been organized and manned. 
Under the new distributing policy, 
Whiting materials handling equip- 
ment distributors are being appointed. 
Also included in the division are the 
corporation’s line of rotary shears and 
stamping trimmers, which will con 
tinue to be distributed through se 
lected machinery dealers as in the 
past. 


Hobelmann To Represent 
Harrington Co. 


Herman H. Hobelmann has been 
appointed manufacturers’ representa- 
tive for The Harrington Co. of Phila 
delphia, Pa., in California, Washing 
ton and Oregon. 

Mr. Hobelmann, 
Walker-Turner, will 
it 744 Harrison St., 
Calif. 


formerly with 
maintain offices 
San Francisco, 


ae 


ggg sk eI: =, 





— 


AB 


right machine to do sandin 
quickly, efficiently, and e 
National Line. 


Here is a complete line of portable block sanders efficiently | 
designed to cut your customer’s finishing costs. 
offer a selection of air or electric driven sanders with either 
straight-line or orbital action. You can furnish just the 


fe 


{ Reduce Finishing Costs j 


ej 
Youcan # 


buffing, and rubbing work 


ctively if you handle the 
See how you can fit into National’s 


selective distribution system, Write for details today. 


MODEL 400 
“Mity-Midget”’ 
Woodworkers, boatbuilders, 
machine tool plants, auto and 
airplane manufacturers are 
among the many users. The 
Model 400 is an orbital action” 
sander which saves time and! 
money because it is light 
weight... 


compact... vibra- 


tionless ...and powerful. 


MODEL 300 

A straight-line, reciprocating, 
two-pad sander for use on 
wood, metal, plastic, or stone. 
It has a built-in wet sanding 
outlet. A large sanding sur- 
face makes it exceedingly fast 
and efficient. Various pads are 
available for specific needs. 


MODEL 500 

Electric 

National’s powerful, orbital 
action electric sander Oper- 


ates at a constant speed of 
5000 rpm with a permanently 
lubricated universal motor 
which will develop ‘4 hp. 


Lau Blower 
Plans Warehouse 


Plans are in process for construc- 
tion of a $100,000 warehouse build 
ing for the Lau Blower., Dayton, 
Ohio. Joseph Lair, company attorney, 
said the exact site, which will adjoin 
the plant, has not been chosen. 

Plans are contingent on the rezon 
ing of a section of land in the plant 
area by the city of Dayton. 


Write for details 


! 
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PARKER VISES 


Complete Line Including 
HINGED PIPE VISES - WOODWORKERS’ VISES 

















\ 
\ 


b 
NAGISIaW 
92 
\ABNd SVYHOD 
BHL 


«( 
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EXCLUSIVE 
FEATURES 
Write for catalog. Sold 100% through distridutors 











STREAMLINE WITH MAGNOLIA 


99% of your customers’ require- 
ments can be answered with 
two improved grades of Mag- 
nolia Babbitt Metals: Magnolia 
Anti-Friction Metal and Power 
Nickel-Genuine Babbitt. This 
streamlining is just part of our 
new babbitt program designed to 
increase your sales. Full details 
on request. 








SOLD THROUGH INDUSTRIAL DISTRIBUTORS EVERYWHERE 


MAGNOLIA METAL COMPANY 


21 West Jersey Street - Elizabeth, New Jersey 
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Frank M. Goodman 


Central Screw 
Names Goodman Manager 


Frank M. Goodman has been ap- 
pointed distributor sales manager for 
the Central Screw Co. Mr. Goodman 
will make his headquarters in the 
company’s general offices in Chicago, 
but will be in charge of all distributor 
sales activities from both the Chicago 
and Keene, N. H. plants, as well as 
Central’s Los Angeles warehouse. 

During his 20-odd years of distrib- 
utor sales experience, Mr. Goodman 
has spent most of his time with Skil- 
saw, Inc., of Chicago, and recently left 
the Lincoln Engineering Co. of St. 
Louis, Mo. 


Mine & Smelter Supply Co 
Relocates El Paso Branch 


The Mire & Smelter Supply Co., 
with headquarters in Denver, Colo- 
rado, recently acquired five acres of 
property in El] Paso, Texas, in order 
to relocate its branch offices there. 

Buildings on the property, which 
formerly housed a textile manufactur- 
ing concern, are being remodeled for 
the industrial distributor’s branch 
offices and warehouses. The move is 
expected to be completed this fall. 


W. C. Wiggins Joins 
Georgia-Alabama Supply 


W. C. Wiggins, well-known 
throughout the industrial supply in- 
dustry, has joined the Georgia- 
Alabama Supply Co., West Point, 
Ga., as outside salesman to cover 
southern Alabama. 

Mr. Wiggins was with Young and 
Vann, Birmingham, Ala., for about 
30 years, and more recently was presi 
dent of the Hub City Supply Co., 
Dothan, Ala. 





CARD CHECK on perpetual inven- 
tory brings together C. F. Hathcock, 
Jr. and George H. Reynolds, assistant 


manager of O'Dell Mill Supply Co., 
Greensboro, N. C 





Link-Belt Expands 
Public Relations 


A separate public relations depart 
ment has been established by the 
Link-Belt Co. at executive headquar 
ters in Chicago, headed by Harlan B. 
Collins, secretary of the company, 
and Russell B. Kern. 

The advertising department, under 
the direction of Julius S. Holl, adver- 
tising manager, has been strengthened 
by the appointment of Bertram V. 
Jones as executive assistant advertis 
ing manager. Mr. Jones will be di 
rectly assisted by John F. Kelly, as 
sistant advertising manager. , 

Mr. Kern has been supervising the 
company’s public relations activities 
which have been part of the advertis 
ing department. He will continue in 
the capacity of editor of Link-Belt 
News, the company’s house magazine 
devoted to the application of mate 
rials handling and power transmission 
machinery. 


Bard Hardware Co. 
Assets Are Sold 


The building and inventory of the 
Bard Hardware Co., Reading, Pa., 
were sold to Frederick Singer, trading 
as the Singer Crockery Co., it was 
announced by A. R. Bard. Mr. Bard 
stated that Mr. Singer did not con 
template conducting a hardware busi- 
ness. 

The book accounts of the Bard 
company are being liquidated. Mr. 


originated and designed 


are ... lightweight... 
packed with power and the 
stamina to “take it” for years of 
trouble-free operation—that’s the 
new line of Bob-Cat Hoists! 


Now made by Ohio Electric in 
lifting capacities ranging from 12 to 
5 tons, the Bob-Cat line is specially 
engineered for your prospects. Bob- 
Cat Heavy-Duty Hoists have ad- 
vantages you can easily demonstrate 
... talk up... sell. 


Why not familiarize yourself 
with them? Write for literature 
today. Then let the new low-cost 
Bob-Cat Hoist line turn sales 
“stalls” into sales calls! A-3285 


THE OHIO ELECTRIC MFG. CO. 


Chester Bland, President 





Lift $ales to anew high 
with BOBCAT HOISTS 


6 to 1 factor of safety 
High-torque Ohio Motor enclosed 
in cable drum 

Epicyclic gear reduction 

2 Weston-type load brakes 
Solenoid motor brake 
Push-button or rope control 
Lug, hook or trolley suspension 


ie 


Bard said that he and his three part 
ners hoped to wind up their business 
in the near future. 


5900 MAURICE AVENUE + CLEVELAND, OHIO 


The Obio Electric Mfg. Co. also makes lifting magnets 
and controllers, small motors, nail making machines. 


ELECTRIC 
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It’s no stretch of the imagination, rather, robust realism to call our past half 
century a Miracle—U.S.A. 

America has set an amazing record of progress in 50 years —but a moment in 
the history of civilization. A record unequalled by any other political or economic 
system. 

Merely by broad brush strokes, we can all visualize this miracle. Remember the 
crystal set, the hand-cranked car, the biplane? A far cry from our FM radio, tele- 
vision, hydro-matic drive and supersonic planes. 

And here’s another phase of the miracle that went hand-in-hand with these and 
the myriad of intertwined technological advances — ranging from the radio telephone 
and Bakelite to the X-ray tube and teletype... and to atomic energy and its un- 
told potentialities. 


¥ Since 1900 we have increased our supply of machine power 4% times. 


*® Since 1900 we have more than doubled the output each of us produces for 
every hour we work. 


% Since 1900 we have increased our annual income from less than $2400 per 
household to about $4000 (in dollars of the same purchasing power), yet... 


*% Since 1900 we have cut 18 hours from our average work week—equivalent to 
two present average workdays. 


How did we do it? The basic cause for this composite miracle has been the 
release of human energy through FREEDOM, COMPETITION and OPPORTU- 
NITY. And one of the most important results is the fact that more people are able 
to enjoy the products of this free energy than in any other system the world has 
ever known. 


THIS IS THE MIRACLE OF AMERICA . .. it’s only beginning to unfold. 


Published in the public interest by: 


McGraw-Hill Publications 
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= SCALE-FREE 
eat Treati & 

Pres pry Bk PY RENE ADS 
ARE ABOUT YOU! 


They appear in Business Week and a long list of industrial and 
trade publications, and talk turkey about the distributor as the 
logical source for fire extinguishers. They don't neglect to 
sell the product, either—particularly Pyrene’s new, improved 
models. They urge your customers to standardize on Pyrene. 
This advertising can do a real job for you...if you mention 
Pyrene on every call. 


— 
pyri Eyes RIGHT 
PYRI for your 


>... PYRE RIGHT Pyrenes i 
* sa in the i your cust . 


American Machinist PYRE Buy them the reliable, prompt, economical, 


Tool & Die Journal 
Modern Machine Shop | “°rvfoctured by: easy way—from your local Pyrene jobber 


Distributors: For com PY R £ 

le fere ation eae “ meee s one best extinguisher to guard any fire 

i wi Frankl Bay a ard. Call on your local Pyrene* jobber for the 

Hartford, Conn wr PYR E ri a Pyrenes for your hazards. Pyrene makes 
== Established 187° —— ishers for every fire hazard; jobbers carry 











CARTRIDGE-OPERATED 








various types in stock. That means you get 
im wows ate delivery, pay no freight charges from 
| PYRE the factory. One invoice handles everything And 
ou deal with an established business right in 





your community 


PYRE 
New stainless steel extinguishers have been added 
| to the seamless copper shell extinguishers in the 


Pyrene line. Now more than ever, it pays you to 
PY we E standardize on Pyrene—for precision workman- 
ship, real dependability, greatest dollar value. 
Write for name of your local Pyrene jobber. 


Maglio T: | PYRE! +7. Reg. US. Pat. Off. 


~ = | py 
THE COLLIS see 


MAGIC.-TYPE AY ae} | 
CHUCKS a 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 

MANUAL AND 


continuously. f } THY 
‘ | AUTOMATIC SYSTEMS 
Complete tre hghting syitem vung 





VAPORIZING LIQUID 











a+ . 
Let our 40 years of manufac- | [ 4 = ere 


turing experience help your tanks, ip tas, oading 
customers select the proper ir al = ¢h SiS , De aliens 
} SODA-ACID, PUMP TANK AND 


equipment for the job. re - } OTHER EXTINGUISHERS 


“Call Collis For Service” 
PYRENE MANUFACTURING COMPANY 


TH E COLLIS CO. 581 Belmont Avenue Newark 8, New Jersey 


Clinton, lowa Affiliated with C-O-Twe Fire Equipment Co. 





























PYREN I, «name FI RCINE FIKENE PYRENE 
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“,..amn effective selling tool for 





When you’ve been advertising as long and as consistently as the Parker-Kalon 
Corporation, your advertising objectives just have to be sharp and clear. And 
P-K’s are! As S. S. Kahn, Director of Sales and Advertising, explains, “our entire 
trade publication advertising program is planned to serve as an effective selling 
tool for our family of some 700 odd jobbers.” 


And, Mr. Kahn continues, “it is extremely essential that our advertising reach 
as many of our distributors’ customers and prospects as possible.” 


To do this job right, Parker-Kalon spends plenty of time and money in an effort 
to select the publications of greatest value to their distributors. But, says Mr. 
Kahn, “we have not felt it necessary to make a detailed analysis of market cov- 
erage offered by FACTORY because we know from our experience of over 
one-quarter of a century what an effective job FACTORY MANAGEMENT AND 
MAINTENANCE is doing for us.” 


On every product you sell to the manufacturing industries, you need the strong 
help that advertising in FACTORY can give. More of your customers and pros- 
pects in the manufacturing industries pay to read FACTORY than any other 
industrial magazine! 
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NEW FEATURES 
MORE SALES! 


WRENCHES 


LOWELL 


SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 
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New Snap Ring 

holds socket more securely. (Roughly tested in pipe 
line work for over a year.) Removed easily with 
narrow screw driver or any pointed object. 


All Steel Cap 

instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 
bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


High Tensile Alloy Handle 
New Tough Synthetic Finish 
Enlarged Hole for Lanyard 


Send for Catalog *60 


and new schedule of 


distributor discounts. 


Ky Tal 


WRENCH CO. 


WORCESTER, MASS 
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THE PUBLISHER’S PAGE 


... where the views expressed are his own 





Beg Your Pardon 


In tHE AuGusT ISSUE I stated that we 
would start a series of articles with the 
October 1950 issue on “Planning for 
the Decade Ahead”. 

At the time it was written the Kor- 
ean War, or any war, hadn’t even 
lifted its head. Now, however, we 
know the worst. Under the circum- 
stances, an article or series of articles 
of such a nature is entirely out of 
order as it is impossible to mix war 
and peace economy. This is to advise 
that the articles will not appear. 


The Job Ahead 


It was just exactly 9 years ago this 
month that our editorial department 
wrote about “7 Immediate Jobs for 
Distributors’’. 

At that time this country was in a 
scramble to build up a defense pro- 
gram. Remember, Pearl Harbor came 
some three or four months later. 

Now the country finds itself in just 
about the same fix as existed in August 
1941. 

The situation that industrial dis- 
tributors face may well be an exact 
duplicate of that period within the 
next few months. It may be fortunate 
that the records of this preceding pe- 
riod will be the pattern that will be 
followed as this new defense program 
develops. 

We definitely feel that the record is 
such that it bears repeating at this 
time, and the October issue of Inpus- 
rr1rAL Disrrrution will be devoted 
largely to recalling to your memory 
the developments that preceded our 
entry into the second World War. 
We all think that we can remember 
the pattern as it developed back in 
those days, but can we? 

In addition to bringing you in di 
gest form our 32-page article of Sep- 
tember 1941, we will add to it all de- 
velopments in the current defense 
program up to the time we go to press 
for the October number—namely, up 
to about the 10th of September. Be 
on the lookout for this issue because 
you are going to find it very, very 


valuable as a guide to what probably 
is ahead. 

We will follow, in the November 
issue, with an up-to-the-minute ver- 
sion of “Time—Material—Manpower 
—Money” which appeared in the No- 
vember 1942 issue of INpusTRIAL 
DIsTRIBUTION. 

Most of you will recall this job was 
done at the request of the Associations 
and at a time when the distributor’s 
place in the war economy was seriously 
in question down Washington way. 

This time—in this war or defense 
program, or whatever you want to call 
it—the industry will have something 
to use before and not after their im- 


portance might be questioned. None 
of us feels that it will again be ques- 
tioned—not in so short a time—but 
who knows. There certainly are no 
fewer crackpots on the Washington 
scene than there were some 8 years 
ago. 

These two jobs for the October and 
November issues have been set up. 
In the meantime, if there are any 
vital developments that affect indus- 
trial distributors, InpustRiAL Distrt- 
BUTION has arranged to re-establish its 
special bulletin service which was a 
feature during the war. In other words, 
we will get out special bulletins by 
mail between regular issues of the 
magazine. As I write this, there is 
nothing of any special nature that can 
be reported, but it might be that be- 
fore this September issue appears some 
noteworthy action may have devel- 
oped. I repeat, if it does, a special 
bulletin will be in your hands covering 
the matter. 


More About Salesmen 


There have been a number of poetic 
references to the life of a salesman 
and you will find another one on page 
3 of this issue. 

This new poem is on the construc- 
tive side which is quite a relief be- 
cause we have all seen some that sales- 
men themselves might laugh about, 
but which would have been embarrass- 
ing if the Boss or the family took them 
too seriously. 


ARCH MORRIS 
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rre(t : 5) STOCK THEM — DISPLAY THEM 
@! FOR VOLUME AND PROFIT 

The complete Starrett line — ‘Always Depend- 
able’’— can be counted on to yield high volume 
and profit month in and month out. Always in 
demand, always preferred by skilled craftsmen, 


Starrett is the world’s best known and fastest 
selling line. 








THE L.S. STARRETT CO., ATHOL, MASSACHUSETTS 

















..:the Complete Chain Line 
«-: KNOWN FOR ITS QUALITY : 


YOU CAN IDENTIFY CHAIN by pattern, size, material and finish. But the only 
way you can be sure of the quality of chain is to know who makes it. 


Shown here are a few of the more popular AMERICAN CHAIN patterns 
of welded and weldless chain. Every one is a good, strong, dependable, 
high quality chain. Nothing will ever lower the quality of AMERICAN 
chain, fittings, attachments, assemblies, repair links, cotter pins. 


Sell AMERICAN — 'h Complete Chain Line 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. Aue 


IC. 
CHg 1 'N 


In Business for Your Safety 





